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Lee R. James 


Our new state manager 
for California 








PEORIA LIFE 


INSURANCE COMPANY 


offers to its agents 
a program of constant 
all~year~round service ~ the 
practical kind of service that 
J), makes them successful 







Co-operation 
Headquarters 


Peoria Life Home Office Building 
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We Are Now Developing California 


It has always been the policy of the Peoria Life to multiply the oppor- 
tunities of its Agency Force by developing old territory and entering new 
territory as rapidly as circumstances warrant. In line with this policy, the 
Peoria Life recently secured admission to California. 


A further policy of the Company has been to make all promotions from 
the ranks of its own agents. In line with this policy, Lee R. James, formerly 
district manager for eastern Iowa, has been made state manager for Cali- 
fornia. Mr. James has already begun the building of a live active agency, 
and has entered on the production of business in a fine large way. 










It has never been the policy of the Peoria Life to disturb agents in their 
company relations. It is not our policy now. We are not interested in mak- 
ing contracts with agents of other life insurance companies. However, to 
agents handling other insurance lines, who contemplate a life insurance 
connection, or to men of your acquaintance outside the life insurance field 
who are looking for a real future, with every cooperation to assure success, 
we have something interesting to offer in California. Such men “may learn 
something to their advantage” by communicating with the Home Office, or 
with Mr. James at his offices, 726-7 Consolidated Building, Los Angeles. 
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REGULAR ADVANCES TO TO ENTERTAIN GUESTS 
AGENTS NOT FAVORED ~ 


LOS ANGELES LIFE MEN BUSY 


Tendency of Companies and Agen- | _ oe : 

gute 7 a 5 Plans for Receiving National Associa- 
ies S rster , os 
cies to Discontinue System of tion Convention Visitors Prac- 


Weekly Advances to Agents tically Complete 








REPLACED BY TRAINING! LOS ANGELES, CAL, July 16.— 
Rapid progress is being made by the 

- Lite Underwriters’ Association ot Los 

ngeles 1 oncl ng the tails o 

Educational Advantages, Personal At- | a Bg Minin = com Pig at 
tention, and Leads Give New Solicit- | co 1 of the National Association, 
| l | George W. Ayars and 





ors More Help Than Advances onion: of tn 





sau | le zation feel confident that 
: | the efforts which have been and are 
EW YORK, July 15.—The ques-| being made will result in one of the 


successtul events of th 
las ever occurred. 
\ slogan which has 


whether a general agent should | most is character 
t 


mey in stated weekly| © 


been ad ypted by 


“Ride 


to solicitors is always a topic | 











s | the transportation committee is 
w general agents. The practice 15s vith < Each « ner of an automobile 
é eavily entrenched in New York | who is a meml local association 
t if anything the tendency of the } s bec st paste a printed 
: | sticker bearir ription on the 
is away from the advance system | _ 3 ; 1 
; é 4 | windshield of id it will be an 
er than toward it. A number of] ,,, vibes : out-of-town deli 
es will countenance no advances | gate or convention visitor to hail the 
gents rhese of course are the as EK ite UNGCTWHIite OT @ Fie 
nch ofhce companies. One of the Two Receptions Planned 
rge general agencies which is widely Plans have been made for elaborat 
n as one which operates on ad eptions for the two evenings of Jul: 
es to solicitors is reported as tight- | 22 and 24 at the Biltmore. To impart 
ng up on the matter of advances. | 4] riginal flavor of southern California 
\1 er company, which recently in-| 45S sh atmosphere has been decided 
talled a new general agent in New] ypon as the decorative and entertain 
York after two rather disastrous ex- ent motif for both occasions 
iences has included in his contract lohn Newton Russell. general ch 





greement that he shall not advance the convention committee, who 


ney to agents nor accept premium | jas beer bsent on a trip to Hawaii 

es luring the last few weeks, returned to 

Attractive to General Agents I - Ange les Saturday and was met at 

a aaa cian = the rbor y an enthusiastic reception 

fot of money has gone down the] committee of the local association. He 

yy the route of advances. The | addressed several meetings of life insur 

office manager has no money nce men in Honolulu while there and 

pay advances and there states that the attendance from the Is 

e cannot. The fact that the branch | Jands at the convention is expected to 

ce system is becoming more popular] he Jarger than has ever been expe 

some companies and has proven | rienced at an annual meeting heretofore 
self a successtul method of building 


: would Company Conventions Plarned 


to indicate that 
not a necessary 


seem 


idvance system is The annual agency convention of the 








| but merely an evil that has so many Mlutual Life of New York will be hek 
ctions that the general agent would it the Ambassadc Hotel Julv 18-19 
pay advances than build up his] with an attendance of approximately 
ess more slowly. 100 
\gencies sticking closely to the plan The annual agents mvention of the 
ing no advances say that they | Pacific Mutual. hicl neludes the 
occasionally lost men to agencies early meeting of the Big Tree Club 
iz to make an advance, but never- nd the agency association, will open 
s do not plan to abandon the no] July 21 in the company’s home office 
nee rule The next step above the uditorium and conclude with a banquet 
l m g no advances whatever is t the Hotel Biltmore in the evening 
loaning money occasionally to] Business session of the agency associa 
nts to tide them over short periods | 1 vill also be held on both Tuesday 
roduction which happen to] and Wednesday It is estimated that 
ile with a period of high expense.| the attendance at these meetings of 
irly any general agent with a fairly | the Pacific Mutual Life wll be in exce 
established business will help his | of 1,000 men and women representatives 
nt out in this way. He does not the companv 
ke a general practice of it nor en- 
ge it, but he will not let a promis- . 
i ecome utterly discouraged on wise, He can be told what to do in 
nt of debts outside, if he has suf- | Stead of merely requested. The general 
isiness on the books to secure agent has a club to keep him in line 
te inne his seems to be more theory than fact 
wever, as not many of those general 
Does Not Control Agent izents interviewed felt that it was anv 
ne of the theories of the advance | real factor An agent may report a 
ite 1s that the agent is better con ittle earl t he has a Ivance bi 
led if he is on advance than other (CONTINUED ON PAGE 21) 
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LICENSE IS REFUSED 


MAY FILE MANDAMUS SUIT 


Union National Life of Kansas Meets 


Department Refusal on Stock 
Policy Plan 


rOPEKA, KANSAS, July 15.—-A 
mandamus action to compel the Kansas 
f insurance to issue a 

certificate of authority to the Union 
National Lite of Kansas City, Kans., is 
n prospect rhis is a new company 





which recently obtained a charter to 
write insurance in Kansas. William R. 
Baker, superintendent of insurance, has 














Pan American Statement 

Thiet! Par Amer 
of July 1, shows assets 
policyholders surplus $1, 
capital $1,000,000; insurance in 
$114,582,545 


’ * +} 
or the 


ual staten 
ican Life as 
$13,515,002: 

709.086: 
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FEW MEN CAN INSURE 
_ TO ADEQUATE AMOUNT 


Extent of Insurance Limited by 
| Income, Not by Satisfaction 
| With a Small Sum 


FIELD FOR SMALL POLICY 


Enables 
Family to Make Adjustments and 


Salary Continuation Contract 


Preparations for Future 




















refused to issue the certificate to this 
company because of its proposed plan | NEW YORK, July 15.—So much has 
of selling its stock in connection with] been said and written about meeting 
its lite nm olicies . | the eeds ot the px cyvin er with lite 
Chere companies which . ; ; 
were organized 1 Kansas and sold NSUTANCeE . o uch emphasis has 
stoc vith their policies Iwo of these | ree t the purchase ot income 
< ! inties have completed the stock | sura < it t sce S surprising that 
sales such shares as are cancelled so many small e insurance policies 
throug wlicies being lapsed by the : : 
ders and the stock returned 1 Dectene cannot provide a iving imcom 
certificates to these companies were all | > e sold. The fact is that insur 
issued betor« Baker came nto office He i ( I hice! thie policvholder 5 
= t . \ a grant a | cketbook as we!l as his needs 
f thi , ; 
nee peo Ba 7 wae plan : in Kimergency Fund 
I ve eit that st % sell re i i I rance authority says that 
one t g and lite insurance is i great y cases lite imsurance 
another and that should be kept st be regarded in the same way as a 
separated,” said Mr. Baker. “It seems re of $5,000. This is not a 
e there is danger of too much mis pe ative nd but it is the money that 
repres¢ tation w he st ck sales al d 5 ce ba sia ) 5 tematic effort 
e msur ce sales are handled together rac to prov de tor ny need which 
They ire financial transactions so] might st The owner of this fund 
widely different that they should not] looks upon the sum of $5,000 as some 
be per tted t be operated together t! wh he could tall back on in 
Intimate Mandamus Suit case & ills ess in the family He may 
iso t k that ut not! g else happens 
VW H (;sregory, president ot the vhen his cl iret ecome ot college awe 
Union National, and his attorneys had e will utilize his savings tund to give 
lor g conterence with the attorney gen ti ic lege educat ! He may teel 
eral and the superintendent of insurance hat | naintaining tl tund, it he can 
last week relative to the refusal of the | keep everything until his old age 
superintendent to issue the certificate it will take care at that time In 
to the company It was indicated that | other rds, it ggest fund he 
the cor vy was prepared to start an] has been able t together and it 
plicat tor a writ of mandamus to] must provide ( it Many contin 
compel superintendent to issue the | gencies which mi arise. It is quite 
ertificate ertain that they will not all come upon 
Mr. Gregory, acting for the company | it he has the fund all ready to fall 
has filed the statements and offered the | back on 
casi 1 securities deposits required by Meets Immediate Needs 
the Kansas law It is his contention : 
that the uperintendent of insurance ie | The aveTane man who carries only 
the equired to issue the certificate and about $5,000 to $10,000 inst rance must 
has no authority to inauire into the | 0! necessity look upon it m this same 
business plans of the company or refuse | way In e insurance educational en 
i certificate because of the plan to cell | dowments ane special | licies of all 
stock with the policies Mr Raker | Kinds have their appea Chere are times 
contends that he is given discretionary w he they are the or y real solution to 
powers and that he has authority to re tine rance pr ony it i man ties 
fuse to grant a certificate when he he. | his insurance up al carries it in educa 
lieves the proposed business methods 2 acd «phamgaate ~ RCS Cee 
1 vy not he ( nduc ve to the best inter | ne i tail ‘ Proven eO8 the most tm 
est life insurance or the insuring nediate need, and that is the one which 
7 can be met by a comparatively smal! 
rbolic There appears to be a law point ; ' 
} ' nsurance poucy 
the matter that has never een pre- 
sented to the courts in this state and Vice-President Desires More 
it promises to be an important lawsuit rhe white collar man of today work 


salary, endeavoring to 








Keep up appearances, cannot possibly 

! nce he needs Even 

salary can not do so 

ot one the big lite 
| is surance companies said the other day 


what is considered a great deal 
for a man my means 


| carry 


of hfe insurance ot 








2 


THE NATIONAL UNDERWRITER 





—————— ———— 








Nevertheless, I can think of many ways 
in which additional insurance could be 
used to my advantage. There are a 
great many life insurance agents in New 
York City who could come into my of- 
fice and show me how life insurance 
could be used to my advantage. How- 
ever, he could net show me how I could 
pay for.that life insurance.” 

This condition is all the more marked 
in the case of a man on a small salary. 
He needs life insurance a great deal 
more than the man of wealth. How- 
ever, he is only able to buy $5,000 insur- 
ance. He must then regard it as the 
man named above regarded his fund ot 
$5,000. It is all that he has to fall back 
on and must make it stretch over all 
of his needs even though he knows it 
is inadequate. 

Small Policies Render Service 


The life insurance agent may often 
sell insurance by taking this into ac- 
count. If he tries to sell a man a $3,000 
or $4,000 policy on the income basis he 
merely makes the insurance seem so 
inadequate as to be nearly valueless in 
the eyes of the prospect. A man who is 
unable to meet his current expenses, 
can not go further into debt to buy in- 
surance which will provide his depend- 
ents with a life income. However, if 
the agent can show him that this $3,000, 
$4,000 or $5,000 policy is an emergency 
fund which can be drawn upon when 
he needs it, which may ease his old age, 
which may enable him to see his chil- 
dren through school, and which in the 
event of his death would enable his fam- 
ily to adjust itself to the unexpected 
conditions, he has rendered a real serv- 
ice without selling life income insurance. 


Continuation Policy 


Another policy which could be sold 
in the same way is the salary continua 
tion policy. A man may be sold a policy 
which will continue, approximately, his 
earnings for a period of five years. He 
can later be asked to increase this to 
ten years. There may be some particu- 
lar reason why a few years hence he 
will not need as much insurance as at 
present and therefore the five-year 
period will be sufficient. 





International Life Club Rules 


The International Life of St. Louis 
has announced the rules for 1924-25 
$125,000 Club. To qualify as a member 
an agent must produce not less than 
$125,000 of insurance written and ex- 
amined between July 1, 1924, and June 
30, 1925. All business must be written 
on the annual premium plan and all 
business must be paid before prior to 
Aug. 15, 1925. Each qualified member 
who shall have written, delivered and 
paid for not less than $5,000 in as many 
as nine calendar months of the club 
year will receive an extra dividend at 
the end of the year of $2 for each policy 
of as much as $2,500 or more; an addi- 
tional amount of $5 for every policy- 
holder of $5,000 or more similarly se- 
cured. Such extra dividend is limited 
to $100 to any member. There is also 
a cumulative preferred dividend set 
aside by the company equal to $100 for 


each qualified member plus $100 for 
each $125,000 of business in excess of 


the amount needed to qualify. 


George Washington Life Convention 


The George Washington Life of 
Charleston, W. Va., entertained its 
$100,000 League in convention at At- 


lanta City, N. J. In all, four days were 
spent at the seaside, as most of the 
agents and their wives arrived the day 
before the proceedings began, and re 
mained until the day after, during all of 
which time they were guests of the 
company. 

President Harrison B. Smith 
“Life Insurance Trusts, and 
Moir, president of the United States 
Life and consulting actuary of the 
George Washington Life, addressed the 
convention on “Insurance Matters in 
General.” Addresses were given 
by several leading producers 


spoke 


on Henry 


also 





HAD ‘GOOD CONVENTION 
FEDERAL UNION’S ASSEMBLY 


Held Annual Three Day Gathering of 
Officers, Agents and Managers 
at Pelee Island 


The eighth annual convention of the 
Federal Union Life of Cincinnati was 
held Thursday, Friday and Saturday of 
last week at Pelee Island, Ontario, Can- 
ada. The meeting was attended by 40 
representatives of the company, includ- 
ing managers, superintendents and 
agents. The home office officials in at- 
tendance were: President Frank M. 
Peters, secretary C. E. Brotten, superin- 
tendent of agencies J. W. Knipline, and 
Supervisor J. C. Allen. 

At the managers’ council which met 
on Thursday, plans and programs were 
perfected for the remainder of the year. 
P. A. Krepps, manager at Columbus. 
O., was reelected president of the man- 
agers council. It was announced that 
beginning July 19, the allotment for the 
industrial agents would be $46,000 per 
man, this including $20 industrial in- 
crease. The ordinary agents quota is 
$92,000 per man. The close of the allot- 
ment period is Dec. 31. The managers’ 
council proposed a meeting of com- 
pany leaders at Cincinnati in January, 
and announced that prizes would be 
awarded to the ten leading producers. 


Prizes for Leaders 


At the banquet Friday night, Presi- 
aent Peters presented $800 in cash prizes 
to the four leaders for the preceding 
year. The winners, in the order of their 
standing are as follows: Carl Denevi- 
Frank Wozniak, Youngs- 


ana, Chicago; 
town, O.; James Szlaicy, Toledo, O.; 
M. Zenborn, Youngstown, O. The an- 


nual net increase up to June 30 is $2,600 

and pledges were given of practically 

$5,000,000 increase from date to Dec. 31. 
Speaks on Taxes 


The principal speaker at the meeting 
was Henry Notts, collector of internal 
revenue, Toledo district, who spoke on 
“The sunny side of taxation.” In a 
most interesting way he presented many 
facts that proved that the average citi- 
zen, not only misunderstands taxation, 
but has little or no conception of tne 
necessity or distribution of tax funds. 
He pointed out the many obligations of 
the taxpayer to his community and 
nation and the many benefits received. 
Mr. Notts is convinced that the average 
citizen is willing to pay for what he 
gets but it is evident that most of us 
fail to realize that more is received by 
each individual for the money spent in 
taxes than the returns for any other 
expenditure. He called attention that 
adequate taxes insure the safety and 
security of our homes and families and 
make it possible for us to enjoy life with 
that feeling of security enjoyed by all 
Amercians. Some of the functions of 
the government made possible by taxa- 
tion are: The guarantee of pure food, 
safety of health, schools, good roads, 
police and fire protection. In fact there 
is no security for our lives or our homes 
without taxation, and this is bought in 
our country by taxes at a rate one-third 
that in Great Britain. In closing, Mr. 
Notts explained the 1921 reduction ir, 
income taxes for the smaller incomes 
and cited figures in the Toledo district 
showing the large amount of money 
involved. 

President Peters’ Talk 


President Peters devoted considerable 
time to illustrating the advantages of 
life insurance soliciting as compared 
with the earning possibilities of other 
occupations, He congratulated the men 
on the progress during the year and 
urged the continued enthusiasm and co- 
operation . for the future. 

Judge Savage, commissioner of Ohio, 
who was ‘the guest of honor, missed his 
connections, and due to irregular water 


ot! 





ACQUIRES GREAT STATE 


ROYAL UNION TAKES IT OVER 


Deal for Kansas Company Adds Greatly 


to Volume—Sullivan Becomes 
Southwest Manager 





The volume of insurance in force of 
the Royal Union Life of Des Moines, 
which has increased by leaps and bounds 
the past few months, will receive an- 
other valuable increase in the taking 
over of the business of the Great State 
Life of Wichita, Kan., effective prob- 
ably about Aug. 1, according to an an- 
nouncement by President A. C. Tucker 
of the former company. This transac- 
tion will add approximately $7,000,000 
of insurance in force to the books of 
the Royal Union, one of the fastest 
growing life companies in the country. 

The Great State Life, organized in 
1919, has substantial assets of about 
$400,000. The company has enjoyed a 
comfortable growth since organization, 
and is known as a company of low mor- 
tality record and clean underwriting. Its 
agency force produced a record volume 
ot $4,000,000 in 1921 and is now writing 
$1,500,000 per year. 


Sullivan to Royal Union 


James P. Sullivan, general manager 
ot the Great State, organized the com- 
pany in 1919. He was also the organ- 
izer of the Farmers & Bankers Life of 
Wichita. Mr. Sullivan will go with 
the Royal Union as manager for west- 
ern Kansas, southern Colorado, north- 
western Oklahoma and the Panhandle 
of Texas. With his choice territory and 
acquaintance in that section, he plans 
to write a volume of $5,000,000 yearly 
for the Royal Union. The Royal Union 
will establish a branch office in Wichita, 
in the present offices of the Great State, 
Orpheum building, with Mr. Sullivan 
in charge. 

Makes Kansas Second State 


President Tucker announces that this 
reinsurance deal will give the Royal 
Union $17,000,000 in Kansas, making 
that state second only to lowa in vol- 
ume, with Ohio third and Missouri 
fourth. By this transaction the Royal 
Union takes over all of the Great State 
insurance and liabilities. State 
Senator Benjamin F. Hegler, president 
of the Great State since January of this 
year, will not take an active part in the 
business under the reinsurance plans. 

The Royal Union, whose record for 
growth during the past few months is 
almost unrivaled in the insurance busi- 
ness, will have total insurance in force 
of approximately $122,000,000 at the 
completion of the deal. Assets of the 
company will total about $17,000,000. 


assets, 


transportation to the island, was unable 
to be present. 
Bland Gives Demonstration 

Frank W. Bland, of THe Nationa 
UNDERWRITER, was enthusiastically _ re- 
ceived and compelled to continue for 
more than two hours his pertinent an- 
swers to objections and canvassing dem- 
onstrations that had originally been ar- 
ranged as a shori talk. 

The entire club house and grounds of 
the island were assigned to the party, 
and the business sessions were inter- 
spersed with athletic contests and gam- 
ing. Miss Ersell Nicholls, the 12-year- 
old daughter of the club house manager, 
won the hearts of everyone present and 
entered into the games with enthusiasm 
and skill. She has been invited to spend 
a few weeks at President Peters sum- 
mer home in Cincinnati. 


Aetna Life Got Policy 
The group policy which the Chamber 
of Commerce of the United States re- 
cently placed on its employes was taken 
in the Aetna Life 
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NO F UND FOR PENSIONS 
PLIGHT OF OLD EMPLOYES 


After Contributing for Many Years, 


Beneficiaries Are Compelled to 
Bring Suit Against Packers 


Twenty-four employes of Nelson 
Morris & Co., the Chicago packers, have 
filed suit in Chicago against the concern 
to compel the packers to carry out their 
agreement with regard to the pension 
plan. Morris & Co., sold out their in- 
terests two years ago to Armour & Co. 
The pension system had been devised 
by Morris & Co., and when the transfer 
was made to Armour & Co., the Morris 
family sought to contribute $500,000 to 
the pension fund to repay the contribu- 
tions that had been made by employes 
and then let the pension fund drift. Ar- 
mour & Co. declined to assume any lia- 
bility. When the plant was taken over, 
the employes who were working for 


Morris & Co., had their contributions 
refunded that had been made to the 
pension fund. This left some $300,000 


to continue the pensions of 400 or more 
beneficiaries. 


Pensioners Cast Adrift 


Naturally the fund did not last very 
long and the pensioners were notified 
that there would be no more remit- 
tances. Under the plan employes be- 
came eligible for pension after 55 years 


of age, if they had been in the employ 
of Morris & Co., for 20 consecutive 
vears. The pensions were 2% percent 


of the wages for each year of continu- 
ous service. A man who had drawn 
$20 a week for 20 years, had a pension 
amounting to $10 a week. Provision 
was made that on his death, one-half 
the sum would go to his dependents. 


Some Allegations in the Petition 


Some interesting facts were brought 
out in the suit filed in Chicago. It was 
stated in the petition that the pension 
fund was started in 1909. The employes 
paid 3 percent of their salaries to the 
fund, the employers contributing $25,- 
000 a year. It is stated that a number of 
these pensioners had offers to go with 
other concerns at increased salaries, but 
remained with Morris & Co., because 
the pension plan was attractive. They 
declared that the pension payments that 
to them would more than 


would come 
offset the increase in salary from an- 
other concern. 

Many Retired on Pension 


Over 400 employes were retired on a 
life pension. Inasmuch as many of 
these are beyond the working age, they 
are unable to get employment. Attor- 


ney C. W. Armstrong who is represent- 
ing the beneficiaries declares that it 
would require between $5,000,000 and 
$7,000,000 to carry out the obligations. 
It is stated that the pension fund was 
used by Morris & Co., to ward off 
strikes, because strikers might be out- 


lawed so far as participating in the pen- 
sion fund was concerned. 

An interesting point of this to life 
insurance men is the fact that but few 
pension schemes are regarded as per- 
manent or sound. Sooner or later they 
come to grief. It is stated that there 
are some 175 industrial concerns today 
that have pension plans of some form or 
other. Thousands of workmen are con 
tributing to these funds. These contri- 
butions might well go to life insurance 


and thus the dependents and the pen 
sioners themselves would be sure of 
getting some return. 





Omaha Company Enters Colorado 


James A. Rodman, vice-president of 
the Northwestern National Life of 
Omaha has just arranged for the admis 
sion of the company in Colorado. Mr 
Rodman says the company is growing 
very rapidly, and now operates in Ne 
braska, Colorado, Wyoming, Towa, Mis 
souri and Ohio. 
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THE HOME COMPANIES 


Commissioner Bruce Bullion, Ar- 


kansas, Believes in Encourag- 


ing State Institutions 


TALKS TO UNION LIFE MEN 


President R. M. Malpas of the Reinsur- 
ance Life of Des Moines Gives 
Some Practical Suggestions 
Commissioner Bruce T. 
Arkansas his 
convention of the 
Ark., held last 


lor greater 


Insurance 


Bullion of in talk before 
Union Life 
week, 
recognition 


He 


pre- 
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of Arkansas insurance institutions. 
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life insurance 


$11,763,000 feels 
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field 


is a big 
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ELMO E. WALKER 
Manager Union Life, 
Rogers, Ark. 


General 


the domestic legal reserve companies 
Arkansas amounted to $568,000. He 
said that companies of this character be- 
big factors in any state. Arkansas 
has now 2,000,000 in population. Its un 
leveloped resources unlimited and 
he declared that a part of the money at 
being paid to outside compan 
be diverted to home institutions 


4 ne 
are 


least 1¢s 


hould 


Life Insurance Per Capita 

He called attention to the fact that 
Arkansas is almost at the foot of the 
procession when it comes to per capita 
liie insurance carried Its figure 1s 
$183.01 per capita. Only New Mexico 
é Mississippi are farther down the 
line. The contrast to this is lowa, for 
example, where the per capita lite in 
surance carried is $862. Mr. Bullion as 


possibilities 
He 


ance 


serted there were immense 
! life insurance in the state said 
that superstition as to life insur is 
fast dying out. There ready market 
today for the services of the right kind 
igents. Mr. Bullion said that he 
nted the charter to the Union Life 
paid it a fine tribute said that 


is building for tl 


he tuture 
w. 


nt J. W. Walker of the [ 
welcoming the said 
economic pre o! 
rtance to be solved 
(CONTINUED ON PAGE 


isa 


and 





President J. Watker Speaks 


nion 


| 
that 
| 


side 


‘ in agents 
»blems 
Peoplk 


21) 


great 
are 


are 


LIFE INSURANCE EDITION 


GROWTH OF MISSOURI STATE 


Middle-Western Company Has Made 
Rapid Strides Under President 
Singleton’s Administration 


With the closing of its books for the 


| MUTUAL TRUST LIFE PROGRAM | 


half year, the Missouri State Life joins | 


American life 
$500,000,- 


the group of a score of 
companies having more than 


000 insurance in force. The company’s 
semi-annual statement shows it over 
the $500,000,000 mark. 


Particularly during the last few years 
the strides made by this middle-western 


company have caused much comment 
among insurance men. Since M. E 
Singleton assumed the presidency of 
the company five years ago, its opera- 


tions have been marked by aggressive- 
ness and enterprise, reflected in the 
rapid development of its business. 


Doubled in Size Since 1919 


At the end of 1919 the company had 
insurance in force of about $219,000,000 
and admitted assets of $23,000,000. It 
has more than doubled in size in five 
years, having insurance in force of over 
$500,000,000 and admitted assets of $50,- 
000,000. During the first half of 1924, 
the company’s field organization hi 
paid for $75,446,990 of new business 

In 1920 the Missouri State Life be- 
gan the establishment of a branch office 
system to supplement already ex- 
tensive general agency organization. It 
now has branch offices in 32 cities and is 
drawing its principal volume from the 
large metropolitan centers where before 
1920 it was scarcely 

When the company began its program 
of expansion, it established group and 
accident departments which are in a 
flourishing state The group depart- 


is 


its 


represented 


ment in the first six months of this year 
has exceeded its premium income for 
the whole of 1923 Accident productio1 
is running far ahead of last year “he 
company has also been active in the 
sub-standard field, though the officers 
say that this class of business repre 


sents only a small proportion of the to 
tal amount of insurance in force 
Speaking of the rapid growth of his 


organization from a comparatively 
small company to its present command 
ing size, President Singleton said 


Satisfaction in Service 


“Naturally we are gratified at <« 
Personally I find my 
the fact that 
to a constantly 


ur 
greatest 


be- 


success. 
satisfaction in 
ing of service increasing 
number of policyholders. Our growth 
has given us a bigger company and en- 
abled us to operate more effectively. But 
what appeals to me particularly is the 
fact that our expansion has made it 
possible for us to carry the benefits of 
life insurance to more and more people. 

“It has been said often that a busi- 
ness will succeed only in so far as it 
serves well. I like to feel that the rea- 
our success is because we have 


we are 


son for 
served well, and because we are con- 
stantly trying to serve better. Half a 
billion dollars of insurance in force is an 
indorsement, think, of our efforts 
“The credit for what we _ have 
achieved is due largely to our loyal and 
energetic field organization, which in 
the last few years has made the name 


of the Missouri State life known pretty 


nearly everwhere in the United States 

In commenting on the growth of the 
company, Mr. Singleton called attention 
to the figures on disbursements to bene- 
ficiaries and policyholders. In 1894, for 
instance, total payments were only 
about $2,000. In 1906 they had gone 
up to $175,000, and in 1913 they passed 
the million mark. From 1919 on the fig 
ures were $2,758,280; 1920, $2,4686,019 
1921 $3,330,937; 1922, $4,951,957, and 
1923, $5,408,473 Since its organization 
the company has paid more than $30 


000,000 to beneficiaries and policyhold 


ers. 


a | 
Company Holds Greatest Convention in | 
Celebrating of Attaining $100,000,- 
000 Insurance in Force 





Following is the program of the $100 
060,000 celebration of the Mutual Trust 
Life, to be held in C1 cago, July 23-25, 

mor ot attaining that irk of i 
ree 
Wednesday, July 28 | 


Morning Session 


'PASSES HALF BILLION | PLAN BIG CELEBRATION | BUYER RESISTANCE IS 


TOPIC AT CONVENTION 


H. C. Brearley Analyzes for Ad- 
vertising Convention at London 
Reasons Given for Not Buying 


NEED CONCERTED ACTION 


When Companies Unite In Campaign, 


Buyer Resistance Will Disappear in 


Desire for Complete Protection 
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New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 


Unusual contracts to 


agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 


Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, Iowa 














ACTUARIES 








puns F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephon. State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 
* Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
t% South La Salle Street, Chicago 








Actuaries & Examiners 
600 Gates Building 
Kanses City, Me. 


OHNE. HIGDON 
OHNC. HIGDON 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
$1¢-813 Hume-Mansur Bidg 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








EDERIC S. WITHINGTON 
CONSULTING ACTUARY 
948-949 Insurance S OUNES 1k. Bidg 
Tel. Walnut 3761 DES MOI 








J. McCOMB 
COUNSELOR AT LAW 
CONSULTING ACTUARY 


Premiums, Reserves, Surrender Val 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 


and al) Life Insurance Forms Pre 
gered The Law of Imsurance 1 


erecial ecialty 
£. OKLAHOMA CITY 








H. NITCHIE 
. ACTUARY 


1523 Association Bldg. 19 S. La Salle St 
Telephone State 4992 CHICAGO 








J ULIAN C. HARVEY 
CONSULTING ACTUARY 
ST. LOUIS MO. 





Chemical Building 




















should carry.’ This class is theoretical 
rather than actual; there may be such 
people, but they are not often met with. 
Certainly, if encountered, they should 
not be over-urged, for intemperance in 
the carrying of insurance may be as bad 
in its way as iftemperance in the drink- 
ing of liquor, or in the purchase of 
waistcoats. Some people, perhaps, are 
carrying all the life insurance which 
they should afford, many more are not; 
certainly, few insurance solicitors are 
impre ssed by that commonest of all de- 
fensive arguments, ‘l am carrying all 
that I can pay for.’ They rarely feel 
the slightest scruple in urging the man 
who thus meets them to increase his 
coverage. 
“Even in fire which is 


insurance, per- 


haps, more nearly universal, the amount 
of the individual coverage is apt to be 
far too low. Over-insurance should be 


discouraged as a concomitant of moral 
hazard, but under-insurance much 
more general. It leaves a large un- 
saturated area among _ policyholders 
themselves. Furthermore, almost every 
policyholder must be viewed as a the- 
oretical subject for one or more of the 
‘side-lines,’ in which the arguments are 
exactly good as for fire insurance 
itself. 


is 


as 
Walts for Demonstration 


“Insurance buyer resistance is met in 
many forms and is to be combatted in 
various ways. The advertising man of 
one large gene ‘ral agency told about the 
difficulty of selling boiler explosion in- 
surance. Repeated effort had run 
against a stone wall of buyer resistance 
until, one morning, a boiler exploded, 
with fatal results. The advertising man 
was alert and made an announcement 
in that afternoon’s papers, mailing copies 
of it to all the firms previously solicited 
The resistance crumbled and thirty ap- 
plications were received within 48 hours 


‘Advertising is the art of causing 
people to ‘advert, literally, to turn to.’ 
the subject of the advertising, and ° s 


is a busy world of preoccupied people, 

the crowded corridors of whose sec 
ten thousand impressions jostle each 
other in the effort to gain attention. In 
surance advertisements must not merely 
compete with each other; they also must 
compete with nearly everything else 


Insurance a Broad Subject 


“Please note how formidably general 
is the title assigned to me ‘Insurance’ 
is such an inclusive word. Take, for ex- 


the contrasting sales methods ot 
insurance. That of the sale 
depends chiefly upon 
solicitors who are essentially company 
men. The life insurance solicitor talks 
his company; its policy forms, its finan- 
cial strength, its dividends, its personnel, 
its service and every other feature that 
serves to differentiate it from competing 
companies 

“Not with 
the vast bulk of 


ample, 
life and fire 
of life insurance 


fire insurance Here 
f all business depends on 
agents who are not employes, but cus 
tomers of their companies. Their re 
lationship is not unlike that of a retail 
dealer to the manufacturer whose goods 


so 


he handles. A single agency may rep- 
resent from two or three companies to 
20 or 30. Asa result, the bond between 


company and agent is weak and the lat- 
ter exercises a large discretion in placing 


the business which comes into his office 
In many instances, perhaps in the ma 
jority of instances, the buyer does not 
even notice what company carries hts 
protection 

“Under such conditions, many com 
panies argue, with a certain amount of 
reason, that ‘consumer advertising’ on 
their part may merely build business for 
other companies. There is no way, they 
assert, to make certain that they then 
selves will receive the benefit thereof. 


others hold that merely 
to familiarize the buying public with the 
name company tends to make it 
easier for the agent to secure insurance 
for that company; that it builds the 
prestige of the agent who its repre 
sentative in his community. 

“It will be necessary, I 


As against this, 
of a 


also, 


ss 


think, tem 
and consider 





porarily to ignore details 


U NDERW RI TER 


CHANGES IN OFFICES 





JOHN HANCOCK’S PROMOTIONS 
Many Shifts Follow Recent Death of 
Second Vice-President and Counsel 
John L. Wakefield 





BOSTON, 
cent death of 
General Counsel John 


MASS., July 15.—The re- 
Second Vice-President and 
L. Wakefield of 


the John Hancock Mutual Life resulted 
in changes in the John Hancock family 
at a meeting of directors Monday. Fred 


E. Nason was advanced to second vice- 
president, Gearge S. Smith, a member 
of the board of directors and of the com- 
mittee on finance, was made chairman 
ot the finance committee, and Guy W. 
Cox was made general counsel in addi- 
tion to his present office of fifth vice- 
president 
Frank R. Robinson, heretofore treas- 
urer, was made sixth vice president, and 
Fred P. Hayward, heretofore assistant 
treasurer, was made treasurer. 


insurance as a whole. 
are, after all, of the surface 
of insurance spring from 
human need,—the need for security. 
“Human progress has consisted 
largely in the formulation of precautions 
against insecurity and, in modern times, 
this has resulted in the invention and 
marvellous growth of insurance 


The diversities 


All forms 


one great 


systems 


by means of which multitudes have ac- 
quired measurable peace of mind 

‘The method by which all this has 
been brought about is one of its most 
interesting features It has involved 
literally tying together the resources of 


persons and of nations with a network 
of invisible connections represented | 


millions upon millions of policy con- 
tracts. In so doing, it has exemplified 
the principle of voluntary cooperation 


upon a scale incredibly vast 


Aim of Insurance Advertising 


‘To some, insurance 
dreary technical 
rightly understood, it seen to be 
inspiring chapter from the drama 
human history. Therefore, as insurance 
advertising men, we are concerned with 
no ignoble subject; we are heralds of 
social security through systematizer 
human cooperation and are charged 
with the responsibility bringing its 
advantages to the attention of multitudes 


may seem to bea 
subject, but when 
1s an 


ot 


of 


who stand in need. Upon us, as in 
surance advertising men, there falls 
large part of the burden of creating the 
demand among those who should be 
buyers. How may this be done? First 
of all, I believe, by ‘selling’ the idea cf 
security to the largest possible public 
and upon the largest possible scale. And 
then, by making the necessary applica 
tion and differentiation of the principl 
in favor of the separate companies and 
the separate forms of coverage 

“Sales resistance, so-called, will tend 


to disappear to the degree in which the 


public is convinced that it is unnecessary 
and unwise for a person or a business t 
remain the sport of chance, financially 
speaking, when protection is ¢ ! 
economical to obtai As this 
comes established, however frac 


as\ ‘ 
ice 4 He 


all 


tor 


whether with reference to life insurance, 
fire insurance or any other forms of 
coverage, every extension of it must be 
in the direction of complete protectio: 
Cooperative Effert Needed 
‘The first step in the direction ot 
complete protection involves nothing 
less than cooperative effort, extending 
across the whole range of insurance, all 
companies and all kinds of coverage, ir 
one great, systematic, persistent attemnt 
to ‘sell’ the general public upon tl 
thought of protection Sooner or later 
insurance advertising men must raise 
their eves from the details of their ir 
dividual tasks and face this far greater 
issue. In so doing, they will increase 
(CONTINUED ON PAGE 24) 
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SMOOTHING OUT PLANS 


| EXPECT 3,000 AT LOS ANGELES 





Many Life Men Already in City for 
National Convention—Find Excel- 
lent Accommodations 
LOS ANGELES, CALIF., July 16.— 
Many life men are already in os An 
geles for the big meeting of the Na 
tional Life Underwriters Associatio 
here next week The accommodations 
are excellent. The sessions will be 
held in the Biltmore theatre which is 
connected by an arcade with the lou ge 
of the magnificent Biltmore Hotel where 

the vention headquarters will be 
Time for Sightseeing 
[he program is framed for morni 
sessions only and one evening, whicl 
gives an opportunity for sightseeing 
around this famous scenic resort. An 


attendance rivaling that at Chicago last 
year is predicted, which would mean 
about 3,000. John Newton Russell, gen- 
eral chairman of the Los Angeles con- 
vention committee, returned to his office 
Monday from a three weeks’ trir to 
Hawaii, all set to see to the smooth 
working of the local arrangements com- 
l leted long time ago Final details of 
the program are being rounded up by 
W. G. Farrell of the Penn Mutual at 
Los Angeles, pending the arrival of the 
official party on the convention special 
from the east. 
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show this According to these tables, 
out of every 100 men at the age of 25, 
nly 3) 6Owill die before the age of 65, 
but of the 64 out of the original 100 

re still living at 65, 54 will be de 
pendent, only 10 having provided for 
I old age This shows the relative 
ced tor death insurance for the 36 
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have lived to an age after ! h 
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WOULD PRESENT LIFE 
INSURANCE AS SAVINGS 


Thrift Feature Appeals to Prospect 
Far More Than Benefits to 
Others at His Death 


CARTER MAKES ANALYSIS 


Unusual Experience of Grizzard System 
Shows Value of Emphasizing 
Savings Feature 


It has become the custom of insurance 
men to emphasize the protective teatures 
of life insurance, and almost totally neg- 
lect the investment side. This is a seri- 
ous mistake, according to Gilbert E. 
Carter, general sales manager of the 
Grizzard System, who maintains that 
the life insurance organization would 
become a far greater business than it is 
at present if the thrift phase were em- 
phasized rather than the protective 
phase. The public has been educated to 
the idea that money put into life insur- 
ance can be recovered only through 
death, many people being ignorant of 
the fact that their insurance policies 
have a cash value. 

The average man instinctively puts 
up a resistance to the death song that 
he expects from the insurance agent. It 
is an unpleasant thought, and he in- 
stinctively tries to avoid it. Harping 
upon this theme does not appeal to him 
in general for the average human being 
is selfish, and is won more by an appeal 
to his self interest than to any altruistic 
motive 


Pay More te Poliecyholders 


Mr. Carter points out an interesting 
feature that is not usualy recognized 
even by life insurance men, and that is 
that in any given year life insurance 
companies pay out larger amounts to 
living policy holders than to beneficiaries 
ot dead ones. While insurance agents 
are emphasizing the protective features 
of life insurance, the actual fact is that 


it is more of a thrift business than a 
protective business. The greatest part 
the business is merely a savings plan, 


the surest and most satisfactory saving 
-Vstem ever devised 

\ study of bank savings accounts and 
liie insurance savings accounts if we 
may so term them, has been made by 
another organization in this connection, 
and the rather startling fact revealed is 
that out of 1,000 people who start sav- 
ings accounts, after ten years only 30 
vill still be going, but out of 1,000 peo- 
ple who become policyholders, that is, 
who open savings accounts with insur- 
ince companies, at the end of 15 years, 
a period half again as long, 650 will still 
be going Surely no more convincing 
proot could be offered for the value of 
life insurance as a means of saving 

Life Insurance Not Death Insurance 


Mr. Carter says that life insurance is 
t what it is called, and not as some 
people would have it, death insurance 
lhe very mortality tables upon which 
ll premiums are based very clearly 


whose death means an economic loss 
hye 4 


LIFE INSURANCE EDITION 








Out of the original 100, two out of | 
(CONTINUED ON PAGE 2) 





Three Reasons Why 


it Pays Insurance Men to Use Our 
ACCIDENT BROKERAGE SERVICE 


1—Superior policies, with many ex- 
clusive features; complete cover- 
ages for various classes of risks. 


2—Prompt and careful handling of 
applications; fair underwriting, 
enabling the Company to give 
liberal claim service; quick 
delivery of policies. 


3—Expert information and help in 
closing cases; trained Branch 
Office men at the Broker’s call; 
no strings to this assistance—all 
the commission belongs to the 


Broker. 





We also handle Surplus and Substandard Life 


Insurance —liberal first commissions; guaranteed non- 
forfeitable renewals (in Branch Office territory). 


Brokers can qualify for the Company’s Quarter 
Million Club with Surplus and Substandard Life 
and Group Life. 


Havana in 1925 











Missouri State Life Insurance Company 


M. E. Singleton, President Home Office: Saint Louis 
Life Accident Health Group 
Over Half a Billion in Force 
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THE LAND OF A MILLION SMILES 


DREAM VALLEY IN THE OZARKS AND 














W I. men in the insurance newspaper; that negroes are not admitted. The col- 
held f 


meetings and banquets. 
, organized business with a 


is a highly 
multitude « 


By C. M. CARTWRIGHT 


conventions, 
Insurance 


attend many 


We who do 


»f associations. 


the reportorial work find at the end of 


a year we 
experience 


life, fire and casualty ranks. 


rich convention 
meetings in the 
Sometimes 


have had a 
attending 


we might favor a moratorium on con- 


ventions, s« 


» to speak, so that we would 


not have to cover them, and yet I know 


that 


all of 


us newspaper men derive 


much personal benetit by these conven- 


tion 
section of t 
bring into s 


contacts. 


They give us a cross- 
he insurance business. They 
hort range a view that other- 


wise we might spend days in endeavor- 


ing to tocu 


Visit to Rogers, 


Last wee 
reireshing 
was unique 
ways. 


Arkansas, is? 
1s on 


few. It 
irom 

County ist 
of the 
Ozarks. H 
levys, the m 
reaching hi 
red 


St. 


state. It is in 


apples. 


Ss. 


Ark. 


k I had a most unusual and 
convention experience. It 
» in life insurance in many 


How many know where Rogers, 


Hands up! Comparatively 
the Frisco road that runs 
Louis to Dallas. Benton 
he extreme northwest county 
the heart of the 
find the sunny val- 


ere you 


arvelous springs and the far 


It is the land of the big 
In fact Benton County 


Ils, 


raises more apples than any other in 


the country 
ing vineyar 


. The farmers are now start- 
ds on an extensive scale be 


cause the soil is found conducive to the 


vrowth of grapes 


Here is 
ers. It is 
its section, 
its bounds. 
4,000 or 


so 


a singular feature of Rog- 
a southern town, typical of 
but there is not a negro in 

Rogers has a population of 
, but it is an unwritten law 


| 
| 


ored folks give Rogers a wide berth and 
other way when 
Frisco trains. 


heads the 
is called on the 


turn their 
the town 
Union Life Located in Rogers 


The Union Life Insurance Co, is 
cated in Rogers. Again a question: 
Have you heard about the Union Life? 
Not many hands up. There will be more 
raised as the years pass by. It is but 
two years old and operates only in its 
home state. However, it is now seeking 
admission in Missouri and later on will 
operate in Alabama and Mississippi. 


All the agents of the Union Life are 
bankers, fine, dependable, substantial 
men, leaders in their various communi- 


ties, hard-headed, conservative citizens 
who do not take up with a proposition 


unless it is gilt-edged. These banker- 


NATIONAL 


lo- | 


agents were attending the convention of | 


the Union Life and it was at that gath- 
ering I was privileged to be present. It 


might well have been taken for a con- 
ference of the Arkansas Bankers Asso- 
ciation. 

This force of banker-salesmen was 


recruited by Elmo E. Walker, general 
manager of the company, a young man 
25 years of age, who attended school 
up the north shore of Chicago at Lake 
Forest University and married a most 
charming north shore girl from Evans- 


ton, Ill. He has the qualities of leader- 
ship—magnificent in his presence, sincere, 
enthusiastic, ambitious and captivating 
He loves these agents He knows all 
about their families and their activities 
He swears by them and gives them 


every possible backing 

Elmo, as he is familiarly known to 
all, has the counsel of elders, who are 
big men in that part of the state. For 


| of building 





UNDERWRITER 
instance, his father, J. W. Walker, is 
president, R. H. Whitlow is secretary 
and John E. Felker, a director. All 
these men are interested in another in- 
surance enterprise and the responsibility 
the Union Life is left to 
Elmo. It has a commodious and spa- 
cious brick building for its home office. 
It is exquisite and convenient in its ap- 
pointments. On the second floor is an 
auditorium used for all sorts of enter- 
tainments by the employes. This is a 
splendid business family. They 
together. There is no caste. 
Gather at Green Valley 


comes the interesting 
this chapter. After sessions in the home 
office auditorium in the morning and 
afternoon, and a luncheon with the lead- 
ing men of the town at noon at the 
Rotary Club rooms, we were driven to 
Dream Valley, the country home of 
President J. W. Walker. It is an estate 
of S50 acres with massive hills and sleepy 


Here 


valleys. In an enchanted spot all en- 
compassed by the green hills, is the 
Walker bungalow, surrounded on all 
sides with porches. An artificial lake 
has been built that skirts one side of the 
lawn. It is stocked with trout. Some 
of the visitors fished, some boated, 
others went in for a dip. About this 
spot are immense walnut trees that 


spread their friendly branches over the 


bungalow as if to confer a benediction 


on it. And at a stone’s throw are the 
springs from which pour forth in abun- 
dance pure, cold, clear water. 


pitable and generous a man as graces 
his wondrous state. Overseeing all the 
culinary activities and the plans for the 
night was Mrs. J. W. Walker, a woman 
and most attractive. 


work | 


1924 


_ 


July 17, 


shadows in the lake, the sounds of busy 
insects, and the hearty, good fellowship. 


Insurance Commissioner Bruce T. Bul- 
lion and Deputy Lindsay were seated 
at that “corking” chicken dinner, with 


plenty of rich cream gravy and hot bis- 
cuits. And by the way, here is a land 
of most appetizing fried chicken. Fowls 
are raised in large numbers and they 
are most delicious when cooked by 
women who are artists par excellence. 
And lending a cheerful voice to the con- 


versation was President R. M. Malpas 


| of the Reinsurance Life of Des Moines, 


part of 


| Stars twinkled out of the clear blue, 


a sort of god-father of the Union Life 

We sat out on the lawn as the night 
came. The moon rose high over head 
and then sank back of the trees and fil- 
tered its light through the foliage. The 
the 
grounds were illuminated by electric 
lights generated by the farm power plant. 
A negro string quartette imported from 


Fayetteville sang and played the old 
melodies. There were sports of various 
kinds indulged in. We sang some of 
the songs, old and new. As a closing 


r 


event of the day watermelons were car- 


ried out from the spring house, quar- 
tered and placed on tables 
All Slept on the Porches 
Toward 10:30 o'clock, the women all 
departed. Beds and cots, all kept on 
| the place, were put on the porches 


of rare sweetness 
Moonlight Filtered Through the Trees 
On the porches we had our evening | 


repast as the sun was sinking over the 
hills. It was an inspiring, glorious scene 
with the soft repose of the evening, the 
brilliance of the western skies, the birds 


giving their twilight songs, 


| 
| 


Here we were entertained by as hos-| in the lake. 


Here 50 or more of us spent a delightful 


night. It is always cool after sundown 
at Dream Valley, so we slept under 
blankets, regaled by the chorus of frogs 


Frogs of giant proportions 
grow in that water and their tonal quali- 


ties are commensurate. Their voices 
were in magnificent timber and they 
ran the entire diapason. There were 


exhibitions of basso profundo that would 


have been the envy of Chaliapin, for 
example. 

As we rested there sheltered by the 
trees and guarded by the hills, it needed 
no vivid imagination to picture the 
naiads, the nymphs of fresh water 


springs and brooks and the dryads, the 
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PEOPLE’S LIFE BUILDING 





ANNOUNCEMENT 


for Indiana. 


later. 


open headquarters in Indianapolis. 


Room 304 


A. E. Sullivan, 


130 N. Wells St. 


Mr. A. E. Sullivan has been appointed Superintendent of Agencies 


As soon as suitable arrangements can be made Mr. Sullivan will 


For the present Mr. Sullivan may be reached by addressing | 


Desirable Territory and Unusual Contracts Available 





Chicago, Illinois 


the long tree nymphs, frolicing about in the ut- 
| 
| 
| 
Location will be announced | 
| 
Chicago, Illinois 
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USY most abandon, piping and playing in the | display a new green and when the stand 
ship. sylvan retreats. of grass is well established the cattle 
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land organization, met on one of the porches | tor dinner to Monte Ne, another pictur rhe following table shows additional { first six months of 1923, and the increase 
wls in the morning. The audience felt at-| esque and quietly beautiful spot. This| reports in the new paid-for business for] of insurance in force for the first six 
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The Real Reason For The Existence of All Life Insurance Companies 


In our Annual booklet, we publish each year The Inter-Southern Life puts this record and 
the name, address and amount of every death this method of testing its record for fairness 
claim paid by the Company, so that all who and service, before the world as a most complete 
choose may determine by correspondence, or in- exposition of the service it renders. 
quiry, how we pay death claims. Every are The Examiners in their report, used the fol- 
pective policyholder of this Company may in- lowing language: 
quire of every beneficiary as to how the Com- 
pany treats them. If this Company did not treat 
its beneficiaries kindly, and pay promptly with- 
out quibbling and render a service that is unusual, 
it would not publish the entire list of names of 
every claim it has paid, amounting in all to over This speaks volumes for eighteen years of 
six million dollars. superlative service to the widows and orphans. | 


Gains for 1923—-Forty-Two Per Cent. 


The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 





“The Company appears to be fair in the 
settlement of both death and disability 
claims, and payments are made promptly 
upon receipt of the required proofs of death.” 











INTER: SOUTHERN LIFE BUILDING. 
| OWNED BY THE COMPANY 
| 


$25,911,170, or forty-two per cent gain in insurance in force. 


$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 


| 
The insurance in force was increased from $62,591,398.00 to $88,502,568.00, or a net gain of | 
| | 
| The Capital, Surplus and Reserves for the protection of policyholders increased from | 
| | 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


| 
LOUISVILLE JAMES R. DUFFIN, President KENTUCKY | 
| Eighteenth Year 
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q If your present opportunities in the life in- 
surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- 
ties, vested renewals and low cost insurance. 


@ Exceptional opportunities are open in Min- 
nesota and Ohio and a few in Wisconsin. 


@ Check up our record. 





Home Office, Madison, Wis. 


VAL 


+ 




















‘(We Are Met on the Broad Pathway 
of Good Faith and Good Will.”’ 
8 


Stands at the top of the editorial column in our News 
Letrer. William Penn uttered it when making his 
famous treaty with the Indians—a treaty never broken. 

In its spirit Home Office and Field of the Penn 
Mutwvat work in fraternal unison and reciprocal loyalty. 

Moreover, in that spirit the PENN Mu TUAL deals with 
its policyholders and their beneficiaries. “Technicality” 
was never in its dictionary. 

Places in our Field for capable men and women who 
desire to represent life insurance at its best. 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 
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SERVICE TO SALESMEN 


We gave 8,000 
prospect leads to our 
salesmen during Janu- 
ary and February, 


1924. 


over 


BANKERS LIFE COMPANY 


Des Moines, Iowa 


GEO. KUHNS, President 
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ONLY JUNE SHOWS DECREASE 


INCREASE 





Study of Forty Companies Shows 
$250,000,000 Excess Over First 
Half of 1923 


NEW YORK, 


15.—Six and one- | 


July 
was | 


half percent more life insurance 
bought by the people of the United 
States during the first six months of 


this year than during the corresponding | 
period of last year, which year broke | 
all prior records in life insurance pro- | 
duction. June is the first month this 
year to show a decrease in the amount 
of new business, as compared with last 
year. 

This information is disclosed by the 
current statistics of forty companies 
having in force 77 percent of all legal | 
reserve life insurance carried by United 
States companies, which aggregate sta- 
tistics were forwarded late this after- 
noon by the Association of Life Insur- 
ance Presidents to the U. S. Department 


TOTAL NEW LIFE INSURANCE 


(Exclusive of Revivals, 


Month 1922 
January 1,165,106 $ 
February 9,945,311 
March 967,888,129 
RE. cu diwes 5,948,413 
May ,281,929 
De vtenanwas ,134,564 








“$3, 162,363,451 $3,922,361,891 


Considering the different classes of 
insurance for the first half of the year, 
it is found that ordinary increased $517,- 
138,000 or 21.9 percent in 1923 over 1922 
and $204,102,000 or 7.1 percent in 1924 
over 1923. Industrial insurance _in- 
creased $171,401,000 or 24.1 percent in 
1923 over 1922 and $83,725,000 or 9.5 
percent in 1924 over 1923. Group in- 


surance increased $71,459,000 or 81.8 
percent in 1923 but decreased $32,430,- 


000 or 20.4 percent in 1924. 
Each class of insurance was purchased 
in greater volume during each of the 
NEW LIFE INSURANCE 
(Exclusive of Revivals, 
ORDINARY 

















Increases 
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of Commerce for official use. These sta- 
tistics show that the volume of new life 


insurance during the first six months 
of this year, actually paid for, exceeds 
the production during the correspond. 
ing period of last year by more than 


$250,000,000, and during the same period 
of 1922 by more than $1,000,000. 

The total amount of new paid-for life 
insurance—exclusive of revivals, in- 
creases and dividend additions—written 
by these 40 member companies during 
the first six months of the year 
amounted to $3,162,363,000 in 1922, to 
$3,922,362,000 in 1923 and to $4,177,759,- 
000 in 1924, increases of 24 percent in 
1923 and of 6.5 percent in 1924. 

In each of the first six months of 1923 
there was produced a_ substantially 
great er volume of total insurance than 
during the corresponding month of the 
previous year. With the exception of 
the month of June this accomplishment 
was repeated in 1924, although with rel- 
atively smaller increases. 

The total new paid-for business of 
each of the first six months of 1922, 
1923 and 1924, together with the per- 
centage increases of 1923 over 1922 and 
1924 over 1923, are set forth in the 
following table: 


PAID-FOR—40 UNITED STATES COMPANIES 


Increases 


and Dividend Additions) 








Increase Increase 
1924 over 1923 
$ 637, 381,491 21.5° 
15.0 
8.1 
‘ 62° 
686,702,257 —5.6 
24.0% $4,177,758,988 6.5% 


months of 1923 than during its corres- 
ponding month of the Previous year 
which also was the case in each month 
of 1924 over 1923, except that ordinary 
showed a decrease for June, industrial 
for April and group for January, Feb- 
ruary, May and June. Group showed 
a decrease for the six months. 

The amounts of each class of insur- 
ance purchased in each of the first six 
months of 1922, 1923 and 1924, as well 
as the percentage increases in 1923 
and in 1924 are shown in the adjoining 
table: 


PAID-FOR—40 UNITED STATES COMPANIES 


and Dividend Additions) 


INSULT RANCKH—40 COMPANIES 












Increase Increase 
Month over 192 over 1923 
January ‘ $ 3 22.9 $ 12.7° 
February 14.8° 12.8 
March g 29.0 5.9° 
April . $85.87 19.0 9.4 
May , a 9,235.7 511.963. 102 19.3% 6.8% 
June .. _ 420,361,618 527,994,531 25.6 —2.3% 
$2,363,237,770 $2,880,376,129 21.9% $3,084,478,387 7 1% 
INDUSTRIAL INSURANCE—@6 COMPANIES 
Inc rease Increase 
Month over 1923 
January , $ $ 112, $ 1 59.4% 
February 114, 1 25.3% 
March 13: 137, 1 7% 
April 1: 208, 1 23.8° 
May 125.083.996 162.3 1 7.0° 
June 115,959,171 147.4 15 4.8% 
$ 711,764,497 $ 883, $ 966.8 9.5% 
GROUP INSURANCH—I11 COMPANIES 
Increase Increase 
Month over 1923 
January . $ $ Be $ 36.3% 
February 4 —9.59 
March % .767 25, 20.0 
April 33,198,889 38, 16.6 
May 30,086,027 27,897,076 —7.3% 
June 52,053,916 209.6 16,250,041 68.8 
$ 87,361,184 $ 158,820,390 81.8% $ 126,3 390, 328 - 20.4% 


American Life’s New Building 


The American Life Reinsurance of 
Dallas, Tex., has moved into its new 
home office building at 3015 Cedar 


The oO is the for- 


Springs Road. 
lenison, a prom- 


mer residence of E. (¢ 
inent Dallas banker. The company paid 
$75,000 for the property, which is 350 
by 250 feet, fronting on the main auto- 
mobile thoroughfare running from the 
business district to Highland Park and 
the Country Club district. The original 
contractor, who is now installing special 
vaults for the company, states that the 
improvements on property could not be 
replaced at present day prices for less 
than $200,000. The property is in the 
path of the business district of Dallas 


jat many of the 


which is steadily extending into the resi- 
dence section, and hence is quite likely 
to increase considerably in value within 
the next few years 





Sorority Takes Out Insurance 
The 
through its 


seta Sorority 
( hapters 


colleges FT the 


Gamma Phi 
individual 
leading 


located 
country, recently 
live s ol 
ipter members to provide 
an endowment fund for the Nationa 
sorority This business was placed 
through the J. Stanley Edwards genera! 
agency of the Aetna Life at Denver 
through Margaret M. Taub, an agent ol 
the company in that city 


individual ch: 


arranged 10 and 15 
|}yvear endowment policies on the 
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MORTGAGES IN CANADA 


SHOWING OF LIFE COMPANIES 


Steady Increase in That Form of In- 
vestments Shown by Figures 
for Period of Years 


OTTAWA, ONT., July 15.—The im- 
portant part played by the insurance 
companies in the mortgage situation in 
Canada through the investment of their 
junds is indicated by the recent increas- 
ing amount of such loans. At the end 
of 1921 the mortgage investment of 
Canadian life companies amounted to 
$119,895,623 or 25.35 percent of the 
- at the end of 1922 the total 

as $139,566,030 or 25.12 percent ol 
total while at the end of 1923 
the total was $158,447,295 or 24.98 per- 
ot total assets. 


total assets 
assets, 


cent 


Increase in Bonds and Debentures 


In 1913 the ratio of mortgage loans 
was 37.39 percent of the total assets 
During the war period there was a tend- 
ency to reduce mortgage loans on ac- 
count of the prosperity of the farmers 





insistent call for the collection 
financial reserves of the country 


the 
ot the 


Canadian Life Companies 


British Life Companies 
United States Life Companies 
anadian Fire Companies 

Fire Companies 


ited States Fire Companies 


‘ 
British 
Ur 

‘ Miscellaneous 


‘anadian 


Totals 


State Manager V andiver 
Makes Record Drive 


S TATE Manager R. M. Vandiver oi 
he Kansas City Lite in Alabama 
has hung up a record for a month’s 


personal production in number otf appli- 
cations that certainly provides a high 
goal for individual producers to shoot 
at. The previous record for a month is 


said to be 176 applications. Mr. Vandi 
ver brought in 182 applications, com 
plete, with medical examination made; 
and additional 31 applications, unex 


amined, but otherwise regular and com- 
plete. This made a total of 213 appli- 
cations for the month of June 


Carefully Planned Work 


rhe record was planned tor, and his 
purpose of making it was announced 
beforehand—heralded, in fact, through 
out the community. Mr. Vandiver went 


about the establishing of a high pont, 
deliberately, with the intention of dem 
onstrating to the sales force which he 


handles in Alabama, that the principles 
tor production which he had been urg 
ing, would actually produce the business 
He prepared in advance, also, the ma 


chinery for official inspection of his re 
sults. He “appointed” a committee, and 
secured the consent of the appointees 


to serve, which was to examine the ap 
plications, and certify to the number, 
and their completeness. This committee 


consisted of Frank N. Julian, superin 


tendent of insurance ot Alabama: Hart 
well Hatton, representative of the 
Montgomery “Advertiser,” and W. F 


Black, general secretary of the Chamber 
Commerce of Montgomery. 

Mr. Vandiver went about 
against time, systematically 

cially, determinedly. He left 
7 o'clock every morning, spent a 
minutes handling the affairs ot his ot 
hee, and was out on the street at 7:45 
He took half an hour off for luncheon, 
worked till 6, and, with an hour off tor 
dinner, worked till prospects were in 
bed. He saw and talked with more than 
1,000 people. The largest number ot 
applications secured in any one day was 


Ol 

his race 

and, 
, 
home 


espe 
at 
rew 


24. and the smallest, three. One day 
e interviewed 11 men before noon, and 
every one of them turned him down 
He kept at it, his persistence being in 


LIFE 


ior the purposes of the war. For that 
reason the percentage of total assets in- 
vested in bonds and debentures rose 
from 31.45 percent of the total assets in 
1915 to 48.17 percent in 1920, while in 
1922 it was 44.51 percent. During the 
past vear bonds and debentures were in- 
creased from $247,339,451 in 1922 to 
$284.919,179 926 or 44.92 percent ol 


total 


nm 


assets. 
Mortgage Investments of Life Companies 


rhe tollowing table illustrates how 






the percentage of Canadian life com- 
panies’ assets, invested in mortgage 
loans has risen and fallen in the past 
13 years 
Per 
Year Total Assets Mortgages cent 
1911 58 $ 653,.656.430 
1912 7 75,248,268 55 
1913 87 215 Gus 7.39 
1914 765 6.75 
35.02 
$2.15 
28.72 
"6.04% 
24.28 
24.73 
3549 
24.98 


al 


Mortgage Investments Companies 


rhe total funds in mortgage loans in 





Canada by insurance companies operat 
ing under Dominion licenses are given 
in the following table: 
1920 192 
; 47 $119,895,623 $158,447,295 
18.420.270 10,655,634 10,815,105 
9,173,058 9,049,828 9.473.352 
5.160.250 1.529.359 495,240 
14,695,586 862.043 SRT 892 
8.500 >.000 6.500 
160,636 9 689] 2 813 
$140,392,.772 $141,000,751 $185,158,197 


Substandard Policies 
On the Term Basis 


A FEW companies are writing sub- 
standard business on the term pian 
An actuary in commenting on this 


makes the tollowing observations 


“There are considerable less excess 
interest earnings on the term plan and 
hence there is less contribution to mat 
gins for fluctuations and overhead. Fur 
thermore the lapse rate will be much 
heavier on the term plan Phere will 
be a greater tendency for the better 
risks to withdraw than even in connec- 
tion with standard insurance and _ this 
will have a tendency to result in more 
untavorable experience than in conne 
tion with ordinary life and other plans 
However, the most serious objection is 
that in the substandard business as an 
aggregate there is a peak in the mor 
talitv from the third to the fifth, sixth 
or seventh years and as the term classi 
fications and ratings are based upon an 
average mortality over a period of years 
the company issuing term insurance will 
grant coverage only during a_ period 
when the mortality is at its peak and 
theretore, unless it provides for a higher 


percentage ot extra premium on the 
term plan than on other plans the 1 
will still more untavorable under 
the term plan than under the « 


plan 


esult 
| 

we 
wrdinary 


life 


creased in direct ratio with the 
ance of obstacles—and before 
had secured seven applications 


appear 
retiring 


This day 's showing constituted one 
of the illustrations that Mr. Vandiver 
aimed to provide through the demon- 
stration It is said that the average 


agent can not withstand four turndowns 
in one day, quitting under the resistance 


When seven applications can be pro- 
duced on the same day that the sales- 
man had been turned down 11 times, 
the value of persistence and courage 1s 
well shown. 

The total amounts of insurance in- 
cluded in the 213 applications was $313,- 
000; and the average premium was 
$31.21. These figures indicate that there 


was practically no term business, and 
also that many of the policies sold were 
for more than $1,000. The applications 
averaged $1,470. 
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DALLAS 


A City Organized for Big Business 


Dallas is the geographical center as well as the financial capital and 


leading market of the Southwest 


Situated in the heart of an immense, fertile, 


rapid-growing inland 
empire, with more undeveloped resources than any other section ot 
the nation, Dallas in 1922 ranked as the second city in building 
per capita, first in express business per capita, 24th in postal re 
ceipts, loth in volume of parcel post, 23rd in bank debits and cleat 

ings 

\ great volume of life insurance is being written in Texas, both in 


total, and per capita, and this great volume is dsitributed among the 


comparatively few companies doing business in the State 


lexas. The General Agency with 


Dallas, is ready for the 


The Register Life has entered 


headquarters at right man. If you are in 


terested, write 


REGISTER LIFE INSURANCE COMPANY 


Incorporated 1889 
DAVENPORT, IOWA 








Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
WINTHROP M. CRANE, Jr., President | 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing 
Has always rendered the highest grade of service to its policyholders 


Has always extended reasonable assistance and encouragement to its representa- 
tives to develop and hold their business. 


Its policy contracts give to each individual insurer full protection, safe-guarding, 
at the same time, the interest of all policyholders 


JOHN BARKER, Vice-President FREDERICK H. RHODES, Vice-Presiden 




















HOME LIFE INSURANCE COMPANY 
OF AMERICA 


Incorporated 1899 
PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 months 
next birthday to 60 years. 

Industrial policies are in full immediate benefit from date of issue. 

Ordinary policies contain a valuable Disability clause and are guaranteed by State 


Endorsement. (00D CONTRACTS POR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN, Secs. JOHN J. GALLAGHER, Treas. 














Seven Years of Steady Progress 


The International Life and Trust now wants a representative in 
district. It is an old line legal reserve company with a record to be proud of 
To represent this dependable company is to represent a pillar of safety in the 
life insurance business. You are assured of a maximum degree of intelligent 
co-operation. Write us at once for an agency. We have the means of assur- 
ing you of a successful career in the life insurance business 


your 


International Life & Trust Company 
MOLINE, ILLINOIS 


J.O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary and Medical Director 
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idents; WILLIAM A. SCAN N, canthwestere Manager; FRANK. W. BLAND, Vice Pree: Northwestern Mutual Life at Milwaukee | president of the Federation when he 
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Making the Family Safe 








Many a man has spent his entire life rectly to his wife and children is not 
building up an estate for his family, considered part of the estate, and con- 
only to have his ambition thwarted sequently can not be taken over by the 
upon his death. Often the estate is creditors. Thus he can absolutely pro- 
administered in such a way that his vide a life income for his family with 
plans are completely thwarted. If he has the assurance that this cannot be turned 
carried on his business largely on credit, to any other purpose 
the assets received by his family after To guarantee that his plans will be 
his death, after the creditors have been carried out, he will find sater to take 
paid, may be very small out income life insurance rather than 

Many business men have the foresight to depend upon a lump sum policy or a 
to become their own administrators by general estate. Either of the latter may 
means of life insurance. If the man be lost through unwise speculation or 
whose estate is practically wiped out be carelessly squandered, but income 
to pay his creditors had taken out suffi- life insurance absolutely guarantees a 
cient life insurance to provide for his fixed income throughout the specified 
family, his plans could not have been number of years, or throughout the life 
changed, for life insurance payable di- of the beneficiary. 

Big eetvews of Revenue 
\s AN indication of what a small per- immense indirect tax through their in- 


The Unitep States 
CHAMBER OF CoMMERCE has called atten- 


centage of the sum paid in by insurance surance premiums. 


companies to the state insurance depart- 


ments is used in actual supervision is tion to this in its recent bulletin and 
shown by the report of the state of report through its insurance department. 
Washington department. It was organ- It was featured at the annual conven- 
ized in 1890 and up to the present time _tion in Cleveland. It would seem that 


receipts have been $8,664,407. During the people are entitled to a larger serv- 
this period the total expenses amounted ice on account of the immense sums 
to $526,311, an average of 6 percent of collected by insurance companies. 

the amount paid in Furthermore, no insurance company 

Oi course from the standpoint of rev- should be charged for having an exam 
enue producing this is a splendid show- ination made. That should be an ex- 
ing. Every insurance department is now pense sustained entirely by the state. 
an jmportant factor in contributing to There should be no additional burdens 
the general revenues of the state. Pol- placed on the companies. They should 
icyholders, however, are paying an not be looked upon as revenue producers 

Get a Definite Time Set 

THE prospect who tells the agent to the agent insists upon some fixed time 
come some other time is frequently just and place, as if he had no thought that 
about sold, but shrinks from making the the prospect was trying to put him off 
actual decision. His “some other time” indefinitely, that the prospect will find 
sually means no time at all, and the that he really has time to listen imme 
agent who goes away expecting to re- diately. The request for a definite fu 
turn at some indefinite time in the fu- ture appointment frequently elicits from 
ture to secure the policy has usually the prospect an invitation to have the 
lost a sal Successful producers have interview at once, and in consequence 
tound it advisable when the prospect many sales are made that would be lost 
makes this excuse to pin him down to the agent walked out with no definite 
some definite time in the future. It has future appointment fixed. The business 
frequently been found the case when js won or lost at such a_ point. 

° ° 
What Is Application Record? 

W t 38 the record on number ‘ who have kept an account ot these 
applications in a given time’ That is intensive workers claim that 176 appli 
a estion that is frequently asked cations in a month is a record Sys 
R. M VANDIVER, Montgomery, Ala., tematic, intensive work always brings 
state agent for the Kansas City Lire results, this being the case with Mr 
has just gotten 213 applications for Vanpiver. Any territory will furnish the 
$515,000 life insurance in 30 da I © same opportunity. 





are gojng to be two of the first social 
events in the young cub’s life. 

John L. Shuff, general agent of the 
Union Central in Cincinnati and former 
president of the National Association oi 
Life Underwriters, was a delegate to 
the Democratic national convention and 
remained in New York until the nom 
inations were made 


W. A. Davis, aged 59. 


general agent 


of the John Hancock Mutual Life at 
Cleveland, O., died suddenly Friday at! 
his summer home at Willoughby O. 

Mr. Davis had not been in good] 
health for several years but continued 
to carry on the work of the agen 
until a short time ago 

The funeral was held July 14 fron 
the summer residence near Willoughby, 
Ohio. 

No announcement has been made by 


the company regarding an appointment 
to the Cleveland general agency. 

Minor Morton of Chattanooga, 
former vice-president and agency 
ager of the Volunteer State Life of that 
city, is sailing for Europe July 26 with 
Mrs. Morton. He will return Oct. 14. 
On their return from abroad Mr. and 
Mrs. Morton will reside at the Hotel 
Willard in New York Mrs. Morton 
has been in delicate health lately and 
this trip is taken in the hope that the 
vovage will be of great benefit to 
her. Mr. Morton expects to get back 
in the life insurance harness on his re- 
turn to the United States. 

J. Herman Ireland, 61 years old, 
timore general agent of the Home Life, 
died at the University Hospital last 
week from a wound from a revolver in 
the right side of his neck, which, it 
was said by the police, he had inflicted 
himself while despondent because of ill 
health. Mr. Ireland's death follows an 
illness of about five months which re- 
cently caused him to give up active 
business. He engaged in the life insur- 
ance business soon after going to Bal- 
timore, and for 15 vears had been gen 
eral agent of the Home Life 


Tenn., 
man- 


SCa 


Bal- 


John .. Grix, assistant secretary, ot 
the Michigan Mutual Life died Thurs 
day at Grace Hospital, Detroit, follow 
ing a weck’s illness Mr. Grix was 53 


vears old and had been emploved by the 


Michigan Mutual Life for more than 
40 vears.. He was born in Detroit where 
funeral services were held on Monday 
from his late residence 

During the three months, April, May 
and June, George C. Leeper made a 
record in the production of the Mid 
Continent Life in Oklahoma, with a 
volume of $549,500 and 317 applications 
In April he secured 86 applications with 
a volume of $106,500, for Mav his 
record was 125 applications for $180,009 
and in June, he submitted 106 applica 
tions and a volume of $209,000 


Andrew Curtin McLean, president of 
the Insurance Federation of Pennsyl 
vania and supreme president of the 
Protected Home Circle, a fraternal in 
surance body, died suddenly of heart 
disease July 11 at his country home 


Sheldon M. Saufley, insurance com- 
Kentucky and 


Ky., was 


newspaper 
elected 


missioner ot 
man of Richmond, 


president of the Kentucky Editors’ As- 
sociation, at the annual meeting held at 
West Baden, Ind., on July 


R. H. Whitlow, secretary of the Union 


Life of Rogers Ark., proved himself to 
”¢ a most versatile speaker during the 
time of the agency convention last 
week. Mr. Whitlow responded to the 
call of the chairman at three different 
times. He always had something inter- 
esting to say. Mr. Whitlow is not only 
keen intellectually but he has a rollick- 
ing sense of humor. He read some ob- 
servations on his first osculatory experi- 
ence at the dinner at MonteNe Friday 


night, that brought out roars of laughter. 
It was delicious all the way through. 
Mr. Whitlow owns a farm near Rogers 


He is specializing on raising Jersey 
He has a splendid herd. Mr. 
Whitlow has just recently returned from 
a long automobile trip going far 
Boston 


COWS 


as as 


outbreak of the World 
to earn a military 
service, A. L. Noe de 
the giit of the 
substance 
Noe, manager 
the Common 
commission is 
staff to Wil 


W hereas, at the 
War, he was unable 
title by military 
clines to 
governor the 
letter with which Mr 
of the Louisville office of 
wealth Life returned a 
colonel on the governor's 
liam A. Perry, acting governor of Ken- 
tucky during the absence of Gov. Wil 
liam J. Fields and Lieut. Gov. H. H 
Denhardt. 


accept one 
Such ts 


as 


ota 


Henry Franklin 
beheved the oldest 
in Detroit died 
July 13 following a 
resulting from a fall at 
his daughter. He was 
had heen engaged in 
since 1877, his last connection having 
with the Equitable Life of lowa 
He was an member of =the 

Association of De 
lite member of Zion 


Doane, generalls 
life insurance man 
Sunday morning, 
protracted illness 
the residence ot 
81 vears old and 
the business her« 


on 


heen 
honorary 
Life Underwriters 
troit and and a 

Lodge of Masons 


William A. Powell, formerly manage 
at Charlotte, N. ¢ Shenandoah 
Life of Roanoke and previously 
Metropolitan Life in Richmond, died 
last week in Cincinnati following a briet 
illness He lett the the 
andoah Life recently to join the forces 
of the Ohio National Life at Cincinnati 
Last vear he wrote $1,600,000 of insur 
ance the Shenandoah at Charlotte 
His was taken to his old home at 
Richmond for burial A widow and fou 
children survice Mr. P was with 
the Metropolitan at Richmond for 15 
vears supervisor most of this 


tor the 


with the 


service of Sher 


lor 
body 


owe ll 


being a 


}« riod 


V. 5, North, for the 
connected with the 
of the Maryland ¢ 
served as general agent for the Mary 
land Assurance in that city from its 
inception, died at his home at Alhambra 
on June 25th North was a_ veteran 
casualtv man in southern California and 
one of the original steckholders ot 
Marvland Assurance, although at 
time of taking the Maryland 


hiteen 
Angeles 


asualtv, and 


veawrs 
office 
who 


past 
Los 


was 
the 
the 


over 
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Assurance he had no previous experi- 
t e in life insurance he made a marked | 
st ess He had served the Maryland | 
Casualty during the early days, traveling 
throughout the entire country placing 
who agencies. | 
vice- — | 
n he George B. Graham and Fred N.| 
ition, Tornow, the oldest and the youngest] 
Don- agents In the Buffalo office oO! the 
‘on N rthwe stern Mutual in point of serv: e 
- ice, have a record thus far this vear ot | 
le of 28 weeks of continuous production of at | ik fi from our 
was least one new application a week. Mr. | 
and Graham's production is somewhat ahead | 
ubli- n volume. 


cken — | 
pom Phe annual picnic ol the Union Cen- | a ment an 
or tral Life employes was held last Thurs- | 


A 


te day at Bass Island near Cincinnati. The 
. outing was attended by more than 2,000 
er ploves and officials. ¢ A. Handy was | 
rom- general chairman in charge of arrange- | 
aoe ments. Dr. William Muehlberg, Charles | 
aa W. Patterson, William H. Cox and E. | 
rdcastle acted as dges selecting | y P > . ¢ » 
i eee were ot eee © | When ready funds are none too abundant 


K. C. Knudson, who is the nominal | an easy payment plan is a great business getter. 


the insurance bureau of Ne 


nion c 

lf to iska, is being pushed as a candidate | 

the tor the governorship. This was won 
by Governor Bryan at the primary, but | 


his nomination for vice president 


th nce ) nol mg ee “od ° ‘ ° = ° ° 
rent he has filed his withdrawal, although, he A series of small deposits, fitting into the 


iter- will serve out his term as governor M: | 
amie Knudson is head of the department ot | - , ae 
ick. trade and commerce, of which the insur- monthly budget plan of the household, meets a 
ob- ance ireau is a part, and in order to] . 
eri rae ll og aR healer Por ready welcome where a large annual premium 
oe 4 bureau. Mrs. M. A. Fairchild, however, | : 
nee Ee aasaes taal | would not be considered. 
soi Charles R. Posey, manager « the | 
Mr. Baltimore office of the Mutual Life of | 
rom New York, will sail soon on a trip 
* as abroad. He will be accompanied by] pene ° e +r 
Mrs, Posey and their son | [The Monthly Premium Plan of The 
id . Peo ts eee . | . ? . en ; e ~ ; : ° 
me hee Tee ae a | Lincoln National Life Insurance Company 1s 
cde otf New York had an extra bus lay * 43° . > ° : 
the recently He solicited. subscript ns for aiding its field men to get the business these 
toa the Male Orphan Society, wrote and had | 
Leer a man examined for $100,000 and then | is - 
on ieoal sat te the es lub and ‘de day S. 
is feated an opponent in a golf tournament, | 
Vil Mr. Augustine was recently elected vice- | 
en president ot the Richmond Association | 
Vil ot Lite Underwriters A tew days | 
H previously, he was elevated the | 
| 


Because The Lincoln National Life gives 


presidency of the Virginia Field Club otf 


the Mutual Life. Mr. Augustine started 


man tee Rickmond agency and te the course | its agents every aid in securing business and 
o ot a littlhe more than ten years has de ° - ° 

4 oours tor the eungeiy ia Vegiek, Ui extending service, it pays to 

and pany n irginia | 


we 
‘a Walter Cluff, supervisor of the de 
partment of 


1g 
" instruction, Kansas City | 
ohh Lite, has been elected president of the | gees aan x > . 
He . | 
> Civitan Club of Kansas City, and has | (LINK UP())WiTH THE) LINCOLN 
. 1 1 ' 7) staan a eh 
: ilso been given a seat in the Club Pres oo ——— 
iO ~ - ae 
ident’s Round Table. The Civitan Club | 
has a very specific mission Chis is] 
vet the promotion of individual responsi 
aah ulity in civic affairs, as a means t 
the stimulation of the united efforts in or The 
ied 1 ganizations and groups, towards ad- | 
ie! vVancement ot the public interest. Mr e o . 
et Clutt’s program in the club provides tor 
ces stimulating the devotion of the livid Inco nN a 10na l 2 
ati u nembers to civic ideals. 
ur == 
te } 
t 7 | aan ad " — " n urance om an 
i , | 
gement of Miss Helen Lowe Rice to 


— Haley Piske, Jr., both of New York | 
Cit The vo ing lad S é rraduate | , . ‘ ” 
ee ee ‘‘Its Name Indicates Its Character 


Spence School, and was presented 























it the court ot St Jani s last vear Mr | 
Fiske, who is a son of the president of 
. Metropolitan Life, is himsel con Lincoln Life Building Fort Wayne, Ind. 
ice t¢ with the company cme at 
ho tacthe to its group lite departme nt He 
\ proved himself a= successtul busi- , 000 
its wetter, ranking with the leaders in | Now More Than $300, ,000 In Force 
ra t ranch Mr. Fiske is a Harvard 
an aving received an A. B. degree | 
nd tive miversitv i TUIY, alter seeing | 
ot j rvice as a seaman tor a vear and a] , 
at it with the Brittany patrol on the 
nd ..S. S. Harvard | 
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“ , CENTRAL LIFE APPOINTMENTS | president and manager of agencies for 

| the Lincoln National Life has already 

| e Y . one to San Francisco to open the of- 

O M AN Des Moines Company Has Announced fice Mr. Fowler has been active in 

Some Important Changes in Lead- the life underwriters’ association, and 


MANAGEMENT ENGINEERS 


Specializing in Advisory Work for 
Insurance Companies 


Equipment Standardization 
Personnel © Modern Office Planning 


Organization 


Methods 


| Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 

















Mutual Trust 
Life Insurance Company 





ies te. eee Cee Oe. GEN, s 00000 ceeebesevdeedacecece $88 442,000.00 
EN keene eenbewme tne neste 10,941,045.07 
BO EESSSN\NE OODLE SEL LOTT AOYAMA EEO Te 9,439,248.00 
Dividends left on Deposit (drawing 5% interest)............. 226,337.68 
roo oda asad eee nacd deme eneanen 192,804.53 
Surplus 
SS EEERE STE a ek ep ON Se RE Te $432,944.32 
SE EE eee =< 649,710.54 
——————_ 1,082,654.86 
$10,941,045.07 


For attractive agency openings in our growing organization, address: 


Home Office—Chicago Temple Bldg., 77 W. Washington St., 
Chicago, Illinois 
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Pictures Tell the Story 


Cartoons will give your house organ that all necessary sparkle. Use 
therm to put over your message or your special sales Send fer 
proof sheets. 


BUSINESS CARTOON SERVICE 


35 South Dearborn Street, CHICAGO 














ing General Agency Territory 





A. L. Spence of San Antonio, Tex., 
has been appointed general agent of the 
Centra! Lite of lowa with headquarters 
at Denver, Colo. Mr. Spence has an ex- 
cellent record as a personal producer 
and organizer and is taking charge ot 
a territory which is already thoroughly 
established by this company. 

The Central Life announces the ap- 
pointment of R. C. Caldwell of Toledo, 
O., as general agent with headquarters 
at Decatur, Ill, in charge of the sur- 
rounding territory 3y reason of Mr. 

Caldwell’s experience in the life insur- 
ance business, he is thoroughly qualified 
to look after the company’s interests. 


Lynn S. Broaddus has taken charge 
of a general agency for the Central 
Life at Indianapolis. Mr. Broaddus 


formerly represented this 
a general agent in Peoria. 
H. E. Page and W. H. Callahan 


Capt. Howard E. Page and W. Harry 
Callahan of Hartford, Conn., two former 


company as 





special agents with the Aetna Life, have 
; been made general agents for the Fidel- 
|ity Mutual Life in Hartford 
Captain Page, who was formerly the 
manager of the Packard Motor Car 
Company of Hartford, Mass., has been 
| associated with the A¢tna for the past 
vear and a half. Mr. Callahan has been 
with the A‘ctna Life since 1911 and at the 
home office for a number of years, and 
has lately been the special agent asso 
| ciated with Shepard & Co., general 


Both Captain Page 
well known in 


agents in Hartford. 
and Mr. Callahan 
insurance circles. 


are 


J. F. Hanks 
Manager H. R. 


of the Montana Life announces the 
opening of a new general agency at 
Salt Lake City, in charge of J. F. Hanks. 
Mr. Hanks was for a number of years 
with the Continental Life, and goes to 
the Montana Life highly recommended, 
with a record of consistent personal 
production in large volumes. Mr. Hanks 


General Cunningham 


| will operate in Utah, which remains 
open territory between his general 
agency and that of R. H. Barton of 


Lavton 


Robert Fowler 


Zobert Fowler, associated with the 
Lincoln National Life in Fort Wayne 
for 11 years as home office general 
agent, has resigned and will move to 


San Francisco, to become identified with 


the new western coast branch office 
which the company is opening in that 
city Walter T. Shepard third vice 








Incorporated 1844 
ANNOUNCES 


settlernents especially attractive. 


B. H. WRIGHT, President. 





STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


A new policy contract, the benefits of which are retroactive to old policyholders. 

A 1925 dividend scale that makes the net cost of insurance very low. 

An increase in the rate of interest paid on dividends left to accumulate. 
applies on installment settlements and together with the flexibility of the new contract makes such 


D. W. CARTER, Secretary. 
STEPHEN IRELAND, Superintendent of Agencies. 


The increased rate also 








has procured for the company about $8,- 
000,000 in life insurance which is now in 
torce. 


Midland Life Appointments 


The Midland Life of Missouri has ap- 
pointed A. E, Booth district manager 
with offices at St. Joseph, Mo Mr. 
Booth comes to the company highly 
recommended, with a most enviable rec- 
ord of personal production and agency 
organization. 

W. O. Rozell, brother to 
Rozell of Ottawa, Kans., was 
appointed district agent at San Benito, 
lex. Without previous experience in 
life insurance work, Mr. Rozell produced 
ipproximately $30,000 during his first 
month of active work. 


West Coast Appointments 


Ralph E 
recently 





L. A. Hills has been appointed district 





manager for the West Coast Life at 
Provo, Utah. B. H. Stewart has been 
appointed district manager for Clacka- 
mas county, Ore 
George K. Jones 
George K. Jones has been appointed 


general agent of the Connecticut Mutual 
lite at Indianapolis for that part of In- 
diana south of the southern bour daries 


of Benton, Tippecanoe, Clinton, Tipton, 
Grant Blackford and Jay counties, ex- 
cept the cities of New Albany and Jef- 
tersonville. Mr. Jones has had consid- 
erable experience in organization work 
in Indiana. C, C. Crumbaker of the old 


firm of Baird & Crumbaker. formerly 
general agents at Indianapolis will con- 
tinue with the agency. 


Ventrucci & La Voie 


Mario Ventrucci and Louis LaVoie 
formed a partnership and opened an is 
surance agency in Eveleth, Minn. ‘» 
act as general agents for the Lincoln 
National Life and the London Guara 
tee and Accident, under the tirm name 
of Ventrucci & LaVoie. The office will 
also represent the Netherlands Fire and 
will write a general line of insurance 
Mr. Ventrucci has been with the is 
surance department of the Miners N; 
tional bank and Mr. LaVoie has been 
with the Lincoln National for the past 
vVear 

R. M. Halgren 

Ross M. Halgren, formerly of Clinton, 
Ind., has been appointed state izent of 
the Peoria Life for Indiana succeeding 
Paul Hawkins, who has been transferred 
to Cleveland Mr Halygren has been 
with the Peoria Life for two years, mos 
of this time as general agent it Derre 
Haute 

J. W. Humphries 

Birmingham has been chosen state 

headquarters tor the Independent Late 


with John W. Humphries as manager 
Paul Roberts, presice nt, and ELuyene 
» Shannon agency director were mi 
Birmingham to help establish — the 
ayenc, 
Hal C. Mauze 

Hal ¢ Mauze, formerly with the 
Franklin Life in Wisconsin, has been 
appointed agency supervisor for south 
fexas for the Two Republics Lit 
kl Paso lvor the present Mr Mauze 
will make headquarter at Corpus 
Chiristi 


George T. Bryson 


George T. Bryson has been appomted 
Miahayer of the Nortolk, Va., othee ot 
the Sun Life of Canada, his territory to 


lidewater Vir 
Nortoll 


meclude 11 
ginia in addition to 


counties m 


the city ot 





as4 644 
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Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the great State of 
Texas, the Home Office is able 
to render a type of personal 
service to Agents that is un- 
beatable. Writing all modern 
policy forms, the Company of- 
fers choice territory to Agents 
of ability. 

“Conscientious Co - operation 
given Ambitious men, with or 
without previous experience.” 


Southern. Union Life 


OF 


FORT WORTH, TEXAS 


Tom Poynor 


Vice-President 


























The Price is $2.25. 
There is a large size at $3.15. 


The Systeman 
Security Holder 


A highclass leather container for 
policies of all kinds, bonds, and 
other valuable papers. 

It gives your client a service. 

It gives you a record of his 
insurance, dates of maturities, 
expiration of terms, dates when 
policies are full paid. 

You cannot use them without 
making money through their use, 
as a trial will demonstrate. 


Liberal quantity discounts. 


Send me the attached slip and look over the Holder. 


E. L. KAUFMAN 


Room 700, Austin Bldg. 
111 W. Jackson Blvd. 
Chicago, III. 


I would like to examine a Systeman 
| Security Holder. If I decide to keep it 
I will remit $2.25 within ten days. If 
not, I will return the holder 


Name 


Address 











Mr. Bryson will operate the Noriolk 
agency under the supervision of State 
Manager Neil D. Sills at Richmond 


Mr. Bryson was transferred to Norfolk 
from the Richmond office with which 
he was connected for some years as a 
During his resi 
served as secre 


special representative 


dence in Richmond he 





tary of the Richmond Association of 
Life Underwriters for two successive 
terms 

North American Appointments 


Following the announcement that Guy 
Howard was made state manager of the 


North American Life of Chicago for 
Indiana comes word that Frank Hayes 
and Walter Wertheim are going with 
him as district managers to be located 
at | ifayette and lerre Haute respec 
tively 

Wilbur Blue, whe has been connected 
with North American’s Lima agency, 
| Was promoted to district manager at 
| Dayton, Ohi rhe Lima ofhce is 
been placed in charge 2) L urne 

W. E. Felthouse 

} Wealte I Felthouse has been ay 
pointe general age for the Norther: 
Life 4 Oaklar Cal Mr Felthouse 
| was formerly connected with the Cor 
j tome al 
| C. G. Nunnemaker 
i « Marvland ] € as App< inted 
1c} ke {; Nunnemake general agent 
| for Philadelphia Pa., with 
fices re Fran ulding Phil 

‘ M Nu e! Ke is beer 1 
tive é SI mh css i er 


13 
W. R. Masterson 
( I O’Brien, for some time in 


charge of the Dallas office of the South- 


ern Union Life of Fort Worth, Tex., 
has been transferred to the home office. 
W. R. Masterson, tormerly with the 
American Life Reinsurance of Dallas, 
has been named to succeed Mr. O’Brien 
1 Dallas 
J. U. Perkins 
TU. Perkins. who has been in charg 
.U. I cins, wl harge 
the Dallas office the Pilot Life 
the past several months, has re 
signed No a incemer s been 
made is t successor Mr Perkins 
is de de c er e Ww ain in 
+h _ byes , 
€ ( s i ‘ us é 
R. J. Wiese 
sr \ 1 
Ra i se og rR 
Rx " 
A. H. Gibson 
Hq 
, 
Vw. H. CHAPMAN 
\\ H Dp \ x 
} s t ds ’ 
Sar t f I t ‘ 
: ge i 
C. T. Poole 
< ‘ 








EASTERN STATES ACTIVITIES 








RECORD FOR BUFFALO SCHOOL 


Largest Summer Insurance Course Ever 
Held in U. S. and Largest Attend- 
ance from Own Territory 
BUFFALO, N. ¥ 
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NATIONAL GUARD IS INSURED 
Group Insurance on 21,000 Members of 
New York Nationa! Guard Neces- 
sitates Amendment to Laws 


McBLAIN BECOMES PRESIDENT 


Late Andrew C 
Executive 


Succeeds 
Chief 
Federation of 


McLean As 
Insurance 


Pennsv lvania 
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SECURITY LIFE INSURANCE CO. OF AMERICA 


©. W. JOHNSON, President THE ROOKERY, CHICAGO 


ES Ce EE oc ccccccuccsccecacesceevescceseces $47,024,989.00 
ADMITTED ASSETS ..............-.. Niet eemeameaswde ss 5,668,015.25 
SURPLUS PROTECTION TO POLICYHOLDERS........... 430,178.10 
PAID TO POLICYHOLDERS SINCE ORGANIZATION...... 4,403,769.15 


Good Openings in Sixteen States for Personal Producers, General Agents and Managers 
Address: 


S. W. Goss, Vice-President. 











AMERICAN 
CENTRAL 
LIFE 


Insurance Co. 








INDIANAPOLIS 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 








George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia and Michigan 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 





HARRISON B. SMITH, President 
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been elected supreme president of the 
protected Home Circle to succeed Mr, 
McLean. 

Resolutions of regret were drawn up 
by Former Commissioner Donaldson 
who preceded Mr. McLean as president 
of the federation, and were adopted by 
the federation’s executive committe 


New Ohio Deputy Superintendent 


G. H. Thorne, Monday entered upon 
his duties as deputy insurance superin- 
tendent of Ohio, succeeding E. L. Sav- 
age, who was appointed insurance sup- 
erintendent after the elevation of Super- 
intendent H. L. Conn to the state 
supreme bench. Mr. Thorne, whose home 
is at Logan, O., was executive clerk 
in the office of Governor Donahey. Mr. 
Thorne sold insurance to raise funds 
to pay for his course in law. He has 
served on the bench and has had wide 
experience as a trial lawyer. For 15 
vears he was an assistant state attorney 
general and special assistant attorney 
general in Washington. He probably 
will devote his attention to insurance 
law in the future. 


Spence Agency in New Quarters 


The H. Wibirt Spence agency of the 
Mutual Life of New York at Detroit 
is now occupying its new quarters there 
To the old offices, comprising a quarter 
of the third floor of the Penobscot 
building, 50 percent additional space was 
added. As the agency's production has 
grown from $3,500,000 annually in 1918 
to more than $12,000,000 in 1923, new 
offices were badly needed 

The second annual outing of the 
Spence agency was held at the Indian 
Trail Camp at Traverse City Forty 
agents with their wives and families at- 
tended. Special instruction was given 
along specialized lines, such as taxes, 
income insurance, educational policies, 
etc 


Aetna Clubs Celebrate 


HARTFORD, CONN,, July 15 On Sat- 
urday, June 12, the Dixon mansion on 
Farmington avenue once more was the 
center of gay festivities, calling to mind 
the old ante-bellum days when Sentator 
James Dixon entertained the celebrities 
of the country with great dinners and 
grand receptions Over 400 of the em 
ployes of the Aetna Life, composing the 
Girl's club and the Men's club of that 
company held their outing on the estate 
which is their new building sit« \ 
principal part of the outing’s program 
was the dancing in the famous ball room, 


Eastern Notes 


The Kureka-Maryland Assurance’ of 
Zaltimore and the Pan-American Lifé« 
of New Orleans have been licensed in 
Ohio 

Judge E, L. Savage, the new insurance 
commissioner of Ohio, delivered an ad 
dress last week before the meeting 
district agents of tl Federal Union Life 
of Cincinnati at Pelee Island in Lake 
Erie 


le 
, 
‘ 


Plan Regional Agency Rallies 
Che Connecticut Mutual Lite is rou 
ing out programs tor its series ol! 


gional agency conventions which will 
open with the meeting at Coronado 
beach in California July 17-19 () 
Aug. 25-26, meetings will be held by 
sectional representative at Excelsior 
Springs, Mo. The third group of meet 
ings will be held at French Lick Springs 
Ind., Aug. 29-30 The eastern meeting 
will be at White Sulphur Springs, \\ 


Va., Sept. 2-3 and the series will be con 

cluded with a gathering at Harttord, 

Conn., Sept. 5-6 President Henry S 
hi 


Robinson is heading the home o 
group that will open the series at Cor 


onado Beach Accompanying President 
Robinson are Assistant Secretary Harold 
N. Chandler, William H Harrisos 
assistant superintendent ot agencn 


Ralph M. Lowry, N. ¢ Faintor and 
\. R. Thompson 


Albert KE. Mielenz, manager of the Wi 
eonsin agency of the Aetna Life, at 
nounces the appointment of Morgan 
Chase of Stevens Point, Wis., as district 
manager in Portage county Mr. Chase 
was formerly secretary of the Stevens 
Point Association of Commerce ind 
widely known In that territory 
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7" IN THE MISSISSIPPI VALLEY || American National Insurance Company 


tee —— EE | OF GALVESTON, TEXAS | 

‘den : W. L. MOODY, JR. SHEARN MOODY, 7 

a STOCK-POLICY SUIT FILED) close to the dollar mark on the Chicag President Vice-Presiaent “oe i 

ee. en mene * ese seme t be tte — toa =r 
First of Litigation Under This Plan Is | farmers condition has taken place. This FINANCIAL STATEMENT DECEMBER 31, 1923 

it Launched in Missouri Against | largely increased writing of insurance in ASSETS LIABILITIES 


Kansas Company | the next few vears, as tarm produ t Real Estate Owned..... $ 057,573.54 Net Reserve (American Ex 



































upon ‘ eeccces A! 
mel =a | prices are rapidly approaching the level | Mortgage Loans (First Lien perience Table, 3 & 8% %)$13,688,716.00 | 
erin- i ge Sg ~ - _on Real Estate)....... -- 6,101,583.63 Reserves for Death Losses in 
>av- KANSAS CITY, MO Jul 1S The] ~~" I — tegen See. See ee ee | Collateral Loans te eaenes 25,000.00 Pri ess of Adjustment or 
sup- first suit growing out of the sale of RSUFANCe WI Share in tims m¢ _ Loans to Policyholders (On Adjusted and Unpaid..... 160,679.10 
iper ' — <— spies : | peritv that ‘oming to the west. Mz: this Company's Policies). . 655,851.80 Reserve for Taxes and De 
\ =" stock with policies in Kansas lite tn- the companies ! Bonds ... extaeene «+++ 6,128,425.65 preciation ong cocecnes 133,623.70 | 
State surance companies was filed in Missouri “att be i Cash in Banks.......... 1,489,106.55 Miscellaneous Liabilities .... 223,308.34 | 
iome last week against the Federal Reserve USEC SS F Certificates of Deposit (De Capital Stock ..$1,000,000.00 
“lerk 1: f * a Ss “it Fane The «tit t ‘ the | mand) eR Py are 2,452.15 Assigned Fund cw | 
M eS Ss Kan as City, Kan Phe war business Interest Due and Accrued.. 394,499.82 and Surplus .. 1,869,171.45 
Mr. was brought by David Sm \ fe Sexi oeae | Deferred and Uncollected Surplus Security to Policy- 
unds Kansas Citv. Mo.. who wants h H ts Premiums (Net) ne 307,849.80 holders vanaene ss 2,869,171.45 | 
has insurance premiums returned uel Joins Department Due from Other Companies 
wide of ete ¢ a lam : Insurance Commissioner Thomas SM Account Re-Ins. .... 7,500.00 
e crest anc Camages. . , Murr “ a f Ind > — . , Unearned Fire Insurance Pre . 
r 15 \gents for the companv sold Smolin sur » wt _ wre — ” a | MN oc00seceesseeeses 745.35 | 
rney sky an insurance policy and stock in the - ote ; were ; ms - " - anamneenee Tend tibiae _........ ne — 
} 1 oO t ndlat nsurar le part t it ¥. Asset “ - 7,070,588 tal iabilit 7 07 
rney company. It is charged that the com- Hue co . * ite of Ann Art . —_— Fetal Assets ...s0ceeeees we - r ut Liabé = et: $17,070,588.49 
ably pany was not admitted to write busi-| peen with the actuar naa 6” aie increase in Insurance in Force . . « .$33,579,608.00 
A Tee ‘i ‘ we li ia (it ‘ . i. er 4 ' | ears 
ance ness j issouri and refore that th } “napster: : eo : Increase in Ad ed Assets oes vs» 2,778,964.00 
in Mi uri and therefore at the | the Security Life of ¢ -; ie w Increase in Surplus Security te Policyheldere 313.847 00 
nsurance was not of any great value to issul his new duties Aug aa ii na . " a a 3 
rr - of pine ane Ged the obnil LIFE INSURANCI SURPLUS SECURITY ADMITTED ASSETS 
i zen Of that state and that th STOCK — > caAnpr — 3 7a 
ae scait eieieataliaiie RE Re eT ae ee | IN FORCE to Policyholders $17,070,588.49 
s values are not materializing. Smolinsky Mississippi Valley Notes $215,037 ,404.00 $2,869,171.45 
nondtiad 6h. i a tald that the incur 
the acer an he = — . 2 ~ elite <2 The Des Moines City Railway Com) ‘ Operates in 21 States and the Republic of Cuba 
° ince stock would be paid for Dy dIVi-| bas taker tg f nsur 
troit dends on his policy within five ye rs | emp! ves in the Equ Lif Ne Total Paid Policy ers Since Organizat $14,328,720.46 
eo and that the stock had a market value ot ncn the 5 be bor ! . - 
rte 1 ‘ reople 
ake: $200 a share. | : rd HY 
sc ‘ . . * . ‘ ‘ ‘ aware 1 T Ss 
nae The suit is being closely watched by] op thes: 4 “ sal ee 
was ; : , g , 
! insurance men. Ihe Missouri depart- | State Life, has returned to his post aft: 
las . - : ; ! : 7 . é . . 
191 ment has always fought the admission | being laid up fe it ‘ eek 
918 , , ,| a Severe attack of rheumatisn 
of the stock with policy companies and | : e . 
new veay » > Le . | L. A. Deininger, district manager for 
William R. Baker, Kansas superintend- | 4.7) sin ion” Slee Wis + 
the ent, has refused to issue certificates | rounding territory, and Miss Audrey Mat r ening e e ing r Cc 
= authority to this class of company since | Suerite Kettner of Wausau were marric 
dj 7 . 2 recent] Tr eininger © ser r ome 
an e came into ofhce ber of th > n- -Oppert nt \ nes r . _ ” -f . 
orty ol wen beashient ef the Aeten iat UR SYSTEM of obtaining “leads” for our Agents has been cited 
- at- Flynn Beats 1920 Record | $100,000 Club in 1923 as one of the most successful in operation. 
ven 





xXes, Warren C. Flynn, n anager for the (== This service is part of our comprehensive program of Home Office 
cies, Massachusetts Mutual Life at St. Louis SOUTHERN FIELD cooperation which is of genuine practical value to our men in the field, 

reports that his business for the first : Service to policyholders is also the best kind of service to Agents, 
six months of 1924 was 7 percent greater LE Our Policyholders Service Department offers, among other things, 











t so poe os h a — er sant a |SUMMER SCHOOL ORGANIZES the health service of the Life Extension Institute free of charge. 
Sat- eee : a ; For information concerning Agency opportunities, address: 


lite insurance. ree : 
the “Contrary to the impression that get Chattanooga Students, in Fifth Week of T. LOUIS HANSEN, Vice-President 
lind eral business is in the midst of a slump Sessions Under Dr. Rockwell, 


cies Feta thc due te coeemnoniiine mame Elect Officers The Guardian Life Insurance Company 
and in 1920, 1921, 1922 and 1923. Taking | OF AMERICA 




















em- ’ . T ' - 
everything into consideration we expect CHATTANOOGA, TENN., July 1 = : . = ‘ 
sa wind up 1924 far ahead of any other | The summer school that is bei Established 1860 under the Laws of the State of New York 
sal 2 ar ahez ot a r he su chool that g : 
tate vear r the history ot the ocal oftice ’ ducted in this cit) at the versit\ Home Office: 50 Union Square, New York 
4 he said in discussing conditions fof Chattan ind the directior I 
ram 1 Ch irles } the ¢ s 
om, Forms City Loan Department | life insur ship c 
KANSAS CITY, MO., July 15.—The ' Y€Tstty Of *Mttsburgn is rapidly « : 
: I : * to the foretront and ts eliciting the wide 


Kansas City Lite is developing and 


of iwur ider the direction ot od SHCRIOR CF INE TROMTERCE Proscome | 
oi] Mihail ce present of the compan. | ata mecting Friday the Chattanoogs |! Ryreka-Maryland Assurance Co. 





ii . ele fe den: nt through which | Class was organized into a class ass 

mee n ane iil wr lent direct _ i. Mie rs epee J F a artt ¢ : this city - Of BALTIMORE, MD. 

ad: Mr Arnold has lived all his life in Kansas rete eo — . oe ar se 4 7 = incerporated Under the Lawe of Maryland, 1442 

Lite 2 AM, Das y sony oe nce pd a. . Chark ite, N. ice-president; D J ° WE ISSUE ° es 
thoroughly familiar with city property | Looney. Knoxville, vice-president; M Standard Ordinary and Industrial Policies 


values Upwards of $2,000,000 a veat . — , ~+ eee 5 
te ! sear} dent, and Miss Regina Hahn of Chat . C. MAGINNIS, President J. N. WARFIBLD, Jr., Secretary-Treseurer 














2 lable tk n Kansas | ghee BARRY MAHOOL, Vice-President De. J. H. IGLEHART, Medica! Director 
Th Cit and other cities throughout the — ry 
This is the fourt 2 er t 
‘ tory. . P 
will aaah the Pittsburgh school. Howeve s 
ae e th rst one that has beet eld th 
ade New Nebraska Tax Litigation eer : : a ' , : a ; . f nh ERSTE SS ETO Spt 2G 8 EAE RD A WELLE ES RATT EM PH ANN TES OF 
On . : : south, p vious cs i re ree t ; 
\. M. Sommerville, who is been | n San Francisco. Los Angeles s 
1\ " } } ! ‘y . “the . , $ 
ghting the local lite companies at Lis Seattle Che standard Pittsbure yurse § S 
rte coln, Neb., for several vears on the mat is being giver it thie 4 ittar Ka = 3 
~ of taxation, has gone into court to] cchool The class is 2 
i estrain the county authorities tron companies, the representatives G I Cl ° : 
ng pting ’ at af theie ht : “ 
i cepting from them 4 per cent of theit [have come from various. parts. of the | A Great Insurance Clearing : 
gross premiums in leu of all other tax south Phe echool is at the end of the i ; 
wie ition Mr Somervill mtends that! Gf . af tee term: it 1 continus 
ord, 2 . . . > . ttnh Ween OT tert : WwW ouse : 
C ¢ mtangible tax law provides tor thr tor three more weeks clos ey Aug Ea 
rN taxation of these companies o1 ther = : = 
we ‘ . = 
4 capital stock. This is a new phase of |GROWTH OF SOUTHERN STATE iS 
: his old controversy in which he objected é 2 
ier to the deduction trom capital stock all : * 3 
rold ol etn Gon wale de eneral | Working for $100,000,000 Insurance in 
erty tax law Force—Have Record Membership 
es : : 
ae - in the Anniversary Club : 
Nebraska Farm Conditions Improved > 
President E B Stephens n ot the lhe $50,000,000 insurance . : 
vi Security Mutual Life ot Lincoln, Neb., | mark was passed by the South« States a 
nae convinced that not only has the aeri Lite in April and the agency for Start- | bd ; 
rict tural middle west shown an improve ing out with Mav to chmb to the $100 ; 
tase ent m= financial conditions, but that | 000,000 peak, showed a steady advance ’ 
‘ th wheat now selling tor 14 cents | by June 30, when its semi-annual state- | 
re than a vear ago and corn touching | ment showed the total amount ot 1s : 
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West Coast Service 


The principal difference between 
selling insurance and selling West 
Coast Service is this:— 


The first pays you a commission. 
The second provides you with a 
commission plus an income for life 
and protection for your family. 


We will be glad to explain the de- 
tails of this difference upon request. 
Write us. 


West Coast Lire 


INSURANCE COMPANY 
WOME OFFICE - SAN FRANCISCO 
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‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 








Seventh in the U.S. A. 


In 14 years this Company developed an accident and 
health business that placed it in 7th place among all the 
companies of the United States in amount of disability claims 
paid. And it is now making equal progress in the develop- 
ment of the Life Insurance Department. 


BUSINESS MEN’S ASSURANCE COMPANY 


W.T. GRANT, President KANSAS CITY, MISSOURI 











Safety, Service and Stability 
ATTRACT PROSPECTS AND INCREASE AGENTS’ CLIENTELE 
SAFETY—Guaranteed by careful selection of risks and investments. 


SERVICE—Provided by an efficient and progressive organization. 
STABILITY—Assured by conservative business policies. 


Horne Office: 


Founded: 1867 Des Moines 





Insurance In Force Over $350,000,000 


For information concerning contracts: Address Agency Department 

















Over 144 Million Policies Now In Force 


Only four other life insurance companies 
in America have more policy contracts in 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 


Jan. 11,1916 Jan. 1, 1924 


Asects $% 7,804,230 § 40,113,271 
Policies in Force.. $03,302 1,552,803 
Insurance in Force 73,455,636 351,149,583 





Attractive o 
Kentucky, 


The Western and Southern Life Insurance Co. 


Seutin open to competent agents in Ohio, Indiana, 
est Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
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ness in force as $52,165,872. 


This was a | 


gain during the first half of the year of | 


$4,503,617. 


With the close of the first six months 


also comes the end of their qualifying | 


year for the Anniversary Club, the $100,- 
000 Club of the agency force, it being 
necessary that an agent should have had 
issued to him and paid for insurance 
amounting to at least $100,000 between 
July 1 and June 30, before he 
member of the club. 

This year the membership totals 62 
who have qualified, the largest member- 
ship in any year since it was fi 
started. 
sitions in the club, that of president and 
vice-president, having been won by G. 
C. Folsom of Florida, and Edward 
Swaim of Tennessee, these two, in the 
order of their naming, having paid for 


|} and the 


could be a | 


first | 
The two principal official po- | 


the largest amount of business during 
the club year. 

There is also an official position in 
each state, the vice-presidency of the 
state, which goes to the agent in the 
state who has paid for the greatest 
amount of business during the club year, 
exclusive of the two senior officers. The 
fortunate winners of these honors this | 
year are as follows: J. F. Collins, Ala- 
bama; G. W. he Florida; J. W. 
Vinson Georgia; J. McDowell, South 
Carolina; J. A. Yowell, Tennessee, and 
C. F. Falls, Texas. 

The members of the club and the en- 
tire agency force are now out to reach 


$100,000,000 by 1929. 


Seek to Enjoin Commissioner Scott 


Commissioner Scott of 
cited to appear in San Antonio, July 
in an injunction suit brought by Thomas 
F. Heathington and Jack Wilson to re- 


12 


Texas has been | 


July 17, 1924 


strain the commissioner from cancelling 
their licenses as agents for the Minne- 
sota Mutual Life. Judge Scott now 
out of the state, but the department may 
allow the injunction to issue temporarily 
hearing be held later for Ber- 
deputy commissioner, 


is 


nard Werkenthin, 


may go to San Antonio and make an 
swer tor the commissioner. 
Alabama Has Big Producers 

\labama claims to have two “world 
beaters” in the way of writing lie n 
surance. One is H. E Scott, o 
Demopolis, Ala., a town of 2,500 people 
who wrote 158 persons during April for 
a leading insurance company and ex 
ceeded the record of H. B. Rosen of 
New York in September, 1921, by one 
policy. Scott is 30 years old 

Then along comes R. M. Vandiver, 
ot Montgomery, Ala., state agent tor 
the Kansas City Life who wrote 21 
applications in one month. The policies 


represented $313,000 worth of insurance 





Missouri State’s Arkansas Rally 


Forty members of the J. D. Dunaway 
Agency of the Missouri State Life at 
Conway, Ark., gathered recently at 


a get-together 
The meeting 
a close a 30-day contest 
which piled up the largest amount 
business the agency ever produced in a 
similar period—$376,000. The address 
of welcome was by R. H. Bickenhost, 
vice-president of the Cleburne County 
Bank, while O. B. Robbins of Heber 
Springs was the toastmaster and James 
\. Preston, manager of the Little Rock. 
Ark., branch office, was the guest of 
honor. 


Ark., for 


banquet. 


Heber Springs, 
meeting and 
brought to 


t 
ot 














' PACIFIC COAST AND MOUNTAIN FIELD 








WILL ENTERTAIN THOUSANDS 


Final Preparations Being Made for 
Business and Pleasure at Los 
Angeles Convention 


LOS ANGELES, July 
than 3,000 delegates and visitors are 
now expected to assemble here next 
week for the 35th annual convention of 
the National Association of Life Under- 
writers which will open a four-day ses- 
sion on July 22. Angelenos, as Los 
Angeles folk call themselves, will play 
a prominent part in the affair. Appoint- 
ments from the A wage Association 
were received Saturday by the Life Un- 
derwriters Association Los Angeles. 
All convention arrangements have been 
placed in the hands of John Newton 
Russell of the Pacific Mutual Life. Mr. 
Russell returned Saturday from a trip 
to Honolulu, which place he had visited 
island 


14.—No 


less 


ol 


with the object of interesting 
underwriters in the meeting. 
Other local leaders include E. P. Per- 


rine, secretary of the local association; 
Will G. Farrell, chairman publicity com- 
mittee; Charles L. Lewin, chairman of 
finance committee; Roy H. Sheldon, 
chairman hotel committee: Ward H. 
Porter, chairman of transportation com- 
mittee; Charles E. Bent, chairman of 
entertainment committee, and Frank E. 
McMullen, the resident National com- 
mitteeman. Mr. Farrell will have entire 


charge of first day’s program and John 
Henry Russell, son of John Newton 
Russell, will have supervision of the 


third day’s session, 
Telegrams from New 
Saturday night indicate that National 
President Graham C. Wells is recover- 
ing from his recent operation and that 
he expects to be able to preside at the 
meeting. 
First Vice-President George E. Lackey 
of Oklahoma City, Edward A. Woods 
of Pittsburgh, program chairman, and 
National Treasurer Robert Jones of 
New York are heading big delegations 
irom their cities and are expected to 
arrive July 21, that their parties may 
spend some time viewing Southern Cali 


| 
York received 


fornia before the convention. 
Reception Committeeman Roy Ray 
Roberts says that automobile trips for 


the delegates and _ visitors will be 
planned to include the residence, beach, 
foothills, country clubs, movie studio 
and mountain canyon sections of the 


city and surrounding country. 


Coast Agencies Breaking Record 


Showing a gain of more than $5,000.- 
000 for the first six months of 1924 
compared with the same period of time 
of 1923, the Western States Life of San 
Francisco anticipates a total volume of 
business for the year which will 
all previous records. Paid for 
in force as of June 30, 1924, 
amounted to $81,248,000.00 which is an 
increase Of $6,200,000.00 since Jan. 1. 

The West Coast Life of San Francisco 
also reports a remarkable increase show- 
ing a gain of ap proximately 100 percent 
the first six months of this vear. 
West Coast figures for the first half of 
this vear show new paid _ business 
amounting to more than $12,000,000 
while the total of insurance in force 
as of June 30 amounted to approximately 
$69,000,000, which is an estimated gain 
of $8,000,000 since the first of the vear. 
lhe Aetna agency at San Francisco, 
E. H. Leystock Gregory, general agent. 
reports an increase of approximately 65 
percent for the first six months, while 
practically al the other agencies in San 
Francisco report increases averaging 
about 50 percent. 


as 


new 
surpass 
insurance 


ter 


Plan Annual Club Meeting 


rhe Northern Life Seattle is mak 
ing preparations for its $100,000 conven 


or 


| tion in Los Angeles July 24-27 to which 

all men qualified will go They will 
journey south on the H. F. Alexander 
and make stops at San Francisco and 
other southern points. 


Shows Tax Inroads 


effect of inheritance taxes on an 
is demonstrated in the matter o 
Collin P. Campbell, an Englis h 
who died in May, 1923, at his 
residence in Santa Barbar: 


The 
estate 
the late 
subtect 
Calitornia 
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We write a complete line of poli- 
cies —age one to sixty-five. We 
have all the modern features of 
life insurance. 


General Agency Openings In 


MICHIGAN: Dowagiac, Hillsdale, Adrian, Jack- 
son, Ann Arbor, Pontiac, Traverse 
City, Bay City. 


OKLAHOMA: Oklahoma City, Enid, Ardmore, 
McAlester, Okmulgee, Guthrie, 


Bartlesville. 


OHIO: Dayton, Cincinnati, Toledo, Cleveland, 
Sandusky. 


INDIANA: Indianapolis, Terre Haute. 


Peoria, 
Joliet, 


ILLINOIS: Bloomington, 
Jacksonville, 


Waukegan. 


Springfield, 
Decatur, 
Rockford, 


MISSOURI: St. Louis, Springfield, Joplin, Mo- 
berly, Jefferson City. 


[OWA: Des Moines, Council Bluffs, Sioux City, 
Davenport, Burlington. 


Farmers National Life Insurance 


Company of America 
A. O. Hughes, Vice-President in Charge of Agencies 


3401 South Michigan Avenue Chicago 

















Safe and Secure for 79 Years 


When the Mutual Benefit was organized 
in 1845 there were only a few Life Insurance 
Companies in the United States. Through 
the Wars, Panics and Epidemics of all these 
vears, it has always stood safe and secure 
as a foremost disciple of Pure Life Insur- 
ance. 





The 
Mutual Benefit Life Insurance Co. 


Organized 1845 
Newark, New Jersey 
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e California property of 


s valued at $834,000 


Campbell 
the tax on this, 


State Controler Riley, 


‘ording to 


amounts to $68,741. Campbell, who also 
had property in Illinois and England} y 
will pay a tax of $13,563 to Illinois, to | oj 
the Federal Government a tax of $32,734 S; 
ind to England a succession tax of $24 M 
288, making a total of $139, 


sentative 
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On Agency Inspection Tour 


Dave M. Mo 
and (y W 
the Northern 
ay and June 


the company 
Franc isco, 


odesto, Fresno, 


home ofhce 
LaFray, auditor, 
Life spent most of 
inspecting branch offices 
in California, principally 
Los Angeles, Oakland, 
Sacramento and San 


rgan, repre- 
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IN THE ACCIDENT AND HEALTH FIELD 








TO LIMIT WEEKLY INDEMNITY 


Ch 


ange Shown Necessary by Experi- 


Ta policy 
for the re 
ater the 


the company ssued to 
and that payments were 


newal of the policy, but 








that company extended credit 
ence of Connecticut General on . ae a ae mnee aoa 
- such extensions 1 man was taken 
Those With Larger Benefits in February of last yeat In its 
ns the INSUTANCE company stated 
t the ro lic + ree pe 
Phe Connecticut General Lite has cae ’ nae ° wadfh my > “1 
‘ oe . uu a is m n force afte ‘ 8, 
limited weekly indemnities for commer tha Fet 19° Ellerbeck 
cial health insurance to $100, con attempted to ha the policy réinstated; 
mencing July 1 An analysis of clan reinstatement if any was 
paid has been completed which shows by certain provisions of the 
that the large the demnityv the mors i hat the man became sick several 
untavorable the experience Apparently | @ o Feb. ° and that under the 
either the holders of large policies are ' s a t the policy — 
1 ] re state< t« cover the 5 
ore prone t he take! sick, or els« . iy : po \ ft z a 
ad pr days afte t : 
they do not recover so quickly, or it) co, , 
mav be due to a combination of adve n ipreme irt said As stated 
selection and a tendency to unduly pre the red had a legal right to reinstate 
long disability Policies providing a } I by making the annual pay- 
ndemnity of more than $100 per week stipulated in the policy 
constitute less thar 10 percent of the 
total amour yuSINess 
; Claypool Made Vice-President 
Extends Hespital Benefits 
Gil F. Claypool, vice-president of 
c any os c Continental Assurance of Chicago, 
+ rT yf ) sr? ’ ~ f + 
vu 10S] 5 OcEn ; » VOUS the running mate ot the Contimental 
urses’ < ces appli 
war OX ervices al pha le “ ¢« ( talty, has been elected a vice-presi- 
‘ ; rms < lent , . 
— ym acCide ealth and | dent of the latter company He will 
ats mn “pA PONCE , } out ho ! ve « ae e noncancellable dis 
pheablh si ot ‘ ter S 
‘ ’ “ . late cs it nd com ercial accident and 
5 poncies | ding Garona 9 | health department Mr. Claypool in- 
Peres weekl vale a L stimulate interest in these de- 
tal w 
! ~ em : . . 0 ine nerease the agency staff 
weeks, lies ae l 
t these pe licies, 1 ki re 1] “ 
Benefits Are Hetreactive Fibroid Tumor Not Covered 
lhe provision for the payment of 50 ] R y . American National 123 
nere itiona eo ce ° Ss. I decided by the court of appeals 
f eo a Rile yrought nh ac- 
lic ‘ pital enet \ le . £ ‘ re yt igt an ac 
a ’ r , } a lent and health policy 
sure I pe attended i ‘ “ hy vided that no loss was covered 
1 ¢ liu oO 20 weeks, Is a new ex . sulted fr disease “not 
tension of benefit, as many of the older to both sexes The plaintiff, it 
‘ policies make rm provisk ' suff ed loss through having a 
i expense These benetits have d tumo In denying a recovery for 
been made retroactive t take care I inder tl terms of the policy the 
renewal business and give old poli —— led that , t 
olders tl san b fits that tl ~ power _— = 
ne ‘ ¢ ene t i t ¥ loss resulting fron any dis 
come . s com! t t h sexe 1 the 
ne re ‘ list d evid ‘ that r an 
Ney \ ‘ ‘ fibr ! rs i niy 
= ° be s iflicted t f ws 
Jay Walking Causes Accidents t rtp rly dire a verdict 
- he d ndat 
New York 1 1 ‘ 
csi 1 bole | thie _ 
i vile ac ‘ Takes Over Three Companies 
+} . 
| rf nd a one Insurance Unior has 
,] ’ ~ 
P re ‘ \ Old American Insurance 
1X s ol i ’ c \ at ‘ Oklal na tl Garfield 
we Kile stre } t \s i ! f Enid ind the 
( Ses < Hi Be fit As f Oklahoma 
1) we ke ' hee ‘ . s AL AL mem 
( e y P P ‘ ps s ing mostly of accident 
Pe 134 ssine . ‘ t) es, $100 certificates and 
l during 1 - ton g : $ 
sahghting 2 
| 
ing roadw — 
- New Texas Assessment Company 
rt ne side ‘ 
b , Texas rney general has ap- 
P nt nd ssioner of insur- 
ce i w at f the Up-t Date 
is iil fe \ & Conroe Tex., 
| ‘ Is ve iD k whos purpose is 
| a ccs ! . wr 1 de nsurar on the as 
j ta . eml essn plat Ir rporators J A 
pov ! w ! Wasl gton, M. J. Campbe Bb. O. Wash- 
, e H. P. 17 r, H. Washington, J 
| - I I . Wa Smitt i if Conroe 
Decide for Policyholder 
| SALT LAKE CITY. UTAH Accidental Deaths Reduced 
| Ut supreme rt . 
le) HILADELPHIA, PA. July 15 Total 
z ree |} nt tl ty fror lents in in 
| state 1 | \ tid t th ‘ " . ids, highways and 
rat w had , ’ hin s dropped nearly ten percent during 
} cas s < r's s 1 gc and rst Six ths f 1924 is compared 
the point ir lispute was \ } wit? he san period of 1923, according 
lved t} pany's geht t d lata gat 1 b ! itizen’s safety 
laim when the payments on the ] \ ' it the FP id phia Chamber 
lhad been allowed to get behind nn The figure dropped from 
it was stated in tl nplair i t i 
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ry HE Chicago National 
E mI Life Insurance Com- 
pany has special in- 
ZI ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 
influence of | 200 stockhold- 
ers in both States. 






Five thousand leads received last 
month from our stockholders. 


Chicago National Anderwriters Co. 


INCORPORATED 
GENERAL AGENTS 


202 So. State St. Chicago, II. 
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- Southland Life 


Insurance Co. 


HARRY L. SEAY, President 





Insurance In Force 


$80,000,000 


Admitted Assets 


$8,700,000 


The latest in approved policy forms. 


Disability Annuity Benefits with first payment 
IMMEDIATE. 


Waiver of Premiums without extra charge. 
Double Accidental Death Benefits. 


Sub-standard risks are handled as expeditiously 
as those on standard lives thus insuring to the agent 
a maximum of service. 


Advantageous agency contracts open to men of 
ability and integrity. Previous insurance experience 
not essential. 


CLARENCE E. LINZ 
Vice-President and Treasurer, in Charge of Agents 


PHILIP N. THEVENET PAUL V. MONTGOMERY 
Vice-President and Secretary Vieew-President and Actuary 


DALLAS, TEXAS 


























WITH INDUSTRIAL MEN 














AGENCY NEWS OF PRUDENTIAL 


Number of Promotions and Changes 
Made—Good Records Shown by 
Agents in Many Places 


In of the splendid work done by 
Agent James J. McDonald of the New 
York No. 16 district of the Prudential in 
both industrial and ordinary well 
a good condition of debit, he 
vanced to the position of assistant super- 
intendent in the same district. 

James T,. M. Bleakley, who was ap- 
pointed agent in the New York No. .10 
district July 31, 1916, and promoted to 
assistant superintendent in the same 
district July 15, i918, has been trans- 
ferred in the same position to New York 
No Ss district under Superintendent 
James T. Stewart for week of July 7 
1924. 

The « 

for 
four 
10 cents 


view 


as as 


was ad- 


against industrial 
half of 1924 closes 
of Division B well 
$100 of debit and 18 
out of the 
Division leader- 
Lewis 


ampaign 
the first 
districts 
per 


lapses 
with 
under 
districts under 15 
districts in the division. 
goes to Superintendent 8S. E. 
the Hempstead district. 
Assistant Superintendent 
B. Janetzke of the jaltimore No. 4 
trict has taken charge of the Norfolk, 
W. Va.. district as its superintendent. 

Agents Thomas A. Murphy of Daven- 
port, Ia., John F. Hill of Kansas City No 
3. Mo., and Lott T. Mulik of St, Joseph, 
Mo., have been promoted to the position 
of assistant superintendent in their re- 
districts 


assistant 


cents 20 
ship 


of 
Ww 


dis- 


Nicholas 


spective 
A new superintendency has 
been established in Iron Mountain, Mich 
Urban Alexander, who has been operat- 
ing Vulcan agency, has been promoted to 
to take of the 
office 
Diehl has 


assistant charge 
Mountain 
Arthur W. 
from the agency ranks to 
perintendent in the Detroit No. 1 office 
Agents Franklin W. Buck of Detroit 
No. 1 and Earl J. Moore, Detroit No. 2 
leading Division P territory in ordi- 
at the close of the weeks of 


advanced 


su- 


been 


assistant 


first 2 
ween transferred 
Mankato Minn 
organize! 


Devine has 1} 
fro Tore Kan to 


assuming charge as agency 


June 23rd. 

Assistant Superintendent Robert F 
Sedgwick of the Peterborough Ont 
district lebrated his 15th Prudential 
birthday in a manner ! eristic of | 
the man by qualifying for one of the 
oveted Ordinary Merit Buttons signifi- | 
cant of the $50,000 class 

Agent David Zittrer of Montreal No 

district another comparatively new 


ntial service has climbed 


idder of 


man in Prude 
rung on the 1 
by placing to credit, over 
of ordinary business 


success 
his $150,000 


Willard V. Swartzbaugh, formerly su- 
perintendent at Chillicothe 0 was 
transferred to the Toledo No. 1 district 
to fill the vacancy caused by the death 
of former Superintendent Alva TD. Wal 
lac 

TI Chillicothe district will have a 
new eader in tl person of Harry L 
MeKillip, who wa promoted from tl 
Columbus, © issistancy taff 

\ recent 1ddition to tl issistancy 


ranks is Albert N. Lac pro 
moted from the Toled N > agency staff 
to fill a vacaney in the same district 
William C, Young, formerly assistant 
superintendent at Seymour, Ind. (Colum 
bu district), was advanced to take 
hare of the Paducah Ky superin- 


tendency 


On Thursday. June 26. the members of 
the Newark No 1 and Orange staffs 
journeyed to Grant City, Staten Island, 
N. Y., where they held their joint outing 


William \ Barton formerly agency 
organizer Manka Kan has been 
appointed superintendent of Topeka for 
the Prudential. Mr. Barton has been with 
the Prudential since 1908 

John M. Walls, who has been with the 
Prudential since 1915, has been advanced 
from assistant to superintendent in Ok- 
mulgee, Okla 

Mr. and Mrs. Henry Tyrrell have re- 
turned to Milwaukee from a two weeks 
visit to Harbor Point, Me where they 
were the guests of Mr. and Mrs. James V 


rrell is legis- 
Mu- 


York. Mr. Ty 
the 


Barry of New 
lative counsel 
tual Life, 


Northwestern 


for 





Iron | 


|} was 


NEWS OF CONSERVATIVE LIFE 
President Dixon W. Place Returns to 
Business After a Long Absence 
Due to Serious Illness 


Dixon W. Place, president of the : 
servative Life of South Bend, Ind., re- 
turned to his office July 8 after an ab- 


of months on account of 


sickness. 


sence several 


Earl T. Spray who has been super- 
visor of ordinary agencies in Michigan 
during the past year, has, at his own 
request, been given the superintendency 
of the company at Logansport, Ind 

L. L. Hite, who started as an agent 
with the company at Mishawaka, Ind 
Feb. 11, 1924, is promoted to the super- 
intendency at Anderson, Ind 

D. H. Baer, agent in the South Bend 


district, is promoted to the superintend- 


j eney at Mishawaka, Ind Mr. Baer went 

|; With the Conservative Life in 1916, as 
superintendent of the South Bend dis- 
trict where he made a very fine record 
He was promoted to special home office 

| representative in the ordinary depart 
ment, working with the field men He 
resigned about two years ago to engage 
in other business; but his old love for 


|} the insurance business returned and he 
came back, taking an agency at South 
Bend for a short time until an opening 
presented itself. 

May was designated “Mell Month” in 
honor of the secretary of the Conserva- 
tive Life, and bonus checks for money 
won by the men, amounting to almost 
$700 were sent out The largest indi- 
vidual winner amongst the superintend- 
ents was CC. W Wester of South Bend, 
who won $82.47 Amongst the monthly 
premium men, the largest bonus winner 
was Joseph Martin, South Bend, with 
$160.69 Among the ordinary men, M. E 


Burket of Benton Harbor, $25.99 





Honor Metropolitan Coast Veteran 


Adam 8S, E., of a 
branch office of Life at 
Angeles, re 0 years 
with 
awarded a medal 
the achievement 


Kinsey manager 
Metropolitan 
ted 
mpany 
rvice 

Mr 
the company 
1895 he 


the 
cently 


Los comple 
and was 


bar ir 
Kinse) 


of service this oe 
and sé 
honor of 
appointed 
at McKeesport 


an agent of 

Pa., in 1893; in 
assistant manager 
promoted to the position of 
Braddock Pa In 
to Allegheny) Pa and 


transferred to a Le 


was 
made an and 
TSU hye was 
manager at 
was transferred 
in 1920 he was 


1905 he 


Angeles 
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VERMONT ASSOCIATION MET 
Annual Sales Congress and Election 
Held at Burlington Last Week, 
With Strong Program 


BURLINGTON, VT., July 15.—The 


third annual sales congress and the an- 
nual meeting of the Vermont associ: 
tion was held in Burlington last week 
with an attendance of life men from all 
over the state to the number of some 
thing like 125. Officers were elected in 
the morning, the sales congress was in 
the afternoon and there was a dinner 


at night. 

At the business 
root garden of the Hotel Ver 
usual annual reports were read by the 
otheers E H. Olmstead of Morris 
ville was then reelected president, and 
the following were also named; first 
vice-president, A. C. Laird, Burlington: 
VICE president, R. FE Holway, 
Burlington; secretary, L. J. Doolin, St 
Albans; treasurer, C. H. Aiken, Rich 
ford. The following were named on the 
executive committee, H. S. Parks, Barre: 
Earle S. Kinsley, Rutland, and Floyd | 
North, Burlingon. 

The congress held at 
Champlain Yacht Club house 
Manning of Boston, 
the National Assoc 


vriters, spoke on 


held on the 


mont the 


mecting 


so7¢ ond 


the Lake 

Earl G 
vice-president of 
tation of Life Under 
“Sales Literature an¢ 


was 


’ 





He 
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How to Use It.” Clancy D. Connell of ‘ 
New York spoke on “Income Insurance 
Age 65” and Charles C. Gilman of 
Boston, former president of the Bos- 
Life Underwriters Association, gave ws See ; : - 
pep” talk on salesmanship Gacn , p sats Compas V ONE sts Lae sements 
Che ladies were invited to the dinner 
held on the Hotel Vermont roof garden 
s to Charles C. Gilman on _ invitation 
e ted as toastmaster, serving most hap- 
There were brief speeches at the 
ner by Earl G. Manning of Boston, e 
Henry E. North of New York, New aude eger rote 1S ° 
: England superintendent of agencies for © 
re- the Metropolitan Life, and A. C. Mason 
— Rutland, who for nine years was sec 
oO retary of the Vermont Life Underwrit- 
ers Association. a . . . . . Oa Pe 
a. —— THE RECORD OF ACHIEVE 
_— Jackson, Miss.—Charter f incorpora- SE oa Sen ™. . . 
” has formally been issued to the MENT—Throughout the pages ot 
i Wiy CORRES GHEREIRIIER CF TOpTEtER- human history no more distinct tend- 
tative life insurance men over Missis- 
ind sippi to replace the old unincorporated ency has been noted than that which 
a: Mississi ppi Life Underwriters’ Associa- - ‘ : : 
oo tion, which will be dissolved at the end has been directed towards Selt-Pres 
f the current year Fred S. Yerger of -wara ta o . agpica , 7 P 
end Te ee eae ee ae” an ee ervation. J rom the darkest hours o1 
0 ted president of the new association; | the world’s creation, to the brightest 
és Longstreet Cavet of Jackson, vice presi- | ; ; 
an dent, and A. W. Garraway, secretary- | spotlight of the present time, Man has 
= treasurer ‘ constitution and by- | : : : ae . = 
ore casurer. A new constitution and Sy- | continued his ceaseless struggle fot 
Ree vs was adopted and a decision reac hed : : BS) 
ont to hold monthly meetings here. Th« existence and for power. 
. some 200 members of the reat i 
He the state have been notified 
age gy Seances - . .: ena : - : 
fe salicednes Science and Invention, Music, Lit 
he . 
a New Orleans, La.—\ nnual meet erature and Art have contributed 
7 of the Louisiana association this ' 7, 
ng k, Frank S. Whitten of the Equitable | their full measure of usetulness to the 
I was reelected president Peter Epes | z - = ' , . : = 
in emo: Mickcad Gite eae dome | advancement of mankind, but no fine 
va president, and Robert A, Hopkins tribute to the Genius and Intelligence 
way retary isurer The new board of . : ‘ 
~ directors includes thore officers and Dorin of the race can be cited than that 
ai- —— enn . . : . Maef .F : a 2 272/78 ¢ — ° ° 
nd a Se en oe Se GIANT of SECURITY the Institution 
nd ete staan ee © ae ‘eg , a. : 
hi ers; Robert B. Trabue. Mutual Life; R. 1 ot Modern Life Insurance. Collect 
ried Walkin, New York Life, and Frar - . ° ° 2 . 
— f ! Life Insurance Company . 2 ively, it spreads Its Mantle or Bound 
vith aii made rapic : i 
E ar pay aca eggs nce wel scons ager CLAUDE ALLEGER less Blessing and Wholesome Influ 
sident Whitten and plans are being ence over the world as no other insti 
rked out .to increase the met! rshi} . 
an 4: tution can. ' 
P a Louisville, Ky.—T! Le s\ S4 
, ition, at its meeting last week ted ‘ . a , . . 
Pica ¢ rs as follows penne we ( laude Alleget cal © a Individually. THE PEOPLES 
VAS Hertzman vice-president dwar G. | member of the eonle lit aie = — : 
te F her secretary-t! sure! Burwell Family thirteet vears ago LIFE ol INDI \N \ stands out pre 
se er Seer eee ee ee l, since the first day that eminently among the Great Frate1 
any aS Prosperes — Saas ce t \ . . oc . : ° . . 
he embership somewhat Se ea : oe nitv of its kind, a Leading Factor in 
* “ * - ¥ : . > 
. Philadelphia, Pa—John R. Fox, vet- | working 1 or the field ot Insurance Ethics. 
} eT superintendent of the Metropolitan ganizatior I al 
ane I must t looked upor s the prir \ i A i -_— . . 2 . 
: tertainers, for he has just | al ous Ma The Watchword of PEOPLES 
ted for the fourth consecutive year Indiana, knows ( e All , = .s 
irman of tl ter ent con eagpenar A caret as LIE management is Thoughtful 
— h h < " ss iatior - : . ° “+ . ~s " oe : ad ‘ : 
ee ee eens ae the PEOPLES E IN Co-operation,” and the Keynote ot 
~somcnag rer Agger SURAN( COMPANY ' + ae 
Penn Mutua Wilfred L. Coates aes i Ee ee Peoples Lite \gency success 1s Lov 
Northwestern Mutual; W. C. Chubb, Pr« luch et d rega : “—T" . - . oy . 
vident Mutual: J, D. Heer lohn Hat ng the agent being the Cor alty. The PEOPLES LIFE has 
ET eet a wean ot Wee eels Le wig y hag der 9 hyve hae hoa never lost an Agent who has Made 
7 d Max C. Vineent, Connecticut General rT ' epre (;ood.” 
lon a — enta ‘ M 
Excelsior Life Appointments \] 
he Excelsior Life of Canad Men ot Character and Ability will 
ces the following changes in the es do well to get acquainted with 
ecutive positions ol! the company i A. | 
ess D assistant manage il tu | 
“s becomes general manager and actuary. | 
a Mr. Dark has had charge of the actuarial 
ee work of the company for the past 20 | 
all ears, having been also assistant man- | PEOPLES LIFE INSURANCE COMPANY 
5a ger. He is an honor graduate in mathe * a 
oa matics of Queens’ University, a_tellow ‘*The Friendly Company 
ae \ctuarial Society of \mer i l 
ssociate of the Institute of Actuaries FRANKFORT : ~ INDIANA 
- I lon, Eng | 
ine . ’ — , d ; 
the . H Black, prt a se ae ra lager Openings In tl Fi cw Cities 
he r. is » be t rd vice-pre ‘ ty 
ris company Mr. Black is pre nt | OHIO INDIANA ILLINOIS MICHIGAN TEXAS 
nd thern Ontario power deve lopt ent, | Akron Terre Haute Peoria Battle Creek Amarillo 
2 ‘ general manager of the Northern Alliance Vincennes Rockford Grand Rapids Lubeock 
la P r Company since 1912 Cincinnati Gary Springfield Kalamazoo Paris 
i si idence na gis _ Lime Hammond Danville Detroit Waco 
ag Report Big Increases TENNESSEE 1OWA ARKANSAS 
c ] Connecticut Mutual L1 1 te Knoxville Des Moines Little Rock 
En o> " es fects } Chattanooga Davenport Fort Smith 
hie largest volume of new FUSINeSS Nasbville Cedar Rapids Helena 
r¢ rie The total amount issued durin e Council Bluffs Batesville 
| month was $9,978,279, which ex- 
Is 1 more than 35 percent the pre 
he ng record month This complete 
G rst six months of the vear wit 
P ed busimess ot $54,988,160, i 4 
eT ve 15 percent over the same pe 1 
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More Than 


a Square Deal 


There is a Spirit of Generosity in THE 
CLEVELAND LIFE. There is the full 
knowledge that the men in the field are regu- 
lar fellows—real human beings, subject to 
all human emotions and frailties, and the 
spirit of generosity prevails in all transac- 
tions between Home Office and Field Force. 


Agency openings in Ohio, Pennsylvania, 
West Virginia, Kentucky, Illinois, Indiana 
and Michigan, present opportunities for men 
who are working for success, to succeed in a 


bigger way. Write to us. 


In all matters 


you will get more than a square deal. 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 


Home Offices 


Cleveland, Ohio 











A Policy You Can Sell 


A $5,000 Policy In THE UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


PAYS 


$5,000, the face of the 
policy in case of death 
from any cause. 


$10,000, or DOUBLE 
the face of the policy, in 
case of death from any 


ACCIDENT. 


$15,000, or THREE 
TIMES the face of the 
policy in case of death 


from certain SPECIFIED 
ACCIDENTS. 


$50 PER WEEK, direct 
to the insured, in case of 
total disability as a result 
of accidental injury, for 
a period not to exceed 52 
weeks; and after that $25 
PER WEEK throughout 
the period of disability. 


A Sound, Conservative 
New England Institution 


United Life and Accident Insurance 
Company 


Home Office, United Life Bldg. 
Concord, N. H. 
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PROGRAM GIVE N OUT 


SHOWS COMMISSIONERS PLANS 


Many Important Problems to Come 
Before Annual Session of National 
Convention at Seattle 


RICHMOND, _VA., 
program for the 55th annual session of 
the National Convention of Insurance 
Commissioners to be held at Hotel 
Washington, Seattle, July 28-Aug. 1, 
was announced this week by Secretary 
Joseph Button as follows: 

Monday, July 28, 2:00 P. M. 


July 15.—The 


Address of Welcome—Louis F. Hart, 
governor of Washington 
Address of Welcome—FE. J. Brown, 


mayor of Seattle 
Response—John C., 


president 


Luning, first vice- 
Address—H. © 
“Compulsory 
Commissioner 
chusetts 


President's Fishback 
Insurance,” 


Monk, Massa- 


Automobile 
Wesley E 


Tuesday, July 29, 10:00 A. M. 
Communications 


“History of the 


and Reports. 


Development of the 


Gain and Loss Exhibit of Life Com- 
panies"”—H. Pierson Hammond, former 
actuary, Connecticut Insurance depart- 


ment, 


(After Mr. Hammond has concluded the 
reading of his paper, the convention will 


zo into committee of the whole to hear 
arguments from those interested in the 
subject as to whether the present ex- 


hibit should be abolished or a different 


exhibit substituted.) 

“Reserves for Total Disability and Non- 
Cancellable Accident and Health Poli- 
cies”—Commissioner Howard P. Dunham, 
Connecticut. 

Discussion. 


“How Can the Evasion of the Resi- 
dent Agent’s Law Be Remedied?”’—Com- 
missioner John M. Scott, Texas. 

Discussion, 

Tuesday, 2:00 P. M. 


Communications 

“Experience 
Compensation 
Hobbs, special 
Convention. 

Discussion. 

“Shall Investments of Fire, Casualty 
and Miscellaneous Companies Be Limited 
by Law as Those of Life Companies?” 
Clifford B. Ireland, director of trade and 
commerce, Illinois 

Discussion. 

Upon adjournment, 
guests will be taken 
ride around Seattle, 
ner and dance at the 


and Reports 

tating in Workmen's 
Insurance’’—Clarence W 
representative, National 


the members and 
for an automobile 
with informal din- 


Seattle Yacht Club 
Wednesday, July 30, 0:30 A, M. 


Communications and Reports 


“Is Receiving Dividends on the Stock 
of a Brokerage Corporation by Assureds 
Rebating Within the Meaning of the 
Law?"—Commissioner Will Moore, 
Oregon. 

Discussion 

Adjournment at 11:00 o'clock. Leave 


for Mount 
Paradise 


Seattle promptly at 1 p. m., 
Ranier, spending the night at 
Inn. Leave Mount Ranier at 1 o'clock 
Thursday for Tacoma, arriving there for 
dinner, returning to Seattle that evening. 


Friday, August 1, 9:30 A. M. 


Communications and Reports 

Letter box on department ruling and 
problems. (Commissioners who have 
problems before them for solutions aré 
requested to write them out and hand 
them to the secretary during the conven- 
tion to be discussed at this session.) 

Election of officers 

Executive 

Adjournment. 

Luncheon at 1 o'clock to be followed 
by boat trip around Seattle through gov- 
ernment locks and Lake Union into Lake 
Washington. Return to Seattle about 
6 p. m 


Session 


August 2, 8:30 A. M. 


“Alemeda” for a 
Sound, touching at Vic- 
remaining there sight- 
teturn to Seattle 
to take train for 


Saturday, 


Board the 
trip up Puget 
toria, B. C., and 
seeing for two hours. 
about 9:30 p. m., in time 
Portland, Ore, 


good ship 
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TO MAINTAIN VOLUME 


FACTORS TO BE CONSIDERED 


Shrinkage an Important Item in Group 
Accident and Health Insurance— 
Selection Against Companies 


HARTFORD, CONN., July 15.—In 


maintaining the volume of group insur- 


ance the company executive must con- 
sider two  factors—persistency and 
shrinkage. When the group under- 


writer says that he has had no lapses 
in a certain territory he does not neces- 
sarily mean that his premium volume 
has not shrunk. He means that the con- 


tracts written with employers are all in 
force Chere is a second item of great 
importance in the volume of business 


and that is the number and percentage 
of employes in each plant who maintain 
their insurance in force. Loss of busi- 
ness through employes’ lapses ts 
known as shrinkage. 


Effect of Unemployment 


During the industrial depression, 
group underwriters were greatly encour- 
aged by the fact that there was a very 
low lapse ratio. However the shrink- 
age was very great in the group insur- 
ance field due to unemployment. 
Wherever a group case is in force the 
company writing the line must have its 
representative, an accountant, call occa- 
sionally. These accountants see that 
the records are kept properly and simply 
and make it easy for the company to 
keep the group insurance in force. One 
of their important duties is to see that 
the 75 percent ratio is maintained. It 
is very evident that if a high percentage 
of employes do not continue their in- 
surance there will be a selection against 
the company, so this is rather important. 
Employes 


Problem of New 


One of the biggest problems with 
which underwriters are faced today is 
the selling of the new employes. This 
has not been entirely solved. Naturally 
the agent who writes the case cannot 
call on the factory every time a new 
employe is put on the payroll and sell 
him his share of the group health and 
accident policy which is on the plant. 
Different methods are used in reach- 
ing these employes. Usually it is ar- 
ranged that some one in the company 
will call his attention to the group in- 
surance and literature is provided which 
will make clear to him the advantages. 
The agent must continue to give more 
or less attention of course to a group 
risk and keep it in force. 


Bankers Life Open House 


The Bankers Life of Des Moines, kept 
open house Thursday night. All seven 
floors of the new Liberty building were 
in the receiving line. The entire office 
force was on duty after the manner of the 
daylight schedule. It is estimated that 
6,000 visitors inspected the activities of 
the large force in action. The WHO 
broadcasting studio attracted great 


crowds. All of the officials of the com- 
pany were at their desks and the occa- 
sion was one of much interest. The 


Bankers Life occupies a large place in 
the admiration of Des Moines people 
who have watched the wonderful de- 
velopment of the company through the 
passing years. 


Security Life Appointment 


W. W. Cooper has recently been ap- 
pointed assistant manager and_ super- 
intendent of agencies for the Security 
Life of Canada. Mr. Cooper has had 
over 16 years’ experience in the insur- 
ance business in Canada. He was pro- 
vincial mz me er for the Northern Life at 
St. John, N. B., later he moved to the 
head office in London, and was district 
manager for western Ont: ario. Mr. Coo- 
per was also agency organizer for the 
Travelers of Hartford, and for the past 
four vears has been inspector of agen- 


cies for the Continental Life 
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(CONTINUED FROM PAGE 3) 
ressed. Che issues C not be ig- 
1 Taxes are é more and 
heavy He s tl Arkansas 
le must be trained to develop their 
resources. Econ ic health should 
restored. Mr. Walker said that there 
reat need of the “buy at home” slo- 





Arkansas. The banks and insur 
companies 
about a better 
the resources of 
Valker, manager of 

the company, presided at the business 
sessions. A. G. Albright, cashier of the 
Hoxie, at Hox \rk r¢ 

the address of welcome 
Lindsay, deputy insurance 
was pres- 


Arka 


< 1 ded to 
ge R. D. 

tendent of 

ind spoke. 
Meet the 


superit 1sas, 


Business Men 


\t noon the Union Life was the host 
business and professional men ol 


he town at the Rotary Club rooms, 


ere Elmo Walker again presided 
addresses of welcome were made 
vy E. G. Sharp, president of the Farm- 


» Bank and Farmers Trust Com- 
ny ot Rogers; Z. L. Reagan, president 


Rogers Rotary Club, and L. F. Owen, 
esidet Rogers Community § Club. 
The response was made by R. M. Mal- 


pas, president of the Reinsurance Life 
f Des Moines. At the afternoon session 
he company’s home office auditorium 
by C. M. Cartwright 
NAL UNDERWRITER and 
Whitlow of the company 
Wreath 

at Drean 

Walker on behalf of 
ofhcers of the Union Life presented 
s E. Stockton, cashier of the Peo 
les Bank of Ozark, Ark., with a very 


ne gold watch fh lv inscribed 





the 
talks were 
of THe Nati 
retary R. H 


Stockton Gets a 


 ec- 


\t the dint n the evening 


Valley Farm, Mr 





token of his splen service as a 
ducer. He is the president of the 
Dream Valley Club, having qualified for 
} position by being the largest pro 
ucer. He has had only two lapses on 
business. 

Claude M. Kyle of Magazine, Ark., 
qualified as the new president of the 
Dream Valley Club. Mr. Stockton be 
comes hrst vice-president, Sam West of 
LaVaca, third vice-president; L. 1 
Green of Boonville, fourth vice-presi 


oo) 
hith 


dent, and A, G. 
' president. 


Albright of Hoxie, 


Address by R. M. Malpas 


Mr. Stockton presided at the meeting 
the Dream Valley Club, the agency 
ganization, held at Dream Valley 

Farm. The address of the morning was 
ide by R. M. Malpas, who called at- 

tention to the fact that various needs are 

created which people desire to have met 
While these needs may be supplied dur- 
ng life, death may cause a change un- 
| provision has been made to meet 
he demands. This forms the 
insurance. Mr. Malpas urged 
nsurance men not to sell a man 
nsurance that he does not need. Life 
nsurance should be provided for defi 
ite needs. He said that the agent must 
isualize the f the prospect and 

ilvze his needs. Mr Malpas said that 

t had often been said that it is necessary 





for 
life 


life 


basis 





i f 
ite ot 


drive the hog out of life before a man 
ill buy life insurance. Most men think 
themselves first. Their own spe cial 
eeds and desires occupy the main place 


their mind. He said that all the needs 


be taken care of through properly 
pplied life insurance. The life insur 
ce man should create a desire in the 
nd of the prospect to establish an es 
e. Young men and women who are 
Inm rried should be taught the prin 
le of self-denial. This Mr. Malpas 

1 is the first step in a program of 

t. Life insurance, he said, is svs- 
itic thrift. In a way it is compul 


Death Demands Heavy 


Mr. Malpas called attention to the 
1 funds for settling estates at 


eed of 
leath. There are death demands that 


| 





| are urgent. 
| the 





have to be met. Liquid assets or cash 
are essential. Depreciation begins at 
unless there is some way to stop | 
immediate needs at this time 


While Mr. Malpas said that 
writing of $1,000 policies is to be 
encouraged, yet an agent should show 
a prospect that the $1,000 will just about 
meet the death demands and leave noth 
ing for the dependents. It easy, 
he to write $1,500 as He 
suggested in writing insurance to leave 
out the amount and premium until the 
last because it may be necessary to con 
vince the prospect that the amoun: he 
has in mind will not be sufficient. 

Mr. Malpas said that every borrower 
of money should be required to back his 
notes up with life insurance. He called 
attention to the fact that various forms 
of bequest through the medium of in- 
surance now becoming common 
The object of life insurance is simply 
to prolong the earning capacity of the 
man. 

Mr. Malpas advised every life insur- 
ance man to carry a rate book in his 
back pocket instead of a bottle 


REGULAR ADVANCES TO 
AGENTS NOT FAVORED 


(CONTINUED FROM PAGE 1) 


1S as 


$1,000 


said, 


are 


as soon as he gets outside of the office 
he goes his own way. 


Based on Interviews 


The most unique system of advances 
is that used by one of the leading gen- 
eral agencies in the city. It is not used 
in every case nor in the majority ot 
cases, but in rare instances where it 1s 
felt that an advance is a desired thing. 
It is based on the number ot interviews 
received. In other words, if a man is 
felt to be worth an advance of $50 a 
week the general agent says to him: 
“Mr. Jones we will make you an ad- 
vance up to $50 a week on the basis ot 
$2 per interview. By that 1 do not mean 
call but $2 per interview, where 
put up your proposition to your 
prospect and give him a chance to ac- 
cept it or turn it down. You can easily 
secure such interviews in a week if 
you will hustle and that is what you 
want to do right now.” 


Mutual Confidence 


32 a 


you 


9- 
«J 


Necessary 


The general agent using this plan says 


that of course too much checking up 
cannot be done. It can only be suc- 
cessful on a basis of absolute mutual 
confidence and this agency has been 


conducted in such a way that it has no 
fear of the agent using deceitiul methods 
to obtain it. He is more or less care- 
fully watched by one of the agency su- 
pervisors who ask him to report on 
each day the number of interviews he 
has had, and if he reports an appoint- 
ment, he will ask him after the date of 
the appointment how he came out. This 
close supervision in itself is a good 
thing for the man who is getting under 
way. He is very carefully reminded 
that he is not being paid to get inter- 
views but that his advance is merely an 
allowance against commission. 

Habit 


Develop Advance 


Many general agents report that once 
a man gets on the advance basis he 
there He gets used to having 
a check coming every week, regards it 
more or less as a pay check, and goes 
along hoping that his renewals will clear 
him up in the end. Usually these men 
are behind. They owe the general agent 
money all the time if their future re- 
newals are not considered as earned. In 
order to induce the agent to work him- 
self up to a basis where he can do with- 
out an advance, one of the leading gen- 
eral ncies and probably several oth- 
ers follow the plan of making a different 


stays 


auc 


kind of a contract with the agent on an 
advance as far as renewals are con- 
cerned He is not credited with full 


renewal commissions, because the gen- 
eral agent feels entitled to some return 
for financing the agent. The agent al- 
ways has the option of changing over 
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Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 
IE iva ate sakes eed Legal Reserve 


it a ees te oe Gig eae $16,666,178.00 
A tuts ankle heated se aaee $1,427 367.00 
Insurance in Force............. $173,309, 166.00 
The COMPANY has $109.37 of assets for each $100 
of liabilities 
Rate of Interest Earned, 1923............ 6.20% 
Se eats te bead Seen 41.3% 
Liberal direct agency contracts available in Pennsylvania, 
Virginia, Southern Indiana, Southern Ohio, and Kentucky to 
men of ability and record of successful results in personal pro- 
duction and organization. 











THE MUTUAL LIFE 


The Mutual Life Insurance Company o. New York has a 
record of EIGHTY YEARS of prosperous and successful busi 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















Insurance Record, 1923 


New Insurance .. . 


$ 96,148,025 


Insurance in Force . . 719,421,634 


Increase of $58,623,876 which is 61% 


of the New Business 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 

















We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., Kans., Md., Mich., 


Minn., N. M., N. C., Okla., S. D., W. Va. and Wyo 


Our Agents Have 
A Wider Field 


An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 
plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 
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Double the Business 


with less than 
A Quarter of the Salesmen 


HAT in a nutshell has been ac- 
complished in our sales organiza- 
tion within a ten-year period. Some 
of the things that are contributing to 
this progress are: 


Careful Selection 
Required Training _ Scientific Supervision 
and 
Direct-by mail Advertising 


which is showing apparent effects from 


National Advertising 


PHOENIX MUTUAL 


LIFE INSURANCE COMPANY 


HOME OFFICE HARTFORD CONN. 





Seuss’ issued 1851 


“ 


First policy 




















100 PER CENT 
EFFICIENCY 


Life men find our methods bring their efficiency up to 





100 per cent. 

We consider every man insurable and rate each case 
on its own impairment and amount of risk involved. 
We take the 
business by helping you 
expended on Sub-Standard business. 


“Blue Sunday” out of the life insurance 


salvage your wasted energy 


We have everything in the life game to offer. Let us 


tell you how. 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Viee Pres. & Gen’! Mgr. 


E. E. BROWN 
Agency Supervisor 
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to the full renewal commission plan, 
without the advance. 


Assistance for New Men 


Many general agents feel that the ed- 
ucational advantages offered today 
largely take the place of advances. Not 
only that but every possible assistance 
is given to the new man. Leads coming 
in from old policyholders, not belong- 
ing to any particular agent, are turned 
over to the new man. On any tough 
cases he is assisted by a supervisor. 
Other general agencies follow the plan 
of teaming new agents with the men 
who are established in the business. In 
other words when a new man comes in 
he goes out with an experienced solici- 
tor. He provides the prospect and the 
solicitor provides the solicitation. They 
split the commission. This is said to 
be of mutual advantage and as soon as 
agent gains full confidence, gets in the 
habit of going out and calling on people 
all day and every day, he can cut loose 
from his team mate and go out on his 
own hook.” 

Part-Time Agents 


Nearly every general agency has a 
few part time men who intend to become 
full time men. There is little tendency 
in New York for the general agents to 
take on permanent part timers except 
general insurance men or the one and 
two case men. Unless a man signifies 
his intention of taking up the life insur- 
ance business seriously and of contin- 
uing in it he is not added to the list. 
Nearly every general agent has rejected 
agency applications of this character. 
Clerks in department stores and offices 
are not regarded as good agency ma- 
terial unless they promise active solici- 
tation and take the training courses of- 
fered. Some companies insist on such 
a part timer become a full time man 
at the end of a year or his license be 
taken up. Others require a ten case 
rule. If the man does not write at least 
ten cases a year he is not continued. 
The general agents usually back up the 
company rules with more stringent ones 
of their own. 


WOULD PRESENT LIFE 
INSURANCE AS SAVINGS 


(CONTINUED FROM PAGE 5) 
every three will be living at the age of 
65, but five out of every six of those 
living at that age will be dependent 

Efficient Savings System 
that 


forms of saving 


Of the many 
have been devised, life insurance is the 
most efficient, as well as the satest. 


Most human beings require some obliga- 
tion to make them save, as is most 
strikingly shown in the relative periods 
of duration of savings bank accounts 
and life insurance, as mentioned pre- 
viously. The man who is endeavoring 
to save through savings banks, or by 
any other method, has no obligation to 
continue his regular deposits and sooner 
or later the great majority of them will 
find some other purpose for their sav- 
ings. Saving through life insurance is 
quite another matter, because every pol- 
icy-holder feels himself more or less 
under obligations to meet his regular 
premium notices, and the result is shown 
by the 650 who are still making their 
regular deposits at the end of 15 years, 
as opposed to the 30 who are continuing 
their savings bank accounts at the end 
of 10 years, starting with 1,000 in each 
case. 
As a 


savings 


safe depository for long time 
no other institution can equal 
life insurance. Mr. Carter points out 
that during the past 38 years, no policy- 
holder has lost his savings due to failure 


of a life insurance company. During 
the past 20 years, only two life insur- 
ance companies have failed, and the 


entire business of both of these was im- 
mediately absorbed by larger companies, 
so that not one policyholder has sus- 
tained a loss. During those 38 years, 
hundreds of banks and trust companies 
have failed. The man who is saving 





for his old age needs an organization of 
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the soundest type, and in this respect 
nothing can compare with life insur- 
ance. Even governments have failed 
during the past 38 years, but life insur- 
ance policyholders have sutained no loss, 
Greater Field as Savings Institution 


Mr. Carter believes that when all life 
insurance companies begin to emphasize 
the savings value of life insurance, and 
to present it as a thrift system, pointing 
out the protective feature only inciden- 
tally, the business will become far 
greater and more important than it is 
today. Most people are affected more 
by an appeal to their selfish interests 
than by the death song which they have 
come to expect from insurance agents, 
and they are more ready to listen to an 
agent who is there to explain a proposi- 
tion that will be advantageous to them 
than to listen to the one who makes a 
proposal that will benefit someone else 
only upon his death. 

Mr. Carter summed up his convincing 
arguments in the following five points: 

1. Life insurance operates as life in- 
surance, and not as death insurance. 

2. There is a greater need for life 
insurance as a savings institution than 
for its protective features. 

3. Life insurance is one of the most 
efficient savings institutions ever devised. 

4. The greatest appeal of life insur- 
ance is from the thrift standpoint, which 
is far greater than the appeal of the 
protective feature. 

5. Life insurance companies are the 
safest depositories for savings accounts 
of long time duration. 


Missouri State Promotions 


The Missouri Life announces 
the promotion of J. Thurmon Mackey 
assistant to Vice-president Henry Reicl 
gott in the group department, to the 
financial department organization, where 
he will occupy an important post in 
connection with handling the company’s 


state 


investments. Mr. Mackey’s training has 
made him familiar with tarms and farm 
values so that he is well qualified for 
his new position. 

Charles W. Payne, formerly agency 
special at the Newark branch, succeeds 


Mr. Mackey in the group department, 
where he will devote his time especially 
to the development of sales. Both men 


have been with the company sinc 
March, 1922. 
No Medical Examination 
To stimulate summer = sales, _ the 


is conducting 

over July- 
field force 
teams, the 


Minnesota Mutual Life 
baseball contest extending 
\ugust and September. The 
has been divided into eight 
captains being the leaders in paid for 
business from Jan. 1 to June 1, 1924 
During this period policies will be issued 
without medical examination on policy- 


holders who have been given standard 
insurance since Oct. 1, 1922: age limit 
20 to 50 vears: no term insurance; em- 


ployed women only accepted; limit $5, 
000 and in no case can total insurance in 


force run above the company’s net 
retention of $20,000. Each thousand oi 
business counts one point, but each 


thousand on old policyholders will re 
ceive credit for one and one-half points 
Special cash prizes are awarded I 


eacn 
month to the team showing the highest 


percentage for that month and at the 
end of the season individual prizes will 
be given the three leaders in individual 


batting average and the team leading 
the league for the three month period. 





Standard Life Breaks Record 


The Standard Life of St. Louis broke 


all company records in June with a 
written volume of $4,500,000 in honor 
of President J. R. Paisley, June being 
President’s Month. The previous high 


mark had been $3,100,000. 

June produced the largest number of 
individual producers and_ producing 
agencies and the largest number of ap 
plications for any month in the history 
of the company. A total of 83 agents 
attained the roll of honor by producing 
upwards of $10,000 This is 45 
more than for any previous month. 


each 
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=| | MODERN BUSINESS GETTING METHODS | 


sie 1 Program for Estate Conservation and 

» and A PLAN FOR DISTRIBUTING ESTATE 

ident Perpetuation Is Worked Out by Kansas 

‘ek City Agent to Cover a Specific Case The following statements show the distribution and division of the estate 


with explanations as to final disposition of same to posterity 















more 
rests N interesting and illuminating es- | ducing bonds held in the estate is di- Present Status of Estate : - 

av - 4 neome Savings 
have A tate conservation and perpetuation vided equally between two trust estates. my : ' Estate Divisior Income Tax in Tax 
ents, program has been worked out for | The income from both. of these estates Total Estate $800,000 . : 
to an specific case in Kansas City by John | will be paid to the wife of the donor ety me tp : vees at $ 9.600 
posi- \W. Stephens. In this case, the client | during her hietime. The total income | Income Notes .: 55,565 28,000 $2,740 
them i the salesmen who secured the pro- | trom both estates amounts to $8,889.34 ss 
- - - - e ot ls hal hl moon 3 } i] 7 a 
ces a gr has an estate of about $800,000, or 5 percent of the total amount of Potal >... $800,000 $si $34,00 $2.74 

else vie 1g an income of around $34,000. bonds in trust rhe principal of both Status of Estate After Trast Agreements Are Made 

He has two minor children, and the | estates would be paid to the children at ; - 

; is . : ’ J v _ ncome Savings 
ng wife is living. Under the proposed the mother's death but not before the | _ am Estats Division Income Tax in Tax 
ints: plan, the estate is distributed into vari- son reaches age 40 or the daughter ae ——— $800,000 
e in- aaa tts he chief eleme 7 hes th re of 50. Shou . . | on-Productive . $266,650 

us sorts of trusts, the chief eleme nt of reache the age of 50. Should the moth ends im Senne. dashes ‘6 77788 § 9.066 
er the program being $200,000 of life in- | ers death occur before the children Notes in Trust, Series B 35.000 2,400 $ 16 
life surance, whereby the future welfare of reach the respective ages set forth, the qroses in grant. Se ries Cc 50.000 500 60 
b . . . ‘ . . .otes rus ‘ ‘ 1000 5.600 
than the wife and children are considered. | income will continue to the children or | jp) oa A ' a rE oe sv . m+ 00¢ Rr 64 
” . an > - 4 . li ide ) “State 10 565 3.500 980 eat 
The particular “beauty” of this program their estate until they reach the proper $1,640 
most is that all the items of the estate are age as above set forth $800,000 $800,000  — $34,001 $1,100 = $1, 640 
— coordinated with the life insurance, so SERIES B. Trest Division 
hich that various sums are made available to © B ; : Princ. it 7 Gent ee — 
: _s . ‘ries B contemplates states, one | c sn n ns 1e of it. o 
— the children at various ages—and they | . ~S'€s. cl ‘1d pi 4 — estates, One | Series Trust Incoms Purch Benefi Renefi Dist Dist 
- 8 . . io aC *h ¢ a Ss a 9° 
the are assured of income for their later . r each child and the one of 1 : $ one $ rete Wife Son Atage 40 $ 88.892 
; . y} : ee yee these estates 1s to finance the proper ae SY 44 Wite Daughter At age 50 88.892 
the ooo vet ig though they should lose educational facilities for both children | B- 3 17,500 1,200 Son Son's Estate Atage 30 17,500 
their main tortunes by untortunate in- . 1 ; = | P } B- 4 17.500 1,200 Daughter Daugh. Est Atage 30 17.500 
unts vestments. until — ‘ child seat 7 he ae age Of ov | ¢ 4 =9,000 1,750 $50,000 Son Trustee Atage 50 25,000 
. ° he pr . ) irne - Ce by 00 -r ran an ' 7" ~ ee £0 oF Ang 
T I e purpose ol this plan contemplates - 7 i r ee = , Lorie ia I 7 6 000 ; 400 of 000 eee ” aon > At om rf 30'0 
, ° ° os . “mm ’ > rson:z ¢ y : ‘ - ! 25,08 Son rustee age 0 20,000 
he present conservation and distribution | to them tor their persona! handling D- 8 20'000 1/400 25,000 Son Trustes Atage 45 20,000 
of the estate, keeping in mind at all SERIES C. P 3 20,000 1.008 25,000 Daughter rrustee Atage 40 20000 
times the savings ; > Ats > ‘ ons . = 19 =V,000 00 25,000 Daughter Trustee Atage 45 20,000 
nian mes the savings and en oe - his series is created for the express : 
" rived u se ax laws. » pl ; ; ge ; Totals ..$342,785 0.3 200.004 04° Tar 
Ke ave i under se ent rs a —— P an purpose of building a reserve estate for Tota $342,785 $20,389 $200,000 $342,785 
so contemplates we ¢ inistration * Je : F ’ ~-—— - . 

icl ar contemplates | ‘ © scm nile he each child, the income from the notes 

the ind mage mt pal the ¢ sate Ww “- the placed in this trust fund will be used in | Teaches age 50 At age 50 each child . time of the children and at their death 
here donors business acumen 1s at its best. | gefraying the premiums on a thirty year | Will receive the principal of the amount if they leave children the income may 
t in Explanation of Each Series endowment life insurance policy on the | originally placed in trust or $25,000 in | continue during their lifetime and the 
nvy's in Trust Division life of each child to the amount of | cash ihe amount of the policy may | principal paid at death to their estate 

has @ : $50,000 By allowing the dividends to | be left in trust with the insurance com-. or heirs 
arm SERIES A. |accumulate during the paying period | pany and earn a non-taxable income of SERIES D 

lor In series A the amount of $177,785 | each policy will mature for approxi- | $3,150 or 4% percent on $70,000. This his series is composed of four es 

representing the amount of income pro-! mately $70,000 cash when the child | income may be drawn during the life- | tates of $20,000 each. The income from 
necy 

eds - 
ent 


|| BANKERS LIFE INSURANCE COMPANY 
. OF NEBRASKA 





: Home Office: Lincoln, Nebraska | 
= Assets - - $23,700,000.00 | 


—s TWENTY PAYMENT LIFE POLICY 
me DEFERRED DIVIDEND 


in Kingsley, Iowa, April 25, 1924 
Bankers Life Insurance Company, TWENT y YEAR SET TLEMENT 
oi Lincoln, Nebr. Matured in the 


re Gentlemen :—Twenty years ago today you issued me policy No. 15337 for $2,000.00 OLD LINE BANKERS LIFE INSURANCE 
or Twenty Payment Life on the deferred dividend plan at age 38 on which I have paid COMPANY 








Ctl - a> . . 
you an annual premium of $73.80, making total payments of $1,476.00 . 
st ; ° , « a’ len 21,94 
es : . of Lincoln, Nebraska 
¢ I have chosen the second option of settlement consisting of the surplus amounting 
va to $829.70 and you are giving me a policy of $2,000.00 paid up for life on which I will 
lal . x 
“on continue to get an annual dividend 
I am well pleased with the way you have treated me during the 20 years this policy Name of Insured. a cate _Jno. M. Heifner | 
has been in force and trust our relations in 1 ymntint o | leas ; ; 
| . a ‘ elatic 1 the future will continue to be pleasant Residence. - eS: PPS .Kingsley, la. 
can cheerfully boost for your Company and recommend it to the insuring public i 
a ee ee ee tee eee ee | . Amount of Policy.... See 
our General Agent, Mr. Ira G. Miller of Sioux City, delivered your check this day T IP : ° 
- otal Premiums Paid.......... 1,476.00 
or Very truly yours, 


ne JOHN M. HEIFNER SETTLEMENT 
Total cash paid Mr. Heifner $829.70 and a 








of 

ne Paid Up Participating Policy for $2,000.00 
ts If interested consult one of our agents or write 

= Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Nebr. 
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THE NATIONAL UNDERWRITER 

















ARE YOU AN AGENCY 
MANAGER 


A Life Insurance Company, 
with more than $80,000,000 insur- 
ance in force, and operating un- 
der the Illinois standard is look- 
ing for an Agency Manager. 

He must have a clean record 
and the ability to secure agents 
build high 
agency. 


and up a class 


To the man big enough, and 


who possesses an ambition to 


do bigger and better things, an 
attractive Manager's 
Contract will be given. 


Agency 


Address Agency Department. 
J-81 
Care The National Underwriter. 




















Only high-type men and women can obteip 
contract to represent this company. 


Open territory in Ohio and Minnesota 
Interesting General Agent's contract di- 
rect with Company backed by real co- 
oper ation. 





Currrow Matonay 
President 


A Mosarey Horxins, Manager of Agencies 


Home Office Building 
1t1t'N BROAD ST.. PHILADELPHIA, PA. 


Jacxson Matonnzy 
Vico Presid 























at SPRINGFIELD, Ittinois 


He is a man well above the major- 
ity in personal production, financial 
responsibility, and socia] position. 
He is capable of earning from $12,- 
000 to $25,000 per year, and ‘is a 
good organizer of men. 

This is an unusual opportunity for 
him in this hustling, bustling city 
of Illinois; and we will help him 
develop it! 

Our company has over $125,000,000 
of insurance in force; our ratio of 
assets liabilities is greater than 
that of any other large company in 





to 


the same field; our policies have 
new selling features and settlement 
provisions not yet issued by any 
other company. 

We will give this man a contract 
direct with the home office, pro- 
viding for a liberal first vear com- 


mission, a renewal commission, an 
office allowance, a collection fee 
and a business-development allow- 
ance 

Perhaps YOU are the man we 
want! If so, write to us. Address, 
J-79, c/o National Underwriter. 
NOTE: We also have an unusu- 
ally attractive, special contract for 
good salesmen whose experience is 
limited. 








000 of life insurance on the whole life 
plan. Each child is beneficiary of two 
estates and will receive the principal of 
one estate when reaching age 40 and 
the second estate at age 45. The trustee 
is made beneficiary under the insur- 
ance policies ($100,000) and the money 
is to be used in the proper administra- 
tion of the estate such as paying all 
federal estate taxes, state inheritance 
taxes, probate costs and other expenses 
contingent in settling the estate. Should 
any money remain out of this fund it 
will go into the funds of the estate and 
administered according to the terms of 
the decedent's will. 


Recapitulation of 

Results of Program 

The wife receives an annual 
of approximately $9,000 for life. 

Son receives, at 30, $17,500; at 40, 
$108,892.50: at 45, $20,000; at 50, $25,000. 

Daughter receives, at 30, $17,500; at 
40, $20,000; at 45, $20,000; at 50, $113,- 
892.50. 

If the donor makes the contract with 
the insurance company impossible for 
the children to alter during their life- 
time each child will receive an annual 
income of $3,150 during the remainder 
of his or her lifetime after reaching age 
50. Should unforeseen circumstances 
arise or should the children invest un- 
wisely they will be assured an old age 
income of an amount sufficient to keep 
them in comfortable circumstances and 
still allow them to leave an estate of 
$70,000 each, to their children. 

The above plan of distribution is con- 
tingent upon both parents living their 
full expectancy of life. Should both 
parents or either of them live longer 
(more especially the mother) the dis- 
tribution of the estate will be deferred 
until the mother’s death, but not be- 
fore the children reach the required age. 


Tax Phase of Estate 
Under Both Plans 


income 


Inheritance 


Annual Taxes and 
Income Other 
Taxes Expenses 
Present Estate.........$2,740 $120,000 
Estate under Trust ‘ 
Division see asics 1,100 50,000 
Legal Savings ....... . $1,640 $ 70,000 


The above comparison is worked out 
on the estate in its present condition. 
he donor has an expectancy of life of 
19 years It is reasonable to assume 
that his estate should double in size in 
that time. In all probability the in- 
heritance tax burden will increase rather 
than decrease. This, however, is pro- 
vided for by the four life insurance poli- 
carried under Series D of trust 
estates in which the trustee is named 
beneficiary. The accumulated additional 
insurance on these four policies should 
conservatively amount to a total of $25,- 
000, making the total insurance $125,000. 

\ll figures submitted in the above 
plan are on conservative basis allowing 
in each instance sufficient margin for 
change in yield of income or increase in 
taxes It is fair to assume that the 
above figures are a basis to figure as a 
minimum rather than an average. 


BUYER RESISTANCE IS 
TOPIC AT CONVENTION 


(CONTINUED FROM PAGE 4) 


ces 


their sales service to their companies, 
not lessen it. 


“The world has never seen an example 


of the ‘sale’ of an idea so broad in its 
scope, so thorough, so persistent and so 
efficiently terrible in its results as thai 
by which the militaristic leaders ‘sold’ 
the German nation on the thought of 
world conquest. The time has come 
when we should sufficiently command 


our distaste to study the amazing tech- 
nique of what may be called the world’s 
greatest piece of advertising salesman- 
ship. It involved literally the creation 
of a generation imbued with a purpos 
pre-determined by a comparatively small 
group and undertaken with unbelievable 
boldness. It settled beyond peradventur 








each estate defrays the premium on $25,- | the fact that the habits and even the 





principles of millions of people can be 
altered by means of an effort sufficiently 
organized. 

Can Educate Public 


“Leaving the field of war and politics | 
and returning to our own beneficent | 
realm of insurance, is it possible simi- | 
larly to imbue the populations of our | 
respective countries. with such an en- 
thusiasm for the acquirement of protec- 
tion in the form of insurance contract's | 
that they will seek it with regard to | 
every protectible hazard, quite as a mat- | 
ter of course? Unquestionably, it is, I 
answer; it is possible—ultimately—if the 
right methods be pursued. It is not pos- | 
sible quickly, nor easily, nor cheapty, Su 
that, theoretically, it is possible to reach 
down into the depths of human nature, to | 
seize upon an age-long and universal in- 
stinct and to lead it to those practical 
modern methods, through which the in- 
stinct may be satisfied, of that I have no | 
doubt. Whether or not it may be prac- 
ticable within the present decade or gen- | 
eration, is a different matter—a matter 
of vision, of resolve and of cooperation, 
for I must stress again that this thing 
cannot be done separately, save as the 
slow evolution of generations | 

“If it is possible to imagine competing 
companies and those representing all | 
forms of coverage, uniting to ‘sell’ 2 


public on the fundamental principle | 
which lies beneath all coverage, doing , 
this in no spasmodic, superficial, im- | 


pulsive way, but with slow deliberation, | 
painstaking preparation and patient, svs 
tematic execution, then the thing will | 
not take generations nor even decades | 

“This, then, is the message which | 
bring to this gathering of insurance ad 
vertising men—that we begin to think 
along lines of cooperative insurance ad 
vertising. And my deliberate 
prediction: some day we shall be l 


| 


here is 


rereed 


to come to it—not this year, perhaps, 
nor next year, but some year—and when 
we do, the insurance world will obta 


results that will seem almost miraculous. 
In that day buyer resistance will break 
down and buyer apathy will vanis! 

“This world of hazard subconsciously 
its need and blindly 
protection Can 
impulse 
can 
public 


reache s 


| 
| 
| 
recognizes { 
we but turn | 


out tor 
this subconscious 
scious desire, then build up 
the minds the an insurance | 
consciousness that shall look upon prem- 
as upon the cost of food, as part 
' 
| 
| 
' 
| 
' 


nto a con 
we 
ol 


iums 
of the inevitable ‘overhead’ of living, 
and thereby shall gain that sense of | 


security and freedom of mind that make 


for human progress.” 


Take Out Group Policy 


Educational institutions F 
advantage of group insurance protec- | 
tion. For instance J. Stanely Edwards, 
manager the Aetna Life at Denve 
recently placed a group insurance policy | 
covering the faculties of 


1 
‘ 


are iking | 


ot 


Liberal Arts, Commerce and Dentist: 
and other full time emploves of tin 
University of Denver 


Launch Company in Palestine 


The Judea Insurance Company with 
capital of £25,000, has been incorpor 
ated in Palestine by the Sons of Zion, | 
the fraternal branch of the World’s | 
Zionist Organization. Jacob S. Strahl, | 
justice of the municipal court of New 
York, who is president of the company, | 
will go to Palestine in the near future 


the Schools o 
J 
| 


|| ALBERT E. AWDE, Supt. of Agencies | 


A number of European 
companies have branches in Palestine 
but there has been no local compani 
run entirely by Jews. The Judea will 
probably open a branch in New York 
City later, as well as in European cities 
where there is a large Jewish populatior 
Policyholders, however, will not be con- 
fined to meml the Jewish fait] 
The Judea is p 


to open offices. 


rs ofr 





anning to extend its busi 
ness throughout the world with the idea 
of bringing money Palestine t 
velop the country 


into 


Parker Is Prudential Director 


S. Parker Gilbert, a prominent 1 

of New York and formerly under se 
retary of the treasury, has been elected 
a director of the Prudential, in succes- 
sion to the late Samuel S. Dennis. Mr 
Gilbert is a recognized authority upon 
financial matters and during the 
actively aided the government in such 
connection. 


war 





Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this Company 
in good territory—men who can col- 
lect the premiums as well as write | 
the application. Why not make 

inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
| Address: 











MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 
pects—people who have written the Head 
Office for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 








HOME LIFE INSURANCE CO 
New York 
ETHELBERT IDE Low, President 


The 64th Annual Report shows: 
Premiums received during the 

year 7? -esensouwens : 
Payments to  Policyholders 
and their Beneficiaries in 
Death Claims, Endowments, 


7,686,855 


Dividends, etc. ....... 5,871,544 
increase in Assets........... 2,401,507 
Actual Mortality 56% of the 
amount expected 
Insurance in Force........... 247,373,218 
Admitted Assets ...... 48,655,222 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Kooms 601-606 The Fourth Nat. Bank 
Building 
CINCINNATI, OHIO 
HOYT W. GALE | 
General Manager for Northern Ohk 
229-233 Leader-News Building 
CLEVELAND, OHIO 




















ROBERT F. COMER, General Agent, Southern Peninsula, Michigan 


THE MIDLAND INSURANCE COMPANY 
OF ST. PAUL, MINN. 
Life Policies that Sell 


For Agency at 
FLINT, JACKSON, PONTIAC, PT. HURON, MICHIGAN 


Address 
Robert F. Comer, 802 Hammond Bldg., Detroit 
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Knights of The Needy! 


I THESE AFFLUENT TIMES when so much is being said and printed about million-dollar 





policies taken for the purpose of paying estate and inheritance taxes on great fortunes, it is 
well for us to lower our eyes once in a while and observe the blessings brought to those in hum- 
ble walks of life by those lowly full-time and part-time life insurance advocates who toil day in and 
day out among those prospects to whom the premium on even $1,000 of life insurance means some 


personal sacrifice. 


Do you think that the story of Mr. Million Bucks, who recently passed away, and who by carrying 
several millions of life insurance saved his estate from being “gypped” by Uncle Sam to the tune of 
two millions of dollars, impresses the advantages and the solemnity of life insurance upon the heart 
and mind of Mr. Average Citizen as profoundly and reverently as does this letter from a little girl 
whose father left her only $1,000 of life insurance? 





Morris & Plunkett, District Managers 


Illinois Life Insurance Co. Kewanee, Illinois, 
Viola, Illinois February 22, 1924 
Gentlemen: 


I received your letter telling me that you paid my guardian $1,000 on the life insurance 
policy carried by my father who died a short time ago. I am more grateful than I can tell 
you, as this money will not only be a great help to me but to my mother, as without it, I 
would be dependent upon her entirely. She works every day and we live with my grand- 
mother who is not at all well. 

For many months just past I have been crippled. I broke my ankle and tuberculosis set 
in the bone, so for a long time I had my foot in the cast and had to use crutches. The 
last six months I have been wearing a brace and going to school. Now the doctor says my 
foot is cured but I will have to be careful always, so I want a good education and the 
money will help my mother to send me through school. 

Yours very truly, 
P. S. Many thanks to you. (Signed) Miss Irene Bell Wallace. 











KNIGHTS OF THE NEEDY! Indeed they are, those splendid men who strive in season and out 
of season to insure those humble fathers and mothers, the payment to whose children of one thousand 
dollars of life insurance money means more to the heart and security of America than all the million- 
dollar life insurance payments that have or ever shall be made to the beneficiaries of millionaires. 
The Illinois Life operates in only seven states, Illinois, Indiana, Kansas, Michigan, Missouri, Okla- 
homa and Georgia. 


We are not seeking representatives from the organizations of other companies, and we do not ac- 
cept any brokerage business, therefore, this advertisement is published solely for the encouragement 
of those men who may sometimes feel that because they do not write large policies they are not of 


much value in the life insurance world. 


Illinois Life Insurance Company 
CHICAGO 


JAMES W. STEVENS, Founder 
GREATEST ILLINOIS COMPANY 
Illinois Life Building, 1212 Lake Shore Drive 





The Illinois Life is the Dean of the Illinois Legal Reserve Life Insurance Companies 
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Grow with a Growing Company 


The International Life 


Closed the year of 1923 with $162,000,000 of business in force. 


It now has more than 


$178,000,000 


Of Good Business on its Books 


More Than Fifteen Millions in May and June 


From the Loyal International Lifemen 





Attractive Policy Contracts 


Policy Contracts that appeal to the insuring public together with a Field Force 
that appreciates the satisfaction of selling such policies are some of the reasons 
for the unusual growth of the International Life. 


Operating in 32 States 


Desirable territory in practically any state for the progressive agent who wants 
d » d > > 


to grow with the Company. 


Prompt Service on Standard and 
Sub-Standard Business 





International Life Insurance Co. 


J. R. Paisley, President W. K. Whitfield, Vice-Pres. 
W. F. Grantges, Supt. of Agents 
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PEORIA LIFE 
INSURANCE COMPANY 


offers to its agents 
& program of constant 
all-year-round service ~ the 
practical kind of service that 
. makes them successful 
on gon and prosperous. =. 


Our new state manager 
for California Peon Life Home Ofhce Building 
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We Are Now Developing California 


it has always been the policy of the Peoria Life to multiply the oppor- 
tunities of its Agency Force by developing old territory and entering new 
territory as rapidly as circumstances warrant. In line with this policy, the 
Peoria Life recently secured admission to California. 

A further policy of the Company has been to make all promotions from 
the ranks of its own agents. In line with this policy, Lee R. James, formerly 
district manager for eastern Iowa, has been made state manager for Cal- 
ifornia. Mr. James has already begun the building of a live active agency, 
and has entered on the production of business in a fine large way. 

It has never been the policy of the Peoria Life to disturb agents in their 
company relations. It is not our policy now. We are not interested in mak- 
ing contracts with agents of other life insurance companies. However, to 
agents handling other insurance lines, who contemplate a life insurance 
connection, or to men of your acquaintance outside the life insurance field 
who are looking for a real future, with every cooperation to assure success, 
we have something interesting to offer in California. Such men “may learn 
something to their advantage” by communicating with the Home Office, or 
with Mr. James at his offices, 726-7 Consolidated Building, Los Angeles 


— 


























What Is 
Brokerage Service? 


Brokerage Service, as defined by the Missouri State Life, and pro- 
vided in the Company’s Branch Offices, has many features: 








Expert advice and assistance to all insurance 
men on Surplus and Substandard Life: and on 
Accident, Health and Group Insurance. 





Help, without a string to it, in closing cases. 
All the commission belongs to the broker. 


| Prompt action on Surplus and Substandard 
| Life; liberal underwriting rules. 


Generous first commissions and guaranteed 
non-forfeitable renewals. 


Business handled either on a contract or one- 
case agreement basis. 


Co-operation of Branch Managers and Agency 
specials trained in up-to-date methods of writ- 
ing Life Insurance: and thoroughly versed in 
Accident and Health and Group Insurance. 


In a few words, that is what the Missouri State 
Life means by Brokerage Service. The Com- 
panv was among the first to make its Service 
available to all insurance men, and its system 
has been perfected by long experience. This 
Service is at your disposal. 








Havana in 1925 


OVER HALF A BILLION IN FORCE 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President Home Office: Saint Louis 











THE NATIONAL UNDERWRITER, Life Insurance Edition. Published weekly by The National Underwriter Com- 
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| Announcement 
/ to Life Underwriters 
| 





severe 





Through a new plan developed by the Continental 
Casualty Company, you can not only sell more life insurance 
for the company or companies you represent, but you can 
greatly increase your income and improve your service to 
your clients. 


Every client on your: books needs disability protection. 
Millions of dollars of life insurance are being sold every 
month in conjunction with disability protection. The 
Continental has perfected a plan for writing business on 








this basis. 


This is what some of the largest multiple line agencies in 








“Renews better than lite insurance alone.” 
“Increased our renewal income 2 times in 18 months.” 


“Helps new men make good from the start.” 





“Adds permanent, worthwhile clients to our office.” 


“Best line in our entire office.” 


TOTPOOCOTU CEC Ete eeceeerecceeceeececececcecerettsece 


“A real service to our clients.” 


If you are interested and operate in towns or cities of 10,000 
population or larger, write to the 


| 
| the country say of it: 





1a 
| SERVICE DEPARTMENT 





Continental Casualty Company 


CHICAGO, ILLINOIS 
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You're an agent—that’s fine. 

The company you represent is a good one—that’s admitted. 

You are striving to make more than a living—ftlat’s obvious. 

You've heard about the Pacific Mutual’s Non-Cancellable Income Poliev—that’s natural. 


Verhaps you don't know that we paid agents and brokers over $50,000 a month in commis 
sions on Non-Cancellable business alone last vear—that’s a lot of money. 


You can convince any business or professional man in two minutes that $500 a month, pay 
able to him tor life, would help to beat the band in event of disabilitv—that’s casy. 


You can interest that prospect still more when you tell him that the cost is only about $135 
a vear if he is middle aged—that’s reasonable. 


You can show him that with our Non-Cancellable Disability Policy, he insures all his old 
life insurance, especially those policies which have no Permanent Total Disability benefit—that’s 


SOTTICE. 


Our Non-Cancellable sales each vear show a satisfactory increase over the vear preceding 
—that's Progress, 
You ought to be increasing vour income during this prosperous vear—that’s certain. 


Non-Cancellable policies renew better than life insurance—that’s wonderful. 


Write for rates, information and open territory today—that’s wise. 


DANFORD. M. BAKER 


Vice President and Superintendent of Agencies 


THE PACIFIC MUTUAL LIFE INSURANCE COMPANY OF CALIFORNIA 


LOS ANGELES, CALIF. 














Ist 


t Day 








Vilm 


ist Day 


NATIONAL LIFE CONVENTION DAILY. 


Final 








JULY 2. 1924 


NATIONAL 
tg 


There are many problems that 
confront the agent who solicits 
business in the agricultural 
districts. Likewise, there are 
many problems that confront 
the cityagent. Each agent has 
his problems that are peculiar to 
his particular prospects. Each 
agent must receive home office 
help that meets his particular 
needs. 


The Farmers National Life is 
in an excellent position to give 
this specific type of help to the 
agent. The company, through 
its ofhcers, understands agri- 
cultural conditions thoroughly. 
It understands conditions in 
the cities. It equips its agents 








— with this type of salesmanship 


material. There are no pro- 
miscuous shots that do not hit 
the mark. Every bit of ma- 
terial, every sales help, every 
suggestion 1s made with but 
one end in view—that of sup- 
plying our agents with good 
salesmanship material that will 
increase their business among 
their own classes of prospects. 


To line up with the Farmers 
National is putting yourself 
into a life time position of profit 
and enjoyable relationship. A 
warm spirit of friendly and 
helpful cooperation permeates 
every niche and cranny of the 
Farmers National organization. 


A COMPANY 
FOR ALL 


FARMERS NATIONAL LIFE INSURANCE CO. 


of America 


3401 S. Michigan Avenue 


Chicago, Ill. 
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yk. are deeply grateful to the increasing number of 
thoughtful men in the life insurance business who 
are recommending this Company as a good com- 


pany to represent. 





One man asked eight salesmen who represented three differ- 
ent life insurance companies this question: “What Life 
Insurance Company would you recommend to a man who 
wants to enter the life insurance busines?’ Six of these men 


said, “The Phoenix Mutual of Hartford.” 


W hy? 


Because they have the best training and equipment plans 
for a new man of any company in America! 


PHOENIX, MUTUAL 
LIFE sateen en COMPANY 


= 





HOME OFFICE HARTFORD CONN. 


First policy issued 1851 


Read our advertisement in tomorrow's National Underwriter 
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When you want to know everything about a man, go to his home town and 
ask the “home folks” about him. They know him. 


. ' 
It’s the same way with an Insurance Company. 


The “home folks,” and that includes its family of Agents wherever located, 
are the ones best qualified to tell what kind of a Company it really is 

The cordial good will that always has existed between the American Na- 
tional and its Agents has been the dominant force in making it a leading Com- 
pany. 


Working with rather than for the Company, American National Agents 
have interpreted American National ideals for integrity and Service to policy- 
holders in such a way as to naturally build up good will for themselves as well 
as their Company. 

Ability and willingness to render impressive service year in and year out, 
in good times and in bad, is the real test of Company co-operation and the 
American National has stood the test. It has kept in tune with the interests of 
its policyholders and Field men. 


Operates in twenty States and the Republic of Cuba. Splendid opportu- 


nity in many States, particularly I]linois. 


December 31, 1923 


December 31, 1935 Surplus to Policyholders 


$2,869,171.45 


as 


Life Insurance in Force 


$215,037,404.00 
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Assets 


$17,070,588.49 


llome Office Building 


ORDINARY AND 





Paid Policyholders and 
their beneficiaries since 
organization. 


$14,328,720.46 


INDUSTRIAL 


AMERICAN NATIONAL INSURANCE COMPANY 


GALVESTON, TEXAS 


SHEARN MOODY 
Vice-President 


W. L. MOODY, Jr 
President 


WwW. J. SHAW 
Secretary 
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OUR AGENTS HAVE 





A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up 
to $5,000) for Children on variety of 
Life and Endowment plans, thus en- 
abling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. 
Annual, Semi-annual or Quarterly 
Premium plan. 


Participating and Non-Participating 
Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Per- 
manent Disability features for Males 
and Females alike. 


Standard and Substandard Risk Con- 
tracts, i. e., less work for nothing. 


eee 
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We have openings in Alabama, Arkansaw, Delaware, District of Col- 
umbia, Florida, Georgia, Illinois, lowa, Kansas, Maryland, 
Michigan, Minnesota, New Mexico, North Caro- 
lina, Oklahoma, South Dakota, West 
Virginia and Wyoming. 


THE OLD COLONY LIFE 
INSURANCE COMPANY of Chicago 


B. R. NUESKE, President 
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So eer | CHICAGO 


July 22, 1924. 


Life Underwriters of America, 
Los Angeles, Calif. ‘ 


Gentlemen: 


We employ this opportunity to extend 
Sincere greetings to you at the Convention, and 
also to the less fortunate who cannot attend. 


Ye hope the Convention will be an aid 
and inspiration, resulting in & greater measure 
of success to all. 


It is the constant endeavor of the 
Peoples Life to put into practice every worth 
while new idea, to keep its policies for children 
and adults up to the minute, and truly to support 
its Agents. 


Our success is attested by the en- 
thusiasm and loyalty of our men in the field. 


Cordially, 


M. J. HIGGINS, 


General Agent. 


P.S. Some desirable territory available to 
producers. 

















wWites 























Vill THE NATIONAL UNDERWRITER LIFE INSURANCE EDITION Ist Day 
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; National 
| Life Insurance Company 
MONTPELIER, VERMONT 
| OFFERS | 
A NET COST a 
| that has constantly improved during the past an || 
twenty years, as a result of seven distinct S| 
increases in its dividend scale, DI 
AN INVESTMENT COMPOSITION q 

















that has produced remarkable results— 


A FLEXIBILITY OF CONTRACT FORMS 


adaptable to every need, and 


LIBERAL TERRITORIAL OPPORTUNITIES 
for underwriters of character and ability 


ay 


LORIMAN P. BRIGHAM 
Superintendent of Agencies 


EDWARD D. FIELD, Second Vice-President 
Supervising Underwriting 
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“Write an ad,” 
> 
Mr. Sullivan said. 
gelELL the National Association of 
(aeaLife Underwriters something about 
| Ge —_—— oo 7 Pa 
the Great Northern Life.” John A. 
Sullivan, vice-president of our company, in 
charge of the Life Department, said that 
and left the advertising department. 
That’s a pretty large order—to tell about 
the Great Northern Life. I might tell about 
our steady increase in size. I might discuss 
our policies or tell how many square feet 
our home office occupies on one of the busi- 
est corners in the Loop. 
The most significant thing about the 
Great Northern Life, however, in my opin- 
ion, is the spirit that pervades the organiza- 
tion. From the executive committee to the 
office boy, everybody around here is a whole- 
hearted booster of the Great Northern Life. 
There is a humanness about the relations 
between the officers and the rest of the or- 
ganization which inspires everybody to do 
his best. One reason for this, no doubt, is 
that the officers are men of long experience 
in insurance. They have spent years in the 
field, and know this business from the 
agent’s viewpoint. They are always ready 
to give the utmost cooperation to any one 
in the organization. 
The Advertising Manager. Copyright by Anne Shriber 
- ry V 
Great Northern Life YOU JUST KNOV 
HER DADDY HAS A 
Insurance Co. NORTHWESTERN MUTUAL INCOME | 
. POLICY FOR HER 
110 S. Dearborn St. Chicago 
There are many reasons why The Northwestern ‘ 
Mutual appeals to men of affairs for the protection 
of their Families, their Businesses and 
Themselves. 
Northwestern agents are happy and prosperous 
New agents are started right with the new com 
prehensive Training Course and receive active co 
operation in the use of the new sales plans from th 
Educational Department, which keeps them abreast 
of the times H 
THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 
MILWAUKEE 
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Don’t Leave 
California 


until you have visited historic Sacramento, have seen the State Capitol 
grounds, the Crocker Art Gallery, .old Fort Sutter and interesting 
x 


landmarks of the Days of *49. 


From the roof of the modern 14-story California State Life 
Building, facing the Plaza made famous by Bret Harte, you will get 
a wonderful view of the fertile Sacramento Valley, with the snow- 
capped Sierra Mountains, the Coast Range, Marysville Buttes and 





Mount Diablo in the distance. 





You will be welcome 


CALIFORNIA STATE LIFE 
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Our Money Is Invested 
In Your Community 
“ fa rs —_ Back of every policy you sell 
Om ie f is an investment in the 
a P community from which that 
ww business comes—Municipal, 





























County and State Bonds— 
First Mortgages to your 
neighbor. 





















































We deposit the premiums 
you collect in your local 
bank. So Your business is a 
local business. 


= VeFarmnetsand Bankers 


=Life Insusance Comp. 


H. K. Lindsley Frank B. Orn pany, 


PRESID 
ENT J. G. Cutler SECRETARY 


FIELD SUPERVISOR 
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Calif. State Life Bldg. Insurance Company | 

| ry 

Built and d by the C {| 
aileut ons deliee s saenuiienes Sacramento | 
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ay are appreciating 
4, more and more the 
value of Life Insurance ereby extends cordial greetings to 
we great nnealiicl, wsnuke all visiting representatives of In- 


: surance Companies attending the Life 
of the underwriter, who con- Underwriters’ Convention at Los 

















stantly is ever watchful of Angeles. 
his community and stands We are sure you will want to come 
for straight thinking and right back again after you have enjoyed our 
principles in respect to its Western scenery and delightful cli- 
niin mate—where crop failures are practi- | 
° cally unknown and prosperity reigns | 
always. | 
It is only natural that an 
organization of the caliber 
of the National Association 
of Life Underwriters should 
grow from such a body of 
insurance men and women. 
FULL COVERAGE 
In common with all life LIFE—ACCIDENT—HEALTH 
insurance companies, we In Combination 
wish to express our ap- At the Lowest Cost 
preciation of your great 
work. 





Established 1906 


D. B. MORGAN, President 


The Ohio National Life HOME OFFICE: 


Seattle, Washington 
Insurance Company 


T. W. APPLEBY, President 
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THE WHOLE LIFE POLICY 


WITH 


HALF-RATE PREMIUM 


FOR 


FIRST FIVE YEARS 


The annual premium, at age 35 nearest birthday, for $10,000, 
will be $130.50 for the first five years, less annual dividends. 


After that the annual premium will be $261, less annual 


dividends. 


This full premium comes to a little more than the regular 
Whole Life premium at the present age, but is less than the 


regular premium at age 4o. 


Therefore, not only will there be protection for five years at 
this half-rate, but future premiums will then be less than the 
regular Whole Life policy. 


This new policy is issued on the Monthly Income Plan if de- 
sired and also with Accidental Death Benefit and Disability 


Income Provision, separately or combined, at a very low cost. 


The Prudential 


Insurance Company of America 


/ STRENGTH oF f Epwarpb D. Dupptetp, President 


Home Othice, Newark, New Jerse 
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ILLINOIS AGENCY 


The Union Central Life Insurance Company 


EDWARD A. FERGUSON 


Manager 


CHICAGO 














There is a 

REASON why 
you can earn more money 
in the Chicago General 
Agency of the 


N CHICAGO there is 


a big opportunity for LK, ‘4 N A 


the live agent. Here LIFE INSURANCE CO. 
are thousands of of Hartford 





prospects. Men are engaged 


Northwestern in many professions and busi- 
° | ness activities. There are big 
Mutual Life | men to be reached. Chicago We offer opportunity 





IST] . a6 to men of vision 
INSURANCE CO. has men of high position and . 
aia great resources. Then life in- Brokers will find us 
surance work needs agents especially equipped 
OUR SYSTEM OF to aid them. with 
AGENCY PROTECTION who can get those of more their problems. 
1. Agents are protected against modest income. There are 2 
rebaters. Now writing sub- 


clerks and wage earners to be ce 
standard risks. 


2. Agents are protected against 
brokers. = d 
insured. 


3. Agents are protected against 
“part-time men. 


4. Agents have the advantage of Men operating t h rou g h the | 
extensive route lists and the | i} 
services of a competent Statis- well esta b ] is h e d and high i] 


tician free. 























grade offices represented on | S. T. WHATLEY 
this page are succeeding. Manager 
Hobart & Oates _ OO ese mney }  2043,—230 S. Clark St. 
Geneval Agents Chicago 
lar manner. 
ROOKERY BUILDING 
209 S. La Salle St. 
A GOOD “HOOK UP” FOR “LIVE WIRES” 
— The Three Million a Month Agency We Make You 
wan ; 
Succeed 


of 
Bcd THE MUTUAL LIFE somal 
We Want INSURANCE CO. of N. Y. Rossen Mien fT 


Good Men DARBY A. DAY, Manager You Money 
108 So. La Salle St. Chicago, Illinois 
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Speed in service has brought together the policyholder, the 
agent and the Home Office of The Lincoln National Life 


Insurance Company. 
r 


Mail is handled, business records are balanced, com- 
munication between all departments is dispatched with the 
speed of electricity. 


The usual battery of Addressographs is amplified by a 
many function machine that turns out premium. notices and 
invoices at a high rate per minute. 


There is a Ditto machine for duplicating premium cards 
1 . . : ; 
and all similar data which saves the work of many clerks and 
gets results much more quickly. 


| 4 





(ink UP (Swimm THe (LINCOLN) 


The 


Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character”’ 


Lincoln Life Building Fort Wayne, Ind. 
Now More Than $300,000,000 In Force 




















A GOOD REASON 


What does one agent 


. = > 


Want with two (2) copies 


Of The National 


* * * 


Underwriter ? 


- o > 


That's easy. He says 


= . * 


He finds it pays 


. > » 


Him to read a 


-<* « 
Little on life 

= > > 
Insurance before he 


x * » 


Starts out so that his 








* * * 


Mind will get a new 


> > - 


Slant for the day. Thus 


* 


He keeps from going 


Stale on his canvass. 


* * . 


He subscribes for one 


Copy at his home and 


* * 


One at his office 


So that no matter 


* * * 


Where he starts from 


* 


He has at hand 


* 


The newest thought 


And the most stimulating 
Ideas of men 


» * 


Whose problems are like 


* al > 


His. He finds best 


* > 


Results are secured 


» . . 


When his mind has been 


* > * 


Busy with insurance thoughts 


* . . 


Before he reaches 


> > 7 


The Prospect. And that 


* * > 


Is why he takes two (2) 


* . * 


Copies of the greatest 


> > * 


Life Insurance Weekly— 


> * > 
The National Underwriter. 


— 
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to be continued- 


» FUTURE 


History repeats itself. The best index to 
the future is the past. 


Behind West Coast Lire lie eighteen 
years of consistent growth— successful 
years in which it has built soundly and 
surely. 


Its assets have increased 40 fold; insur- 
ance in force,120 fold. Its scope of ser- 
vice has been steadily widened through 
policy improvements. 


The fact that in the past West Coast 
Lire has accomplished these things— 
that it has grown not only in size but in 
public esteem—forecasts a future of 
continued achievement. 


West Coast Lire 


INSURANCE COMPANY 
HOME OFFICE-SAN FRANCISCO 








VIAN OOD ODIO ORION ONO ORR GEREN OR DRR DOL REND 


West Coast Service Includes Group and Substandard Insurance 
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KANSAS CITY 
LANDS PRIZE 


Gets Next Meeting 
of National Body 
Without a Contest 


Trophy for Increase in 
Membership Goes to Los 
Angeles—Many New Locals 


Convention Headquarters 


Biltmore Theatre, Los Angeles, July 22 
ANSAS CITY was selected for 
K the 1925 meeting of the National 
Association of Life Underwriters 
at a meeting of the executive commit- 
ee Monday afternoon. Invitations had 
previously been received from a num- 
ber of other places but Kansas City 
the only one represented person- 
at Monday’s meeting and was se- 
unanimously as the next con- 
vention city. The selection of the time 
for the meeting was, as usual, left in 
the hands of the executive committee. 
Other important action taken by the 
committee at this meeting included the 
adoption of resolutions urging ex-sol- 
diers to continue in force the endow- 
ment policies provided for by the sol- 
diers’ bonus act and pledging the life 
underwriters all over the country to 
use every effort to continue this insur- 
ance in force; protesting against the 
action taken at Princeton University, 
under which the secretary of the Alum- 
ni Council is to place the insurance 
which members of the present senior 
class and those in the future propose 
to take out for the benefit of the uni- 
versity. 


was 
ally 
lected 


Los Angeles Gets 

Membership Trophy 

The Los Angeles Association was 
awarded the Charles Jerome Edwards 
trophy for increase in membership dur- 


ing the past year. This is the only 
trophy now offered by the Association, 
although in former years there have 
been several on different bases. The 


applications of : a large number of new 
local seanaintione for membership in 
the National Association were ap- 
proved. 

The report of Treasurer Robert L. 
Jones showed the association to be in 
the best financial condition for many 
years, with its finances, which were 
at a rather low ebb at the time of the 
last annual meeting, entirely rehabili- 
tated. 

The meeting of the executive com- 
mittee was unusually well attended. It 
was thought that there might be some 
difficulty in securing a quorum on the 
day before the convention _ itself 
Started, but there were more associa- 
tions represented at this time than at 
the mid-year meeting. 


Good Results from 

Interesting the Women 

“Don’t forget the women” was the ad- 
vice given by George W. Ayars, assistant 
to the president for the Pacific South- 
west district and president of the Los An- 
geles association, in his report submitted 
to the executive committee at its meeting 
Monday . Mr. Ayars’ report was of es- 
pecial interest, because of the methods he 
outlined by which the Los Angeles Asso- 
ciation had secured the largest attendance 
it its meetings during the past year that 
had ever been recorded in the history of 
the association. 

In connection with for 


his suggestion 


NATION AL L IFE CONV ENTION D AILY, 


George E. Lackey, vice-president 
of the National Association was 
called upon to preside in the ab- 
sence of President Graham C. 
Wells. Mr. Lackey is a young man, 
only 35 years old, but he has had 
a lot of experience in association 
work. He served one year as 
president of the Oklahoma asso- 


G. E. LACKEY 


interesting the women, he cited one con- 
crete case where a man took his wife to 
one of the underwriters’ meetings with 
the result that she was inspired with the 
great possibilities of the busines, called 
his attention to the fact that he was not 
getting the business that some others did, 
and result his production jumped 
100% 


Describes Technique of 

Successful Meeting 

He spoke of the technique of a success 
ful meeting, suggesting that the program 
should include music, a witty speaker and 
He also re- 


as a 


an inspirational speaker 
ferred to the close cooperation between 
the life underwriters and the California 


insurance department as the result of 
which the commissioner had cancelled the 
licenses of the so-called adjusters. He 
declared that the Angeles association 
was making southern California a safe 
place to write life insurance 

Several other interesting reports were 
made by assistants to the vice-president, 
especially good results in their territory 
being reported by William Goldman of 
Portland and George D. Alder of Salt 
Lake City. 
All Reports Show 

Progress During Year 

All of the reports submitted showed 
decided progress during the past year 
The report of Charles Jerome Edwards, 
chairman of the publications committee, 
which was presented by Ernest J. Clark 
of Baltimore in Mr. Edwards’ absence, 
showed a decided increase in the receipts 
and profits from that department 

J. K. Voshell of Baltimore, reporting 
on relations with other organizations, 
spoke especially of the work of the United 
States Chamber of Commerce, referring 
to the fact that at its Cleveland meeting 
the insurance section was one of the best 
attended and most interesting of those 
held. On his recommendation the code 
of principles of business conduct pro- 
posed by the Chamber of Commerce was 
adopted and approved. 

Secretary John H. Russell presented the 
reports of Henry J. Powell of Louisville, 
chairman of the laws and legislation com- 


Los 
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ciation and was recently elected 
for a second term from Geishome 
on the national executive commit- 
He is general agent of the 


tee. 

Massachusetts Mutual at Okla- 
homa City. In five years he has 
increased the production in his 


state from $400,000 a year to $2,- 
500,000, and has always led his 
agency in personal production. 

Mr. Lackey was born near Hop- 
kinsville, Ky. He began his busi- 
ness education at 16 as clerk in 
a bank. At 21 he became clerk of 
the court, studying law on the 
side, but soon took up life insur- 
ance as a “part-timer.” He was 
admitted to the bar, but turned 
to full-time life insurance instead 
of law, his company being the Mas- 
sachusets Mutual. His observation 
as clerk of the court of the man- 
ner in which estates dwindle made 
him a life insurance missionary. 
He was later transferred to Louis- 
ville as supervisor. 

During the war he was a mem- 
ber of the review board of the 
compensation and claims division 
of the War Department. Later he 
went through the officers’ training 
school and was commissioned 
Lieutenant, being assigned to Camp 
Shelby, Missi, as insurance off- 
cer, and later to Camp Upton, N. 
Y. Upon his discharge he went 
back to the Massachusetts Mutual, 
but took the Oklahoma territory. 


mittee. and of Earl G. Manning of Bos 
ton, on salesmanship, in the absence ot 
those committee chairmen 


AMERICAN LIFE PROGRAM 

CHICAGO, July 22—The program 
for the annual meeting of the 
Life Convention is announced by 


tary T. W. Blackburn 
Among the insurance men on the pro- 


American 
Secre- 


gram are President Crawtord H. Ellis, 
of the Pan-American Life; Vice-Presi- 
dent A. L. Key, Volunteer State; Wil- 


liam Brosmith, vice-president Tr: velers:; 


E. C. Milair, vice-president George 
Washington Life; C. J. Daly, president 
Capitol Life of Denver; C. F. Coffin, 


vice-president State Life of Indiana; ] 
C. Cameron, vice-president Great South- 
ern Life; C. L. Ayres, president Amer- 
ican Life of Detroit; H. J. Saunders, 
president Western States Life; Henry 
Abels, vice-president = Fr: anklin Life: 
George A. Grimsley, president Security 
Life & Trust of North Carolina; N. Z. 
Snell, president Midwest Life of Ne- 
braska; H. R. Cunningham, vice-presi- 


dent, Montana Life 
J. B. Reynolds, president Kansas City 
Life, is head of the American Life Con- 


vention 


HIGH QUALIFICATIONS 


\ proposal to further the profession- 
alizing of the business of life insurance 
through the establishing of the grade of 
counsellor of life insurance, fixing stand- 
ards and prescribing qualifications and 
granting a certificate or diploma attest- 
ing these qualifications, was presented at 
the executive committee Monday by Guy 
MacLaughlin of Houston, Tex After 
some discussion of the proposal Chairman 
Woods of the executive committee was 
authorized to name a commitee to go in- 
to the mater and report back to the exe- 
cutive comittee. The committee as —_ d 
consists of Mr. MacLaughlin, George D 
Locke of Los Angeles, George W. Ayars 
of Los Angeles, J. B. Duryea of San 
Francisco and George D. Alder of Salt 
Lake City 


Los halts Convention Is Opened 


LARGE CROWD 
AT OPENING 


Theatre Well Filled 
When Convention Is 
Called to Order 


Ayars Joshes Delegates; 
Huebner Gets an Ovation; 
Hedges’ Talk is Witty 


Convention Headquarters 


Theatre, Los Angeles, July 22 


life 
other 


ALIFORNIA’S for 
underwriters as as 
\merican citizens was 
by the noteworthy at- 
Biltmore Theater today 
35th annual con 


atraction 

well 

demonstrated 
tendance in the 
for the opening ofl the 


classes of 


vention of the National Association of 
Life Underwriters rhe tirst floor of 
the theater was packed, when the con- 
vention was called to order promptly 
at 9:30 by Vice-President George E. 
Lackey of Oklahoma City, presiding in 
the absence of President Graham ( 


were very tew vacant 


Wells, and there 
seats in the balcony 

Sol J. Vogel of San Francisco, a suc- 
cessiul life underwriter as well as a 
song got the convention 
off to a lively start with the singing of 
‘Alma Mater,” after which the invoca- 
tion was delivered by Rev. Bob Schuler, 
Trinity Methodist Church, 


snappy leader, 


pastor ot 

\ngeles 
{ scoTge W 
Angeles 


los 


president of the 
in his address 
visitors trom 
who came 
special 


\yars 
association, 
ome” the 
particularly those 
on the National Association 
train, and incidentally apologized for 
the population figures shown on the 
program prepared by the local commit- 


Los 
ot wek joshed 


the East, 


tee, stating that they were now three 
weeks old and therefore entirely out of 
date 
Huebner Address 

Brings Great Ovation 

Dr. S. S. Huebner of the University 


»f Pennsylvania, well known life insur- 


ance authority and textbook writer, 
vave the only formal address of the 
morning and made a tremendous im- 


pression by his address on “The Human 
in Business Compared With the 
Value.” He showed how the 
elements had been stressed by 
all writers on economic top- 
the human ele- 


Value 
Prope rty 
property 
practically 


ics to the exclusion of 
ment, and that there was almost no ref- 
erence to life insurance in any of those 


textbooks. He pointed to the necessity 
for laying greater emphasis on this topic 
in educational institutions. 

He was given a decided ovation at 
the conclusion of his address, with three 
“rahs” led by Song Leader Vogel. 

Tob E. Hedges, counsel of the Asso- 
ciation of Life Insurance Presidents, also 
made a big hit, although his address was 
of a decidedly different character. His 
talk was a typical Hedges production, 
bristling with witticisms and epigrams, 
but with a vein of sentiment through 
out and closing with a real tribute to 
life insurance. 

Both speakers were given very clever 
introductions by Will G. Farrell of Los 
Angeles, the chairman of the Tuesday 
morning session. 

Further Plans for 

Entertainment Outlined 

Charles E. Bent, chairman of the lo- 
cal entertainment committee, made some 

(Continued on Page 16) 
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Ist Day 


President’s Review of the Years Work 


“Common Interest” Topics for Use by Local Association 
Listed as Most Characterestic Feature Developed in Year 


HE association year has been char- 

acterized by the tinest kind of co- 

operation and loyal good will by 
the local associations, by life insurance 
company officers, by insurance journals 
and last but not by any means least by 
our official family, committee members 
and by all upon whom responsibility 
for this administration has rested. Prom- 
ises of support and cooperation which 
made at the Chicago convention 


were 
have in a surprisingly generous measure 
been and are being redeemed. 

An early and one of the most im- 
portant occasions at which your presi- 
dent spoke was before the Life Agency 
Otheers Association at its Chicago 
meeting. The reception accorded your 
president was most cordial and they 


were 
est appreciation ot the 
cational program of the National Asso- 
ciation. The Life Agency Officers upon 
this occasion passed a strong resolution 
condemning the indiscriminate adjusting 
and rewriting the business 
premium plans, usually in 
twisting of the business trom 
This resolu- 
was In line 


good enough to express the warm- 
constructive edu- 


o! policies 
upon 
volving the 
one company to another 

tion followed our talk and 


with our recommendation 
Strong Support Given 


Common Interest Programs 
Following this meeting with the Life 


lower 


Agency Officers, we addressed letters 
to all those ot record as having been 
present, asking that they send _ letters 
to all of their managers or general 


agents calling attention to the common 
interest programs which were being rec- 
ommended to local associations and urg- 
manager personally give 
local association and 
also that he use his 
of his agents who 


ing that each 
his support to his 
to these programs, 


influence to have any 


were not already association members 
join, so as to be in line for benefits and 
business which might result \ very 
considerable number of these letters 


from company officials to managers were 
sent out Other issued 
special bulletins to their agents or print- 


awency officers 


ed articles with the same purport in 
their company papers 
The common interest meetings have 


most characateristic 
feature of our vear’s work. The germ 
ot the found in Mr W oods’ 
program of the Chicago convention. At 
that time it seemed to me that we should 
not fail to take advantage of the oppor- 
tunities for service which might be ex 


impressed me as the 


idea was 


pected from following up and develop 
ing the thought that banks, trust com 
panies, churches, colleges and charities 
might reasonably turn to life insurance 
for the solution of some of their mort 
vexatious financial problems. The sched 
ule of these meetings and the subjects 
assigned was as follows 

December, 1923—Life Insurance and 
Bank Credits 

January 1924—Life Insurance and 
Trusts 

kebruary 1924 Luafe Insurance and 
Church kinances 

March, 1924—Life Insurance and Col 
lege Funds 

April, 1924—Life Insurance and Char 
ities 


Attendance at Local Meetings 
Greatly Increased 
Many of the 


heartedly 


associations entered 


whole into the spirit of the 
mectings. The re« 
the attendance at the 

associations 
been quite re 


due in some 


suggested series ot 
ords indicate that 

meetings of the 
throughout the year has 
markable the increase 


local 


By GRAHAM C. WELLS 


We discussed life insurance and 


measure perhaps, because the plan con-_ ciation s 
service [his important 


templated invited guests representing the trust compan) 
point of common interest stressed by branch of the American Bankers Asso- 
the meetings in question. ciation has now appointed a committee 

The widespread educational to cooperate with a similar committee of 
and publicity value of these the National Association of Life Under- 
would not have been possible writers. On June 17, the first meeting 
the splendid support of the of the joint committee was held in New 


contact 

meetings 
without 
insurance 


journals and daily newspapers The York A far reaching and aggressive 
most excellent compilations on each _ publicity and promotion program was 1n- 
subject by Mr. Ensign not only fur- augurated 


foundation for building these 
programs, but have assembled and put 
into form for text book use the ablest 
articles on each subject which have ever 


mished the Excellent Programs 


At Sales Congresses 
We also had the privilege of presenting 
the subject of life insurance and college 


been written - 
: funds to a gathering which according to 
Life Presidents Also the newspapers, was made up of “300 
Render Assistance heads of Class A universities and col- 
The Association of Life Insurance leges.” The value of these opportunities 
Presidents again recognized the Na- is not alone, or perhaps chiefly, in the 
tional Association of Life Underwrit- talk itself, but in the fact that the subject 


Especial regret was expressed 
] “on every hand that President Gra- 
ham C. Wells was unable to at- 
tend the Los Angeles meeting. His 
administration the past year has 
been one of constructive achieve- 
ment and notable growth in the 
association, in which he was given 
the heartiest assistance and co-op- 
eration, not only by the leaders 
of the association movement, but 
by the rank and file all over the 
country. His recent illness has 
been a matter of great concern to 
his many friends everywhere. He 








is now in very good condition 
again, but did not dare to take 
chances on the _ transcontinental 


trip. 

His report was presented to the 
executive committee Monday and 
was briefly summarized before the 
delegates by John Henry Russell, 
of Los Angeles, secretary of the 
National Association. 


GRAHAM C. WELLS 


is given a place and made of permanent 


address their annual 
record in the printed proceedings of these 


inviting us to 
briefly pre- 


Hlere again we 


ets by 


convention 
organizations 


sented the scope of our common interest 
rogram. There were many expressions During the year underwriters con- 
) « ‘ } « . : 
f interest and approval \fter this gresses have been held by the following 
oO } Ss ‘ « ‘ ; , 
it seemed wise to again send Associations Dayton, Omaha, Dallas, 


meeting 
out letters calling attention to the de- 


sirabilitv of every representative of every 


Chicago, Oklahoma City, Raleigh, Denver. 
Columbus, Cleveland, New 
Kansas 


Cincinnati, 


company being affiliated with a local as- York City, Philadelphia. City, 
sociation This time our letters were Boston, Pittsburgh, Seattle, Sioux Falls, 
sent to the presidents of practically every Baltimore. Nashville. Los Angeles, San 
' : 5 

Again the re Francisco and Mason City. While there 


have been fewer congresses this year than 
usually the case, it so happens that 
a number of them exhibited the evi 


Prac 

and 1s 
quite 
dences of more careful planning and prep- 


company in the country 
sponse Was most heartening 

ically everv company ot prominenct 
ones have put 


1 


a vast number of smaller 


their seal of approval upon our efforts 
by a direct appeal to their agency forces aration In two instances of which we 
to join local associations. We have ad-_ have knowledge, in New York and in 
vised all local presidents of the names Philadelphia, the congresses were char 
of the companies whose officers have acterized by programs of unusual excel 
favorably responded eand have urged lence with an attendance in each case that 
them to make a membership drive, hav eclipsed all previous records. Fortunately 
nducting their congresses, both 


too, m ce 
Philadelphia and New York 
having deficits to face after the congresses 
Cooperation Given by were over make a substantial 
Banks and Trust Companies contribution to their respective treasuries 
As an indication that our consideration There has been a tendency during the 
of these common interest topics is not present administration among some of the 
entirely one sided, it may be well to record associations to get away from the idea 
that we were given a place on their con- that in an underwriters’ congress the 
vention program by the trust company greater the number of speakers the greater 
division of the American Bankers Asso-the interest manifested, and so we 


ing in mind particularly the representatives 
instead of 


if those companies 


were able to 


might matter 


say that quite a number of our local as- 


sociations have not held one-day under- 
writers congresses, but one-man _ under- 
writers’ congresses. Your president feels 


entirely neutral in his attitude as 

whether or not this innovation is a stey 
in the right direction. If the associations 
conducting their congresses on this latter 
plan are satisfied with the results. cer- 
tainly there seems to be no grounds for 
comment at the present time. Experience 
alone, in these matters, should prove to 
be the best guide for future procedure, 
and in the planning and conducting 

the congresses of local associations. as 
in many other matters, by all traditions 
of the National Association they enjoy 
the rights of complete autonomy In 
passing, however, your president would 
observe that the “How” stuff seems to be 
what the average agent desires most. I: 
cidentally, the congresses afford the finest 
possible opportunity for increasing asso- 
ciation membership, an opportunity which 
too frequently has been neglected. Here 
again the results will be large or small 
In proportion to fhe care given to. the 
arrangement of details well in advance 
and for the allowance of ample time some- 


where on the program for all who are 
_— | - 7 7 ¥ 

ready to respond The use of different 
colored buttons, for members and non- 


members given in return for the registra- 
tion card, is an effective way of identify- 
ing non-members when your membership 
committee 1s passing through the audience 
It has heen demonstrated this vear as 
never before that a registration fee of 
$1.00 is ample to successfully conduct an 
underwriters’ congress and, in many cases 
leave a substantial surplus for the treas- 
ury of the association rather than a deficit 


Report Made on 

Financial Situation 

Your president would be remiss in his 
duties did he not refer spe cifically to the 
nancial condition of the National Ass 
ciation, and we shall state the situation 
as briefly and as clearly as our abilities 
will permit \ review of our records 
shows that shortly after the World War 
began in 1914 prices in this country in 
mediately assumed an upward tendency 
\ few years later the cost of printing, 
paper, the cost of every item which enters 


' 


into the operations of the National Asso- 
ciation, increased enormously In some 
cases the increase was 300 per cent This 


hegan to absorb the working capital of the 
National Association, which has been none 
too great at any time \ll reports de- 
livered at our mid-year meetings or pre- 
convention meetings, the data for whi 

had been secured from the executive sec- 
retary, pointed to the necessity o - 
creased dues, because of the absolute ten- 
dency toward the absorption of the work 
ing capital of the National Associati 

Nothing was done about this matter 


ever, unti] the convention at Cleveland in 
1921, when by an amendment to the cof 
stitution, annual dues payable to the Na 
tional \ssociation were mcreased trot 





members 
resident met 


non-resident 


$3.00 tor 


$1.00 to $2.00 for 
and from $2.00 to 


bers. However, our financial recuperat 
was slow work and for several years 
ing the lean period of the vear wl 
falls. as a rule. between September 
the following Marcel we were comp 
to finance ourselves by a series of n 


all of which were personally éndorsed 
former National President Charles Jerome 


Edwards and several members who acted 
in the capacity of treasurer during 
period 

At the Chicago convention, following 


the meeting of the board of trustees, the 
} 


involved was discussed at gre 
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Noted Educator in Economic Lays the Ground Work for 


Scientific Presentation of Life Insurance On Vast Scale 
By C. S. HUEBNER 


Professor of Economics, Wharton School 


N OUR 


economic 
exist, 


life only two types 
of values namely, human life 
and property values. The life values 


consist of the character, industry, techni 


cal and managerial ability, power of ini- 
tiative, and judgment of individuals. 
They have heretofore been regarded as 


intangible, economically indetinite.and dif- 
ficult if not impossible of scientific treat- 
ment. The property values being tangible 
in character, are therefore subjected to 
appraisal. Through the issue of stocks, 
bonds, warehouse receipts, bills of lading, 
and similar evidences of wealth, they are 
given perpetuity as working capital and 
fluidity as collateral for loans. They are 
also recognized as being subject to im- 
mediate or ultimate Scientific use is 
therefore made, as a matter of ordinary 
husiness precaution, of the principles 
governing depreciation, sinking funds, 
ind contracts of indemnity 


Life Value When Greatest 

May Entirely Disappear 

Without these practices, property values 

like life values—would also be indetinite 
economically But with the lessons so 
admirably evolved for us‘in the field of 
property values and with th's information 


loss 


to guide us. may we not ask why life 
values should not he treated equally sci- 
entifically and be made equally tangible 
and definite? Isn't it ridiculous for a 
human heing to make himself more and 
more valuable all the time and then all 
of a sudden, just when that value is 
greatest to his business and his family, 


have it disappear entirely because of death 
or disability? Does it seem reasonable 
that life values should be treated thus 
carelessly. especially since we owe a duty 
to others—to family and business 
ciates—when the lessons of foresight, so 
fully prepared in conection with property 
values, are before us for imitation ? 


asso- 


Scientific Treatment of Life 
Values is Predicted 


The most important new development 
in economic thought will be the recogni- 
tion of the economic value of the human 
life. I confidently believe that the time 
is not far distant when, in’ wholesale 
fashion. we shall apply to the economic 


organization, management, and conserva- 


tion of life values the same scientific 
treatment that we now use in connection 
with property. We shall do so to the 


extent of capitalizing them with bonds to 
give them perpetuity as a working force 
and fluidity as a source for credit, of sub- 
jecting them to the principles of deprecia- 


tion, and of using the sinking-fund 
method to assure realization of the con- 
templated object wherever man has a 


future business or family obligation to 
fulfill that involves the hazard of uncer- 


tainty of the duration of the working 
life. 1 also believe that life insurance 
alone affords the medium through which 


such scientific treatment can be applied, 
and that it has no competitor. 

Scientific treatment of life values is 
justified because of their monetary im- 
portance in our economic affairs. Human 
life values—the factors of personal skill, 
industry, judgment and driving force, that 
mean so much to busines ssuccess—greatly 
exceed in importance all property values 
These personal factors are after all the 
real source of all other economic values 
Were it not for them, there would be no 
property values. We have from an econ- 
omic standpoint largely ignored the cre- 
ative force that gives rise to property 
values 
Life Value Constitutes All 

of Business Worth 

With respect to many classes of 
the life 
their 


men, 
value constitutes practically all of 
business worth. This is true of 


dentists, teachers, clergymen, 
lawyers, engineers, architects, scientists, 
authors, actors, salesmen, and innumer- 
able other groups engaged in professional 
or expert work And the significant fact 
in this connection is that in many callings 
the greater the practitioner, the greater 
his skill and compensation, the more com- 
plete the loss of the business asset in the 
event of the passing of the life value 
involved. The average doctor's practice, 
1 am advised. can possibly be sold for an 


doctors, 


amount equal to one year’s income, a 
price appallingl, small when compared 
with the practitioner's earning capacity 
spread over the normal working life. A 
yreat specialist, however, is irreplaceable 
even to this small extent. In his case, 
because no substitute exists, loss of the 


life value is equivalent to a total loss of 


the business asset. In many vocations— 
such as teaching, the ministry, the stage, 
salesmanship, ete—the loss of the life 


Professor S. S. Huebner’s paper 
might be called “A Study of Pure 
Reason.” With an utter absence 
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value, unless hedged with insurance, al- 
most invariably means a total loss of the 
capitalized business worth, irrespective of 
whether the practitioner is great or medi- 


ocre. The same is also true of all persons 
working on a salary, be they ordinary or 
expert 


Where Property Value 
Seems to Predominate 


Often the business under consideration 
is chiefly concerned with contracts, the 
fulfillment of which involves great skill 
and managerial ability, much credit, and 
a considerable lapse of time. Here the 
life value clearly exceeds the value of the 
equipment used. 

Many types of business, although re- 
quiring some property for their operation, 
have for their chief asset the good-will of 
clients, built up in the course of years 
through close personal contact, confidence 
and friendship. A prominent broker in 
securities, when asked by me to give an 
opinion concerning the value of his life 
to his business, replied after mature de- 
liberation that in the event of his death 
probably 50 percent of the good-will 


would flow elsewhere within the course of 
a year 

In still another type of business, such 
as manufacturing and mercantile estab- 
lishments, the property value seems to 
predominate. Yet even here, the most 
extreme type that we can select, a careful 
appraisal in the light of all attending cir- 
cumstances will show that in the over- 
whelming mass of cases the directing life 
values in the business exceed in im- 
portance the property value actually 
owned by the concern. We are too apt to 
overlook the facts that most of the appar- 
ent property in such concerns is not 
owned outright but represents borrowed 
funds, and that the balance actually owned 
is largely non-liquid in character and de- 
pendent for regular income producing 
value to a wisely shaped and well directed 
policy on the part of the owner. More- 
over, this balance of property actually 
owned, especially if it constitutes the 


of professional aloofness, he 
handles personal and business prob- 
lems with a practical grasp and ap- 
plies the sound judgment of a 
trained analyst. With all their luci- 
dity. Mr. Huebner’s writings have 
the spark of salesmanship, per- 
haps because he is not directly in- 
teresed in selling, yet they furnish 
wonderful material for _ sales- 
men. A large amount of life in- 
surance is sold by wheedling men 
into what they ought to do. The 
really able life salesmen combine 
the persuasive faculty with clear 
reasoning and to them the aco- 
nomic analyses of Professor Hueb- 
ner will prove of splendid value in 
selling. 


The forecast he gave of future 
needs of life insurance education in 
collegiate schools of commerce, 
and his suggestions on the solu- 
tion of the difficult problems in the 
appraisal of life values, especially 
in business life insurance, open a 
field of study for those thoughtful 
life men who are the real pioneers 
in extending the life insurance mar- 
ket. This comparison of a policy 
with a sinking-fund bond is worthy 
of the most brilliant salesman. 


major part of the owner’s personal estate, 
as is usually the case, will in the event 
of his death likely suffer severe impair- 
ment through the payment of post-mortem 
taxes and other costs connected with the 
settlement of the estate, a possible cur- 
tailment of credit which often exceeds the 
actual property owned, and a diminution 
in earning capacity resulting from the loss 
of the directing life value itself. Where 
the business is in its formative stage, the 
loss of the life value, unless adequately 
hedged with life insurance, is often the 
cause of bankruptcy. By thus striking a 
net balance between the life and the prop- 
erty values, I am confident that the first 
will exceed the latter even in the great 
majority of manufacturing and mercantile 
establishments. 


Applied Economic Sciences 

In Relation To Life Values 

Few appreciate the far-reaching econ- 
omic importance of life insurance. It 
represents the application to human life 
values of the applied economic sciences, 
now so fully prepared and so generally 
taught with respect to property values 


As a people, we have hardly begun to ap- 
preciate this fact 

In economic texts, life insurance js 
scarcely mentioned from the standpoint 
of its fundamental purposes. In our lead- 
ing texts only a few pages are devoted to 
insurance of all kinds. The few 


i pages 
allotted to life insurance, moreover, are 
essentially descriptive in character, and 


relate to matters that are not explanatory 
of the services that constitute the great 
force of life insurance in our economic 
affairs. Life values underlie all business 
enterprises Where business property 
values exist, life values are inseparably 
interwoven with them. Since economics 
is the “science of business” and since life 
values greatly exceed in importance the 
property values, and are fundamental to 
business success, it seems reasonable that 
much more space in our economic texts 
ought to be devoted to their business 
aspects and to their scientific treatment 
by means of life insurance. 

In corporation finance, a standard sub- 
ject in every collegiate school of business, 
the texts have also been prepared with 
respect to property values, and without 
emphasis upon life values and life insur- 
ance. But what is life insurance? It is 
corporation finance applied to life values 
in the same sense that corporation finance, 
as we know it today, is applied to mate- 
rial things. 


Policy Is Callable 

Sinking-Fund Bond 

When a corporation issues a callable 
sinking-fund bond, the bond is callable at 
the option of the corporation, and must, 
when called, be turned in for redemption 
If not called, the bond is redeemed on the 
due date through the operation of a sink- 
ing-fund so arranged mathematically as 
to make the total of the fund just equal 
to the face of the bond at the due date 
Such a sinking-fund arrangement which 
is almost invariably adopted where the 


property involved is exhaustible in char- 
acter; 1e.. subject to depletion like a 
mine, a timber tract, etc 

A life value is also exhaustible. It may 


be lost suddenly through premature death, 
but in any case will be exhaused gradually 
until total extinction occurs. The life in- 
surance policy issued against that depre- 
ciating life value is also a sinking-fund 
bond. It is callable whenever Providence 
sees fit to call the life, and is usually paid 
within forty-eight hours after proof of 
the call is submitted 3ut if the life is 
not called and is allowed to last out the 
span of years agreed upon—say 20 years 
under a 20 year endowment policy, or 4 
years under a long term endowment pol- 
icy, or even 60 or 70 years under a whole 
life policy—the life insurance bond will 
call itself through the operation of a sink- 
ing-fund (the so-called reserve), designed 
mathematically to equal exactly the face 
of the policy at its due date. The analogy 
with corporation finance must be apparent 
to all. A man gives his life a valuation, 
and then proceeds, just like a corporation 
does with respect to its property, to cap- 
italize that value with a bond which 
matures at once if its callable feature is 
exercised, or at its due date through the 
operation of its sinking-fund element 


Determining Influences Are 
Identified with “Key” Lives 


Capitalization of property values by 
means of shares of stock has as one of its 
purposes continuity of corporate existence 
and prevention of the disintegration of 
the corporate business as an operating unit, 
because of the death of any of the owners 
But the idea seems to be limited essentt- 
ally to the continued existence of the 
shares of stock and their easy transfer- 
ence from one owenrship to another, it 
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respective of their continued value. To- 
day the determining influences that 
underly business operation are many times 
more numerous and collectively more vita 
tl rmerly. These directing influences 
ar the main and with reference to the 
‘ ajority 4 rporate at th 
usiness enterprises, identified with the 
¢ led “pivotal” or “key fe values 
t xercise the ju nt, initiate the 
d constitut riving force 
H etter it w e to capitalize 
. DV t Ss pr ting ti siness 
the ie of the shares I Stock t t re 
est the wners ) ereol vill als 
d corres] I ] \r | | 
° the \ lt ‘ the nr ' ssets 
4 n the great majority of enterprises 
‘ tes the major i the wner s 
‘ 1 estate, will 1 prove to be 
ul ellent protection for the 1 bers 
t Ss Tamlly 


Other Phases of 

Corporation Finance 

\side from capitalization and the 
of securities, corporation finance 
cerns itself with maintenance of 
proper treatment of depreciation 
bution of surplus earnings, and reorgani- 
zation in the event of bankruptcy or a 


issue 
also con 
credit, 


distri 





JOHN H. BAIRD, 


President Seattle 


Seattle 


Association 


receivership. In all of these respects, life 
ance has its corresponding applica- 
tions to the life value that it incorporates 

Judging from the past, periods of fi- 
nancial stringency and business depression 
occur frequently and at irregular inter- 
To meet such expected periods, 
concerns recognize the wisdom 
f retaining regularly an adequate portion 
of their current net earnings and of so 


distributing their surplus as to keep an 





vals 
business 


adequate amount in liquid form for emer 
gency purposes In line with such a 
policy, the cash loan value of life insur 
an effected on the leading lives in the 
business and representing the gradual ac 
1 ition of funds during previous 
years, often serves to ll a pressing need 
tor cash that is otherwise unobtainable 


loan values on higl 


one of the 


ccumulation of 
: 

um pol 

mvenient methods of 


cies 1S Satest and 


mos c retaining 
regularly a substantial surplus out of cur- 
rent earnings for emergency needs For 
ss men, high premium life insurance 
s f the essential items to which bus 
I surplus should be allocated 
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Makes All Loans 

Into Collateral Loans 

In the tield of commercial credit our 
texts also fail to di life insurance in 
the manner which it ves In the 
banking world, great emphasis is placed 
upon a two-fold classification of loans 
namely collateral and commercial loans 

The purpose of life insurance is to tear 
down the distinction between collateral 


Its 


all loans collateral loans 


and commercial k 
make Its func 
tion is to take the indefinite thing upon 
which bankers are asked to lend credit 


ans purpose 1s 


personal character, technical abilit ini 
tiative. and judgment, which may be re 
duced to nothingness in a moment 
through the incident we call death—and 


bond 


adequately with a 
absolute certainty to it 


capitalize them 
that has 


an ty 
making this bond (this policy) available 
as tangible collateral, life insurance helps 


to make all loans collateral loans in the 
same sense that we speak of loans pro 
tected by or } 


bonds. stocks ware! 
receipts 


wuse 


Unique Position in Field 

of Saving and Investment 

In comparison with competing methods 
life insurance also holds a unique position 
in the field of saving and investments 
It recognizes the all-important fact that 


it takes time to save a competency and 
that the savings period ought always to 


insured against termination 
by death 

If investments are gauged by the stan 

ards of safety of principal, reasonableness 

j tt and certainty of current 

he investment element in life insur 

ance has no superior It is absolutely 


he premature 


value 


safe and non-speculative. It yields a_re 
turn equivalent to the income derived 
from good investment bonds. It is non 
fluctuating in value, except as the dollar 
may change in purchasing power It 
frees the insured from the great handi 
caps of individual selection, and inabilit 
to spread properly the investment risk 





unlike anv other type of 
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‘ 





involves the use of the installment | 
f investment with a guarantee that al 
installments are cancelled and the entire 
investment fully realized in the event of 
t! cle ith f the pure ser before the et l 
f the installment period. Would it not 
¢ well for our’ texts on investments 
when vutlinin the respective virtues ! 
the different avenues of investment, to set 
forth the above mentioned factors mucl 
more adequately than is now the case 
\ similar question might also be asked 
vit reterence t tine texts relat ng t 
wills and trusts. and taxatior Leaving a 
substantial rt 1 the estate im the 
taves +t t nad n etr 
: vith property left under ti 
{ l | 
terms of a will 


Life Insurance Necessary 
To Protect Property Values 
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surance s ccounl Vs that 
t is folly to sub rortance 
of business life insurance to the various 
forms olf property tmsurance 
Ahead of Property Insurance 
In One Respect 
But I shall go a step further he 
time is coming when the owner o 
property will be enabled to insure a ris! 
that he cannot cover today, namely, the 
loss through tire of business good-wil 
the loss of chents—during the tin 
that he is out of the 1 ung whil 
competitors are all hin It 
should be noted, h« at lite 
s i s now available tor the inden 
nification of this type f business loss 
whereas in property insurance the prob 
em still remains to be solved. Wher 
this, and a the other elations of lit 
values to business, are once understood 
and ippreciated by our people genet 
lv. life insurance will be wanted im the 
same wholesale fashion that is now the 
case in fire and marine insuranc 
One additional concept is worthy « 
note Property msurance has tor on 
of its major services the prevention ¢ 
loss This service t seeks to rend 
partly through education of prope 
ywwners, and partly wh the a 
ition f schedule t merit” rating 
Life insurance, | believe, may advantage 
wusly consider the feasibility of a similar 
program 
Family Must Also Be 
Regarded as a Business 
In discussing life values asi 
we ar pt to forget that the family 
r1c ’ business From the econom 
standpoi it is a business partnershi 
rw: like anv other | nership. is lega 
lv diss ‘ through the death f either 
irtne lf siness partnership imsur 
. s desirable nd that conceded 
ther - lu the read-winning parts 
n t l ndgfor the same ftunda 
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id therefore utihzed to accumulate 
tema illy the fund necessary meet 
particular future bligation at its due 
date What can be more important than 
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ition also exists with reference to family 


partnerships. In the event of the income 


producing partner's death, the entire fam 
ily estate can be kept intact for the sur 
vivors if adequate life insurance proceeds 
are available to meet taxes, expenses con 
necte th the settlement of the estat 





ROBERT L. JONES, New York 


Treasurer National Association 


unpaid bills and debts, and, most impor- 
tant of all, the lost income producing 
ability of the deceased 

But in many families, there is no need 
for the creation of a perpetual capital 
fund, to be transferred ultimately to 
others by inheritance. The real problem 
here is to guarantee an adequate income 
as long as it is needed; i.e., throughout 
the life of the survivors. In other words, 
the entire capital fund is to be liquidated, 
but under the condition of adequate in- 
come, regularly received and certain to 
continue so long as life itself lasts. This 
is exactly what life insurance accom- 
plishes through the life income policy for 
the beneficiary or the life annuity for the 
annuitant In either case, the life an 
nuity does not create an estate. Its pur- 
pose is to liquidate a fund already created, 
under conditions of regularity and con- 
tinued sufficiency to the annuitant. It 
converts principal into income and guar 
antees that income to the individual as 
long as it is needed 


Huebner’s Method of 
Appraisal of Life Values 


\ppraisal of the life value and its ex 
pression in a stated amount of insurance 
constitutes a very practical inquiry. Most 
writers on the subject have contined 
themselves to one of two methods of 
valuation for purposes of life insurance 
in the interest of family dependents. One 
makes the amount of insurance equal such 
a principal sum as will, upon investment 
at the current rate of interest, yield an in 
sufficient to replace the family's 
share (i.e. exclusive of the insured’s own 
portion for self-support) in the earnings 
of the This method apparently 
presumes the perpetual continuance of 
the suggested income, although there are 
many families which do not require the 
creation of a permanent capital fund 

The other plan makes the amount of 
insurance equal such a principal sum as 
will, at the current rate of interest, yield 
to the family its share in the insured’s 
probable earnings, had he survived, for 


come 


dec ased 


as many years as he might in any case 
have been expected to live This sue- 
wvestion, the accountant’s view that takes 


limited duration of 
man’s working life, bases the insured’s 
duty to leave to his family its share of 
his current earnings upon his expectancy 
oft life. If the family’s share in the in- 
sured’s annual earnings is $4,000, and if 
the insured is 35 years old with a life 
expectancy of 31 years, a principal sum 
of $62,368 would be required, at 5 percent 


cognizance of the 


interest, to produce the suggested income 
for the 31 years and be exhausted just at 
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the expiration of that period. This plan 
provides for the liquidation of the capital 
fund, but is blind to the danger that the 


dependent beneticiary may long utliy 
the stipulated period The ideal arrange 
ment for family protection would seem 
to be such an amount of insurance mm 
the life income plan with an adequate 
number of instalments certain s will 
guarantee an income for as long as it may 
he needed equal to the family’s share in 
the earnings of the deceased With such 

yuaranteed income, the life income plat 
would scem to meet the dehiciency ot 
either of the aforementioned methods 
Relationship Between 

Home and Business 

Generally speaking, there is the closest 


between the insured’s 
In most instances the 
support 


economic relation 
home and business 
latter virtually constitutes the sole 
of the home and represents substantially all 
of the insured’s personal estate. It would 
seem that the insured should strive to 
carry insurance to such an amount as will 
guarantee an income equal to the family’s 
share in the current income derived from 
the business or vocation. Should outside 
investments be owned, that factor must 
of course be considered in arranging the 
amount of insurance on the basis of the 
above mentioned family income. But the 
ownership of outside investments should 
not be over-emphasized. Unless wisely 
selected and widely distributed, some- 
thing that few can accomplish, investment 
accounts have a tendency to evaporate 
Life insurance proceeds, on the contrary, 
if left with the insurer, are absolutely 
secure. When arranging the amount of 
insurance, it is therefore the part of wis 
dom, from the standpoint of the distant 
future, to make allowance for a factor of 








safety and to dis liberally ld 
ng t investments 
Ideal at Least 
Provides a Guage 
> t | « iTyg d t i < 

ns nce expresses for most 
people t ct ratie na yractical 
It is true that vet ul e unable to 
effect enough insurance to maintain the 
tatus ql in the event of de f ti 
family’s share in their annual earning 
capacity Many professional men also are 
n sufficiently remune t ipitalize 
themselves with insurance for an amount 
it all commen ate with their value to 
society But consideration of the ideal 
should serve to impress upon the thinking 
mind the monetary importance of the life 
value to others Many can easily and 
vreatly increase their insurance, and an 


appreciation of the ideal should spur them 
to a determination of the family’s econo 
willingness to provide 
however, especially 


mic needs and a 
therefor. For many, 
the wage earning and salaried classes, the 
amount of available insurance is pitifully 
small when our attention is focused upon 


the income needed for decent family 
maintenance 
In the past. when some fundamental 


economic need for the working masses 
became clearly understood and appreci- 
ated by the over-whelming majority, the 
wage level had to undergo an adjustment 
in the interest of its general realization 
\ similar situation will be produced when 
the economic value of human life becomes 
understood and appreciated by our popu- 
lation generally 

In manufacturing, mercantile, and other 
enterprises where property values are 
large and varied in nature, determination 
of the life value in the business will 
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Proper weight should be attached to the 
degree 1 whic e lite under consider 
ation contributes it 1 unusual 
the technical skill, managerial abilit 
commercial credit. upon which tl 
iness depends Future requirements 
the form of accumulated cash values 
emergency purposes should be a_ prim 
consideration Where the business js 
closely held, continued control mong 
present owners may need to be protected 
against withdrawal of any interest by 
heirs It is also essential that attention 


be given to the degree to which certain 
parties own the business, to the extent 
to which such ownership constitutes tl 
personal estate to the liability they are 
under for taxes and personal debts that 
require prompt settlement, and to the 
amount of life insurance they carry for 
family protection, with a view to gauging 
the effect upon the business of a sub- 
stantial withdrawal of capital in the event 
of death 


Future Will See 
Gradual Clarification 


The future will witness a gradual clar- 
ification in the methods of approach to 
the appraisal of business life values under 
the aforementioned conditions To say 
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ies tor ition finance, private finance, industrial limit your study to lite insurance proper. tingent from that cit ind nearby te 
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tention side of family and business This is not ness The same is certainly true of hfe Angeles the Santa F< oh af 
certain s it should be, because life imsurance imsurance It reaches out to serve in all at Colorado Springs and the Grand Can 

extent must be an integral part of all of these directions. It deals intimately with credit 

s their ects if life values are to be recognized and requires of the practitioner a know] reception of the Los 

ey are ind accorded the scientific treatment—the edge of banking and commercial credit ngeles association. headed by Roy Rav 

ts that ipplication of the same principles—now It is vital in the organization and opera- Roberts. met the train at San Bernat 

to the extended to property values tion of partnerships and corporations, and dino and took the delegates in automo 
Ty for The next stage in life insurance educa involves for those who wish to serve best piles through the orange groves. return 
auging tion will be the preparation of more ad- as life insurance counsellors, a thorough jng py wavy of Riverside. where they 
a sub- vanced literature, for use in our institu- knowledge of those subjects It relates rejoined the train and continued on to 
> event tions of learning as well as in the field, vitally to saving, investment, contractual [o> Angeles. where thev were welcomed 
which will go greatly beyond any existing relations of many kinds, wills and trusts, a+ the station by a good sized delega GEORGE W. AYARS, Lew Angeles 
life insurance text in the emphasis placed taxation, and philanthropy \ thorough tion of Los Angeles boosters President Les Anacies Ancociation 
upon the economic services rendered by knowledge of these subjects should there s . 
this branch of underwriting As I con- fore be possessed In your efforts t Early Registration Heavy . 
al clar- ceive it, this literature should comprise a wards improving your lite value through lhe registration committee of the Los "¢@¥Y registration on the day before 
ach to =" ; : : 9 igh seal tiael * “Piste ily ieeitities ter ei alan: i : the opening of the convention, due in 
series of detailed volumes in textbook tudy, you should reach out into the var nee a clat headed by Chair cad +] : , 
» under form, devoted respectively to the relations ious applied branches of business educa- man C. H. Hamilton of the Pacific Mu seas to the carly arrival of the specia 
To say f life insurance to economics to corpor tion, such as economics, finance, invest tual, had a busv time of it from the rain carrying the eastern contingent 
ind the fact that many other delegates 
irrived carly to get in a litle sightseeing 
. ° ectore the convention § started All of 
an Magnificent Los Angeles Bi tmore Hote the Pacific Mutual men also were on 
hand early, as their own agency conven 
tion started Monday 
—— — ae 
\ Company Men Going to 
~ i ~ ° . ’ ° 
' ® Commissioners’ Meeting 
f Life company officials attending the 
~. es ee 3 National Association meeting, many of 
whom will ge on to Seattle to attend 
the meeting of the Insurance Commis 
sioners Convention, do not look for any 
matters ot special importance to life im 
& = surance to come up at the commission 
eee a ae) | a ae | ers’ sessions, although that ts a place 
| where there is always a chance that 


something may bob up unexpectedly 

It is practically a certainty that Com 
missioner \W Stanley Smith of Wis 
consin will endeavor to bring up his 
proposal for changes in the total and 
permanent disability clause, presented at 
the Asheville meeting, but it is pre- 
dicted that the mater will go over to 
the winter meeting 

ne matter which will be brought to 
the attention of individual comissioners 
by the company men, if not at the Con- 
vention session, is the urgent necessity 
for the amendment of the laws regard 
ing the incontestable clause, which was 
approved by the commissioners two 
veaTs ano Vhe desired changes were 
made at the last legislative sessions in 
New York lassachusetts and some ot 
the other eastern states, but Michigan 

is the only one of the middle west- 
ern states where the proposition was 
put through last year Illinois had 
ilready adopted it, but no action has yet 
been taken in such important § states 
is Ohio, Indiana, Minnesota and Ne 


braska, and the commissioners will be 





irged to get actively behind the measure 





their respective states 
THE HOTEL IS THE BUILDING ON THE RIGHT WITH THE TWO COURTS ADJACENT ON THE LEFT In some states, such as California, 
THE HOME OFFICE BUILDINGS OF THE PACIFIC MUTUAL LIFE, THE COURT BETWEEN THE COM which do not have the standard pro- 
NY BUILDINGS AND THE HOTEL BEING A PRIVATE PARKING COURT FOR AUTOMOBILES. THE TALL visions law, the desired change in pol- 
LDING ON THE LEFT IS ONE OF THE NEWER OFFICE BUILDINGS OF LOS ANGELES ALL OVER- icy forms can be made without legis- 
K THE BEAUTIFUL PERSHING SQUARI \ PUBLIC PARK IN THE HEART OF THE CITY THE BILT lative action, but in all states having the 
E THEATRE IS IN THE REAR OF THE HOTEI THE WEDNESDAY EVENING SESSION WILL B 
THE AUDITORIUM OF THE PACIFIC MUTUAL make a change in the law 
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Opened by F. W. Heron 
Idea That it is Only for Large Concerns >; 


~Condemns 


By F. W. HERON, San Francisco 


in charge of this 


termed busi- 
” 


My friend Farrell, 
subject on the program, 
ness life insurance as “Business Ballast. 
I agree with him, but I have always 
spoken of it when selling it as being 
a shock absorber. Death in a family 
or a business is a real shock. Life 
insurance helps diminish the shock as 
nothing else can. 

A real opportunity awaits the agent 
who enters this particular field of life 
underwriting. To date, this line of 
business has not been scratched and 


other forms of compulsory insurance— 
where we life men have a 
gigantic task of service to perform. 
Almost every man is engaged in what 
might be truthfully stated as business— 
what he does is the means whereby he 
earns the money to support his depen- 
dents—therefore any agency designed 
to protect his business ultimately pro- 
tects his dependents. 

Three-fourths of all business failures 
result from lack of brains. Andrew 
Carnegie employed more brains than any 


this is 


‘dae of small stores and pres 
come under this head. All in this group 
need “business ballast’ and a business 
shock absorber. In every city in the 
country almost every day can be seen 
signs on stores closing out on account 
death of owner. In all policies of 
business insurance for individual enter- 
prises, | advocate the disability feature. 

When two or more individuals form 
a partnership, they agree to share their 


profits and their losses. The latter are 
sometimes more important. No one will 
deny there is a real loss at the death 


Each member of a part- 
nership places a certain dependence 
upon his associates and the passing 
of an uninsured partner brings the big 
shock to that business. 

In California it is a real shock under 
the community property law in force 
here. A mans wife in passing can will 
her community interest in her husband's 


ofa partner. 


corporations have ailments the same as 
individuals and there is no all-remedy 
so valuable to a corporation as business 
Corporations are owned by 


insurance. 
and the responsibility to 


larger groups 


these stockholders should be  para- 
mount. 

This form of protection has mai y 
uses It can establish credit, furni 
cash ,create a sinking fund and Snally, 


reimburse the stockholders when brains 


and ability are taken by death and 
assist in replacing same. Corporatio 
insurance can control stock to a major 
ity or vice-versa. It can in case 


death or at the end of a certain number 
of years, retire bond and stock 
It is a sinking fund for credit, replace- 
ment or taxes. It is the most valuable 
investment any corporation can mak¢ 

I do not suggest disability benefits 
on corporation policies—there are too 
many complications. However, this 
feature will be granted and my company 


isst 1€és 





its ultimate scope cannot be calculated. other man in his time. He said, “You business to her relaives and some beau- 
Life insurance service is but fulfull- can take away my factories and my tiful complexes are the result. Many is now paying disability benefits under “ 
ing needs. In nearly every business, plants; take away my railroads, my partnerships in California have some a $20,000 corporation policy issued on vom 
partnership or corporation, the need ships and transportation; take away my future shocks and surprises in store the life of a valued employee of a _ 
for business insurance exists. money—strip me of all these, but leave that only partnership insurance can lumber corporation. The corporation is . 
Business Insurance Ultimately me Pepa men — owe ced er vs prevent. — stewing the dnsliity income amount- a 
Protects Dependents at the most, | will have caem & again. In every partnership, no matter how ing to $208.37 per month, to go to the yan 
4 = Susiness insurance makes it possible many partners there are, there should insured. pone 
Too many are of the opinion that to replace brains. Practically the other be one good solid substantial silent A splendid example of corporation a 
business insurance is only for the larger one-fourh of business failures result partner and that silent partner should insurance was the case of a policy for shy 
establishments, partnership and corpor- from lack of capital. Business insurance he life insurance. : $1,000,000 carried on the life of Arthur a 
ations. Nothing could be further from furnishes cash when all other sources Corporation insurance is advisable, Smith, chairman of the board of a large ~% 
the fact. The need is greater in pro- may be closed. but partnership insurance is absolutely wholesale dry goods house in Omaha. ll 
portion to the small business man or The life insurance needs of modern jndispensible. ~ At the passing of Mr. Smith, the cor- con: 
business than it is in the big concerns. bysiness can be divided into two groups fi poration was able to take up two-thirds Mar 
The same factors enter, namely, brains, first, those needs which are common Corporation Insurance of an issue of $1,500,000 serial bonds. P. 
credit and stability if safety, growth to all businesses, and second, the needs Has Many Uses As soon as became known that $1,000,- “7 
and permanency are to be had. I use of jndividual enterprises, partnerships Furthermore, this form of business 000 business insurance was payable to 7 
safety first because the death of any and corporations. insurance is the easiest to sell because the company, the stock of the institution anal 
one who is a factor in any business, - : its need is more readily recognized went up instead of going down as is ont 
brings loss to that business and its Individual Enterprises and understood. A simple argument usually the case when so important aa 
owners. The credit of that business and Partnerships : in selling this form is to ask one part- a man as the board chairman passes on po a 
is at once disturbed if not destroyed Individual enterprises, usually “one ner if he would like to buy his partner's pune ee 
and the growth of that business retarded man” businesses, transact possibly 50 interest if he could get it for about Frank Gentry and Charley Scott of of t 
if not stopped entirely and therefore percent of the world’s business. Most 3 percent of its value per year. I Kansas City almost turned handsprings glk 
permanency is not possible. The only of all, these need business insurance be- never suggest disability benefits in case in the lobby of the Biltmore Monday ae 
reason more business men do not carry cause practically everything depends on of partnership insurance. afternoon, when they anacunced that psa 


Doc- Kansas City had won the convention for 


business insurance is because they do the one man—He Is the business. Every corporation owes its existence 
to competent management. However, 


1925. 





not understand They class it with tors, all professional men, farmers and 
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Emphasized by Los Angeles Bank 
Official at The Tuesday Session 


N ENDORSEMENT of life insur- 
A ance from the banker’s viewpoint, 

was given at the “Business Insur- 
ance’ session Tuesday morning by Her- 
bert D. Ivey, vice-president of the Citi- 
National Bank of Los Angeles, 


ens 
speaking on “Brains, Indemnity and 
Banks.” He said in part: 

e purpose of a bank, like any 
business of profession that endures, is 


to serve, 


and that it does serve is testi- 
ed to by the fact that practically every- 
thine we eat, wear or make use of has 
4t some time been the basis upon which 
banks have extended credit. Commer- 
ial banks are a vehicle upon which com- 
relies in numerous way, and its 
important economic function is that of 
a carrier. From the producer to the 
consumer is in most cases a long pro- 
requiring the extension of credit 
during each period of a commodity’s 
transformation and change of owner- 
ship; the resultant transactions evi- 
denced by loans made, checks and debits 
to individual accounts. are a barometer 
of the amount and activity of business 
consummated. 


Many Factors Enter 

Problem of Credit 

“The basis on which loans are made 
is sometimes defined as character, ca- 
pacity and collateral, but many factors 
enter into a problem of credit. With- 
out character, of course, no credit could 
exist. When an application for a loan 
is received, there comes into the minds 
of those who have the responsibility of 
saying ‘yes’ or ‘no’ a few short, simple 
queries, but which nevertheless are the 
stepping stones into the middle cham- 
ber of the confidence and the coffers 
The first of these is: ‘Is 


merece 


cess. 


he a man upon whose word I can rely?’ 
‘The second might be: ‘Is his require- 
ment for funds a legitimate business 
risk, and does his capital permit him 
to negotiate a loan of that size?’ 
“The third question might be: ‘Does 
he know his business and is his business 


a benefit to the community?’ 


One Man Dominates 

Every Successful Concern 

“The longer I live and the more I se¢ 
and know of men 
and business concerns, the more certain 
I become that some one man dominat 
every successful concern. There are al- 
ways others highly necessary. of cours« 
perhaps with keener judgment, but some 
one man’s thoughts direct the policy of 
the institution That some one man 
has the respect of the trade and the con- 
fidence of his bankers. That some one 
man, in the eves of his firm’s customers, 
places ‘service above self.’ He has char- 
acter; he has capacity; he knows his 
business. He ‘does as he would be done 
by.’ His reward is not merely salary 
or dividends, but that he can do some- 
thing worthily well. He seldom needs 
collateral—he has ability. 

“That is the man, gentlemen of the 
life underwriters fraternity, you should 
seek out in every business concern, and 
after finding him you could perform a 
most valuable service to that concern 
and incidentally to all those who deal 
with it, if you would convince his board 
of directors that they should protect 
themselves and assure the continuous 
progress of their business by taking out 
a policy of insurance—some “brains in- 
demnity,’ if you please—against the 
time when this some one man will have 
taken the ride to that bourne whence no 


business, business 
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traveler returneth,’ and his successor will 
attempt to procure for himself the same 
kindly thoughts of his fellow that this 
some one man had 

“Brains are the woof and web of the 
they the grain 
sap in the tree of commerce; 
the key to every human hope, 
and power I would that we 
might have some Brains Indemnity that 
would insur the coming 


business; are 


thev are 


aesire 


e tor 


generations 


the practice, principle and example set 
by some of the splendid business men 
of today, who, when they pass on are 
seldom spoken of except by their own 
immediate families, and who have done 
mucl ill mankind But, in the ab 
sence that character of brains the 
I d S¢ will go far toward per 

trating the genius—and, as Phelps 
of Bostor savs, ‘While a bag of gold is 
no price for a head full of brains, it 


work for humanity after the head 


\ ithers al d dic 3” 


Moore Has Been Tuning Up 


Vier President cK 3 D. Moore of the 
Pacific Mutual was not in the best of 
health up to a short time ago and has 


been taking things a little more leisurely 
of late and has been vacationing a bit. 
Anyone secing him now will have to con- 
cede he looks mighty well and that 
seemingly, at least, he is as fit as the 
proverbial fiddle 


To Number Vice-presidents 
Partly for the purpose of meeting the 
Situation raised this year by the inabil- 
ity of President Graham C. Wells to 
attend the annual convention of the Na- 


tional Association of Life Underwriters, 
should the same situation arise again, 
the executive committee voted at its 


meeing Monday to submit an amend- 
ment to the constitution re-establishing 
the numerical precedence of vice-presi- 
dents. Under the plan proposed there 
will be elected this year first, second 
and third vice-presidents, with the presi- 
dent of the Canadian Association as ex- 


11 


numerical 


officio vice-president. The 
but was 


plan formerly was in_ use, 
dropped several years ago. 





Membership Growing 








The membership of the National As 
sociation of the Life Underwriters 
showed an increase during the year just 
ended for the first time since 1920 
ccording to the joint report submitted 
by Secretarv John H. Russell and Ex 
ecutive Secretary Everett M Ensigt 
he increase since the last meeting was 
226, not a notable gain in itself, but 

sidered significant view of the 
I t that decreases had been shown for 
the three preced ne vears The asso 
ciation reached its high level in mem 
bership during the year 1919-20, when 
the total was 17,243. In 1921 there was 
a loss of nearly 4,000; in 1922 a de 


. 


crease of 719; and in 1923 a drop of 111 


With the turning of the tide it is be 
lieved that the membership will again 
show a steady increase from now on 
The Los Angeles association showed 
the largest increase in membership dur 
ing the year, reporting 257 more mem 
bers than at the time of the last con 
vention. New York was its close sec 
ond with 247, Philadelphia, Oklahoma 
and Rhode Island following in the or 


der named. Los Angeles, therefore, re 
ceived the Charles Jerome Edwards tro 
phy for increase in membership, the 
only trophy of the sort now offered by 
the association. 

Special activity was reported in con 
nection with the organization of new 
associations during the past year, and 
applications from a number of these as- 
sociations for membership in the na- 
tional body received the approval of the 
committee. The list includes Aberdeen, 
S. D.; Albert Lea, Minn.; Elkhart, Ind.; 
Findlay, O.; Greensboro, N. C.; Lowell, 


Mass; Manhattan, Kan.; Poughkeepsie, 
N. Y.; Sacramento, Cal.; San Antonio 
lex.; Texarkana, Tex.; Warren, O., and 


Winston-Salem, N. C. 


of any banker. 
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Business 
Brat topi "ol Tuesday's. session 


addresses ot the morn 
Dr. S. S. Huebner of the 
ind Herbert 


the Citizens 


Pennsyls 


vice-president of 


niversity of ania 
1) Ivey, 
ational Bank of \ngeles, 
directly in line with this 
discussions were divided 
The fi 
last \bsent,” 
business 
where 
Was 
\la 


* = * 


were 
The 
two sec- 
Bal- 


cases 


los 
topic. 
into 
rst was: “Business 
giving spe cific 

insurance was not 
business suffered as a 
led by Frank Fitts of 


T1ons 
vhere as 
ried and 

result It 
luscaloosa, 


Mr 


yram 


chairman of the pro- 
committee has named the subject 

well, “Business Ballast Absent.” I won- 
der why that business ballast is absent, 
and I wonder if we men of the life in- 
surance profession would ask our 
selves the question if it isn’t our fault. 
Many years ago when I entered the 
life insurance business, two cases came 
under my observation which have al 
ways stood as beacon lights directing 
me on to a greater service in the busi- 


Fitts—the 





LAWRENCE PRIDDY, New York 
Association 


Former President National 


not from the narrow view of com 
missions to myself, but through a de 
sire for greater service to mankind 
Business insurance has always at 
tracted me as the one great uncultivated 


tield to which we can direct our efforts. 


They are not million dollar businesses, 

we don’t have them in my section ot 
the country They are the little fel 
lows 
Case of Two Cotton 

Producers is Cited 

[wo farmers, if you please, men en 
vaged in the production of cotton, am- 
hitious fellows, who had the idea that 
they would be cotton kings of their 
communities, and their communities 
were not large | mean by that, when 
they thought of being cotton kings, it 
ust meant for a small section of the 
country Now in that section of the 
ountry a man’s financial prestige 1s 


wholly by the number of 
are produced from 


determined 
bales of cotton that 


his land. It was not a question of in- 
tense cultivation, but one of planting 
large areas of land in cotton here- 
fore, these men sought to acquire land 
Their methods were almost identical. 
They differed in one thing, however, 
one provided business insurance and 
the other did not \s soon as they 
could get enough money together to 
buy 5.000 or 10,000 acres of additional 
land, into it they jumped All they 
wanted was the margin, one man tak- 
ing life insurance and the other being 
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Insurance First Day's [op 





vithout it When approached tor life 
insurance, the other says, “Those broae 
cres are my life insurance. Those bale 
of cotton that are rolling in here every 
fall are my life insurance Chose u 
dreds of heads of mules that are accu 


mulating on my plantation are my lif 


insurance The best business tor the 
insurance company is to so invest my 
money that I can take care of my ten 
ants.” 
Built Cotton Gins 

and Textile Plants 

His son came on, and in order to 


send his product away from the cotton 
fields in a finished shape they placed 
gins on the plantation. The second son 
came on and the ysent him to Lowell, 
Mass., to study textiles, and the boy 
back with a great big idea that 
they would organize a factory and take 
the lint off the seed and manufacture 
that into saddle blankets and horse col- 
lars, and other products that are made 
from cotton felt, and send it away a 
finished product. He had developed to 
where he was the very last word in ef- 
ficiency in our section of the country. 
When his cotton mills were built his 
indebtedness was at the very highest 
pitch. He had reached the climax. Feel- 
ing badly one day he went down to 
see his family physician, who shook his 
head and told him, “You had better be- 
gin to make some plans; there is 
rious trouble.” Then for the first time 
he realized the absolute necessity of life 
insurance. There was a number of re- 
jections and, realizing his plight, he 
called his bankers and his attorney to- 
gether, and says, “What are we going 


came 


se- 


to do? I have been trying to beat these 
life insurance companies Isn't there 
some way we can still beat them?” 


(And they planned and still thought they 
could get ahead of the life insurance 
companies, and they organized a cor- 
poration and turned all of his holdings 
over to the corporation. The corpora- 
tion assumed all of his debts He 
lected the best man he could, a man who 
had been with him for years, who had 
experience in handling his business, to 
take charge of his business, and in July 
of that year he took the trip from which 
no traveler returns. The stock had been 
divided among his family. In other 
words, his estate had been administered 
What was the result? 


What Happened When 

Panic of 1907 Came? 

[ am going back a long ways for this 
case. It was in 1907, when one of the 
worst financial panics that I recall struck 
us. That fall cotton that he had planted 
expecting to get 18 to 19 cents a pound 
for, sold for 4% to 5 cents. Those won- 
derful cotton mules, one of the great- 
est sources of expense in conducting the 
business he was in, which cost $150 to 
$200 apiece in St. Louis, and of which 
he had a large number, became liabilities 


sc- 


instead of 


t t assets 


Every debtor, when 
they saw things commencing to go, had 
rushed in and wanted their money, and 
to make a long story short (my time ts 
about out) there was nothing left. The 


corporation had to go into bankruptcy, 


and his oldest daughter, one of the 
queenliest women it has ever been my 
privilege to meet, 1s running a tea room 
in a little southern town to keep the 
family together 


Lumberman’s Business 

Tied up by Law Suit 

I had another case, a lumberman, a 
man who was associated with a Chicago 
lumber company buying up timber lands 


in the south. He made them a good 
man, and decided to buy up a small 
tract of land and put up a small saw 
mill on it. He had an uncanny in- 
stinct in selecting partners. The first 
made a wonderiul success, and finally 
he had 30 or 40 mills rhings were 
going good. Still led by ambition to 
such an extent he would not take the 
money out of his business to provide 
the business insurance. Last year— 
this case is new—he discovered a won- 
derful tract of pine land down in Flor- 


ida, and went down and bought it and 
started a mill down there, and in all 
the trips backwards and forwards was 
little ahead 


taken ill. | am getting a 

of my story. In the purchase of this 
land he was involved in a law suit. This 
was the largest thing he had ever tac- 
kled. His indebtedness too was running 
up. The law suit involved some $50,- 
000 or $75,000, and the case was lost. 
He had to make a bond to cover the 
appeal. Shortly after that on his way 


back from down in Florida, he was taken 
sick at Montgomery, Ala., and he was 
brought home feet foremost. Shortly 
after his death his bond had to be paid, 
his case being decided against him. He 
died at the wrong time Lumber 
was low. I am not going too much into 
the details in this case. I stood at that 
man’s central plant and saw a saw mill 
worth thousands upon thousands of dol- 
for by the junk dealers of that 

the country. and knocked 
$10,000. I saw a magnificent 
timber mules, great big 1200 
1300 pound fellows, that had cost 
at least $700 to $800 a span on the 
St. Louis market, sell for $75 to $125. 
lf it hadn't been for two brothers who 
were not able to take care of the whole 
situation, but fortunately could come to 
the and the wreck, there 
would have been a complete loss in this 
Incidentally, those brothers are 
carrying life insurance to protect 
business 


too 


lars bid 
section ot 
down for 
span oft 
and 
him 


rescue save 
case. 
today 
the 
* * * 


SOL J. VOGEL, San Francisco: 

Why will a man spend a life-time ac- 
cumulating the means to provide a home 
and comforts and happiness for his fam- 
ily and yet leave these without absolute 
protection after he is : 


gone 
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1 st Day 


1 will recite i Cast vhic it 
in 1902 and which | had an inter 
following up | solicited this pr 
earnestly but he did not take life i 
surance \iter | have recited this ow 
to you, I want two or three discussions 
from the floor 

[ met a young man 15 years ago wh 
was able to gather enough mone t 
start a small haberdashery and clothing 
store in the suburb of the city here 
1 live He made friends and lots 
business came to him. I was successfy] 
in selling him a small life insurance pol- 
icy for his own immediate needs Hay 
ing made a little money, he got ambitious 
to start a business down town where 


he thought opportunities 


were greater 


and where he would be able to handle 
more business which would make a big 
merchant out of him instead of a little 
one. He was able to interest a man to 
back him up in opening the store down 
town. The business was successful and 
I found out from discussions with him 
since he visited my office often. He was 
a good friend of mine 

Suddenly one day as I was going down 
town I noticed a sign placed across the 


front of his building: 





CHARLES F. KNAPP, Boise 


Jones compels me to liquidate an 

organize this business.” The party 

cerned had to sell out to liquidate 
* * . 


EDWARD A. WOODS 


‘The death of Mr 





1 re- 
con- 


In 1914 there was a big concern in 


Rochester, N. Y., carried on by 
brothers The oldest brother die 
1914, leaving a widow, and the you 
brother died three years later, le 
two children. This left the 
sponsibility of conducting the 
up to the remaining brother 


The 


three 
“d in 
ngest 
aving 


entire fe- 
business 


ner- 


vous strain of handling that business, on 


which his sisters-in-law and his 1 


neces 


were entirely dependent for their living, 


was very great The savings of the 
widow and the two children were en- 
tirely invested in this business. Corpora- 


tion insurance was contemplated, but was 


never realized. The business has { 


A 
yulled 


through, but all the time the income 

the widow in one case and the two chil- 
dren in the other was entirely dependent 
on the one remaining brother. If life 
insurance had been consummated bot! 
these families would have had the * 
curity of having real money, instead 

having everything they possessed de 


pendent on the conduct of this business 
* * * 
A. T. BAILEY, San Francisco 
| have in mind the case of a manutfat 
turing business in San Francisco wh« 


was conducted by 


men owned 


ye man, and tw 


side practically all 





IC | 








Mer 


x down 
ss the 
of Mr 


re- 
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cern in 
y three 
died in 
oungest 
leaving 
tire fre- 
business 
he ner- 
ness, on 
; mieces 
r living 


ot the 
ere ef- 
rpora- 
but was 


Ss pulled 


~ome 





wo ¢ 
pendent 
If life 





ed hot 
the sé 
stead 
ed de 
syciness 
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ral 
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La { cst 
nade a proposit reCausc their 
2 ge, t sell m their interest 
‘ isiness S500.000 | s mat 
ina the ‘ rot 
; se t 1 
‘ f Is s becaus is 
n the 1s ss iS practicall 
g al there was nargi i 
Ss, the rluc s . 
inks d t loan i S500.000 
this business, provided he would 
n their hands $500,000 t lite ' 
s ce assigned to them | 
isiness was saved but he was vert 
surprised to find that he had t 
t good enough care of himself ane 
relore not in position to get life in 
surance His friends fell away from him 
since he was unable to secure the 
tal. the business was sold to other 
nterests These interests retained him 
nanager, but during the last year or 
they have become very unsympa 
ic and even his present position as 
manager 1s very precarious. This is an 
nstance of where a man wasted the op 
portunity of his lifetime 
* * > 
IR. VOGEL 
Here we have two cases one of which 
was that of a man who was in a posi- 


on to place himself in the way of mak- 


5. B 


DURYEA, 


Member Convention ¢ 


s 





Francisco 








e a lot of money but because he was 
lt to pass the examination he could 
get the insurance he wanted—and in 

e other case, the man died 

* > > 
Cases Where Business 

Insurance Has Served 
e second section ot the discussior 

Vas mn ‘Business Ballast Present 

giving specific cases where business i 

s nee has served Che discussion was 

ened by F. W. Heron of the Fidelity 

tual Life at San Francisco, whos: 

sentation is given on another page. 

i! was led by J = Fabling o the 
P Mutual at Denver 

* * * + 

R. FABLING My edecesso 

given you some actual cases. I shall 

ise one case that reaches into ve 

! cs bec use I beheve t] t te ‘ 
tly. mm our life underwriters asso 
ons we talk of the big cases, to 

g ¢ the little cases whi are th 
ux the me we ire talking 
rst case which [| wish to discuss 

T at the Same perio I de pres 

S at Mr. Fitts sp y%ke ot 1n the sun 

1907. One morning in August 

e down t my fice and found 
hone message ym the president 
ge mining cor! tion asking m« 
\ to his Hce as t1ickl is 

le I went t rmnce nd was 
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stack fe arse es as 

it g ] re t S1ik wh ] 
i i 1” | . 

¢ s ( 1 ly \ 
cordaw | 
’ eC 

ese bh 7 ‘ S 
is antagonist ‘ 

‘ -~ t ? t t 

\ b Css 1 i\ ss mY 1 < 
i € al it I ? i DID 
| wae tnid ‘ . 
ler ordinary conditions w ld be O. K 
tor S1O00.000 nce < ) cent 
stances oO this na | T t 1 and 

Ne tact ft it ey ere Iss seTu 
they had shut down 1 ill loans n 
my ap lic tio vould a\ t he ‘ 
forres 

Thought of Loan Value 

of Life Insurance 

‘T went back to mv office ar Or 
dered upon the situation, and suddenly 
remembered what had been said to me 
about the loan value of life insuranc: 
While I had never boucht mv life in 
surance with that intention, | went t 
the vaults and got out mv policies and 
T took my pencil ind gured wut tire 
loan values If the rures T arrived 
it are correct, mv business is saved 
Tell me the quickest and hest ivs of 
consummating these loans.’ 

I went over these policies and thev 
showed loan value enouch to retire thes« 
bonds and in ten davs the money was 
in his hands and the business was saved 
While I do not know that he ever bor 
rowed on his policies after 1907. T do 
know that from that time on he 1 
ways had a profound resnect for life 
insurance and when he died hi arried 


life 


Brothers Who Carried 
On Business College 


about $250,000 of insurance 


The next case I wish to mention ‘s 
the case of a voung man who, 22 or 23 
vears ago, came to our city as a teacher 
in a business college After spending 
seme months working as an instructor 
in an institution, he decided to open a 
business college under his own nam 
He was expert in his line and his bus 
iness erew Two of his brothers care 
to join him. The business continued t 
grow and thev added other instructors 
rented more room, until the time cams 
when it was necessary to break thronch 
the walls and go into another building 
and ultimately they occupied the oper 
floors of two of our citv buildings 
Twenty years rolled along and they had 
something over 1.000 students wher 
suddenly the older brother who had 
started the business. took sick and pass 
ed away 
Death of Older 

Brother Heavy Blow 

This was a blow to the business be 
cause he was a master in his line His 
vounger brothers had leaned upon him 
However. this would not have been so 
bad. had it not been that the leases on 
this property. which they had occupied 
or 20 vears, were about to expire within 


18 months and could not be 








renewed 


the buildings were about to be 
lown to make room for new de 
ment in the city These brothers 
o look for a new location In thei 
the amount of space need vas 
ind the rental req d is b 
They could not pa hi and syltiny 
thev decided to launct ( } 
roject and today thev ar the 

f a $200.000 building in which tl 
stitution is well housed Th 
preside nt of that institution has s 
me time and again that it would 
heen im] ywssible for hin and his br 
to have built the new building an 
pand their business if they had not 
able to float the business after 
brother died on the $20,000 of bus 
insurance which he had carried 
which was paid \ lon the other 


as 


torn 
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Man Held Uninsurable 
Collects Under Policies 








\ ‘ \ 4 ~ ~ 1 La | ‘ 
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‘ s ( I t < 
‘ < WN he Wt 
tin \ ( 1 VOevVe tine 
i t ‘ ‘ I | 
, : 
sure Phe : ¢ sultation 
vhe » thee « ld is e the ty ant 
ers When t four that they couk 
not get imsurance f the elder brother 
\fter going over the matter thoroug! 
they decided t take nsurancs 1 tie 
ther two brothers After two years the 
president of the company (the youngest 
man of the three ecame mentally im 
paired. He was a physical wreck \s 
tar as the business was concerned he was 
through rhe eldest of the brothers 
whom they had expected to become in 


capacitated tor business purposes 
still on the job, (in fact, a 
ago 1 paid the insurance 
as expected to 

man had been 
concerned 


was 
tew months 
the man who 
but this other 
far business 
total disability in 
policy (and this | will have 
with the former speaker 
am 1 favor of the 
made possible |} mmfortabl 
during eighteen month 
ibility; the security of the policy 
vor of the corporation enabled the 
partners to go to the bank and 
the money necessary to buy interest 
liquidate his entire holdings 
and in less than three months after 
enabled the firm to 
at the bank and hz 
business ut any 
tormality, with hi 
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! d to me sa Mother, we are 
st hit Col bus rie discoverte 
\merica, and we discovered this 
\\ vhat joy the discovery comes 
< ¢ who discovers the real Ife alu 
‘ tion a man mav build in the his 
t \ i business ad tor the sake of 
the world Then we must enlarge our 
vision to njioy the discovery 
ldo vou remember John Siddall of the 





Exccutive 


PERRINE, 


Seeretary 


Leos Angeles 


Les Angeles Association 


Ameri 


Magazine 


an Do you remem 
ber when they were asking him what 
was the greatest purpose in his lite in 
publishing the American, and he said, 
‘The greatest purpose is to help peo 


ple to get the victory 
Get Vision of Life 


As It May Be Made 


Now, when we vision the lIife as it 
ma be when we see the potentialities 
of the people upon whom we «aim to 
lace business, and when we attempt to 
isualize for them what they can be, 
ind then when we sell them to them- 
selves, then we have the pleasure of 
helping to give them the victory, for 
ou will agree with me I know, that 
vhen people are economically sound and 
reasonably well placed in business, they 
re better fathers, they are better mem 
bers of the community, and life is mad 
better every way 

| will take you back if you please for 
just a moment and epitomize in just a 
vord what Dr liuebner s iid, it we can 
place the vision in our minds and hold 
it there will doubtless result a greater 
victor! ind make our business better 

‘ cT Way 

tack of every painting is the vision 
f the painter, through the statue ap 
pears the soul of the sculptor, the vaster 
the reation the vaster the creator 

Then when we say to ourselves, what 
is that real value of a man, the high 
thing ibove every other value, we will 
kno the ilue of a man and visualize 

d derstand the value, and we will 
v able to place buginess, but still 
o1 e will be able to give lite a 


him, to make every man a bet 


every Way 
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executive 
was 


the 
night it 


T THE meeting of 
committee Monday 


“T am sure Princeton would not con- 
sider appointing someone to receive, in 


THE INTER-SOUTHERN LIFE | | , 


INSURANCE COMPANY 


decided, after a spirited discussion, lieut of his salary, architect’s fees that ks 
to appoint a committee of three to pro- rightly — to om + ey. aoe 
‘st to the various life insurance com- off on goods purchased, even where n eee 
ies and insurance commissions law is involved. You will remember LOUISVILLE, KY. D: 
against the plan of the memorial com- that some of the most prominent people h 
mittee of Princeton University for hav- in_ the insurance business during the oh 
ing life insurance on the members of Hughest investigation suffered for their P ; - 
the present graduating class and those violation of this law. Extends reetings from ars Home vel 
of future years placed through the sec- Would Make Rebate g& J os 
retary of the Graduate — Ps Same Mend Satter | 
committee appointec consis . awe os , - . | 
Stanley Réeurhe Paul Clark and Wil- The lite underwriters of this coun- Office fo the National Assoczation = 
liam Goldwin. The committee was in- tty have ——— for years to establish | r 
structed to prepare a resolution and pre- = a? in ply sale of life insurance | wi 
sent the results of its deliberation be- @"¢ te cn Se commamate 908 Ges # U. d Lt JS at Los An aa of 
fore the convention proper underwriter are for a service rendered 0 Z é 72 CVWIVZ Ak 4 of 
and not a ‘rake-off’ or graft that can i 
Propose to Have —— be transferred directly or indirectly to de 
of Committee as Agent another. I am sure that the graduate ] M th d ] t ma 
The Princeton proposition came up council has not rightly apprehended the é CS. @ ay ¢ AYS 0 Uu a 22 0 lif 
several months ago, when letters were result of this action. If Princeton can, = 
sent out to all life companies operat- in effect, use the commissions on life ] 
ing in New Jersey, stating that the insurance purchased for its own benefit 2) be memorable Zn the VCSU rs 
memorial committee was seeking esti- to save the salary of its employe, any 


mates on $100,000 20-year endowment in- 
surance and that a member of the me- 





business concern can do the same thing; 
and the practice that has gradually been 
weeded out of business of permitting 
corporations to secure the commissions 
on business indirectly, can make re- 
bate laws a dead letter. It is too much 
to ask underwriters to permit such a 
condition to spread. 

“The amount involved is compara- 
tively trifling, but the principle is of 
the utmost importance, particularly in 
view of its wide publication. Is it not 
possible to avoid the criticism of the 
100,000 life underwriters of the coun- 
try of this action, and am I not right 
in believing that the matter with its 
consequences could not have been thor- 
oughly considered by the graduate coun- 
cil?” 


Letter Also Sent to 
New Jersey Commissioner 


Mr. Wells also sent a copy of this 
letter to Commissioner Maxson of New 





achieved for your noble Assoctation 
and those whom you so faithfully 


SEVVE. 


James R. Durrin, President. 
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Jersey, calling his attention to the fact C: lif ria 
| that Sikes has been receiving a salary 0 aliroO 
| from Princeton University, but under 
| the new contract, received a commis- ne aia P 
; -_"s ° ‘ . . > / 
sion on the life insurance in lieu of y Al | | ALIZAT ION 
—— — salary. In other words, Princeton Uni- (250.000 Shares, Par Value $10.00) 
versity, which is the beneficiary of the : gc . lative Prefe 1 Stock 
igs sa ive Preferred Stoc 
WILL G. FARRELL, Los Angeles fe insurance. is alee. in effect. to re- $2,500,000.00 of Cumu a |‘ 
Chairman Publicity Committee, Los Angeles Assn. Coive the commission on the insur- 250,000 Shares of Common Stock i 
ance. The letter points out that such an Without Stated Par Value He 
a 7 - - ; ‘ a 
morial committee be permitted to act arrangement, if not a direct violation of r 
© . ° ° : . ee 
1s agent, so that the commissions might the statute, is certainly a violation of the ee : we 
be turned over to the committee as a_ spirit of the insurance laws of the state. OFFICERS min 
sinking fund to rage — a —_——- —— J. J. bec AR RICK, President vah 
The plan was to alternate between six } 
or seven old line companies. Gordon Goldman's Classy Packard ; pitalist . life 
Sikes, employed in the office of the sec- \nyone wanting to know why Wil- HE NRY C. WHALEN, l'ice-Pre sident , a 
retary of the Graduate Council, was ap- liam Goldman of the Northwestern Mu- Formerly President Central States Fire Insur- , 
pointed agent and placed the insurance tual Life at Portland looks so happy me C i Wa not 
for this vear with the New York Life. and satisfied these days, must ask him _ ance Lo. . en 
The matter was brought to the atten- to show the blue prints of the specially EGBERT V AN AL a N, V er’ resident > 
tion of President Graham C. Wells, and designed Packard car which he has just Owner and Manage tf one of th idest insur- as 
Mr. Wells thereupon sent the following ordered. It is ordered oD Saree , Lo ae lie 
le . rm f , r tr o Europe and wi lave many ance a 
vigorous letter to the chairman of the ing trip t | =a 
graduate council of Princeton Univer- conveniences which ordinary Packards - Db. HOW ARD, Tre asurer dic; 
sity do not have, such as a wardrobe which, President Continental National Bani fi Los rd 
‘ Mr. Goldman avers, will hold 16 dresses Free r “od 
Wells’ Vigorous Letter without rumpling or danger to their é ‘ oath 
to Graduate Council : . freshness DEPOSITORY me 
“The action of the Graduate Council, = : ae. BaN , ae 
published in the ‘Princeton Alumni 1) Wood Attends 28 Out of 35 CONTINENTAL NATIONAL BANK 
Weekly’ of May 28, 1924, makes public Will Woo attends 2 + LOS ANGELES c 
a matter that life underwriters cannot Will Wood of the United States Lite Bill 
ignore In effect, it is at best a sharp at Pittsburgh entered the life — 7 on Dwr lings. Business Property and Flats poli 
, } in : S tte > oO ‘ bi ' 
plan of a great university to ev ide, if husiness Bay mg yee — olny a da Mae \ns Cit Beal Ketone ‘ Sat Rateies like 
not violate the rebate laws that exist in ess than <& ot he 3 annual co wis > 1 t 40 e Pee na 15 cent ot a poli 
ilmost every state Whether an actual tions of the Nation al \ssociation so | a\ abl * Qua \ ce ( | FE 
tion of the laws of New York or that he _undo ubtedly deserves the C nservative Apy : ‘ iia 
Ni lerse ) hether it lates only medaille dhonneur for attendance. Do dol 
the spirit. life underv riters. | am sure, not get the idea that poe 1s old FISCAL Dk PARTMEN | 194. 
= +} conduct « ereat thought for it is not true, he 1s only so os Say. , a “se ; ‘ : = 
o ‘ vhicl if ienathansiiadl will ws anv vears voung. One is reminded of 237 METROPOLITI \N rit ATRE BUILDING in 
oo asl > as <b> ar “ee coll 1 the lady of uncertain age who asked a 336 South Hill Street | a 
seact hundreds if 1 t] inds of dashing swain how old he thought she LOS ANGELES. CALIFORNIA Ae 
the co h of the country a shar d he replied, “I do not know, 
j ail ‘ ] 1 don't lool it.” Neither do ii 
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Executive Committee Adopts 
Thorp Resolution on Bonus 


STRONG position in reference to 
Atte endowment insurance provided 
by the government in the soldiers’ 
honus act has been taken by the exec- 
tive committee of the National Asso- 
ciation at its meeting Monday afternoon 
the adoption by unanimous vote of a 
solution offered by Orville Thorp of 
Dallas, Tex., which it is expected will 
be given equally hearty endorsement by 
the association itself when the matter 
is brought up on the floor of the con- 
vention. 


Cites Experience With 

War Risk Insurance 

n presenting his resolution, Mr. Thorp 
referred to the experience in connection 
with the war risk insurance and the tre- 
mendous lapses in that insurance because 
of the fact that it had not been placed by 
liie underwriters in the first place, and 
declared that a serious mistake had been 
made both by the government and by the 
life underwriters in not making greater 
efforts to keep that insurance in force 


EDWARD A. WOODS, Pittsburgh 


Chairman Executive Committee 


He spoke of some cases which had al- 
ready come to his attention in which for- 
mer soldiers entitled to insurance under 
the new act had declared their intention of 
cashing in the policies as soon as the cash 
value became available and pointed out 
the serious loss which the institution of 
life insurance would suffer if such a 
course were allowed to be carried out 

He said that regardless of whether or 
not the bonus bill as passed met with the 
aproval of life underwriters, they should 
now do all in their power to keep this 
insurance in force. He expressed the be- 
lief that it would be the nucleus for much 
more insurance to be written by the in- 
dividual companies; that the recipient of 
the bonus insurance should be encouraged 
to consider this as merely a gift from the 
government which should be preserved 
intact until maturity 

The resolution is as follows: 

Congress having approved the Bonus 
Bill and provided 20-year endowment 
policies for the service men, something 
like 4,000,000 persons will receive their 
policies within the present year. 

Each policy will represent a sum of 
money ranging from a few hundred 
dollars to $1800.00, payable in cash in 
1944 

Presumably the average policy will 
represent about $1,000, and after two 
years will have a reserve which its 
owner may borrow 





At maturity these policies will rep- 
resent in money the aggregate sum of 
$4,000,000,000. 

These facts challenge every patriotic 
life underwriter to serve his country 
and his fellow countrymen by making 
this army of policy holders understand 
and appreciate the value of these polli- 
cies of life insurance. 

To this splendid duty the National 
Association of Life Underwriters 
should pledge every sincere worker in 
American Life Insurance. 


Service Men Should be 

Urged to Keep Policies 

Fulfillment of this unusual duty re 
quires every man who loves America 
and realizes the sacrifices made by the 
ex-service men, to see every man who 
will receive a policy from the govern- 
ment at the earliest possible moment, 
and explain to him the real service of 
the bonus to him individually and to 
the country generally. 

It will be a tragedy if the educa- 
tional benefits of these polices shall be 
lost by the sacrifice for immediate 
cash which will be available at the end 
of two years. 

Every life insurance man in the 
Union must personally advise the ex 
service man upon the subject of his 
endowment policy. He must be made 
to understand that the very day his 
policy is issued the government has 
created for him an estate which at the 
end of 20 years will be available to 
him in person in cash, and should not 
be impaired by borrowing the reserve 
and thus robbing his beneficiary and 
himselt 

The first thousand dollars is the 
hardest thousand to earn or save. The 
government by this act of Congress, 
opens the way to every man who saw 
service in the World War to become 
a thrift begetter. It starts him on the 
highroad to personal independence. It 
shows him how he may forestall the 
probability that when he is 65 years of 
age he will be dependent. Ninety-five 
men out of every hundred at the age 
of 65 are either public paupers or pri 
vate dependents. 

It is commonly charged that not 10 
per cent of this vast sum of money 
appropriated by a generous people to 
the brave ones who were prepared to 
give their lives for their country, will 
be in the hands of those for whom 
it was intended at the end of the 20- 
year period 

It must be shown to the world that 
American ex-service men have more in- 
telligence than is conceded them by 
those who make this assertion. 

Many men are promising themselves 
to invest the earliest possible proceeds 
from these policies for perfectly legiti- 
mate purposes. 


Danger of Dissipating 

Soundest Investment 

Here is the danger. They are risk 
ing a sum of money which will cer 
tainly be available either to themselves 
or their dependents, in investments 
which may be unwise. There is no 
bank or creditor, no form of invest- 
ment, no expenditure for any purpose, 
so certain of return as the promise of 
the government contained in these poli- 
cies of insurance. 

Let us, therefore, show every man 
we meet, and manage to meet every 
soldier policyholder, the improvidence 
of which he will certainly be guilty 
when ‘he borrows money on his policy, 
surrenders it for cash, or in any way 
anticipates its benefits. Let us teach 
him to regard the whole sum to be 
available to all of the policyholders, 
rather than think of his small personal 
interest in a great economic accom 
plishment. Let us educate these pol- 
icyholders to ‘the value of carrying 
their policies through. Teach them to 





Progressive 
and 


Prosperous— 
that applies to the 


Wisconsin National Life 
Insurance Company 
Oshkosh, Wisconsin 


That applies to its policy holders and 
their beneficiaries to whom it has paid 
a million and a half dollars. 


That applies to its agency force which 
is an efficient high grade organization. 


That applies to its stockholders who 
are receiving reasonable earnings on 
their investment. 


That applies to the growth of the com- 


pany which has been steady and 
healthy. 


That applies to the territory in which 
it operates, Wisconsin, Illinois, Indi- 
ana, Michigan and Minnesota. 


Assets well over $3,000,000.00. 


Insurance in force well over $27,000,- 


000.00. 


Correspondence regarding agency 
openings is invited. 


WISCONSIN NATIONAL 
LIFE INSURANCE CO. 


OSHKOSH, WIS. 


General C. R. Boardman, President 
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place their policies in safety deposit 
vaults, there to remain as the nest egg 
of further investment, and the sub 
stance of things hoped for in advancing 
years. To us the opportunity is given 
to make through these policyholders a 
demonstration of the fact that no form 
of savings investment is comparable to 


legal reserve life insurance To us be- 
longs the gracious and useful service 
of advising the vast number of men‘ 
and women to hold to their govern 


ment insurance and realize its ultimate 
benefits, no matter how tempting may 
be a necessity for funds, or how prom- 
ising a proposed investment may seem 


Strong Stand on 
Supporting Bonus Plan 


For the above and many other equal- 
ly good reasons for our action, we 
propose the following preamble and 
resolutions: . 

WHEREAS, Four million persons 
are about to receive from the people 
of the United States, four million poli- 
cies life insurance maturing as en- 
dowments in twenty years, and ap 
proximately for the sum of $4,000,- 
000,000. 

WHEREAS, Unless this immense 
sum be conserved by the individuals 
who are to be its beneficiaries, 90 per 


of 





will 
when 


million 


cent of the four persons 
be in straitened circumstances 
they reach the age of 65 years, and 

WHEREAS, It will be folly for them 
to anticipate the benefits by borrowing 
at any time the reserve of their poli- 
cies, thus dissipating the benefits they 
are certain to enjoy at the maturity of 
the endowment period; 


PHEREFORE, BE IT RESOLVED, 


That every man and woman engaged 
in life insurance in whatever capacity, 
be and is urged to seek every person 
who has rc ceived or may receive one 


of the 20-year endowment life policies 
contemplated in the bonus or Adjusted 
Compensation Act of Congress, for the 
acquainting him with the 
incalculable value of the plan of pay 
ment, it upon the prin 
ciple of legal reserve life insurance, the 
surest and method creating 
estates thus far devised by man, to the 
end that the splendid opportunity these 
policies offer for creating an apprecia 
tion of the value of thrift to individuals 
and to the nation may be made cleat 
and desirable, thus giving the highest 
service to the beneficiaries of the poli 


purpose ol 


based as is 


safest ot 


cies and performing a patriotic duty 
to our country by achieving in the 
maturity of these policies in 1944 an 
economic victory whose influence for 
the welfare of all the people will mark 
an epoch in social and commercial his 
tory; and 

RESOLVED, That the press of 
America be shown the direct and con 
tinuing importance to our country, so 
cially and politically of the judicious 


conservation of the vast sum of 
represented by these four million 
endowment policies 


money 
20 
year 


Opening Crowd Large 


(Continued from Ist Page) 


further announcements in regard to en- 
tertainment plans and announced 
that the Seattle underwriters were pre- 
paring to entertain all those who were 
planning to return home that wav and 
had sent down blanks for those who 
were going that way. 


also 


The Pacific Mutual male chorus gave 
an interesting medley of old-time airs, 
the words of which had been very clev- 
erly altered in some cases to apply to 
life insurance. 


\ telegram of greeting was read from 
the Des Moines Life Underwriters As- 
sociation, which stated that it hoped to 
entertain the national convention some 
year soon. A _ telegram was re- 
ceived from the insurance trust divi- 
sion of the American Bankers’ Associa- 
tion, emphasizing the spirit of coopera- 
tion which has been developed between 
the two organizations. 


M. J. RAYOR, Los Angeles: Two 
men similarly situated, both in the real 
estate business. One man carried $100,- 
000 life insurance. The other man car- 
ried none. In couse of time both men 
died. All men must die. The man who 
had $100,000 insurance enabled his fam- 
ilv to retain the properties he had, which 


also 


increased in value. The other man’s 
famuy are in want 
Business Insurance Saved 

Big Printing Plant 

Orville Thorp of Dallas, Tex., told of 
the case of the James A. Dorsey Print- 


ing company of that city, one of the big 
printing firms of the southwestern, 
where $165,000 business insurance on the 
head of the firm, who died about a year 
after it was taken out, saved the busi- 
ness when financial difficulties arose and 
made it worth a little more than 100 per 
cent. 


George Hawkins of Springfield, IIL, 


also told of an interesting case in his 
community, showing the value of busi- 
ness msurance 

Herbert D. Ivey, vice-president of 
the Citizens National Bank of Los An 
yeles, speaking on “Brains, Indemnity 
and Banks,” emphasized that almost 
every successful business is dominated 
by one man and mind and urged that 
the lite underwriters concentrate their 
efforts on that one man. 
Business Insurance Main 

Topic of Session 

The discussions of the session were 
wholly on the question of business in- 
surance, which was also touched upon 


in the addresses of two of the previous 
Che plan followed was 
from the method” used 


spe ake rs 


variation “case 


at other recent national conventions, in 
that each speaker cited actual cases 
from his own experience to show the 


the difficulties 
instead of dis 
ot hypotheti 


of life insurance or 
lack of it, 
possibilitic s 


value 
caused by the 
the 


cal cases. 


cussing 


Two sections of the discussion were 
opened by Frank Fitts of Tuscaloosa, 
\la.. and F. W. Heron of San Francisco 
and were led by Sol iF Vogel ot San 
Francisco and J. S. Fabling of Denver 
Mrs. Phoebe M. McCullough of the 
Equitable Life at Los Angeles, attrac 


tive and essentially feminine, but entirely 
at home on the platform, made a big hit 


were Orville Thorp of Dallas, A. D 
Bailey of San Francisco, M. J. Rayor, E. 
Phillips and Will G. Farrell of Los An- 


geles, and George Hawkins of Spring- 
held, Tl 

\t the opening of the session a tele 
vram ol vyreeting Was received trom 
President Wells, expressing his regret 
at being unable to be present and his 
hope tor a successful meeting It was 
voted that the association send wire 
to Mr. Wells. Similar messages were 
sent Monday by the executive com 
mittee and by many individual mem 
bers 
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The’ Standard Life Insurance Company 


of America 


HOME OFFICE: STANDARD LIFE BLDG., 


Pittsburgh, Pa. 


Has recently entered Ohio, Michigan and West Virginia 
and is now ready to consider General Agency Contracts in 


connection with the development of these states. 


The Standard offers up-to-date forms of Life, Accident 


and Health 


insurance. 


Excellent opportunity for men of 


character and ability to fepresent us with direct Home Office 


contracts and genuine cooperation. 


If interest 


ed, address 
J. D. Van Scoten, Vice-President 
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Hedges Makes Hit With — — ; The >» ae 
His Wit and Epigrams ual obligati 


from the contractual obligations I ha 
with it, is that it is 





The remarks of Job Hedges, counsel ; 
tl \ssociation of Life Insurance followed by an CCOnOnNC arguments an 
Presidents, were largely humorous and “ you can sustain the moral argument 
rew much laughter and applause He “me Ccomomic argument SoNows as the 
urdly became serious at all but con- ““> the night 
ribute some ideas on the fundamental Mental Comfort Big 
ppeal of life insurance. He said in Value To Life Policy 
art ; ’ ’ Now, I know no alchemy in finance 
Now, 1n the midst of all these things, that is better than working for what 
er it life of the United States, aid vou get and not spending all you get 
by its brainy men, assisted by its and then using the difference as a kin 
ot regulatory thing between you a1 
what time is to come I say ll sir 
cerity that with all the money that life 
insurance people can make, and wit! 
all the reservations, with all the pren 
iums collected, and all the death losses 
paid as fast as presented, the biggest 
value that the hfe insurance companies 
give to any policy holder is the ental 
omtort he gets during the period « 
that lite policy 
That is national wealth! Chat is 
wealth measured in terms of heart 
beats, and | am old-tashioned that way 
too l am one ol those queer peopl | 
believe that an emotion will carry vou 
farther than a logical syllogism I 
would rather be prayed with than cried 
for, anyway 1 would rather divide 
what I have and have somebody love 
THe than keep it all and have him hate 
me and not talk to me And there . 
no fun in living if the people you love 
don't like to have you around, and ther 
is no fun in hfe if you are being bur 
den Oo someone Now that ft not at 
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HUMay, surance men as the former president 
VE in of the Central States Fire of Wichita 
Ess Kan., is now Vic¢E president ot the Guar 
E antv Mortgage Company of Los An 
RtyY gveles. This company is offering 7 pert 
cent mortgages on Los Angeles im 
proved real estate, including dwellings 
business property and flats. J. J. War 
s, advanced by its courts, sustained rick, capitalist, is president of the com 


Howard 


and W. D 


its judges, and in the event of pany 
rouble, by the armed forces.—the fact the Continental National Bank of 
s that the stability of this country, and \ngeles, is president 
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ls upon the stability of the country; 
hich comes through its spiritual lite WILLIAM T. GAGE RESIGNS 
am not talking about its religious DETROIT. MICH., July 21—Willia 
This country is run by its emo l. Gage, for 35 vears general agent 
ns. The great people of this coun- the Northwestern Mutual Life at De 
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Milton | 


resigned and 1s 


Woodward a big 


ty—the people who project lite insur troit 
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rovect it through the emotions 
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assistance and protection Chev producer in the agency, who ts preside 
started it so that men would have time of the Detroit Life Underwriters Ass 
‘ e for their dailv task and their ciation 


W. K. MURPHY 


General Agent Southern California 


Northwestern Mutual Life Ins. Co. 


of Milwaukee 
709-712 Title Insurance Bldg. 
5th and Spring Sts. Phone TRinity 3821 
Los Angeles California 
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showed $41,631.94 and the publication 


department showed $21,426.01, a total for 


Treasurer’s Report 


The treasurer's report, made public the three departments of $98,345.96 

property tor the first time in the history “Life \ssociation News” and _ the 
of the National \ssociation, or in any protits on publications costing $13,087.67 
event tor the rst time in many years, and selling for $20,654.18, have placed 
showed a most satisfactory financial ex- the association in the best financial po- 
hibit. A year ago cash in bank was Sition it has ever enjoyed, says Treas 
$1,625 and the association owed $2,000, uret Robert L. Jones of New York The 
On June 30 last there was a cash bal- estimated receipts, 1923-1924, were $50 


ot over S10.000 


125.40 
257.40. 


and the actual receipts were $62 
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$32,919.60; advertising in “Life DISCUSS PROGRAM PLANS 
[wo points were emphasized in 
meeting Of prograt leaders and sym 
ers Monday night with Edward  \ 
Woods, chairman of the program co 
mittec presiding Chose were tha 
every scSsIoOl mist Start are stop on 
time, and that the emphasis in sales dis 
cusions and demonstrations should be 
laid on the small policies, to meet the 
riticism of some previous meetings that 
. much attention was paid to the biz 
iscs In fact it was sugwested in cor 
ection with one session especially that 
ill mention of $100,000 or half-million 
olicies should be barred 
The dis n of program plans 
brought out yrnie interesting points 
vhicl ( expected to bring goo ( 
sults on the convention floor 
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tion News $15,090.84 subscriptions to 


the Ne ws $5,390.89 all contribute d to wY these contracts; and gives ~ 
this gain S to policyholders a service ts 

There are three departments in Na & that satishes S 
tional Association affairs and the dues W ~ 
received with bank loan of $10,000 and N GEO. R. STILES Ny 
interest with a _"Special Contribution SN General Agent SN 
tund” ot $9,201.50 and convention cle RN) 911 Claus Spreckels Bldg S 
posits ot $1,450 made a total for this NI] c. / .. NI 
department of $35,288.01 Adverticiag i San Francisco, Calif Nn 
and subscription to “News,” (including iS S 
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LOOK CAREFULLY AT THIS CHECK! 


It is the Premium on $100,000.00 of Business Insurance, sold by Mr. C. L. Murrie of Dallas, Texas. 
Read the story of the case below. See how Mr. Murrie put it. 
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St he arm BY Kes 5% Sots, 
TO FIRST NATIONAL. BANK 
37-1 FORT WORTH, TEXAS 





The following is the story of the transaction quoted from a letter written by Ben Thorp, state man- 
ager of the Federal Life under whom Mr. Murrie works: 


I am inclosing the print of a check that I had reproduced in January of 
this year. Mr. C. L. Murrie, one of our Special Agents, sold this firm 
$100,000.00 of Business Insurance; $50,000.00 on the senior member of the 
firm and $25,000.00 each on the two junior members, the firm paying the 
premium. They are all comparatively young men and the gross premium on 
the three policies amounts to $2662.00, Ordinary Life Non-Participating Plan. 

Mr. Murrie, our agent who sold this policy, came to my office and asked 
me for some definite information as to how to sell a business insurance policy. 
I gave him the Diamond Life Bulletin, and told him to read it very carefully 
and I was sure he could get what information he wanted. 

The Diamond Life Bulletin helped Mr. Murrie a very great deal to sell 
this insurance, and I thought you would be interested in this information. 


The Diamond Life Bulletins will make money for you in the same way as they did for Mr. Murrie. 
and as they are now, every day, helping about 3,000 of the livest, keenest, most successful agents 
of the country. 

Our files contain hundreds of letters like the following from Mr. J. W. Plunket of Jamestown, N. D., 
who made several hundred dollars in commission on two cases, both of which resulted from the 
use of the Diamond Life Bulletins, and both cases being written recently during the first month 
after he began taking the service. 


Mr. Plunket writes: 
“T have closed a number of cases that I can give the Bulletins credit for, 
one Income policy with a premium of $1,896.75, and another with a premium 
of $4,900 and I never sold an Income contract before receiving the Bulletins.” 


You, too, would like a larger income and a more prominent position in your profession. You, 
also, would like to take your place as one of the “big writers”’ of the country. We can help you 
—POSITIVELY, UNQUESTIONABLY. We don’t want you to invest a cent until you have made 
us —_ THAT STATEMENT to your entire satisfaction. We are ready. Will you give us the 
chance 

Look us up at our booth near the Convention hall. You will find there a man who knows life 
insurance and who will be glad to show you some of the latest and most successful methods of 
selling being used today by the big writers of the country. 

You will not be pressed to buy anything. Come on over. You will pick up something worth 


THE DIAMOND LIFE BULLETINS, 420 East Fourth Street, Cincinnati, Ohio 
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The National Convention of Life Underwriters 


H. G. EVERETT, State Manager 


John Newton Russell 
Manager 


John H. Russell 


Reso, Manager 804 Garland Building 


Los Angeles, Calif. 
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The Home Office Agency of Greetings to | 
THE P ACIFIC MI ITU AI Members of National Life Association 
; . s a a | 
Welcomes Lincoln Nat’! Life Ins. Co. 
| 
| 


The San Francisco Agency of the 
Equitable Lite 
Assurance 
Society 


Extends a welcome to all the 


M. H. CASEY, Agency Mgr. 
10th Floor. 315 Montgomery st 


SAN FRANCISCO 


aM 





Delegates when they visit our city 


VA 





The Union Central Life 


‘ 
Insurance Company 


OW nm. z oe 
ep rhe interest earning ability of the Union Central 
rar ST is one of the w onders of the financial world. 


W. H. CRAMER, General Agent 


1002-6 Marsh-Strong Bldg. Los Angeles, Calif 





HE Leading California Agencies extend a 

sincere welcome to the Underwriters of 
America. They hope you will be able to drop 
in and see them before you leave. 


They believe California is a great state, and 
that it has a tremendous future. Its un- 
matched year-round climate, contented 
labor and amazing industrial growth offer 
untold opportunities to life insurance men. 


You are welcome here. 








GREETINGS 


Get acquainted with the Los Angeles Agency of the 


AE TNA 


Its service and advantages on excess lines and sub-standard 
business. The outlet for your producing ability is very big 
with the AETNA, due to its high limits and broad underwrit- 
ing facilities 

IRWIN J. MUMA. Manaver 


tth Floor, Merchants National Bank Building Los Angeles 


While in Las Anveles we extend to 


— 


J. B. 
DURYEA 
GENERAL AGEN'1I 

The Penn 
Mutual Life 
Ins. Co. 


901 Phelan Building 
SAN FRANCISCO, CAL 


Wy 


ul the ~“ rvices of 0 ir offices 











From the Los Angeles Agency of 


~The Mutual Benefit Lite 


| We are helping “Keep the White Spot White” 
Don't you want to stay and share our Agency success: 
COME IN AND SEE Us 
BERTRAM P. ROUSE, General Agent 


200 Hollingsworth Building, Corner 6th and Hill Streets 








CALIFORNIA AGENCIES, Ine. 
GENERAL AGENTS 
Continental Casualty Company 
Continental Assurance Company 


%th Floor C. A. TEASDALE, Pres 
Lane Mortgage Bldg H. L. BURFORD, Vice-Pres 






































Progressive and Conservative 
old Line Legal Reserve Com- 


pany. 
Openings for new live wire 


progressive agents. 


Come with us and grow with 


E Jos. Wahrhaftig, General Agent W.G. Needham, General Agent 
US. , 503 First National Bank Bldg. 216 Henshaw Building 
E San Jose Oakland 
5 Harry G. Rogers, General Agent J. S. Ingalls, General Agent 
E 724 State Street Euclid Savings Bank Bldg | 
Me =) Santa Barbara Ontario s 
Ee Chas. P. Rickards, General Agent | 
- 566-7 Spreckels Bldg | 
San Dic go & 
. e ES 7 «| 
roviders Life : 2 
de | FOR DIRECT HOME OFFICE CONTRACTS IN i 
‘ D LOS ANGELES 3) 
Assurance Company 1 
EY Address ¢| 
HOME OFFICE: 1530 NORTH ROBEY STREET Fe O. J. LACY S) 
=| 2nd Vice-President—in charge of Agencies fe 
CHICAGO, ILLINOIS = St. Paul, Minnesota B 
5 E 
rararararararererarererererereretererelerelerecererenerenenerere| 
























CALIFORNIA 


NOW OPEN 


The Minnesota Mutual 
Life Insurance Company 


Offers unusual openings for Dis- 
trict Agencies, with a definite 
plan of co-operating with these 
District offices. 


Write the following: 


Dr. R. P. Fournier, Gen. Agt. 
401 Phelan Building 
San Francisco 





John V. Hines, General Agent 
602 Peoples Bank Building 
Sacramento 



















































Gem City Life Agents value their 
company for its constant interest in 
their welfare. The good report of 
the company is a valuable asset that 
agents have learned to appreciate. 
It is a builder of confidence and 
good will among all policyholders. 


Assets over three-quarters of a million. 
Surplus to policyholders over $280,000. 


Licensed in Seven States and District of Columbia 


Gem City 
Life Insurance Company 
Dayton, Ohio 


I. A. Morrissett 
Vice President and Gen"! Mgr. 


A. J. Conover 
President 


HEALTH GROUP INSURANCE 


LIFE ACCIDENT 

















Every Year A Record Year 


Tracts itted 

Year olan Income ‘ion 

1999 1,571 $ 9,248.00 S 5,683.00 
1910 7,975 54,142.00 18,744.00 
1911 14,449 133,515.00 26,210.00 
1912 18,030 181,062.00 36,208.00 
1914 31,487 317,348.00 86,189.00 
1916 55,490 588,732.92 227,969.00 
1917 68,453 758,923.85 365,736.81 
1918 74,296 848,561.80 485,286.44 
1919 97,147 1,273,980.95 654,673.66 
1920 122,746 1,952,735.52 1,115,893.81 
1921 150,082 2,374,671.38 1,499,846.33 
1922 165,788 2,891,894.11 1,722,207.46 
1923 174,977 3,337,492.14 2,119,695.57 


This progress is simply the total of the increasing success of 
B. M. A. Salesmen, whose efforts enabled this Company to occupy 
Ninth place among all Companies in U. S. A. in amount of claims 
paid during 1923. 


Life, Accident and Health Insurance written separately or 
combined providing the widest range of personal Insurance Pro- 
tection. 


Business Men’s Assurance Company 
of America 


KANSAS CITY, MISSOURI 


W. T. GRANT, President 









































With 
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There is a humanness and a spirit 
of good fellowship permeating our 
entire organization that contrib- 
ute to the peace of mind and hap- 
piness of our men. 





*‘Ask a Jefferson Standard Man.’’ 


Jefferson Standard Building 
Jefferson Square 


Greensboro, N.C. 


BRANCH OFFICE SYSTEM—DIRECT CONTRACTS 


Jefferson Standard Life Insurance Company 


JULIAN PRICE, President GREENSBORO, N. C. 
Over $215,000,000 in Force 


XIX 





THE FEDERAL UNION LIFE INSURANCE CO. 
of CINCINNATI, OHIO 


takes this opportunity to state its position regarding erally. Many representatives of various companies h 
INSTITUTIONAL ADVERTISING. In order that commended the plan and expressed appreciation of th 
this company’s attitude may be fully understood in re- wide publicity which is being obtained and which re 
spect to small certificates of life insurance being issued sulted in increased business, directly created 

to subscribers of newspapers, we desire to call attention newspaper advertising 

to the larger amount of display space being devoted to We are open to suggestion and would appreciate 
extolling the benefits of life insurance protection gen- ions from the life insurance fraternity. 














An Ohio Company for ihe 
Ohio Agents Diamond Life Bulletins 


Has opportunities for ambitious and enterprising agents. are paying a profit 

Company comparatively young. Our men will grow To THOUSANDS of 

with us. The future holds positions of responsibility. . . . 

We have openings for gents, Tried Supervisors, Gen- Enthusiastic Life Insurance Men 
eral Agents and .Vanagers. Write FE. W. Gage, secre- who find the *“D. L. B.”’ ideas actually 
produce business. 


Write to 
The Toledo Travelers Life Insurance Co. The National Underwriter Company 
Toledo, Ohio 420 E. Fourth St., Cincinnati, O. 


tary, 
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nsurance Company 


OF DES MOINES. IOWA 





Over $20,000,000 of Business in Force. 
18th Year of Successful Progress. 


$200,000 Capital 


INNINMNNININMNONINNNNNOOOOOOOOOOONT: lenlenia 
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Now operating in: 
Minnesota Nebraska South Dakota 


All standard forms of life and endowment policies. 
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For agency particulars address 


HOME OFFICE: 
720 Sixth Avenue - - Des Moines, lowa 
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THE CONVENTION IS GOING INTO THE R&R HOPPER 


EVERYTHING FROM EVERYWHERE GOES INTO THE HOPPER 
Cp, ALL THE INSURANCE MAGAZINES | 


Pury De Country-Wide Newspapers .eare 
2 S 
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TA 
EVERY, WEEK EVERYMONTH EVERYMONTH EVERY\MONTH 
Zt SN Ay AG 
full digest Portfolio of Printed research 
al/news onall \ fexperienceson\ [tried sales plans magagine on 
angles of life al of the manages ready for the life insurance 
insurance problems sales facts 
/ \ V4 Z 1) 4 
{ aN 
sieve . sienctencien dels tig OO 
ae SEND TRIAL COUPON TODAY 
(a eT AND ACQUIRE THE CONVENTION 
4 mes + t GENERAL {Se eee eee eee ee eee ee e228 






ae Sse ~) AGENTS ; THE 
YF enasin ——e nae || LIBRARY + INSURANCE RESEARCH AND 
REN J 4 REVIEW SERVICE 


zi ) ' - : 
VERTICAL FILE GUIDES ( FOLDER ON REQUEST) (FOLDER ON REQUEST) § MOLLIDAY BLDG. INDIANAPOLIS, INDIANA 
8 Please enter me for the complete Service for 


hhe Current Service for General Agents includes everything in the four circles - seven sectionsa 

7 TENE JEIVI Jeneral nl: de: TV al . ‘ General Agents at the net fee of 42” a month 
month for #2” Jake the Current Service and add when'you please the GeneralAgents library and © ‘Subject tbcancellation atany time 
the Agents Sales Course, and you will have everything at your fingers ends, always up-to-date noloose ends.4 jane 
Ihe Service was established ten years ago. It is the only Service of the kind, the most complete business § company 
system inthe world. THE INSURANCE RESEARCH AND REVIEWSERVICE , INDIANAPOLIS. INDIANA.* ADDRESS 











Ask Your 
Neighbor 


At the Convention 


About the 


DIAMOND 
LIFE 
BULLETINS 


The chances are he 
finds them tremendously 
valuable in working up 
and closing big cases. 
Workable selling plans 
that are actually in use 
by successful agents are 
given each month. Over 
2500 subscribers to this 
practical service enthu- 
siastically endorse it. 
Letters from noted pro- 
ducers prove its highly 
advanced methods, vet 
an agent who had never 
written a $5000 policy 
closed a $6700 premium 
on the first case in which 


he used it. 


Full information 


furnished by 


THE NATIONAL 
UNDERWRITER 
COMPANY 


420 EAST FOURTH STREET 
CINCINNATI OHIO 
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GREETINGS 


‘To Underwriters 


In the great work to which 
we are all committed, the 
Grizzard System joins in a 
re-dedication to ideals and 
purposes advanced by the 
underwriters assembled at 
Los Angeles. 





That success may crown all efforts 
to make the institution of Old 
Line Legal Reserve Life Insurance 
even greater, nobler and more 
widespread than any accomplish- 
ments of the past is our sincere 


wish. 














GRL. 


Pronounced Griz~ard’ 


0 SYSTLZM — H 


id 9 


¢ GRIZZARD SYSTEM OF AMERICA, Incorporated oi 
Executive Offices, Illinois Merchants Bank Bid¢ 
i¢ CHICAGO 


¢ o 


eee eee EEE ____l __LLL_ 


CLEVELAND 


DETROIT 
AND PRINCIPAL CITIES 
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THE LARGER VISION: 


Life Insurance long since ceased to be on 
trial. Its service to society is so manifest that 
only ignorance or prejudice could doubt its val- 
idity. 

And yet, to what extent has Insurance taken 
its rightful place in the consciousness of the com- 
munity at large? Even the science of economics, 
which should be the first to emphasize its import- 
ance, does not give it the recognition it has so 
ably earned. The classical divisions of economics 
into production, distribution and consumption, 
include no proper place for the enormously valu- 
able work of Insurance. We need a fourth divi- 


sion entitled “Insurance,” to make possible its 


adequate treatment. 


In the past even insurance men were satisfied 
with a very limited public appreciation of the In- 
surance idea. By rule-of-thumb methods they 
made conversions of individuals, one by one, hit 
or miss, as they could. 


Then began the era of the National Associa- 
tion of Life Underwriters, and the old order 
changed rapidly. 


For an understanding of what Life Insur- 
ance really is, the public is dependent on the men 
whose central organization is this Association. 
And to this body, in major part, is due the credit 
for having brought about the welcome change. 


Our task, however, has just begun. We our- 
selves still need a wider conception of the im- 
mense service that Life Insurance will surely be 
called upon to render. But we are moving rap- 
idly in the right direction—a significant indica- 
tion of which is the new emphasis on the value of 
the Life Insurance Programme. 


If the future development of our business is 
to be increasingly effective, there is but one all- 
inclusive body of our colleagues to which we can 
turn for help and guidance, that is the National 
Association of Life Underwriters. 


The Association requires, and should re- 
ceive, the unwavering support of every forward- 
looking Life Agent in America! 


New England Mutual Life 


Insurance Company 


Boston, Mass. 
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The Unique Manual Digest 


Complete Statistical Information 


On All Old Line Companies 


1,450 pages of rates, dividends and net costs, with 
policy analyses, financial exhibits and special information 
on each company. All the tables—American and Actu- 
aries reserves at 3, 314 and 4 per cent, and interest and 
discount tables. 


Most Complete Life Insurance 
Reference Book Published 


Price $3.50 


The National Underwriter 


Chicago Cincinnati New York 





The Little Gem Life Chart 


Most valuable of the vest pocket reference books. 
Amazingly complete information on 99 leading com- 
panies, and financial exhibit of ALL old line companies. 


ALWAYS SOLD OUT before binding is completed, al- 


though edition is increased by thousands each year. 


PLACE YOUR ORDER SOON FOR 1925—Out in 
April. Price $2.00. 


The National Underwriter 


Chicago Cincinnati New York 
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| Indiana :: Ohio =: Michigan 
~ 
The Nation Respects | The 
| Nn 
North Carolina Products || 3 AYETTE | = 
c 5 
c 2. 
“| LIFE INSURANCE |: 
North Carolina has assumed world leadership in 
the production of various things that are important COMPANY 
in lite—table-cloths, work clothes, underwear, hosiery, i 
botanical drugs, paper pulp, blankets and such—also ” 33 
in tobacco products. And not the least factor in North ° 
Carolina’s amazing progress has been the develop- LaFayette - 7 Indiana 
ment, at the same time, of its strong life insurance a 
companies. A favorable attitude greets the agent who 5 _ 
undertakes to write insurance for these companies, ro) = 
and good territory is open in many of the Southern | 3 Mutual = 
and Southwestern states, where Pilot general agents S » 
have been uniformly successful. The Pilot is 20 vears 8 l R 
old—sound, progressive, well-managed—and offers ega eserve 
the most complete line of protection in life, accident 
and health insurance. Use the coupon below to turn rm $3 
opportunity into gain, " E . | 
xceptiona 
4 A Z 
PILOT LIFE 3 —s. Is 
Z Opportunities | 3 
PP F 
INSURANCE : 4 
COMPANY | ow. Ww. LANE, A. E. WERKHOFF, | ® 
GREENSBORO, N. C. Secretary President 


A. W. McALISTER, Pres. 











H. B. GUNTER, Vice Pres., Agency 
Mgr. 
Pilot Life Insurance Co., 
Assets cect eral N. ze 
Att: H. B. Gunter, Agency Manager 
$7,230,000.00 Rae Mies 
. I am interested in opportunities t 
Surplus to Policyholders supvonent the ‘Pilot pe P arte Rene 
$1,680,000.00 Special 
. Signed 
Insurance in Force Over = 
Address 
$55,000,000.00 ; 
ro 
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GUARANTY 
LIFE INSURANCE COMPANY 


Davenport, Iowa 
ARE YOU LOOKING FOR THIS? 


If you are seeking a company whose chief aim is to keep each one 
of its agents satished and help them to become really big producers, 
doing so by its hearty co-operation; 

Then you are looking for the GUARANTY LIFE 

In all of these the GUARANTY LIFE is the kind of company every 
man is secking. Strong, progressive, growing rapidly—the GUAR- 
ANTY LIFE offers a number of progressive men an excellent op- 
portunity—everything that means success 

And if you have real ability, the GUARANTY LIFE is looking for 
you. Let’s get better acquainted now! 


IOWA, ILLINOIS, MISSOURI, NEBRASKA, SOUTH DAKOTA, 
NORTH DAKOTA, KANSAS, OKLAHOMA AND TEXAS 


L. J. Dougherty Secretary-General Manager 














Rates and dividends of 
99 leading companies 


The Little Gem Life Chart 


Financial standing of ALL old line companies 
Pubhshed by 
THE NATIONAL UNDERWRITER 


CINCINNATI CHICAGO 


NEW YORK 




















The Garden Spot of the World 











Federal Life Insurance Company 
CHICAGO 
THE BIG 


CHICAGO 
COMPANY 


Specialists in “Human Being” Insurance 


OVER 


$1,500,000.00 


Of Accident and 
Health Premiums 


OVER 


$56,000,000.00 
Of Life Insur- 


ance in Force 


Fertile Territory Still Available for the Right Men 


ISAAC MILLER HAMILTON, President 


FEDERAL LIFE BUILDING 


166-168 North Michigan Avenue 
CHICAGO 
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| INCORPORATED 1871 


DESIRABLE Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


OPPORTUNITIES 1871——"—"—"—"—"_—_ FIFTY - THREE YEARS —“—_—_—_—_—_ 1984 


of conservative and successful management have placed the 


er . oe LIFE INSURANCE COMPANY OF VIRGINIA 
are available at unoccupied field points where it is today—IN THE FRONT RANK of substantial, up-to-date 


. ues and progressive Life Insurance Companies. 
for competent men capable of placing 7 Sagas anes Congues 
NI I : Issues ORDINARY Policies of the most approved forms from $1,000 to $50,000, 
VW ¢ which are as liberal as safety will permit, with premiums payable annually, semi- 
iNeW nsurance in volume. annually or quarterly, and INDUSTRIAL Policies from $12.50 to $1,000, 
CONDITION AS OF DECEMBER 31, 1923 
: $ 36.916,613.75 


! UNION MUTUAL LIFE Assets ooo. 213.0 


Liabilities . , 3 32,373 


Capital and Surplus ; 4,543,406.51 
e I» urance in Force... 255.168.568.00 
P to Policvholders 2 696,034.43 


ayments ler 


| PORTLAND, MAINE TOTAL PAYMENTS TO POLICYHOLDERS SINCE ORGANIZATION. $32,747,895.35 


| JOHN G. WALKER, President 



































Visiting the Pacific Coast with- 
out enjoying Seattle and the 
prosperous, cool, scenic, ever- 
green Puget Sound country is 
like a banquet without dessert. 
—COME. 











Our Office Facilities Are 
At Your Disposal. 


Phoenix Mutual Life 
Insurance Company 
JAY E. WILLIAMS, Manager 


4456-4466 Stuart Bldg. 
Seattle 








WILLIAM J. BENSTON 


TA When 


ees ‘ os, ' By _* District Agent 





Suite 400 Central Building 
Seattle, Washington 





HOME OFFICE BUILDING 





THOS. A. GARRIGUES 
Agency Supervisor 
Western Washington 


; | Northwestern Mutual 
Central States Lite Life Insurance Co. 
Insurance Company sot Colman Building 
SAINT LOUIS | The Insurance Salesman 


$2.00 a Year 


Filled every month with valuable life sur 











selling ideas that pay 


220 E. Ohio St., Indianapolis, Ind. 
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Peoples Life Insurance Company 


Frankfort, Indiana 
**The Friendly Company’’ 








Home Office Building 
THREE MILLION, ONE HUNDRED SIXTY THOUSAND, SEVEN HUNDRED THIRTY-NINE 
Dollars IN SECURITIES DEPOSITED WITH THE STATE OF INDIANA FOR PROTECTION OF | 
POLICYHOLDERS. , | 
| 


PEOPLES LIFE Reinsured the CENTURY LIFE INSURANCE COMPANY 
March 10th, 1924 





Insurance in Force December 3lst, 1923........... $27,004,490.00 
{ | Insurance in Force June Ist, 1924................. $38,000,000.00 
' Splendid Agency Openings in the Following States 
Indiana Illinois Ohio Michigan 
Arkansas Tennessee Texas lowa 








|| AMERICAN 
ENTRA 
LIFE 


Insurance Co. 


INDIANAPOLIS, IND. 
_— ' Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 
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Pee! 


The Selling Process 


A life underwriter is more than a salesman, but 
unless he is a good salesman he isn’t often a good 
life underwriter. 


This Company believes that the Agent’s sales 
work can be made more effective if he is supplied 
with the right kind of selling tools. 


That is why each of our representatives is 
grounded in the fundamentals of the business 
through our Educational Course. As a practical 
aid in field work Guardian Agents have the benefit 
of a system of obtaining “leads” that has frequently 
been cited as one of the most successful in opera- 
tion. 

Numerous other features of our Home Office 


service help our men in the field to increase the 
effectiveness of their work. 


Service to policyholders is perhaps the best 
service that can be rendered to Agents. In this 
respect the Guardian is a pioneer, being one of the 
first Companies to offer its clients the health serv- 
ice of the Life Extension Institute. Today our 
Policyholders Service Department renders a com- 
prehensive program of service to our policyholders 
and their beneficiaries. 


Service is an overworked word; often it doesn’t 
mean much. But we pride ourselves in maintain- 
ing a definite plan of genuine service which is of 
practical value to our policyholders and our Agents. 


THE GUARDIAN LIFE INSURANCE COMPANY | 


IDIOM NMI Ic IOI IIIc ICI, 
~ - a ae ae ae ae ae ae ae 
se a ae TT | ate ste wwe) ee wee ce ate ae ee ue ce ue us eee ue ae ue ue Vue Vee us ue ee ae a ue ae ae eee ee 


OF AMERICA 


a as 
bc Se se 


ESTABLISHED 1860 UNDER THE LAWS OF THE STATE OF NEW YORK 
Home Office: 50 UNION SQUARE, NEW YORK 
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Service That Shortens 











Over 1% Million Policies Now In Force 


Only four other life insurance companies in America 
have more policy contracts in force than this company. 
The following figures show its remarkable growth in the 
last ten years: 





Jan. 1, 1914 
Assets ... . $ 7,804,230 
Policies in Force . 503,302 
Insurance in Force, 73,455,636 


Jan. 1, 1924 

$ 40,113,271 
1,552,803 
351,149 583 


Attractive opportunities open to competent agents in Ohio, Indiana, Kentucky, West Virginia, 
Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 


A Good Company to Represent 
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The Capitol Life Insurance Co. 


5252525260) F 


CLARENCE J. DALY, President 








DENVER, COLORADO 





1905 1924 





'WATCH OUR PROGRESS! 


MAGNIFICENT NEW HOME OFFICE BUILDING ; 
i 


lo 
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WILL BE COMPLETED AUGUST 1ST, 1924 
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| 
Desirable Agency Openings | 


with the 


MONTANA LIFE INSURANCE COMPANY 


Assets - - - $5,292,228.86 
Insurance $36, 136,606.00 




















| in 
| WASHINGTON OREGON CALIFORNIA 


This is the region Roger Babson predicts is to become “‘the richest and busiest 
of our 48 states.” Even now, on basis of number of policies in force com- 
pared with number of families, statistics show four-fifths of the Washington 
and Oregon, and three-fifths of the California territory, is undeveloped. 


Surplus to Policyholders $902,639.52 (17% of Admitted Assets) 
SECURITY KEEPS STEP WITH PROGRESS IN THE MONTANA LIFE 


RAY P. COX, Agency Manager H. R. CUNNINGHAM, Vice President 


220 Syndicate Bidg., Oakland, Cal. Helena, Montana 
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A Company with Friends Everywhere 


The agent who is selling insurance in 
this company, which for seventy-three 
years has been rendering unexcelled ser- 
vice, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that 
there is no better company in the land 
than the old Massachusetts Mutual. 
Its enviable record for service and the 
low net cost of the protection furnished 
make a combination that assures 
success to any real worker in the field. 








Massachusetts Mutual 


Life Insurance Company 
of Springfield, Massachusetts 


Incorporated JOSEPH C. BEHAN 


in 1851 Superintendent of Agencies 





More than a Billion Dollars of Insurance in Force 





Ist Day 1: 
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WE SERVE / 
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GROWTH! 


A matter of natural development 
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Our growth has been persistent—our roots extend down— 
not out. We haven’t spread—but we’re rooted deep and 
lastingly in Illinois and Indiana. 








Steady, persistent growth means permanent life. 


Men who want to grow can make un- 
usually good connections with us NOW. 


OVER $10,000,000 INSURANCE IN FORCE 


CHICAGO NATIONAL 
LIEE INSURANCE COMPANY 


A. L. WHITMER, Chairman of the Board A. E. JOHNSON, Agency Manager 


CHICAGO, ILLINOIS 
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1844 1924 : 


‘The State Mutual Life Assurance Company 
OF WORCESTER, MASSACHUSETTS 


INCORPORATED 1844 








The new dividend scale keeps the State Mutual in the front rank ot low net cost 
companies 

lhe increased interest rate on dividends left to accumulate and on policy proceeds 
lett with the company makes the dividend and settlement options attractive to the 


p hic, he iiders. 


The new policy contracts, based on the experience of eighty years, are most liberal 
and, in accordance with the mutual principles of the Company, most of the new teatures 1 


have been made retroactive to old policyholders. 


The settlement options in the new policies enable the salesman to fit his policy 


holdes S every need. 


B. H. Wright, President D. W. Carter, Secretary 
Stephen Ireland, Superintendent of Agencies 
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| 
May Be Your 
Opportunity 





Age—- Be 
Al - Do you know that the great, broad, 
———. LM inviting South West offers a splendid 





opportunity? It does. 


Polity 


Dndiranylife Endowment at hge 85 
Premium ¥ 20. 92. 


Sncome Pisability 1 GF 
Double J nclomonity 1 Se 


| 
| 
The basis of all real production is the | 
soil, and, combined with ample rains, | 
followed by sunshine, the states of | 
OKLAHOMA, ARKANSAS | 
and TEXAS present a beautiful pic- __ 


ture. Not only a picture, but a reality. 





—— as _—~ as 





plus an intensive home office interest 
cannot fail to bring good results to 
to the agent. We offer that interest 
freely. We have endeavored at all | 
times to give personal, friendly help. 


Zi cuble 


“ enti 


ganized ~ /88F¢ 


Losurance in force $US OC G028 000 
Al Policres Reg:stered, 


Srourance Company 


Springtiokd, Mlwvors 


# > 4.37 | In other words, “Crops are good. 
§| Wheat is the biggest yield ever. 
Phy — §| Cotton is coming along fine, with 
/ 0} no menacing “bugs.” These two 
20 Fay if, Endowment al dge > | crops are the money makers. 
Premium 529, /Z ( Pere = 1 
Arcome Lean bhity 1.97 ( ersistent plugging away every day 
A, / JO 
y 
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Operating in Oklahoma, Arkansas 
and Texas the Mid-Continent Life 
can offer some very attractive openings 
in these states. 


Mid-Continent Life 


Insurance Co. 
OKLAHOMA CITY, OKLA. 





EDWIN STARKEY, Vice-Pres. 
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AMERICAN LIFE 
REINSURANCE CO. 


HOME OFFICE—Dallas 
BRANCH OFFICE—Chicago 


The management of the American Life again expresses 
heartiest appreciation for the generous patronage accorded 
the Company during the first half of 1924. 


INSURANCE IN FORCE 


December 31, 1919 $5,290,381 
December 31, 1920 19,025,345 
December 31, 1921 27,146,043 


December 31, 1922 
December 31, 1923 


June 30, 1924 


32,019,215 
41,224,327 


46,100,000 


Biggest June in Company's History. 


Biggesi Half Year in Company's Historv. 


ANNOUNCEMENT 


On July first the American Life moved into its own Home 
Office Building at 3015 Cedar Springs Road, which was 
formerly one of the handsomest residence properties in 
Dallas. The large shaded lawn fronts 350 feet on the 
principal automobile boulevard of the city, and the com 
modious brick buildings assure ample space for this rapidly 
growing organization. 

SERVICE—With excellent mail facilities and with tele 
graphic connections installed in the building we are pre 
pared to give PROMPTEST SERVICE to all our clients 
Mail and telegrams addressed Dallas, Texas, will reach 
us promptly. 

SECURIT Y—Our Home Office is owned without in 
debtedness and was purchased at a price that will prove a 
most profitable investment from a rent-saving standpoint 


SECURITY to policyholders has been enhanced. 


A most cordial invitation to visit us when in Dallas is 


extended to our insurance friends everywhere. 


OFFICERS 


BERT H. ZAHNER 
Chicago Manager 


\. C. BIGGER 


President 


MORTON BIGGER 


Secretary 


FRED D. STRUDELI 


Vice-President 








Strength 


The consolidation of the South- 
ern Union Life and the Fort 
Worth Life into the Southern 
Union Life of Fort Worth has 
given to the State of Texas an 
insurance organization of which 
we are proud. During the first 
six months of 1924 it has pro- 
duced ower $8,600,000 new 
business. 


The Southern Union Life is 
rapidly assigning choice terri 
tory in the State to agents who 
are real builders and who wish 
to become leaders in their re- 
spective communities. 


Southern Union Life 


OF 


FORT WORTH, TEXAS 


J. L. Mistrot Tom Poynor 


President 









































Have You Ever Lost A Case 
—In Competition ¢ 


Of course vou have and wh it is true th 
muulk of LIFE INSURANCE is written without 
‘tition, vet there are thousands of policies sold ever 
vear to hard-boiled business men, solely on the bast 

ost. ARE YOU PREPARED TO GET THAT 
BUSINESS? 


THE COLUMBIA LIFE INSURANCE. COM- 
PANY has had remarkabl SPE- 
CIAL $500 ORDINARY LIFE (Participating Con- 
tract). The rates at three ages are ? 


a 25, $18.32 per 
$1,000; 35, $24.09 per $1,000; 45, $34.22 per $1,000 


e results with 


nterested 


Your prospects Wi pe se rates 


WHY NOT GET YOUR SHARE OF THIS BUSI- 
NESS; 


OLUMBIA LIFE 
INSURANCE COMPANY 
CINCINNATI, OHLO 


S. Ml. Cross, Pres 
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HOME LIFE 


Insurance Company of New York 





ETHELBERT IDE LOW, President 


Sixty-Fourth Year 


Premiunis received during the 
vear 1923 


$7,686,855 


Payments to Policyholders 


and their Beneficiaries in 

Death Claims, Endowments, 
ee eee er 5,871,544 
Increase in Assets......... 2,401,507 
\ctual Mortality 56% of the 

amount expected. 

Insurance in Force.......... 247,373,210 
Manette FASGONS 6. icecscuwn 48,655,222 


Policy contracts with most liberal benefits and 
guarantees. 


For Agency Apply to 


GEORGE W. MURRAY, 
Second Vice President, 
256 Broadway, New York 
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THE GLOBE 


MUTUAL LIFE INSURANCE | | 
COMPANY 


OF CHICAGO, ILL. 


The Globe is the Oldest Life Insurance Institution of the 
State of Illinois Transacting Industrial Insurance 





Premiums payable yearly, half yearly, quarterly, monthly 
or weekly 


“CLAIMS PAID ON SIGHT”’ 


The highest grade of service to policyholders and representatives 


The latest is 


CLAIMS PAID BY TELEGRAPH 


To Which Have Been Added CLAIMS ADJUSTED BY 
RADIO. It is the last word in SERVICE 


T. F. BARRY, President, General Manager and Founder 


The Globe weekly news will be mailed you every week by request 
—without charge 



































AITHFUL service to policyholders, 
2E'3) low net cost of protection, warm 


personal interest in its agents, and a 








broad vision of life underwriting service 

these are some of the reasons why Fidelity 
is forging ahead, why its assets, its income 
and its insurance in force have doubled 
within the past ten years, its new business 
more than trebled. And four increases in 
Fidelity dividends have been made in the past 


four years 


Operating in 40 States. Over $270,000,000 
insurance in force. Full level net premium 
reserve basis. 





Fidelity Mutual Life 


Insurance Co., Philadelphia 


WALTER Le MAR TALBOT, President 


A few agency openings for the right men 























The Great Republic Life 


Insurance Company 
Of California 


Extends a Hearty Welcome to All 


Life Underwriters attending the 35th Annual Conven- 
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tion of the National Association and their friends 
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|! Peni fit as While you are in Los Angeles 
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The Great Republic Life 
Insurance Company 


A. OTIS BIRCH, President 


Ht So BRIDGEWATER 


Supt. of \gencn 


FB. OLD 


< 
ecretary 
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New Home Office Building 
720 N. Michigan Ave., 
Chicago 


Agency Openings in 
Illinois 
Minnesota 
Kansas 
Iowa 
South Dakota 
Texas 
Missouri 
Nebraska 
Michigan 





Wonderful Opportunity 
for Agents 


Nowadays, when a child is born, most parents begin to think 
immediately of its future, and to systematically lay aside funds 
for the purpose of taking care of the child’s training and school- 
ing in the years to come. Unfortunately, fate sometimes steps 
in here, and the untimely death of a parent often shatters the 
best laid plans for the child’s future. Haven’t you often heard 
the statement: “I should certainly have gone to college if my 
father had lived.” 


Do you know that this situation can easily be prevented? That 
the Central Life has added the Educational Endowment policy 
to its many forms of Perfect Protection? It is indeed a real 
opportunity for the agent. It is a policy that can be issued at 
from two to twelve years of age, and one that reduces Education 


or a start in business to an ABSOLUTE CERTAINTY. 


The parent can take one of these policies on the child's life, the 
policy to mature when the child is ready to enter college or 
technical school, using to pay the annual premium the sum 
which would ordinarily be laid aside as a sinking fund for the 
child’s education. The policies can be written for a small addi- 
tional premium, whereby should the death of the parent occur 
prior to the maturity of the Endowment, the Company will 
waive the payment of future premiums, mature the policy, and 
pay the proceeds to the child just the same as though the premi- 
ums had been duly paid. 


This proposition is live, it is easy to sell, and will greatly en- 
hance the already valued good will of the Central Life. Many 
a parent will thank the Central Life agent in the years to come 
for this protection afforded their little ones. 


The Central Life Insurance Company of Illinois 


720 N. Michigan Avenue 


CHICAGO, ILLINOIS 
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SECURITY LIFE 


Insurance Company of America 


ROOKERY, CHICAGO 





O. W. JOHNSON, President 


Insurance in Force - - $49,000,000 
Assets - - - - - 5,668,015 


Surplus Protection to Policyholders 430,178 
Payments to Policyholders since 
Organization - - - 4,403,769 


For almost a quarter of a century, the Security Life has 
been writing insurance with the thought to always be of 
real service to policyholders and agents. Carrying out 
this thought, the Company has built solidly and progress- 
ed steadily. 


It is old enough to be firmly entrenched; it is young 
enough to be vigorous, aggressive and ambitious. 


The Security offers to its agents, contracts which protect 
them. It is ideally located in the great heart of Chicago 
which means that agents and policyholders get quick 
mail service. Offering a broad insurance service, the 
Company is able to give advice and help in all matters 
pertaining to life insurance in its many phases. 


Openings for General Agents and 
Managers in Sixteen States 


Address 


S. W. GOSS, Vice-President and Manager of Agencies 
209 S. La Salle St 
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The National Underwriter 
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Our new state manager 
for California 


24 Convention Daily 
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PEORIA LIFE || 4 


INSURANCE COMPANY 


offers to its agents 
& program of constant 
all~year~round service ~ the 
practical kind of service that 
makes them successful 


Co-operation 


Lee R. James and prosperous. Headquarters 


Peoria Life Home Office Building 


We Are Now Developing California 


dt has always been the policy of the Peoria Life to multiply the oppor- 
tunities of its Agency Force by developing old territory and entering new 
territory as rapidly as circumstances warrant. In line with this policy, the 
Peoria Life recently secured admission to California. 

A further policy of the Company has been to make all promotions from 
the ranks of its own agents. In line with this policy, Lee R. James, formerly 
district manager for eastern lowa, has been made state manager for Cal- 
ifornia. Mr. James has already begun the building of a live active agency, 
and has entered on the production of business in a fine large way. 

It has never been the policy of the Peoria Life to disturb agents in their 
company relations. It is not our policy now. We are not interested in mak- 
ing contracts with agents of other life insurance companies. However, to 
agents handling other insurance lines, who contemplate a life insurance 
connection, or to men of your acquaintance outside the life insurance field 
who are looking for a real future, with every cooperation to assure success, 
we have something interesting to offer in California. Such men “may learn 
something to their advantage” by communicating with the Home Office, or 
with Mr. James at his offices, 726-7 Consolidated Building, Los Angeles. 


PEORIA LIFE INSURANCE COMPANY—PEORIA, ILLINOIS 
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What Is 
Brokerage Service? 





a 
| 
| 
| 

Brokerage Service, as defined by the Missouri State Life, and pro- | 

vided in the Company's Branch Offices, has many features: j 

| 
| 
| 
| 
| 


Expert advice and assistance to all insurance 
men on Surplus and Substandard Life: and on 
Accident, Health and Group Insurance. 











Help, without a string to it, in closing cases. 
| All the commission belongs to the broker. 


Prompt action on Surplus and Substandard 
Life; liberal underwriting rules. 


Generous first commissions and guaranteed 
non-forfeitable renewals. 
| | 





Business handled either on a contract or one- 
case agreement basis. 


Co-operation of Branch Managers and Agency 
specials trained in up-to-date methods of writ- 
ing Life Insurance: and thoroughly versed in 
Accident and Health and Group Insurance. 


In a few words, that is what the Missouri State 

Life means by Brokerage Service. The Com- 

pany was among the first to make its Service | 
available to all insurance men, and its system 

has been perfected by long experience. This 

Service is at your disposal. 











Havana in 1925 


OVER HALF A BILLION IN FORCE 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President Home Office: Saint Louis 
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Announcement 
to Life Underwriters 


Through a new plan developed by the Continental 
Casualty Company, you can not only sell more life insurance 
for the company or companies you represent, but you can 
greatly increase your income and improve your service to 
your clients. 


Every client on your books needs disability protection. 
Millions of dollars of life insurance are being sold every 
month in conjunction with disability protection. The 
Continental has perfected a plan for writing business on 
this basis. 


This is what some of the largest multiple line agencies in 
the country say of it: 


“Renews better than lite insurance alone.” 

“Increased our renewal income 2!’ times in 18 months.” 
“Helps new men make good from the start.” 

“Adds permanent, worthwhile clients to our office.” 
“Best line in our entire office.” 

“A real service to our clients.” 


If you are interested and operate in towns or cities of 10,000 
population or larger, write to the 


SERVICE DEPARTMENT 


Continental Casualty Company 


CHICAGO, ILLINOIS 
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You're an agent—/that’s fine. 

Phe company you represent is a good one—that’s admitted. 

You are striving to make more than a living—that’s obvious. 

You've heard about the Pacific Mutual’s Non-Cancellable Income Poliev—that’s natural. 

Perhaps you don’t know that we paid agents and brokers over $50,000 a month in commis- 
sions on Non-Cancellable business alone last vear—that’s a lot of money. 

You can convince any business or professional man in two minutes that $500 a month, pay- 
able to him for life, would help to beat the band in event of disabilitvy—that’s easy. 

You can interest that prospect still more when you tell him that the cost is only about $135 
a vear if he is middle aged—that’s reasonable. 

You can show him that with our Non-Cancellable Disability Policy, he insures all his old 
life insurance, especially those policies which have no Permanent Total Disability benefit—that’s 
service. .. 

Our Non-Cancellable sales each vear show a satisfactory increase over the vear preceding 
—that's progress. 

You ought to be increasing vour income during this prosperous vear—that’s certain, 

Non-Cancellable policies renew better than life insurance—that’s wonderful. 

Write for rates, information and open territory today—that’s wise. ‘ 

DANFORD. M. BAKER 
Vice President and Superintendent of Agencies 
LOS ANGELES, CALIF. 
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There are many problems that 
confront the agent who solicits 
business in the agricultural 
districts. Likewise, there are 

many problems that confront 
the cityagent. Each agent has 
his problems that are peculiar to 
his particular prospects. Each 
agent must receive home oftice 
help that meets his particular 
needs. 


The Farmers National Life 1s 
in an excellent position to give 
this specific type of help to the 
agent. The company, through 
its officers, understands agri- 
cultural conditions thoroughly. 
It understands conditions in 
the cities. It equips its agents 











2nd Day NATIONAL LIFE CONVENTION DAILY, 


SO 














of America 


Chicago, Ill 


JULY 238, 1924 
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NATIONAL 


— with this type of salesmanship 


material. There are no pro- 
miscuous shots that do not hit 
the mark. Every bit of ma- 
terial, every sales help, every 
suggestion is made with but 
one end in view—that of sup- 
plying our agents with good 
salesmanship material that will 
increase their business among 
their own classes of prospects. 


To line up with the Farmers 
National is putting yourself 
into a life time position of profit 
and enjoyable relationship. A 
warm spirit of friendly and 
helpful cooperation permeates 
every niche and cranny of the 
Farmers National organization. 


A COMPANY 
FOR ALL 


FARMERS NATIONAL LIFE INSURANCE CO. 


3401 S. Michigan Avenue 
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What Do I Need in Order to Succeed inthe Life Insurance Business? 


When your friend is considering a life work and comes to 
you with this question—what will you say? 


First—Proper Training 


Second—Adequate equipment 
Third—Early Income 


Recommend the Phoenix Mutual Life Insurance Company. 


The only life insurance company which requires that its 
sales force take a training course. 


IT OFFERS: 
A well equipped Home Office Training School. 


A direct by mail division which gets thirty per cent response from the 


public. 


A sustained National Advertising Campaign which makes the interview 
easier, for it tells the story of the kind of a man whom you recommend. 


[hat helps to bring the early income. 


PHOENIX, MUTUAL 


LIFE INSURANCE COMPANY 


HOME OFFICE s HARTFORD CONN, 





First policy issued 1851 


Read our advertisement in tomorrow's National Underwriter 





"i ane 








2“ LFF3 0732 00932 (0932 00932 ¢ 1023 trae enoe ne LY 


22 01) 








Jay 








NATIONAL LIFE CONVENTION DAILY, JULY 23, 1924 


























Ly 


yy? 


‘/f 
,. Vy 
mae 
v\Ss 


‘WHT 


a~ 
= 
yy 


1277? 
Zz% 
= 


a 


Bis 


2 
» 


32 
s 


~~) 


Z@ 
“ 


5 AIS 




















NY 
N e 
Wits 

| | NY 

When you want to know everything about a man, go to his home town and Ms 

ask the “home folks” about him. They know him. ? 
It’s the same way with an Insurance Company. : [Soe 
The “home folks,” and that includes its family of Agents wherever located, | Ye 
are the ones best qualified to tell what kind of a Company it really is Rg 
: . ' : = Ss 
The cordial good will that always has existed between the American Na- aS 

. . . - . . . . ‘ = WN > 
tional and its Agents has been the dominant force in making it a leading Com- Ys 
peor. Se 
Working with rather than for the Company, American National Agents i RS 
have interpreted American National ideals for integrity and Service to policy- : NE 
holders in such a way as to naturally build up good will for themselves as well E Rw 
as their Company. Sue 
“re ewe ° ° ° . (yy? 
Ability and willingness to render impressive service year in and year out, NB 
in good times and in bad, is the real test of Company co-operation and the ti 
American National has stood the test. It has kept in tune with the interests of Ve 
its policyholders and Field men. 13 
al 


_ Operates in twenty States and the Republic of Cuba. Splendid opportu- 
nity in many States, particularly Illinois. 
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December 31, 1923 


December 31, 1923 Surplus to Policyholders 











S : Life Insurance in Force $2,869, 1 71.45 We 
WY Al $ yy, 
IIS 215,037,404.00 Paid Policyholders and Ie 
WW their beneficiaries since 
wv Assets organization. | Bonet 
SV : ISN 
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ORDINARY AND INDUSTRIAL 
AMERICAN NATIONAL INSURANCE COMPANY i 
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OUR AGENTS HAVE 





A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up 
to $5,000) for Children on variety of 
Life and Endowment plans, thus en- 
abling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. 
Annual, Semi-annual or Quarterly 


legbpebe : TEETTELL q Premium plan. 

EEE rE CEE ik RELETEIEL ~} Participating and Non-Participating 

‘EEEEROLN kek Thh hhh eb! Trt. —s«~Policies. 

Ns Re REEREE ‘| i 1 ‘! v i"t a mh REGKENREE My) . Same Rates for Males and Females. 
Double Indemnity and Total and Per- 


manent Disability features for Males 
and Females alike. 


Standard and Substandard Risk Con- 
tracts, i. e., less work for nothing. 
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Home Office Building ot Company at 166 W. Jackson Blvd., running through to Quincy 
nd We lls Stre wt, tight te tee heat t Chicago 5 Financial District. 


We have openings in Alabama, Arkansaw, Delaware, District of Col- 
umbia, Florida, Georgia, Illinois, lowa, Kansas, Maryland, 
Michigan, Minnesota, New Mexico, North Caro- 
lina, Oklahoma, South Dakota, West 
Virginia and Wyoming. 


THE OLD COLONY LIFE 
INSURANCE COMPANY of Chicago 


B. R. NUESKE, President 
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SPEAPLERVIT 


INSURANCE COMPANY 


AIOM! 


WELLS ANOS RANDOLPH STREET 


CUICAGOoO 








July 22, 1924. 


| Life Underwriters of America, 
Los Angeles, Calif. 


Gentlemen: 


We employ this opportunity to extend 
Sincere greetings to you at the Convention, and 
also to the less fortunate who cannot attend. 


Ve hope the Convention will be an aid 
and inspiration, resulting in a greater measure 
of success to all. 


It is the constant endeavor of the 
Peoples Life to put into practice every worth 
while new idea, to keep its policies for children 
and adults up to the minute, and truly to support 
its Agents. 


Our success is attested by the en- 
thusiasm and loyalty of our men in the field. 


Cordially, 


M. J. HIGGINS, 


General Agent. 


P.S. Some desirable territory available to 
producers. 
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i National 
Life Insurance Company 


! MONTPELIER, VERMONT 


OFFERS i 
A NET COST 5 | 
ri that has constantly improved during the past ii | 


twenty years, as a result of seven distinct 
increases in its dividend scale, 





AN INVESTMENT COMPOSITION 
that has produced remarkable results— 
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A FLEXIBILITY OF CONTRACT FORMS 
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Hy adaptable to every need, and 
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LIBERAL TERRITORIAL OPPORTUNITIES if 
for underwriters of character and ability A. : 


Ue 


at 


, Th 
| ata EDWARD D. FIELD, Second Vice-President LORIMAN P. BRIGHAM 
Supervising Underwriting Superintendent of Agencies 
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“Write an ad,” 
Mr. Sullivan said. 






F- PIELL the National Association of 
(ae Life Underwriters something about 
M2Jthe Great Northern Life.” John A. 


Sullivan, vice-president of our company, in 
charge of the Life Department, said that 






and left the advertising department. 

That’s a pretty large order—to tell about 
the Great Northern Life. I might tell about 
our steady increase in size. I might discuss 
our policies or tell how many square feet 
our home office occupies on one of the busi- 
est corners in the Loop. 

The most significant thing about the 
Great Northern Life, however, in my opin- 
ion, is the spirit that pervades the organiza- 
tion. From the executive committee to the 
office boy, everybody around here is a whole- 
hearted booster of the Great Northern Life. 

There is a humanness about the relations 
between the officers and the rest of the or 
ganization which inspires everybody to do 
his best. One reason for this, no doubt, is 
that the officers are men of long experience 
in insurance. They have spent years in the 
field, and know this business from the 
agent’s viewpoint. They are always ready 
to give the utmost cooperation to any one 
in the organization. 


The Advertising Manager. 


Great Northern Life 


Insurance Co. 


110 S. Dearborn St. Chicago 
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YOU JUST KNOW 

HER DADDY HAS A 
NORTHWESTERN MUTUAL INCOME 

POLICY FOR HER 


There are many reasons why The Northwestern 
Mutual appeals to men of affairs for the protection 
of their Families, their Businesses and 
Themselves. 

Northwestern agents are happy and prosperous 
New agents are started right with the new com 
prehensive Training Course and receive active co 
operation in the use of the new sales plans from the 
Educational Department, which keeps them abreast 
of the times 

THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 
MILWAUKEE 
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Don’t Leave H 
California 


until you have visited historic Sacramento, have seen the State Capitol 
grounds, the Crocker Art Gallery, .old Fort Sutter and interesting 
landmarks of the Days of °49. 











From the roof of the modern 14-story California State Life 
Building, facing the Plaza made famous by Bret Harte, you will get 
a wonderful view of the fertile Sacramento Valley, with the snow- 








capped Sierra Mountains, the Coast Range, Marysville Buttes and 
Mount Diablo in the distance. 














See CALIFORNIA STATE LIFE 
Calif. State Life Bidg. Insurance Company 


Built and owned by the Company Sacramento 


without one dollar of encumbrance 





! 
You will be welcome : | 
| 
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a7 pn A 
A'sYour Community, 
ae 
f ‘ Our Money Is Invested 
In Your Community 
4 oe J 
f "| cee e— Back of every policy you sell 
ee [i is an investment in the 
oA } . community from which that 
“a business comes—Municipal, 
: County and State Bonds— 
. ==)" First Mortgages to your 
neighbor. 





























We deposit the premiums 
you collect in your local 
bank. So Your business is a 
local business. 


= NER ‘Sand Bankers | 


| 
=Lifels Lindsley ance Company, 


PRESIDENT SECRETARY 
J. G. Cutler 


FIELD SUPERVISOR 


ichita,Hansas 
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aS are appreciating 
it more and more the 
value of Life Insurance 
and the great unselfish work 
of the underwriter, who con- 
stantly is ever watchful of 
his community and stands 
for straight thinking and right 
principles in respect to its 
affairs. 


It is only natural that an 
organization of the caliber 
of the National Association 
of Life Underwriters should 
grow from such a body of 
insurance men and women. 


In common with all life 
insurance companies, we 
wish to express our ap- 
preciation of your great 
work. 





The Ohio National Life 
Insurance Company 


T. W. APPLEBY, President 
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ereby extends cordial greetings to 

all visiting representatives of In- 
surance Companies attending the Life 
Underwriters’ Convention at Los 
Angeles. 


We are sure you will want to come 
back again after you have enjoyed our 
Western scenery and delightful cli- 
mate—where crop failures are practi- 
cally unknown and prosperity reigns 
always. 





FULL COVERAGE 


LIFE—ACCIDENT—HEALTH 


In Combination 


At the Lowest Cost 











Established 1906 


D. B. MORGAN, President 


HOME OFFICE: 


Seattle, Washington 
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The Prudential’s Latest Contribution 
to Life Underwriting 


THE WHOLE LIFE POLICY | 


WITH 


HALF-RATE PREMIUM 


FOR 


FIRST FIVE YERAS 


furnishes its representatives with a line of contracts that 
have a special fitness for the needs of the business man, 
whether he be interested in Group Insurance, Wholesale 
Insurance, Monthly Income Insurance, Protection for his 
Business Interests, Insurance to Cover Inheritance Taxes, 
or Insurance to Protect. his Home and his Family. 

Policies written with Accidental Death Benefit and 
Disability Income Provisions. 


The Prudential Provides Protection 
at Low Net Cost. 


The Prudential 


Insurance Company of America 


Epwarp D. Durrie.tp, President 





Home Othce, Newark, New Jersey 
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The Union Central Life Insurance Company 


EDWARD A. FERGUSON 


Manager 


| CHICAGO | 


| ILLINOIS AGENCY 
| 
| 
| 























There is a 
REASON why 
you can earn more money 
in the Chicago General 
Agency of the | 


N CHICAGO there is 


a big opportunity for AB T N A 


the live agent. Here LIFE INSURANCE CO. 
are thousands of of Hartford 





prospects. Men are engaged 


| Northwestern | in many professions and busi- 


! M t | |_if | ness activities. There are big 
; | 
utual LIE | men to be reached. Chicago lpn Si 

‘ o.* to men oO! vision 
INSURANCE CO. has men of high position and . | 
. ‘ . 
| a heaeeaaceen great resources. Then life in- Brokers will find us | 
. especially equipped i - 
OUR SYSTEM OF surance work needs agents to aid them with 
AGENCY PROTECTION who can get those of more their problems. 
1. Agents are protected against modest income. There are . " 
rebaters. Now writing sub- 


clerks and wage earners to be 


2. Agents are protected against standard risks. 


brokers. insured. 


3. Agents are protected against 
“part-time men. 























* Sie nen ee ee Men operating through the | 
as pea well established and high | 
grade offices represented on S. T. WHATLEY 
this page are succeeding. Manager 
Hobart & Oates nn se Ne 2043,—230 S. Clark St. 
Geneval Agents - en Chicago i 
ROOKERY BUILDING . ! 
| 209 S. La Salle St. H 
A GOOD “HOOK UP” FOR “LIVE WIRES” 
— The Three Million a Month Agency We Make You 
wan | 
Succeed | 


cw | | THE MUTUAL LIFE |_| | 
We Want INSURANCE CO. of N. Y. | Success Makes | | 


; : | 
Good Men DARBY A. DAY, Manager | You Money i | 
| Chicago, Illinois : | 
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The Home of The Lincoln National Life 


When you are in the region of Fort Wayne drop in on us. 
We will enjoy showing you through our new Home Office which 
has been proclaimed “The Most Beautiful Life Insurance Building 


in the World.” 


Among our many visitors each month are officers and agents 
of other life insurance companies. We take genuine pleasure in 
showing them through our plant. There are no secrets about any 
of our processes. A number of our visitors have been so generous 


as to thank us for service ideas obtained while here. 

We point out the favorable alignment of our different depart- 
ments because our Home Office structure is builded with the view 
of arranging the service sections in most effective order. Our em- 
ployees are all aiding in a spirited way to dispatch service to policy- 


holders and held men. 


Our Home Office organization and spirit of our co-workers 


offer definite aid to all who 





(INK UP ((Jwitu THe ()LINCOLN) 
The 


Lincoln National Life 
Insurance Company 


**Its Name Indicates Its Character’’ 











Lincoln Life Building Fort Wayne, Ind. 


Now More Than $300,000,000 In Force 











A GOOD REASON 


What does one agent 


* * . 


Want with two (2) copies 


> * > 


Of The National 


* * . 


Underwriter? 
* . > 


That's easy. He says 
He finds it pays 


Him to read a 


* * * 
Little on life 

* > * 
Insurance before he 


* * + 


Starts out so that his 


7 » > 


Mind will get a new 


Slant for the day. Thus 


* * * 


He keeps from going 


Stale on his canvass. 


He subscribes for one 
Copy at his home and 

* * * 
One at his office 


* * * 


So that no matter 


. * * 


Where he starts from 


* * * 
He has at hand 


The newest thought 


And the most stimulating 
* 7 > 
Ideas of men 


* * * 


Whose problems are like 


His. He finds best 


Results are secured 


When his mind has been 


Busy with insurance thoughts 


Before he reaches 


The Prospect. And that 


Is why he takes two (2) 


* > . 


Copies of the greatest 


al > . 


Life Insurance Weekly— 


The National Underwriter. 
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New England | State Mutual Life Assurance Company | || 

Mutual Life Insurance | of Worcester, Massachusetts | 

i omp any INCORPORATED 1844 | 
ee E. H. Carmack 

Always a Resolute Defender Everts Wrenn 


of the Mutual Principle in General Agents 
Life Insurance Practice 





Both Agencies 
EDGAR C. FOWLER JULIUS H. MEYER 


Senet ane rsa Fe | SUITE 511 TO 516 GAS BUILDING 
705 First National Bank Bldg. 30 N. La Salle Stree 
rvecheme mg ILLINOIS . pe tnt ee ’ S H I © A G O 


a0) COPE TTANNR 2A TEETER 


BERKSHIRE LIFE 
{| INSURANCE COMPANY 
Pittsfield, Mass. 


ASSACHUSETTS COM- Joseph H. Strong 


General Agent 


PANIES have always stood t x 


out prominently as bulwarks 





é3) 


Ge ~ . - - . “7 . 
of safety in life insurance. 


: In fact. Massachusetts is a synonym for 
We have room 


fortwo or three dependable protection. Massachusetts JOHN HANCOCK 
ee tive laws and Massachusetts state super- . ee 
more active as : Life Insurance Company 
agen .* in vision are recognized the country over of Boston, Mass 
Chicago. as exemplary. The Chicago agencies of 


Massachusetts companies have taken 


special pride in being able to carry the 


WYMAN & PALMER banner of sound life insurance to the i 
General Agents people of that great city. 1022 First National Bank Bldg. / 
105 So. La Salle Street Chicago 


Chicago, Ill. 


. . ~ ° - . nv sen rrennnens cone, . vero eonnrnensseeummenaen oresasens Pe ee mel 
a evneee . , 


Chicago Agency  Bokum & Dingle 


General Agents 


Massachusetts 


| Mutual Life | | Massachusetts Mutual Life 
INSURANCE COMPANY Insurance Company 
: of Springfield, Mass. 


L. Brackett Bishop, Manager 8 
2020 Harris Trust Building 112 W. Adams St., Chicago, IIL | 
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Srability 
Progress 





INSURANCE COMPANY 


There are a number of ways to take the 
measure of West Coast Lire. 


It has admitted assets of more than eight 
and three-quarter million dollars—which 


denotes Strength. 


Policy It has a surplus in excess of nine hundred 
Improvements thousand dollars available for policy hold- 


1. Reduction in premium ers—which indicates Stability. 


rates for non-participat- ' : 
inn policies. oe It has consistently broadened its scope ot 
2. Total and permanent dis- service through policy improvements— 
ability benefits with an- thick Provre 
eet rem cenendire which represents Progress. 
seerind. ' 
a og But the most important fact in connection 
of sub-standard lives. with West Coast Lit is an increase in 
: ee insurance-in-force during the past year of 
e i) surance. . . : 
25 per cent—which means Public Confi- 
Write for details. dence 


An insurance company which measures 
up to that standard, may face the future 
secure in the knowledge of its permanence. 


West Coast Lire 


INSURANCE COMPANY 
HOME OFFICE-S.N FRANCISCO 


West Coast Service Includes Group and Substandard Insurance 
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‘Second Session on Income Insurance 


NAME bie —- Shapro’s ‘‘ Agency Meeting’ Was wn ae 
FOR NE Unique Feature on Wednesday 


Clegg Selected by a a 


Committee to Head . ; 
of Big Convention 


the Official List , 


Life Income Discussions 
Are the Big Feature of 
Second Day Proceedings 








Lackey Named for First 
Place Among Nominees in 


Vice-Presidential List 





. . Convention Headquarters 
Convention Headquarters Biltmore Theatre, Los Angeles. July 22 
Biltmore Theatre, Los Angeles, July 23 , 
HAT the interest in the sessions of 
HILADELPHIA will get the next T the National Association of Life 
P president of the National Associa- Underwriters on Wednesday was 
tion of Life Underwriters if the se- just as keen as on the opening day was 
lection of the nominating committee, evidenced by the crowd whi iwain 
made at a meeting held Tuesday night, packed the Biltmore Theater when the 
is ratified by the convention convention was called to order by Vice 
J. W. Clegg of the home office general President Lackey 
wency of the Penn. Mutual Life he g ( i ne insu ce 
at Philadelphia heads the list of nomi- ‘ ing 1 wel meet con t 
s chosen by the committee ed by t Ben F. Shapro agency at Oak 
So much sentiment for Mr. Clegg had i ( was ew naturally ex 
developed before the committee met that cite espe terest and " | the 
? his selection for the highest post in the elevates ‘ seats for t opening 
giit f the National Association was ot sess 
practically a foregone conclusion Mr Sol Vogel, this time in white flannels 
Clegg is a man of tried and proven ability izain led the opening song and the in 
and named for this important position ocation was given by the Rt Rev 
will undoubtedly give us a most efficient lo] |. Cantwell, bishop of the Roman 
administration Catholic diocese of Monterey, Los An 
George E. Lackey, general agent of the aaien 


Massachusetts Mutual Life at Oklahoma 
City, now vice-president of the National 
Association, and presiding at the present 
convention in the absence of President 


Hommeyer Pays Tribute 
to Life Insurance 
Charles Hommeyer of Cincinnati, 


itendent of agents of the Union 








Graham C. Wells, of New York, is to superit 
be returned as first vice-president under Central Life, representing t Associa 
the new numerical arrangement John tion of Life Agency officers, was the 
Henry Russell of the Pacitic Mutual Life hrst spe iker ot the n rning He paid 
in Los Angeles, who has done such efh- his tribute to the institution of life 
cient work as secretary of the associa- insurance nd gave some convincing 
tion for the past two years, is named for reasons as to why he was sold on it 
St nd vice-president, and Paul | Clark lie reterred t the keynote” speeches 
t hn Hancock Mutual Life in ven on Tuesday with especial appro 
Boston, one of the live wires of the al and got a good laugh in his refer 
ss. for third vice-president R. H. MOUSER and BEN F. SHAPRO, Oakland, Cal. ence to those tw speaker when he 
2 Re Mr. Shapre is General Agent and Mr. Mouser Agency Assistant in a Highly Successful declare that the onvention had eard 
ider of Salt Lake Agency of the Equitable of New York +} lom e €.9 nad +} | 
t W ( ) momon and TGS 
Named for Secretary € Tal 
ve D. Alder of the National Life Hy} — . ese =e 1 ~ : t+ hoth mem- : 
. agen eeting” conduc \ . 
. Vermont at Salt Lake City, Utah, now he Ben T SI \ “f + ; PR peste d Life Income Discussion 
I Salt . iy, tan, the ren | Shapro vencyv oO he it \ erypody 
tant to the esident for the Intet ’ ye - ‘ ; “pa “hye Pret ge beet Under Three Divisions 
- : ‘ " Li ‘ \ i 
Mi Dist s select s Oa Ca a uniau ; t to a l 1 me 1 ‘ n 
\f 1 y » + : ‘ ‘ ‘ \ 
Luss Ss st i t d oO : ‘ \ vore r ce ¢ ( ‘ y ses 
r + n . Secre l ' . no \ the n it 1 ilt i 
Ne \ x 4 } ‘ : ' con 
le record he has | ~—— . he 
1 affairs the assoc aul’ sate: illam Semmnaias ; 4 Wednesd “Biggest Delegate” . t awer Shapro was the 
 icw years, © : ning session, Vice-President Lack Conducts the Meeting the 1 se n and 
r orant . . -~ | } \ , . an di 
{ ( Wells f New \ < now = 
ft National As t is +] ‘ ,' ns 
@ . oO ‘ r oD 1 MS 
< rman t ex utive } j ecent ial 
- S ‘ 
t « ung \ ’ , 72 , ' ‘ at ) dissi 
r 1 election w t ta c ms . , d 0 « . : ere j ins ance 
lt conclusion of the hurs pipet nandedl tn mt s \ elpe . io urd 
the selections mas ! t the - P ‘ tic . ts the me 
nimiuttee ive met with s +} +1 at ( where | re 
g yrroval that their unanimous Some n t ge y reterreé it notably serve by Kel 
that time is assured Conducted as Though { ; ing lost weight during his | | \ \\ le of Oaklatr nd the 
in Agency at Oakland \ngeles trip. and in reply to a question thir making secure the sunset days 
The proceedings were conducted mn 3 it an automobile accident in which he , ne’s wn life throug life income 
BOOTH DRAWS VISITORS the theory that it was one of the reg gured in Los Angeles, Mouser declared jnsurance Fred S. Stri of Oak 
] rently every delegate to the con- ular Monda\ morning gency mice “5 t t the I ent lad heel misrepre ind 
heard of the Diamond Life © e Oakland agency, whi _an ( ec ss ya 
ilthoug! manv have not pre- alua nN teaturt t re shapro s men rus against rather siendet yomal 1 nt ' , lusi the < s 
tosel an a | ’ \ na ‘ ’ . } , eer hig ' ed 7 . on an tt pant : 
l an opportunity to see them. ! r do any outside work on Monday at a ct ae R > : t : a in ally striking 
ot The National Underwriter, Morning, always devoting that tin to ich ut 1) feet, and when she rr OV~ messa m re 1 t the importance 
nge of the Biltmore Hotel, is ' agency meeting veferences Wer er nsciousnes sked fee } to the nt is renewals, as a means 
surrounded by insurance ie s ‘ Ss to ng ‘ t é vn sunset days 
' nd at ; 1 t] ‘ ' 
wish to examine this splen- ‘8 i - ha phic 
Interest began even before Los Angeles convention Mr. Mouser introduced | ! \ vu is shown on the plat 
was unpacked Other life The meeting s ope! th the reg , Pitts g vl t ‘ size a is a dis 
tblications of The National ular agency song and later several other rst section of the « ussion, as a for t! t among the delegates 
are also shown at the nappy selections were given, directed mer nker wil had me interested G. Tavlor of Toronto, representing 
j CONTINUED ON PAGE 14 


i “peppy” song leader and accon CONTINUED ON PAGE 7 











DWARD A. WOODS of Pitts- 
FE burgh, one of the dynamos of the 

National Association, had charge of 
the section of the life income insurance 
discussion Wednesday morning, which 
related to recent actual cases where 
tates have been dissipated and where 
life income insurance could have helped 
Mr. Woods presented a number of 
specific himself and then called 
for other similar instances from the au- 
dience. He said: 

I came to talk on life 
morning Someone has 
takes about 15 years to get an idea into 
the medical profession. If you have to 
get a serious operation performed, and 


es- 


cases 


income this 
said that it 


go to a surgeon of the highest class, he 
knows the very latest there is to be 
known about surgery. But the rest of 


the medical profession do not know about 
the new knowledge. Ninety-eight per- 
cent of the people never get an idea the 
first time. Life income insurance is an 
idea 20 or 30 years old. How many peo- 
ple in this audience carry life income 





third of you, 
all trained and —— 


insurance? Only about a 


and you are 


life insurance men. \ man’s belief is 
indicated by what he does. If you don't 
know life insurance, you cannot sell it 
to other pt ople. 


Order 10 Per Cent Now 
Written on Income Plan 
Life income insurance comprises about 


10 per cent of the business done by in 
cent of 


surance companies today; 90 per 

the life insurance that 1s written is not 
on the life income plan, and in the great 
bulk of these cases the life insurance does 
not do its job You might just as well 
go to a phy sicta and have hin wive 
you medicine that does not cure you. 
We all know that life income insurance 
where it is for the family is practically 
the only kind of insurance that does 
its job. Did you ever know of a pen- 
sion system or ol any torm of group in- 
surance where the money was paid cash 
down If you are employe d ona salary, 
your compensation is paid to you week- 
ly or monthly as the case may be. You 
are not paid cash down in advance tor 
several years 

J. P. Morgan Tied 

Up Money He Left . 

}. P. Morgan left money to, I think, 
twelve women, and in every single case 
he tied that money up. He was a man 
whose wife and daughters were not in- 


THE NATIONAL 


UNDERWRITER LIFE 


INSURANCE EDITION 


Where Life Insurance Could Have Helped | 


Edward A. Woods Conducts Part of 
Program Dealing With Cases Where 
Income Insurance Was Badly Needed 


experienced in business. Certainly they 
were surrounded by some of the finest 
financial advice in the country. Mrs. ] 


P. Morgan was herself a woman of in- 
herited wealth. But when it came to 
leaving money to his wife and his daugh- 


ters, he did not leave it to them in cash. 
J. P. Morgan did not think it was safe 
to leave his family money that could 
be spent right away. His son is one 


of the most experienced bankers in the 
world. Yet old J. P. Morgan felt that 
it was not safe and wise to trust a prin- 
cipal sum to his family. 

Men of wide experience, men who 
have large sums to leave, men who are 
leaving their families surrounded by 


careful and experienced advisers, those 
sensle do their job right—they leave 
their money tied up. 
Government Plan on 

War Risk Insurance 

How did the government leave the 
forty billion dollars of life insurance 
taken during the war? Did they leave 


it to the beneficiaries in one lump sum? 
They did not. Shall we experienced, 
trained life insurance underwriters, we 
who are contemplating being profession- 
alized, disregard the experience th at un- 
trained people take advantage of? They 


know thoroughly well that the major- 
ity of our profession do not practice 
and take advantage of the safety of in- 
come insurance. 

In writing life income insurance you 
will write insurance easier, you will 
write larger amounts Even in Oak- 
land, you do not leave your wife a 


lump sum of money to last her the rest 
of her life. You get your money so 
much a month, or so much a_ week. 
When you are talking to a man about 
providing for his wife, you are talking 


in terms he will understand when you 
tell him that the money will be paid 
so much a month. Don’t talk in a 
language a man has to translate into 
something else. 
Women Buy Pianos 

and Automobiles 

I remember an old woman in the 
Monongahela Valley, to whom we paid 


$1,000. 
money 


She 
and 


promptly took $800 of that 
caer ght a piano. She had 
never seen a thousand dollars in her 
life, and all her life she had craved a 
piano, Don’t laugh; because think: do 
all of you people spend your money 
wisely? Another woman to whom we 
paid $4,000, promptly bought herself a 
$3,200 automobile. | shall never forget 
the first group death claim we ever 


paid. We paid a woman $32.47 and 
that time she was washing in a tub 
She said that she had never seen $32.47 
at one time before in her life, and she 
was washing to pay her husband’s fur 
eral expenses. When Judge Reed, the 
president of the company, heard of that 
ind similar stories, he added $150 fun 
eral In nefit to all the Philadelphia com 
pany’s insurance. You have no right to 
put a woman in that position 

\ Canadian government official re 
port states that only one person out « 


with 


20 reaches the age of 60 years 
money. It also says that 29 peopl 

of 30 who have money at the age 
OO”, lose it before they die. \ly triends 
I] have a mother. She is 87 years ot 
age. The thought of her losing the 
money that she once had at that age is 
ghastly I wouldn't like to lose money 
myself | have a particular fondness 
for it. No young man of 20 or 30 years 
with his wonderful ability to get jobs 


and keep them, wants to lose money 


For anybody, particularly women of 60, 


70 or 80 years of age, the loss of mon- 
ey is tragic. Haven't you seen cases 
of women who have a small sum of 
money, and are wondering whether 
they will die before they have it used 
up? They were simply running a race 
with death. They were wondering 


whether their principal would outlast 


their life. 


Where Group Insurance 
Relieved Mother’s Distress 


Why, the other day 1 told an old 
woman 83 years old that her son had 
been drowned at Chief River. It wasn’t 
a pleasant job. After the first distress 
- the aged mother had worn off a little 
bti she came back at me with the pitiful 
question, “Where will I get the money 
to bury my poor son?” And when [| 
told her that Spalding & Co. had cov- 
ered that and that she would get her 
son’s salary for a whole year and $200 
to bury him, and she knew that trouble 
was relieved, | went away. She died 
Sunday morning. She never saw a penny 
of that money, but Mr. Reed said that 
that aged mother’s last night was not 
doubly awful with that gruesome thought 
of “How will 1 bury my son.” It more 
than repaid the cost of group insurance 
for Spalding & Co., for a long time to 
some 

Do are 144 Civil 
the 
age of 85. 


you know that there 
War veterans’ widows of age of 8&4 
and over, 3099 at the and 488 
widows of Civil War veterans over 90 
years old who are beneficiaries of life 
income insurance 

Boys, it 1s so 
all you 


easy to present it. Why, 
do is let the other fellow talk! 
You get your prospect to tell you how 
much it will take his wife to live on 
after he has passed on. You ask your 
prospect. For instance, try it on your- 
self. Ask yourself how much is _ the 
minimum for your family to live on 
when you are dead—so much for food, 
so much for clothing, so much for inci- 
dentals. Then ask how much is your 
wite going to have. If you are not sold 
by that time on life income insurance, | 
don't know what else will convince you 
When you talk insurance to a man, and 
he tells you, “Why, I'm going to leave 
my wife $10,000 life insurance—or $20 
000.” or whatever the case may bh 

“Why, she never had that much money 
at once in all her life before!” But 
—you ask him about handing his wife 
$10 a week after he is dead. and that 
is a different story. Ask him how much 
it takes his wife to live on, and lh 
won't say $10. and he will say you don't 
know what you are talking about. Then 
ask him to put down how much it is 
going to take to pay the various items and 
then him to calculate what the es- 
tate he is leaving will yield. and you 
have just got that man talking himself 
into a life income policy And it will 
be vastly larger than anything you would 


1 
asa 


try to sell him. too. He'll figure it out 
tor himself, and he'll make it big enough 
Tow some men think they are illy 
proud that they are going to leave the 
wife $1000 when the die. but ask if 
he will be satisfied to hand his wife $ 
a week 


Carrying Policies 
Only $1,000 Each 


Actual experience shows that in- 
come insurance is far larger than other 
kinds, but 60,000,000 people are carry 
ine $60,000,000 0000 of and that 
means that they are «¢ only $1000 

Now that Sixty 
n people carrying 


insurance 
arrving 
a disgrace : 
only sixty billion 


apiece isn't 


milli 


2nd Day 


dollars of insurance or only an average 
of $1000 each 

Life income policies are always so 
much larger than ordinary life Why 
don’t vou talk it? It is to your bene- 
t and to your companies’ benefit and 
it is to so much greater benefit to your 
client. Notice the schools of sales- 
manship. Their teachings are that the 
only ethical basis for a sale is to pro- 
vide for a need. You cannot sell a 
policy without figuring a need You 


can sell a man a policy for two thou- 
sand or three thousand or five thousand 


and he will think that’s enough, be- 
cause maybe his wife never had that 
much money all at once before; but 
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ORVILLE THORP, Dallas 

Former President of the Association 
when vou figure how much money his 
vife is going to get per week tort 
rest of her life out of that poli y, does 
that policy cover the need? rt rigl 
thing is to provide for the need 7 mer- 
son says, “If vou sincerely try to give 
service, you cannot possibly es tI 
reward.” Now note that. He doesn't 
sav that vou get the reward, he says yé 
cannot escape the reward here was 
1 man who said: “Show me tl g 
h v o do ind | \M ll mak t 
ng thing.” The right thing to ¢ 


ecause 


1d to make 


a 
1 wav will be fou 


par You « 


unnot hlep if it is your rea 
sincere motive to render r¢ il service 
but find that in the long run it ¥ 
pay 


Lack of Income Frustrates 
Man’s Whole Life Plan 


Now I am going to give you 
other cases—cases where the la k 
life income frustrates a man’s whole 
plan Now. my friends, is it a § 
deal to sell a man a policy 
voing to do what he wants 
What would you think of a: 
who sold vou a plan that didnt 8 

mu the right house? What 
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think of an engineer, who made the to Europe a short tit stan te ' : ie ° 
ong plans for a bridge?—of a doctor rst thing had a very sad experience Or t Agents of Pacific 
prescribed the wrong medicine? contractor ticular fri » lushand’s “0 ale vt : 
w, it is awfully easy to talk about house. he ( ed, came to he mmediately at In Annual Session 
these things. I am reminded of a tarmer [ets go up vanted to i st het nsur ' , 
' . had an Irishman working for him. “let's go « he She $5000 + Sl eames eee \ 
farmer sent the Irishman to feed the man end ! ew r es. — 
pigs. The farmer asked him, ‘ Well, anxious t her 15 pet t S500 ; _ 
"es ‘ vou feed the pigs?” “Yis, sor.” 80 up there mm” «(C* ll,’ al th surance i sl \ ld | e it in ~ sadeapge Te pe : 
: hat did you feed them: Wh builder, | to inves > R ) , 
"2 ‘ | fed them hay.” “Hay?—Well, ™g to get up th nh ll, having ec! that ; t writit $200,000 ' ae , 
they eat it?” “Sure, I suppose they tere aint Sol 1 int te 1 - . 
‘ although faith they did a great No Stairways provided for in the plans ind s at st 
f talking about it! You and | They insisted upon having the house 1 WW he er she ; 
: t make life income a profession by built exactly to their pla nd their washing ’ r she C ( 
es- ' nl lidn . - | +15 ’ | ' 
the ng about it You | AVE got to | ans did t have anv stairways i he £ s < \ ’ ool : 
~ study. and fit the plan to the case onry way to get up stairs was to ita gent t x Ss \ ‘ 
“a n } and \ tailor wouldn't sell a suit ladder against the outside { the | is renders \s thet \ as sa { ‘ . . ; e] 0000 1. 
Te that didn't fit \ ¢: ilor, for instance, ae uma in through a wit dow 2 \ it and learn to present the right r t § $500,000 to $1.000.000 
i: ldn't cut a suit for Bill Mouser ona D!under was made, a bungling job y es 1 2] ‘ 
peer fo Ren Shapr« Yet. that is just half-done job Ss the xt . rin t SK ( ~ t 
= t some of us do, but that is cheat- _Now “er one else in this Oakland j. W. ESTES, St us ty mm 200000 toa $250.00 
g it's, well, it’s indecent! Now group sucKStaber,—knows of n i t vears ag ] 
a some of you people in Oakland are sell- Stance and som others will tell us of heard Ed \ S make JUST thts sat $54,000.01 
sa ing people Ben Shapro clothing to ht similar cases, where policies have failed = sper was t 
Bill Mouser. You all remember the case !" their purpose Where money could as It Is t $ ‘ . $487.0) 
— have been left on a life income plan and eral u rmatior t infl d 1 ) ‘ one » , 
was not, where the monev was dissi } +} — 
pated and never did any good time for $100 pe nt r my) ; ; - ; 
Tell us some other illustrations, where \ few vears lat i alas rT e 50 ' 
a policy was not written on the right a ao one a ; ve of $12,600 
plan ae back to one lump su 5 : Life Insurance Gains 
( | any might Dust . Int _ 4 
RAY DURDAY, Oakland ; ; =e Met Boon Matched 
At the time of the war and the period WR WOODS iis . \ nt \ 
of readjustment following it. the vice neriences have heen horne out : 
president ot a prosperous corporation - | have kenge retty <¢ a , 
lost his position He ad been earning pe a things ' ' ' ot} S 
$40,000 a year \r ld friend in New ere is a fe ture | want \ 
York, president of a firm he knew ‘—m mind about e incot nsuranes 
fered him a position at $12,000 a vear it 6 ing i ‘ cain 4 
PY This was so much less than he had been , “eg os ee se a to 
accustomed to earning that it was neces arg Lacing Pe : ; t 
sary tor him to readjust the whole plat * . % was ie ¢ ic 
of living for the family He was dis oe re a i tn ae a 
satistied He felt his position * : * , ‘ 
atc He determined t go int “ ee = ! 
for himself He had not accumul: ; ‘ P + 
very much, but | ad considerable life _ \ , 
imsurance wl ec! m torce tor . GU) LA As . 
number of vears He got together in , ‘ 
what he could and borrowed on the 1 so at time 1 , 
c.es ‘ Vs t . t lut | ! 
He went into the export business le insur ut t t , 
lis widow received the ins ce mone ‘ invest ' t | vi , nae oni 
ver and above his loans, which amount Fe t er « t t ! ‘ 
‘ ir. Bull He left his wife half a ed to approximately $50,000. She hada 4 irding 1st ! R t 
on life insurance and a mil large sum of money in a lump sum. wit | litth , 
lion in property, and ins! a year n _ She was § l ldre ‘ ‘1 l ag 
she died in a sanitorium, acted by ver DV eeling 5S! wht t to 
over losing that money Now, her husband's deat! She came to ( I rH thos er | . 
hat is trouble? The wrong fornia, spent about two years here and cated se ‘ é 
" traveled in other parts t the country I ypil ! rr thie ‘ | t 
. spending l, , ot heing a setamed ‘ t hye ] tock ' ‘ ' ivenwort 
Widows Lose Money in ri sit <b — Riper pag Be ge s 6 pemitontion i tory ends happily. Large Volume Under 
Worthless Securities extravagant without realizing it - oh dan ead Complete Protection 
\ year ago a little widow in Pitts- parents got into financial difficulties, shi \IR \RRISO.  auenene , , 
“ ask John Bowles he knows vave the m money ; she k aned her brother we ES LANIN ‘ . Ais : \ Ove are ! ( 
‘J this—she asked John Bowles to jn-law monev tc pay off a mortgage on , | rept nt t Penn Mutual : 
t her safety deposit box. She had his home She did not take 7 the = oo —¥ , " t 
$67,000 in worthless securities Inside mortgage or even get a personal note for “™ %.,5 { the st vea t of t 
on month she died. It killed her that money. She now. as you might ‘“°: , Now Re at g to Cal : 
Whitman of Cincinnati died and know. is at the end of her rope. Income &°5PC!, t© al the py eoru conve ~~. ' ' ' 
his ft $1,365 property and $45,000 worth- m the halance of her funds is harely “°" mut the mer ts of e 1 { ( e li 
> @ ss shares. Why didn't somebody sell enough to pay her room rent and she has ° me plat Wi Me nes to KI t cnis ¢ a bole ' 
does m life insurance? a ioh in the city f New York whicl We k wt. Carry that gos] uw you : na , RED, UU AD 
a Charles Peiffer of Pittsburgh, a laun is paying her just enough to eke out a ease, to ti ; ge eo Oey) (x 
left $450,000.—including his’ mere existence that shou e miorm ro val —* ‘ 
to gil ssperous laundry business, and $100 ‘+ * * tages ne cost oF I nventior ; ' 
th } e insurance with an option to take M. J. RAYOR, Los Angeles vould carry more than the § el of 1 , 
does t out in a lump sum in a year She \ man in Philadelphia owned several 4 oil or” » ' a = ] ore t t } 
We lf policy and half bond, and in-  ppillions of the finest security on » = oy ga igs ee a 
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HE discussion of recent actual and preach this gospel with the very 
cases where life income insurance spirit of a missionary to every man and 
has notably served, was led by Kel- women we are talking to, especially the 
logg Van Winkle, and numerous spe- man of the family, if he wants to 
cific instances to show its beneficial ef- accomplish a certain thing, namely, to 


fects were given by the leader and by 
other delegates. 


* * * 
MR. VAN WINKLE: Our friend, 
Mr. Woods, has given us some of the 


cases and illustrations of the black or 
dark side, or the result of lack of life 
income settlements and life income in- 
surance My pleasure and privilege is 
to give you something of the brighter 
side, to give you some cases and some 


illustrations and some facts and ideas 
about the brighter side, the joy bring- 
ing and happiness bringing result of 
properly placed life income insurance 
Practically every man who carries life 
insurance for family protection carries 
it for the purpose of protecting the fam- 
ily income in the future. He takes a pol- 
icy or a contract for a certain number 
of thousands of dollars with the thought 
in mind that that will accomplish his 
purpose It is 
of us sort of 


a strange thing that most 
presume 


that the death 





of the head of a family, which in itself 
is a shock, is a procurer of good sense 
and sound judgment of the wife, that 
the death of the husband should bring 
suddenly to his wife who has had no ex- 
perience in finance before, a larger knowl- 


edge in the matter of investments than 
very, very few men possess. The rec- 
ord of Mr. Average Man while living 
as far as his own investments are con- 


cerned is an illustration of the fact that 
very few of us have very much knowl- 
edge with regard to where to place 
money where it will bring a good re- 
turn. Therefore, it doesn't seem very 
reasonable to think that because a hus- 
band dies the wife will suddenly become 
endowed with large knowledge of this 
particular subject. The result oftentimes 
of leaving large sums, settlements, or 
other forms of estate, is a temporary 
continuance of a normal type of life, and 
then sudden despair, and sudden loss and 
sudden reduction to a very low estate 
compared to the estate the wife and fam 


ily have been used to 


Clients Do Not Know 
Advantages and Benefits 


Now, this is all needless. It isn't es- 
sential Remember that our clients do 
not know the advantages and benefits 
that can come through hfe income in 
surance That is our job, as the gentle 
man said. It is our job to carry the gos 
pel of protection in such a way that it 
will certainly do its work. That is our 
job and we have to go out into this world 


leave to his wife and family an income 
which will enable them to carry on after 
he is gone. He can do this thing cer- 
tainly and positively in just one way 
and that is through an income insurance 
contract, or a life income settlement on 
a lump sum insurance contract. 
Remember that is our big job 


Income and Insurance 

Coupled Closely Together 

I believe that if this association does 
nothing more than to get into my own 
mind and your minds that that big job 
is a job well worth while, that it will 
be time very well spent. 

Income and insurance are two things 
that are coupled very closely together. 
Family protection is a thing that we 
all know of in general. It is a thing 
that this session is particularly attached 
to. 

A poem, written by our friend, R. H. 
Mouser, called “Life Insurance,” de- 
picts in the most striking terms what 
life insurance really is. It is a poem 
used by men in the agencies, verbatim, 
day in and day out in many, many cases. 
Some folks think life insurance is mere- 
ly a contract to pay a certain amount 
of money, but this poem gives that 
money a personality and significance. 

I believe that if we can get out and 
talk to Mr. Man today and present life 
insurance in that sort of clothing, give 
it that sort of background, we wiil get 
our message over in a much more un- 
derstandable way, in a much more prac- 
tical and efficient manner. 

I am going to have a few cases given 
from the floor illustrating the wide range 
of types of cases in which life income 
insurance is particularly applicable. 
These cases are all actual cases. It 
happens that the beneficiaries of these 
cases are actually living now, therefore, 
I will not be able to give the names, 
but we will give the actual facts in the 
Bear this in mind, and in these 
cases I will say that life income insur- 
ance has done what no other property 
or insurance could have done. 


cases. 


* * * 


VICTOR ANDERSON, Fran- 
cisco: Before passing to my case, at 
the request of a lady I want to say this, 
that life income insurance is applicable 
when payable to a man. This lady had 
dinner at her sister-in-law’s home. Her 
brother inherited $50,000, which includ- 
ed $40,000 of life insurance, and with- 
in three vears he had lost all that 
money He should have been protect- 
ed by his brother by life income insur- 
ance. 

The case that I was to quote refers 
to a well-known western man, who died 
a few vears ago, leaving a widow and 
two twin babies. This man maintained 
his home in very fine style and gave the 
impression of being a man of consider- 


San 


able wealth. A short time before his 
death he had opened up a_ personal 
checking account for his wife. In com- 


mon with a great many wives, his wife 
did not watch her balance very closely 
with the result that it was oftentimes 
overdrawn. ‘That has also happened to 
me personally. Within two months 
after his death she was notified by the 
bank that her balance was overdrawn 
$1,435.25. No will having been found 
the cashier of the bank with which the 
husband had been doing business was 
appointed administrator by the court 
He immediately made a search for some 
securities to cover this overdrawn ac- 
count, but was unable to find any se- 
curity whatever, but did find that his 
income outside of the salary that he had 


been getting from his place of employ- 
ment came from some business prop- 
erty in the east. 
Took 15 Months for 

Estate to be Settled 

It took fifteen months for the estate 
to be settled, and during that time the 
life income insurance that he left his 
wife and two little girls consisting of 
$100 a month for his widow and $25 a 
month to each of the two girls, amount- 
ing to $150, was the only income that 
that family had to live on. His widow 
had been used to living on an income 
of approximately a thousand dollars a 
month. No imagination is necessary t 
picture what that woman had to do, 
how she had to adjust herself to a re- 
duced standard to $150.00 a month for 
15 months. The income was brought 
back to approximately what it was be- 
fore the death of the husband due to 
the adjustment of the eastern property, 
but she had accustomed herself to a 
reduced scale of living and found she 
was healthier and happier than when 
her husband was alive and allowed her 
to indulge in luxuries. She is now liv- 
ing a better life by not indulging in 
expensive things, and the children are 
being raised in a more democratic wa) 
than they would have been on a large 
income. 


. * * 
GEORGE CAMPBELL, San Fran- 
cisco: A very well to do real estate 


operator died leaving a wife about 40, 
a daughter about 18 and a son 16. He 
had a partner in his business, a nephew, 
the nephew being a member of his 
household. An automobile accident 
took Mr. Blank away, and the result 
was that things were left in bad con 
dition. The nephew's speculations were 
the cause of the creditors closing up 
the business. Now, Mr. Blank had life 
insurance of $50,000, all payable to his 
estate. You can easily see the property 
and partnership estate was closed and 
litigation. It took about 
three years. Inthe meantime this wid- 
ow had to live within the amount ol 
life income contract of $250.00 a month. 
Today that widow has received $51,000. 


involved in 


es = 2 


J. J. VALENTINE, San Francisco 
Chere is a woman living in Oakland 
with hor daughter whose husband died 
eleven years ago. He left the widow 
$70,000 the entire amount in high grade 
securities. He also left $100 a month 
life income for his wife and $40.00 a 
month life income for his daughter. 
Not being accustomed to a large 
amount of ready money, many of the 
desires of the mother and the daughter 
were accomplished, in the way of a 
beautiful home, an expensive Car, and 
many other things, bridge parties, etc. 
that go to take money. This life in 
come at that time was just kind of sec- 
ondary consideration to buy tires, and 
play bridge, etc. In four years. the 
$70,000 part of the estate had entirely 
disappeared. These women are now liv- 
ing on the life income. In fact, it has 
now taken on a very important t 
because it is their entire income. 


aspec 


* * * 


MR. KOERNER: A young man who 
had only a high school education, accu- 
mulated through sheer ability an estate 
of $175,000, and died at the age of 32 
Some life insurance agent, knowing his 
business, persuaded this man to take life 
income insurance in favor of his mother 
his wife and two children. He carried 
life insurance of $15,000 in a lump sum 


and there was a $7,500 equity in his 
home It took the entire $175,000 to 
clear his obligations and debts, and 


today his mother, his wife and his two 





Where Life Income Has Served 


children are receiving a life income every 
month of every year as long as they live 
* . * 

MR. VAN WINKLE: Frank Mc- 
Connell of Stockton will give you a case 
that anyone from Oakland will recog- 
nize. 

7. * * 

MR. McCONNELL: I want to take 
you to Oakland in the year 1910. | 
will show you a home in the residen- 
tial district of the city, and there you 
will see a father in his early 30's, a 
charming wife and two daughters. 
The father was a popular man, of good 


presence, lovable, his family moved in 
the best society—they were an old Oak- 
land family and the man was (unfor- 


tunately, however) a son who had been 
left practically all of his assets by a 
thrifty, careful, discriminating father 
His good fortune led him to invest in 
oil property in the midway fields of Cal- 
ifornia. He became the president of 
the company and for a time prospered 





About that time the rice industry began 


to develop very rapidly in California, 
and our man (we will call him John 
Smith) invested heavily in rice lands 


in the Sacramento Valley and the prof- 
its of his first initial venture being s 
large, he increased (as many will do 
his investment and kept putting more 
and more money into rice. Finally, as 
so frequently happens, the bottom dropp- 
ed out of the rice industry and the oil 
wells about that time having ceased t 
produce profitably, our friend found him- 
self in a very involved financial condi- 
tion and had borrowed most heavily on 
his security. 
Where Life Income 

Policy Saved Family 

In the meantime, during the height 
of his he had constructed on 
of the best office buildings now stand- 
ing in the City of Oakland. A man 
present here went into the barber shop 
leaving 


success 





one day to be shaved. On he 
heard a voice calling, “Oh, Ben” and 
our friend John Smith was looking 

him from an adjoining chair. Ben went 
over, and Smith held out his hand and 
said, “I want to thank you, Ben.” Bet 
asked him “Why"? “For making m 
take out that life income insurance,” h 
answered And Ben shook him by t 
hand and passed on, with a little fe 


ing, perhaps, of gratefulness I 
afternoon he received word that the 
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operty of all kinds. Sometimes this 
rty carries out and accomplishes 
pose of the person who accumu- 
More often it does not, and 
stand- we find that a man goes on through life 
\ man with the result that all that he has done 
r shot falls by the wayside. It is your job 
and my job to make perfectly sure that 
} an will have the knowledge, at 
cing @ least of the things he can do to bring 
| happiness and carry out the 
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Shapro’s Agency Meeting 
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n hte imsurance, ar promised to de 





he leaders of the other sections, Kel 
logg van Winkle and Fred §. Stripp, are 


both members of the Shapro organiza 
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Remarkable Showing by B. F. 


Shapro Of Renewal Results 


NEW angle to the “life income” 
that of making one’s own in- 
come tor his declining years as- 


idea 


looking after his renewals, was 
presented by Ben F. Shapro of Oak- 
land, in summarizing and closing the 
discussions Wednesday. He referred in 
his talk to a strikingly graphic chart 
illustrating the points that he made. 
Mr. Shapro said 

I want to talk to you, my friends, life 
underwriters of this convention. I want 
to try to give you a message if I can 
for the fellows that are not with you 
the men of your own agencies where- 
ever you located. | want to talk 
to you about the milk in the cocoanut. 

Several years ago [| was at a con- 
vention of my company in New York 
and a little slip of a woman, a real live 
underwriter, who had qualified for the 
“Quarter-Million Club.” made a_ state- 
ment to this effect in general That if 
a man or woman engaged in life un- 
derwriting were to save their renewal 
commissions, that even though they made 


sured by 


are 


but the “Century Club,” which in our 
company is a $100,000 club, they could 
become well off. And the remark inter- 


ested me and it stuck in my memory 
Of all the things that were said that 
one remark stayed with me, and when | 
got to Chicago on my way home I 
borrowed from the negro porter on the 
train hat-bag and on the way from 
Chicago to Oakland I worked on _ the 
value of renewals She gave no facts, 
no figures; she made the statement and 
| worked out a chart showing the value 
of renewals 
Men Who Advise Others 

Should Act Wisely 

The income from renewals is going 


to mean for you protection in your sun 


I know a man who for 
27 consecutive years has saved every 
dollar of his renewals. That is what 
I want to talk to you about—the sav- 
ing of renewals Your interest in re- 
newal income is tied up very closely with 
proper underwriting. Please don't for- 
get it. If you are a professional man, 
if you are serving human needs, aiding 
human aspirations and ambitions, your 
business will renew and your sunset d&ys 


set days of life 


will be made secure regardless of the 
mistakes you may make. You go out 
into the field every day and talk with 
people about what they should do. You 


advise them. In my judgment the trag- 
edy of tragedies is the sight of an old 
a former life underwriter, “broke” 


man, 
in his old days. How many men come 
through a career of life underwriting 


and become independent? How many fol- 
low the advice they give to others every 
day of their lives? If you get statistics 
from life insurance companies you will 
find a small number of men and women 
engaged in life underwriting secure for 
their sunset days of life. Physician, 
heal thyself! : 

And so, | worked out this chart. In 
order to make a living—a bare living— 
a man or woman in life underwriting 
basis of normal written business, 
writing contracts to fit specific human 
needs, not selecting policies which give 
the greatest commissions, but profession- 
ally underwriting, fitting individual con- 
tracts to specific needs, | found it was 
necessary that a man should write, paid 
for, a minimum of $160,000 of business 
at an average rate of $36 a thousand, in 
order to give himself a bare living—$200 
a month income, that is all 


And 


on a 


you can't make a living in life 
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underwriting by paying for $100,000 un- 
less you live in a small community 


What the Renewal 

Income Will Do 

That means $5,760 in deposits—I like 
to call them deposits—I can't conceive 
of life imsurance as selling I like to 
consider a man opens an account in my 
great company. We don't use the word 
sell, buy, cost, or any synonym suggest- 


ing expense. We don't call ourselves 
salesmen. We are life underwriters. On 
that basis the average commissions of 


our company applying to $5,760 on vari- 
ous forms of contracts will give a man 
about $200 a month income. Suppose a 
man comes into life underwriting, say 
at the advanced age of 34. I was 34 
when I figured out this chart. I could 
reasonably expect, couldn’t I, if I took 
care of myself and got joy out of my 
work, to have 30 years of activity ahead 
of me? Suppose I wrote enough life 
insurance, figuring an average rate of 
renewals, and suppose | was making a 
bare living, $225 a month commissions 
Suppose | kept on plugging year after 
year, just plugging along, writing $160.- 
000, and then suppose something should 
happen to me. Suppose I should be- 
come permanently disabled. 1 am not in 
business. I am in a profession and my 
income depends entirely on my _ ability 
to be in the field. Suppose | became per- 
manently disabled. If I had taken my 
first year’s renewal deposits in some 
form of contract that will secure me in 
the event that | become disabled, that 
$280, or 5 per cent on $5,760, would give 


me an income of $25 a week, the dif- 
ference between independence and de- 
pendence in the event I became _per- 


manently disabled 

Then, suppose | take that first renewal 
and secure myself against that danger 
of being dependent, and then, let’s say, 
take the balance of each 5 per cent renewal 


that comes in, or rather, each succeed- 
ing renewal, and look at this chart 
This is a history of renewals from 1 
to 9, second to tenth years. Suppose | 
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take the succeeding years’ renewals and es 
sink them for the sunset days of my ay 
life. Where will I be? Suppose I reso- “a 
lutely put this money beyond tempta- - 
tion or misinvestment. When I got to os 
, e = . no 

the down grade of life at 65 this first rt 
$288 on each year’s business would give : 
~ = ms ss as 

me $104,000 in the bank in money Not the 
in questionable securities, not in real es- pan 
. pal 

tate of questionable value, not bonds, e ing 
but $104,000 in money in the bank dow 
Rreutiea ian diag T 

- : sely 
If anyone doubted the popularity of sert 
the West Coast Life with visiting dele- loac 
gates the smiles that greeted the repre- or 
sentative of the company in pajamas who pers 
or 

passed around cigars in the lounge room ‘| 
would have driven the idea away gro\ 
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H. S. WOODWARD 
Hobson, Montana 


F. L. TUCKER 
1957 West University Ave. 
Transfer Bank Bldg., St. Paul, Minnesota 


F. B. ALLDREDGE 
213 City National Bank Building 
Omaha, Nebraska 


V. O. LAUNE 
501 Colorado Building 
Denver, Colorado 


A. P. OSBORN 
Kansas & Missouri Division 
801 Orear-Leslie Bldg., Kansas City, Missouri 


R. F. LEE 


2102 Magnolia Building 
Dallas, Texas 
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Paid to Policyholders—Over $16,000,000.00 
Insurance in Force—Over $112,000,000.00 
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2nd Day 


NATIONAL LIFE CONVENTION DAILY, 


Manning Tells Results from 


Mail Campaigns to Secure Contracts 


Earl G. Manning, general agent of the 
Hancock at Boston, prepared the 
report of the committee on Salesman- 
ship, as follows 

During the past year there has been 
an unusual amount of interest displayed 
in the question of circular letters and 
advertising. 

This is evidenced by the fact that of 
the large companies, notably, the Aetna, 
Provident Mutual, Prudential and the 
Phoenix Mutual, have appropriated 
thousand dollars for national ad- 
vertising 

For a 


many 


great many years advertising 
and individuals within the 
ranks of the insurance companies them- 
selves have been agitating in one way 
and another the advisability of adver- 
tising nationally. 


Difficulties in Way 

of National Advertising 

There have been sev eral good reasons 
why it has not been possible to advertise 
life insurance as well or along the same 
lines as commercial commodities are be- 
ing advertised and they are as follows: 

lhe very nature of the companies, 
most of them being mutual, has been to 
try to sell insurance at as low a net cost 
as is possible, consistent with safety, and 
the! energies of the officials of the com- 
panies have been directed toward keep- 
ing the death rate and the expense ratio 
down to a minimum point. 


agencies 


The insurance commissioners them- 
selves view with considerably more 
scrutiny than they used to the ratio of 


loading to reserves, and any indication 
of increase to this above a certain pro- 


portion has been the subject of more 
or less comment 
he life insurance companies have 


grown with the main idea in mind that 
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liie insurance should be sold 
face, and that the only way to do it ts 
to get out and see people. This is ab- 
solutely true and will always be so, and 
perhaps the reason that advertising has 
not appealed to the companies more is 
on account of the very indeterminate na- 
ture of the results, so far sales-re- 
sistance breaking goes. 
Experiments Have Been 

Made By Individuals 

Some individuals and some companies 
have, however, not been willing to take 
this ultimatum during the last few years 
and they have been actuated by a desire 
to try out, with their own personal 
funds, and see if life insurance could be 
sold by mail, or at least contacts made 
by mail, or leads obtained from adver- 
tisements. 

It has been difficult for the companies 


face to 


as 


that have advertised up to date to get 
very much of a direct check because 
most of the advertisements have been 


written on a general basis, rather than 
having them keyed for definite replies 

However, the question of circular let- 
ters has proved of tremendous interest 
for the simple reason that by continually 
trying, some individuals and companies 
have demonstrated that from carefully 
selected lists it is possible to get any- 
where from 12 to 35 contacts or replies 
per hundred letters sent out. 

| use this word “contact” advisedly 
because I do not in any sense consider 
them leads, although a great many do 
develop into leads, and, properly han- 
died, result in a tremendous amount of 
business. 
Work of the Sales 

Research Bureau 

As a result of this feeling and research 
work the Life Insurance Sales Research 
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Bureau started several years ago, and is 
now under the able direction of John M 
Holcombe, Jr.. with a membership of 
several companies who give to the cen- 
tral bureau ideas which have been help- 


ful to them, and these ideas are dis- 
seminated to the other members 
[his bureau will undoubtedly grow to 


tremendous proportions as time goes on 
the short time it has been in 


force has already demonstrated its useful- 


because 


ness, and the recent manuals which have 
been put out and are in process now 
will probably deal with every phase of 
life insurance, from the organization of 
the office to the final writing of the ap- 
plication and the examination of the 
prospect 

Last year, at about this time, Edward 
\. Woods, who probably is responsible 
for more of the good things that the lite 
insurance fraternit® has produced than 
any other one man or group of men, in 
the executive committee meeting sug- 


gested that inasmuch as I know a great 


many of these adventurous spirits in 
the association who had spent money 
along the lines mentioned above, that | 
get in touch with them to see if they 


would be willing to allow the 
to publish the results of their efforts 


Material for Portfolio 
of Tried Sales Plans 
Accordingly, | 

or tour hundred 

know, but | wrote 
insurance companies, 
who are the Life 

Bureau 
The results of these letters was the 

acquisition of about 60 to 70 successful, 


association 


wrote to not only three 
individuals whom I! 
to a great many life 
including some 
Insurance 


in Research 


producing letters, quite a few advertise- 
ments, and a great many sales and 
agency helps 

The character of the material was 


that obtained 
so much so 


different 
Resear¢ h 


somewhat 
from the 


irom 
Bureau 


that it was deemed advisable to supple- 
ment the work of that bureau by pub- 
lishing it in portfolio form by the Na- 


SaaS 


FICES AND GENERAL AGENTS 


WILLARD H. FOSTER 
440-442 Transportation Building 
Chicago, Illinois 
J. W. A. STAUDT 
925-936 Renkert Building 
Canton, Ohio 
R. W. BROOKS 
708 Finance Building 
Philadelphia, Pennsylvania 
THEO. J. SCHAUB 
1135 Fulton Building 
Pittsburgh, Pennsylvania 
CARL FINK 


905 Munsey Building 
Washington, D. C. 


ROYAL UNION LIFE 


INSURANCE COMPANY 


DES MOINES, IOWA 


A. C. TUCKER, President 
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EARL GC. 


Vice-President 


MANNING, 


National 


Boston 


Association 


tional Association, which has been done, 
and is known the portfolio oft 
“Tried Sales Plans.” 

| had the privilege of editing this, and 
| gave my time and energy to the 
ciation as my contribution to the plan. 
rhis porttolio of letters, in my hum- 


as 


asso- 


ble opinion, is a very valuable thing, 
because it gives not necessarily one or 
two companies’ attitude in the matter of 
circularization, but it represents the 
combined experiences of general agents, 
special agents and companies in the field, 
and represents a voluntary contribution 
to the association of culls from a great 
many unsuccesstul efforts—the culls be- 
ing the successful, producing literature 

Now, Just a word as to the future of 
advertising and circular letters in the 


United States—and perhaps I lav myself 
open to criticism when | deign to prop 
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WM. KOCH, Vice-President 
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THE INTER-SOUTHERN LIFE 
INSURANCE COMPANY 


LOUISVILLE, KY. 


Extends greetings from its Home 
Office to the National Association 
of Life Underwriters at Los Ang- 
eles. ( May the days of July 22 to 
25 be memorable in the results 
achteved for your noble Assoctation 
and those whom you so faithfully 


SCv/ve. 
JAMES R. Durrin, Preszdent. 


























Guaranty Mortgage Company 
of California 


CAPITALIZATION 
(250,000 Shares, Par Value $10.00) 
$2,500,000.00 of 8% Cumulative Preferred Stock 
250,000 Shares of Common Stock 
Without Stated Par Value 


OFFICERS 

J. J. WARRICK, President 
Cat italist 

HENRY C. WHALEN, Vice-President 
Formerly President Central States Fire Insur- 
ance Co. of Wi hita, 

KGBERT VAN ALEN, Vice-President 
Owner and Manager of one of the oldest insur- 
ance agencies in Los Angeles, 

W. D. HOWARD, Treasurer 
President Continental National Bank of Los 
Angele s. 

DEPOSITORY 
CONTINENTAL NATIONAL BANK 
LOS ANGELES 


_ 


7% on Dwellings, Business Property and Flats 
Loans on Los Angeles City Real Estate bearing 7% 

Payable Quarterly at 40 per cent and 45 per cent of a 
Conservative Ap praisement 


FISC AL. DE P. ARTMENT 
257 METROPOLITAN THEATRE BUILDING 
536 South Hill Street 
LOS ANGELES, CALIFORNIA 








Interest, 








hesy, but the thing is fairly close to me 
because during the past year Elbert H. 
Brock, vice-president of the John Han- 
cock Mutual Life, and I, have been ac- 
tively engaged in revising and going 
over all of the company literature which 
has been used in the past and trying to 
eliminate dead matter and replace it 
with live matter. 

In conjunction with this elimination 
process we were enabled to eliminate 
about 100 pieces of literature, out of 130 
items, most of which—while intrinsically 
valuable, in themselves, had not had the 
pull for directly traceable value to the 
general agents that some of the other 
things we have experimented with 
since have had. 

Early in 1922, acting with the cooper- 
ation of Mr. Brock ,and the tacit ap- 
proval of its officials, the John Hancock 








FRANK E. McMULLEN, Los Angeles 
Massachusetts Mutual 


Mutual published one or two booklets 
which I had had in mind writing for 
several years. 

These booklets, upon issue, were im- 
mediately tied up with circular letters 
which I had been wishing to experiment 
with, and found the company only too 
willing to cooperate. The results of 
these letters will speak for themselves 
when I enumerate one or two of the 
records we have had 


Presented a Sales Plan 
Drawn from Own Experience 


In my early purchase of life insurance 
I was presented a program by one of the 
agents of the Provident Mutual Life 
wherein I was advised to take long-term 
endowments, maturing at about age 65, 
and as time went on, that agent insured 
me several times, with endowments ma- 
turing not only at 65, but at 60 and 70 
and several of the intervening ages. 

Several years later, when I was in- 
duced to go into the business, I think 
one of the actuating principles which 
made me go in was the fact that I was 
so pleased with my insurance program, 
as sold to me by this agent, that I felt 


confident I could sell others on a similar 
plan. 

So, after I had been with the Proy- 
ident a year or two, I began agent to 
solicit not only endowments to mat 
at 65, but whole series, maturing every 
year perhaps from 55 to 70 

I will not say that I did not experience 
a little antagonism from the actuarial 
department of the company, because 
they only had published rates at that 
time for policies maturing at 5-year per- 
iods, as 50, 55, 60, etc., and the regula- 
tion 20, 25, and 30-vear endowments 

The feeling of the company at that 
time, as I remember distinctly, was that 
they were multiplying the number of 
actuarial calculations that they had to 
make and also multiplying the number 
of policies, which of course in the long 
run would mean much more in clerical 
work. 


Mail Solicitation 

on Definite Proposal 
_However, they acquiesced and _ ulti- 
mately published a rate sheet showing 
the rates from 50 to 75 inclusive on the 
continuous-payment plan and the 20- 
payment plan, with the idea that if an 
agent wished to write a man a series of 
endowments of $1,000 or $5,000 a year, 
from 50 to 75, he could do it—separate 
policies being issued for each endow- 
ment. 

The John Hancock took up this plan 
in its entirety a couple of years ago, and 
we started an active circular letter cam- 
paign in the early part of March, 1922 
and the results of that campaign may 
interest you. 

While we have not an exact record at 
this moment of the number of letters 
sent out, my impression is that it was 
in the neighborhood of between 4000 
and 5000 during the period from March, 
1922, to January 1, 1924, involving a 
period of one year and three-quarters. 

We have definitely traced, as a result 
of those letters and the using of booklets 
mentioned before, the writing of $1,415,- 
000 of insurance, involving 148 separate 
cases, averaging about $9200 per case. 

Comparing this with the average of 
$3700, which is the average policy writ- 
ten during the last year in our ordinary 
department, you can see that the series 
plan has increased the sale per case 
about 300%. This in itself ought to be 
of considerable interest to life insurance 
companies. 

Another Campaign on 

Illustration from Life 

We also inaugurated a campaign on 
business life insurance last June, using 
as a bait in the letter the booklet con- 
taining the story of an actual case which 
I wrote several years ago, increased, and 
then saw one of the partners die, and 
looked after the details of the arrange- 
ment of the insurance under the busi- 
ness will which functioned in conjunc- 
tion with the insurance. 

We traced nearly $3,500,000 worth of 
business to the use of this letter and 
the book alone during that period from 
about the middle of June, 1923, to Jan- 
uary 1, 1924, in our agency and several 

(Continued on page 12) 
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In Inspiring Talk 
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At Wednesday Morning Session 


HARLES HOMMEYER, agency 
C superintendent of the Union Central 
Life, spoke at the Wednesday meet- 
ng as the representative of the Agency 
) ers Association He said 
\Without the hive the bee is not only 
le to make honey, but it cannot main- 
its existence. On the other hand, 
re is a spirit of the hive that makes 
r prosperity and happiness of the hive 
1 of the individual as well. So what- 
ever our business or _ responsibility, 
whether as individuals, agency managers, 
r agency officials, we may emulate the 
spirit of the hive, not forgetting that 
back of us in our individual effort, giv- 
ng it reality, assistance and strength, is 
the integrity of some company, and back 
all this towers the great institution of 
life insurance 
Perhaps no progress has been more 
marked in recent years than the growth 
) popularity and approval of hfe in- 
surance, certainly no progress that con- 
cerns us more intimately. One of the 
best and greatest ideas today is the value 
d necessity of the proposition that we 
represent. Now, it may be a debatable 
question in what measure or degree this 
growth in popular esteem is due to the 
telligent effort of the life underwriters, 
in what corresponding degree or meas- 
ure it may be due to an inherent favor 
d appeal of life insurance itself. | 
am willing personally to accept it on a 
50-50 basis, for largely upon the indus- 
and sometimes I say almost solely 
mn the industry of the life insurance 
nderwriters, has the great institution of 
insurance been built to its present 
portions. Yet I think it profitable 
sometimes to check up a little on myself 
| my associates, and I am reminded 
the story of the lad who entered a 
store and asked for the privilege of us- 
ng the telephone, and this is the con- 


sation as over] 1 





ard at his end of the 
in ing, is this you, Mr 
hnson? Mr. Johnson, is you looking 
for a boy? Oh, you have got a boy, 
is you? Is his work satisfactory? Per- 
fectly satisfactory, you say? Then you 
inting to make no change? Thank 
u . good-bye.” The lad starting for 
the door, the proprietor, remembering cer- 
n chores about his own place, inter- 
rupted him, and said, “Say, lad, do you 
want a job?” to which the boy responded, 
“No, sir. I works for Mr. Johnson. I 
just been checking up.” 


r¢ 





Checking Up in the 
Pullman Car 


As my work calls me from place to 
place, one of my favorite out-door sports 
when I meet men in the Pullman or in 
the hotels, or elsewhere, is to engage 
them in conversation to learn if possible 
something about their particular city or 
state, conditions that prevail at this par- 
icular time, and of course here we dis- 
cuss politics to some extent, but when 
e time seems propitious I introduce the 
subject of life imsurance and ask certain 

ms, perhaps: “What companies are 

best represented in your community?” 
or. “Who is the outstanding life under- 
your community?” “What par- 

ticular plan of insurance do you recom- 
mend?” and “Why?”, and so forth. Then 
when I get a little more intimate I ask 





writer in 


about their impression of the life 
insurance agents that they have known 
ind by whom they have been solicited 
The responses are not all uniform. Some- 

they are highly complimentary 
~ 


times the less said the better 
relate this because I am jealous of 
reputation of life underwriters, be- 
eve that the business is big 
challenge the best there is in 
ind best of men 
tunately, company and agency 
too frequently in their zeal 
their organization have se- 
men who lack even the making 
sirable agents. What is needed by 
iny and agency managers is the 


courage of their convictions to raise the 
standard and character of agency selec- 


tion and training. 
Growth Possible Onrtly 

Through Study 

In the key-note addresses yesterday, 
Dr. Huebner and Mr. Hedges stressed 
the heart and the soul of our business, 
and I am sure that you were impressed, 
as I was impressed, with the wisdom of 
Solomon and the philosophy of Job, the 
one emphasizing that growth was pos- 
sible only through study and the mastery 
of our business, and the other that it is 
knowledge capitalized only in the invest- 
ment of all the nivscle and force of our 
being. 

It is related that when the Mauretania 
made her trial trip that she failed by 
several knots to make her required 
speed. The builders in frenzy tried every 
expedient possible, but without success, 
but at last in desperation, they sent for 
that naval engineer, the late Sir Wm. 
R. White, and he in response asked them 
to send him the plans and specifications 
of the vessel. After careful study and 
measurement, he wired back this mes- 
sage “Increase the area of propellers 
from 80 to 100 square feet.” 

As life underwriters, no better, no 
more worthy craft sails the business 
main today than the business of life 
insurance. Its future progress as its 
past will depend upon the area of its 
propellers, upon the character and ca- 
pacity of its agency organizations; upon 
the one hand the breadth of your knowl- 
edge and vision, and on the other the 
measure of your influence and the power 
of your impact on the public. 

I believe that for life insurance the 
best is yet to be, for you individually and 
collectively. 


MOUSER IS AN AUTHOR 

R. H. (Bill) Mouser, assistant to Ben 
hapro in the management of the 
Oakland, Cal., agency, and the “biggest 
man in life insurance,” is well known 
as a writer, as well as a successful pro- 
Gucer and agency organizer. It would 
hardly be expected that an insurance 
sale would ever be closed by a poem, 
but members of the Shapro agency say 
they have found these verses by Mouser 
a successful closer: 






LIFE INSURANCE 
Milk in the cooler and bread on the shelf, 
And shoes for pattering feet 
ro made secure over dear little heads, 
And women kept off of the street— 
Blankets at night when winds blow cold, 


And a fire kept going warm 
The Doctor and se Hospital bill 
And shelter time f storn 


Kiddies in school, and the Mother at home 
Ar not in a factory or store— 

4 Father's love projected for years 
His voice from Et hore— 

i the night of the widow's grief— 
The key to the college gate 

Conqueror of Worry, Want ar 
Great-powered Maker of Fate 


rnity’s shore 





Ease for the aged and self-respect 
Success aking habits for all 
The thing that is right for every ma 


The answer to Duty's call 





iren of Earth 


Miss the Hon. Charley 

“Boy, page Charley Edwards of 
Brooklyn, N. Y.,” for up to the time 
of this writing he has not been seen 
on the horizon. Now everyone knows 
that a National Association meeting 
without Charley Edwards and the mag- 
nificent sartorial di-play accompanying 
him, is going to be like Hamlet with 
the Prince of Denmark left out. The 
strain is already noticeable and the gen- 
eral anxiety, now on the increase, it is 
hoped will soon be relieved by the ap- 
pearance of the genial and beloved 


“Charley.” 


Progressive 
and 


Prosperous— 


that applies to the 


Wisconsin National Life 
Insurance Company 


Oshkosh, Wisconsin 
That applies to its policy holders and 


their beneficiaries to whom it has paid 
a million and a half dollars. 


That applies to its agency force which 
is an efficient high grade organization. 


That applies to its stockholders who 
are receiving reasonable earnings on 
their investment. 


That applies to the growth of the com- 
pany which has been steady and 
healthy. 


That applies to the territory in which 
it operates, Wisconsin, Illinois, Indi- 
ana, Michigan and Minnesota. 


Assets well over $3,000,000.00. 


Insurance in force well over $27,000.- 


000.00. 


Correspondence regarding agency 
openings is invited. 


WISCONSIN NATIONAL 
LIFE INSURANCE CO. 


OSHKOSH, WIS. 


General C. R. Boardman, President 











Siausies Tells Seiad 


CONTINUED FROM PAGE 10 


the agencies of the 


other of leading 
company. 

These two things actuated Mr. Brock 
in wishing to put all of the insurance 
placed on a similar basis, and accord- 
ingly we have been working to the end 
of getting an absolute sales system 
through circular letters which would 
cover every single known contingency 
for which insurance could be used. 

At the present time only a portion of 
this system has been given to our gen- 
eral agents, as only four-elevenths of the 
program has been effected; seven-elev- 
enths are in process. The whole system, 
however, will be finished and ready at 
the end of 1924, and will be definitely 
tied up with circular letters and direct 
advertising replies which will come from 
prospects in his territory. 


Prophesies Universal Use 

of Mail System 

I mentioned earlier in this article that 
I venture to make a prophesy, and here 


it is: 
All of the life insurance companies, at 
some time in the not too distant future, 
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of national adver- 


necessity 
tising as well as local newspaper adver- 
tising. 

The companies 


will see the 


who are going to be 
benefited by such advertising are 
developed from within 
a definite sales plan, generated from di- 
rect-by-mail leads, and the material 
from which these leads are obtained will 
be the basis for the advertisements 
which will be used in the newspapers 
and the monthly periodicals. 


most 


those who have 


Furthermore, by the time that that 
evolution is about to eventuate, not only 
the home offices themselves will be in a 


position to handle the details of the 
whole sales plan, but each general 
agency will be a replica in smaller ratio 


of the head of the organization. 
As I view it, no life insurance com- 
pany, from its sales force or from its 


executive force, will ever rise any higher 
in accomplishent than the ideals and the 
accomplishments of those who are run- 
ning the company, and it is a perfectly 
reasonable thing that the officers of a 
company should take the helm and firm- 
ly direct, without coercion, a reasonable, 
rational sales policy evolved from their 
own experience or from the best exper- 
iences which can be obtained from 
others in the field who are willing to 
co-operate toward the larger ends of all 
life insurance. 
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~ Mutual Life of New 
York Men in Meeting 


convention of the 
Mutual Life 


The ninth annual 
$250,000 Field Club of the 
of New York was held at the Hotel Am- 
bassador, Los Angeles, on July 18-19. 
There were 522 men qualified for this 
club during the past year and about 250 
of these were in attendance. Samuel 
Heifitz, of Chicago, was the leader for 
the year and M. Largeman, of Brooklyn, 
N. Y., ranked next. The Chicago 
agency sent the largest number of del- 
egates to the convention, having qual- 
ified 39 men including Darby A. Day, 
Jr., son of the Chicago manager. 

A feature of the convention meeting 
was the appearance of Chief Blackbird, 
a full blooded Chippewa Indian, now a 
resident of Hollywood. He comes from 
a long line of Indian warriors and had 
a prominent part in the filming of “The 
Covered Wagon.” Chief Whitefeather, 
of the Iroquois tribe, was also a guest 
of the convention who has been in Cal- 
ifornia for several years and was also 
one of the Indians in “The Covered 
Wagon" film. As the Mutual Life claims 
to be First American Company” 


“The 
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and uses an Indian head on all its lit- 
erature, the appearance of these Indians 
was deemed most appropriate to tne oc- 
casion. 

F. J. Withington, of Rochester, N. Y., 
who has been secretary of the Field Club 
ever since its organization eleven years 
ago, was elected president at this meet- 
ing. 


COMPANY MEN ATTEND 

The West Coast Life maintains head- 
quarters in the Biltmore with Agency 
Superintendent Otto Langpaap and J. N. 
Mlowerman in charge. Among agency 
executives of other companies noted at 
the first day session were Vice-Presidents 
Winslow Russell of the Phoenix Mutual, 


W. T. Shepard of the Lincoln National 
Life, Edwin Starkey of the Mid-Conti- 
nent Life of Oklahoma, Superintendent 


Hommeyer of the 
C. W. Welty of the 
James A. Mc- 


of agents Charles 
Union Central Life, 
LamarLife of Mississippi, 


Voy of the Central States Life of Mis- 
sourl, in company with Secretary A, F. 
Larson, Secretary Thomas W. Black- 


burn of the American Life Convention 
is also here. “Ted” Simmons, manager 
of the accident and health department of 
the Pan-American Life of New Orleans, 
and John, the son of President Cadigan 
of the New World Life of Spokane, have 
been noticed in the lobbies. 
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of America 
HOME OFFICE: STANDARD LIFE BLDG.., 


Pittsburgh, Pa. 


Has recently entered Ohio, Michigan and West Virginia 


and is now ready to consider General Agency Contracts in 


connection with the development of these states. 


The Standard offers up-to-date forms of Life, Accident 


and Health insurance. 


If interested, address 





: Excellent opportunity for men of 
= character and ability to represent us with direct Home Office 
contracts and genuine cooperation. 


f= J. D. Van Scoten, Vice-President 
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Powell Makes Report 


of Laws Committee 


GAIN it is the pleasurable privilege 
of your committee on law and leg- 


islation to report favorable consid- 


eration of life insurance in the various 
legislatures in session this year. Six- 
teen regular and special legislative ses- 
sions in the United States to date this 


year, including Congress, were produc- 
tive of about 800 bills requiring examina- 
for their possible effect on life in- 
Out of these 800 proposals only 
law and 


surance, 


35 in all were enacted into 
that number only 209 were of real 
plication to life insurance agents and 


mpanies 


‘Earned Income” 
Of Agents 
ite Insurance agents will be person- 
aad tinancially interested in the deti- 
ion of “earned income” in Section 209 
of the new Federal income tax law, by 
vhich all income up to $5,000 net is to be 
considered as “earned” and such is 
entitled to a 25 per cent reduction from 
the normal tax, beginning with the re- 
ns for 1924 income. Net income above 
$5,000, if resulting from personal servic 
ndered, amounting to an additional $ 
also to be considered as earned 
d will be entitled to the same reduc- 
There may be no more than $10, 
(00 of ‘earned income” claimed by any 
payer \ new Federal tax feature 
s vear is the provision for public dis- 
amounts paid. Congressman 
of Pennsylvania, just before 
Congress adjourned, introduced a bill 
to modify this part of the Revenue Act 
of 1924, 
Cther Tax Bills 
in Various States 


I] 


as 


es 
ie 


of all 
\coKxerman 


One premium tax increase bill was 
enacted, in Virginia, where for two years 
state will collect an additional 1% 
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ficiaries other than the decedent’s estate 
in excess of $20,000 are to be taxed. 
Activity in Maryland 

on License Matters 

Most of the activity respecting agent's 
and broker's license this year took place 
it Maryland where four new statutes 
strengthen the laws applicable to agents 
and brokers 

Murderers, under a new South Caro- 
lina law, may not receive any life in- 
surance or other benefit by reason of the 
death of the person unlawfully killed, 
except in cases of involuntary man- 
slaughter. However, a child or children 
of the offender, who would inherit if the 
parent were dead, shall take the interest 


in the estate of the murdered person 
on account of debts owing by the de- 
cedent insured 


Your committee feels that as a whole 
the legis] ive > 1924 } 
the legislative season of < las Matin- 
tained the judicial equilibrium of that of 
1923, legislators generally 
disposition to listen to presentations of 


insurance and to con- 


displaying a 


facts regarding lite 


sider legislative proposals reasonably in 
the light thereof 
Compulsory Investment 

Bill Fails 

Massachusetts furnished the _ only 


compulsory investment bill of the season 


It required that 40 per cent of all life 
insurance premiums must be invested in 
dwelling houses in the county where 
such premiums were collected. This 


bill made no progress 

Bill 28 in Mississippi, as en- 
acted into law, protects the proceeds of 
life policies and annuities, when retained 
by the company, trom commutation or 
anticipation by the beneficiary, if such 
permission is withheld by the terms of 
the contract; also, if the contract so pro 
vides, protects all payments of interest 
or principal from all judicial processes 
that the murderer would otherwise have 
taken 


House 


LIFE INCOME WOULD HELP 


(CONTINUED FROM PAGE 5) 





‘~, making a total of 2'«% meet the necessary expenses at that time 
he income tax bills proposed this and the rest on a monthly income for 
numbered about 75, many of which as long as she lived There were no 
amendments to existing law So children She took the $10,000 cash 
s vear the only state to enact such and told me to mind my own business 
applicable to life insurance com- She invested everything in the German 
es was Mississippi, where certain mark | went to her bankers and 
deductions are now allowed, and where asked them for God's sake to save het 
s hoped that a complete exemption from that step. She wouldn't do it 
secured at the next session and that woman today is w gina 
oO ne inheritance tax laws of inter- laundry. Needless to sav, regrets 
( ere enacted. In Kentucky lite in- she did what I couldn't prevent her from 
surance policy proceeds ‘payable to a doing I wish somebody would put the 
designated individual or individuals shall necessary salesmanship into me so | 
not be subject” thereto. In Mississippi will never again let any woman do th: 
insurance proceeds payable to bene- no matter what happens 
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Edwards’ Report on 
Educational Standards 





rhe report of the committee on educa- 
tional standards reported on _ training 
courses in life insurance. The report was 
made by J. Stanley Edwards, chairman of 
the committee, who is general agent of 


the Aetna at Denver rhe report was as 
follows 

Your committee, consisting of Edward 
\. Woods of Pittsburgh, A. C. Larson of 
Madison and the undersigned, were con 
stituted a committee to represent the 
National Association in its joint member 
hip on the committee of educational 
standards 

In the absence of the chairman, E. A 
Woods reported at the mid-year meeting 
the purpose of its work, which is to 
maintain at least the present standards 
f requirements tor schools of life in 


salesmanship While as a broad 


National Association approves 
! 


policy the 








Imost any rm ot educating men for 
life underwriting it should be understood 
tha the graduates of standard schools 
having the specific endorsement of the 
National Association should receive certifi- 
ites of similar value to the ones issued 
to those who complete the minimum eleven 
weeks course 

An effort has been made on ot 
the committee to have Dr. Stevens pre 
pare a real standard for college insurance 
courses, but it has been found that the 
schools differ somewhat in this respect 
imong themselves and a uniform standard 
is rather hard to obtain. It is the com 
mittee’s opinion that standard courses 


should require eleven weeks full time 
Che committee has furnished on request 
nformation as to text books, ete. to the 


Underwriter’s Association of Milwaukee, 
to the Underwriters Association of Fort 
Worth lexas n behalf of the Texas 
(Christian University, and to the William 
and Mary College Williamsburg It also 
rranged with the Denver University 
School of Life Insurance Salesmanship to 
Harry Wood, its director, as speaket 

rt Worth, Texas ciation 
\\ le the committee note vit satis 
the number of short term courses 
t by I schools and Y 
M. < \ ‘ t some ern 
tie tiplicit t thes 
neg e¢ attendance i 

| est ! ed cl ( wer 

course Si competition 
1 the 1 « the com 
the \ ial \«< ciat n 
e i e the * f 


ill 


underwriters to encourage the main- 
tenance of standard full time courses 
where accredited universities and colleges 
are endeavoring to maintain them 


BUREAU DESK POPULAR 

Delegates and all who registered were 
certain that the convention would be a 
success when they noted the care which 
has been exercised in the choice of young 
doing the work incidental to the 
registration bureau. All beautiful and 
harming, and the only fault found with 


ladies 


4 

the arrangements was that no one wanted 
to leave the registration desk. The work 
of the registration bureau was done by 
Misses Nina M. Tiffany, Ola Bell Knif- 
ten Patricia Gustin, of the Occidental 
Life, Misses Oralind Finley, Eva Snyder, 
Lois Litthe and Mrs E. M. Lambert of 
the Pacitic Mutual and Misses Katharine 
Willingham, Leta M. Thomas and Leona 
H. Hatton Miss Eleanor Abaer, pri 
vate secretary to Executive Secretary E 


M. Ensign, came all the way from New 
York the 


York to add grace to occasion 


There prol ibly was never a conven 
tiot i the National Association where 
~ mat women were in attendance 
There was a good sprinkling of them 
n all parts of the audiencs 
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Making Secure Sunset Days of Life 


How Life Income Idea Can Be Used 
To Meet a Man’s Own Needs Shown 


income idea to a man’s own needs 

as well as those of his family, was 
brought out in the section of Wednes- 
day’s discussion devoted to “making 
secure the sunset days of one’s own life 
through life insurance, led by Fred S. 
Stripp of Oakland, a particularly strik- 
ing contribution to the discussion being 
made by F. W. Heron of San Fran- 
cisco, 


Tine possibilities of applying the life 


* * * 


MR. STRIPP: Yesterday, in a 
speech fraught with wit and humor, 
and pathos as well, Job Hedges said this: 
“There is no fun in living if you are 
not wanted around,” and that is really 
the text of this talk and the responses 
from the Oakland men in the audience. 

Practically all life insurance written 
today is on a lump sum. Perhaps 10 
per cent is on the income basis. I will 
go further and say that not over one- 
half of 1 per cent written is for the in- 
sured himself—the sunset days of the 
insured man’s life. As our time is lim- 
ited we are going to make the citation 
of the following instances as short and 
snappy as we can, and I am going mere- 
ly to call upon men in the audience 
who can give specific cases. 

+ + * 

AMOS KRAMER, Oakland: We, as 
modern underwriters, appreciate our 
obligation to humanity. I want to tell 
you about Fred Randall, a pioneer of 
California. Perhaps many of you have 
known him or heard of him. He died 
recently at the county poorhouse. Mr. 
Randall was at one time reputed to be 
one of the wealthiest hydraulic miners 
in California. He crossed the plains in 
the old days—the Days of '49—and was 
very, very successful, but he met with 

















F. W. HERON, San Francisco 
Speaker on Business Insuranee 


By Some Striking Illustrations 


hard luck and his years rolled by and 
his entire fortune was gone. He passed 
the sunset days of life, as I said, at 
the county poorhouse. An income bond 
would have protected Mr. Randall 
against himself. Death is not the 
tragedy of life. The tragedy of life is 
that of an old man without funds. Write 
‘em on the income plan! 

S - 

JOE SULLIVAN: Mr. Murray, at 
one time a very wealthy broker of the 
New York Stock Exchange, had a string 
of brokerage offices from Boston to San 
Diego. He died recently, penniless. If 
he had been properly approached by a 
real life underwriter and been written 
for an annuity he would have been 
placed in a very happy position. An 
annuity is exactly the same as an emer- 
gency brake on your automobile. You 
may never need it, but when you do 
need it, you need it bad! 

* * * 

CLIFF BROOKS: Henry Eaton 
lived in Washington, Ore. He spent 
most of his active years providing for 
an aged parent. When his parent died 
Henry’s health was broken and it was 
necessary for him to give up his em- 
ployment as a pharmacist and get out 
into the country, but he couldn’t stand 
that for long, and with his life savings 
he took a plunge in mining stock and— 
lost. It was necessary for him to do 
any kind of work at all that he could 
get, until one day he fell in the street 
and woke up in an emergency hospital. 
The only place left after that was the 


poor farm. An annuity would have 
made his sunset days happy. 
ee ¢ 


MR. WOODS: A man in San Fran- 
cisco sleeps every night in the wood- 
shed of his daughter-in-law. Gratitude? 
you say. No, he didn’t prepare for his 
sunset days of life. An income at 65 
would mean an entirely different way of 
ending his days, and probably the reason 
is that he was never approached on that 
subject by a life underwriter. Now, I 
have saved the best for the last. I am 
going to call on Fred W. Heron, “the 
man behind the gun on the Pacific Coast 
for the life income plan.” 

* * * 

FRED W. HERON: I have traveled 
up and down the Pacific Coast and | 
am known as “the income hound.” I 
have been selling income for 20 years 

long before we had income. I would 
sell a man a 20-year endowment payable 
in installments. The result is that over 
70 per cent of our business is on the 
income plan and the average premium 
in our office is over $40 per thousand. 
Yes, just think of that! $40 a thou- 
sand. 

I put an ad in the San Francisco pa- 
per reading like this: 

“T will pay $50 cash to anybody who 
will bring me the names of 50 people 
residing in San Francisco 65 years old 
or older, pensioners excluded, who are 
not dependent on others for support.” 

I'll put that ad in any paper in your 
cities. Nobody replied to the ad. Not 
one single answer; 50 people, pension- 
ers excepted, 65 or older, who were not 
dependent upon others for support, 
could not be found. I'll put that same 
ad in any paper in any city. Name 
your own city. Figure that out! 

I hope the day will come, ladies and 
gentlemen, when the installment feature 
of the life insurance policy will be 


printed on the face, and not on the back 
of the policy. I hope the day will come 
when they will enact a law that will 
compel every insurance company to pay 
every policy of $3000 or more on the 
installment plan if an individual bene- 
ficiary is named. 

My friend, Mr. Woods, mentions the 
foolishness of the women. Women? 
Why, show me a man who gets a lump 
sum. What does he do with it? I be- 
lieve a policy should do two things: (1) 
Protect the home and family; (2) pro- 
tect that old man that the individual 
is going to have to take care of if he 
lives. That is two-fold insurance. The 
need of one is as great as the other 
When a man buys insurance, he thinks 
he has done everything. But what is 
the difference if he lives to 65 and he 
becomes himself dependent? What is 
the different? There is no difference. 

If any of you men will go into 
any great city and see the children 
playing in the dirt and the mire, what 
will you say? You will say, “Isn’t it 
terrible to be poor!” But, you show 
me a woman, who has been accustomed 
to better things and finally comes to 
the sunset days, only to find it neces- 
sary to ask friends and the public for 
support,—I want to tell you that that 
is poverty that breaks the poor wo- 
man’s heart and kills her in the end. 

I will give you a case without income 
insurance and one with. There was the 
case of Jim Fiske, a partner of Jay 
Gould, president of the Erie Road. He 
was a great fellow. He left an estate 
worth millions. 3ut in checking up 
our statistics we found, in Boston, in a 
little 1% story house, the widow of 
Jim Fiske, knitting mittens and mak- 
ing $12 a week. 

Isn't that pitiful, my friends? 


One Case Where 

Income Was Good 

I will give you one case where an in- 
come was good: A woman was a wid- 
ow. Her brother was a broker in Ore- 
gon. He died and they lost everything. 
That woman had a little $1000 endow- 
ment payable in installments. All 
right. It wasn’t much. That policy 
matured in 1907. When she had lost 
everything she got away from_ her 
friends. She went to the old ladies’ 
home, and for 17 years we have paid 
her $11.08 per month, and I just wish 
you could see that woman. I wish you 
could see her when she gets back to 
the Home from going downtown. I 
didn’t know $11.08 would buy so much. 
I went to see her just lately. She has 
all the little things a woman loves, 
lace, and street-car fares, etc., etc. And 
when she comes back to that little old 
home and the 8&6 poverty-stricken wo- 
men there she sits down and they all 
sit around her and look at her. She is 
the queen of that household with $11.08 
a month 

The trouble with you agents is that 
you think insurance should be sold in 
large amounts. That is wrong. But 
when you go to a man and try to sell 
him a little policy that would mean an 
income of $1 a dav he tells you “that 
doesn’t mean anything.” That’s when I 
take that man by the lapel of his coat 
and pull him up and tell him what's 
what. $1 a day will block the road to 
the poorhouse. Here is a simple way,— 
when a man says $1 isn’t enough, I say 
“when do you get your pay check?” He 
tells me. “All right. I say, ‘I'll be 
back that day, and I'll take $30 out of 


this month’s check. And I'll be here 
next month and take $30, and I'll be 
here the month after that and take $30, 
—as long as it doesn’t mean anything 
you won't care!” Now, that is the best 
argument I know. He will understand 
it! 
* ~ x 

BILL MOUSER: I want to state just 
one case to you: There is an attorney 
in Seattle who allows his father the 
princely sum of 78 cents per month on 
a regular, carefully thought-out budget, 
—street car fares, etc. That surely is 
a princely figure! Think of it! What 
would a life income have done for that 
old man, no matter how small! All he 
gets now is 78 cents a month and he is 
a dependent. You may talk and figure 
about policies, and mortgage redemp- 
tion, etc., but, for the love of God, re- 
member that old man! 

Mr. Woods has asked us to get some 
information for him. He wants to know 
if there is any man here in the audi- 
ence who invests money and has never 
lost any of it. Stand up. (Nobody 
arose.) 


Interest Is Still Lively 
(CONTINUED FROM 1ST PAGE) 


the Canadian Life Underwriters Asso- 
ciation, extended the greetings of that 
organization and told of some of the ad- 
vanced steps taken by the Canadian un- 
derwriters and was greeted with ap- 
plause when he announced that Edward 
Morwick, president of the Canadian as- 
sociation, who is now in England, had 
been called there to arrange for the 
organization of a life underwriters asso- 
ciation in that country. 

Commenting on this development, Ed- 
ward A, Woods said: 

“You know that life insurance is an 
English-speaking institution. Out of 
ninety billions of life insurance, seventy 
billions are in America, ten billions in 
England, and the rest of it, with the ex- 
ception of seven billions, I believe, in 
Canada, South Africa, Australia and New 
Zealand. We have an association that 
represents the English-speaking people 
of the world. It is a great big move- 
ment. 





The official convention picture was 
taken at the conclusion of Tuesday's 
session. Ben Shapro had a _ separate 
picture of his Oakland delegation taken 
Wednesday noon. 














——— 


M. J. DILLON, St. Pial 
Pacific Mutual Life 
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The Home Office Agency of . : 
— Greetings to 


THE P ACIFIC MI ITUAI Members of National Life Association 
Welcomes Lincoln Nat ’] Life Ins. Cn, 


The National Convention of Life Underwriters 
H. G. EVERETT, State Manager 
John Newton Russell John H. Russell 


The Union Central Life 


s | 
Insurance Company 
aa) pert The interest earning ability of the Union Central ay 


COST is one of the wonders of the financial world. 


W. H. CRAMER, General Agent 














Get acquainted with the Los Angeles Agency of the 


AE TNA 


‘ay Its service and advantages on excess lines and sub-standard ay 


business. The outlet for your producing ability is very big 
with the AETNA, due to its high limits and broad underwrit- 
ing facilities. 

IRWIN J. MUMA, Manager 
4th Floor, Merchants National Bank Building Los Ange'es 





GREETINGS While in Los Angeles we extend to you the services of our offices 


From the Los Angeles Agency of 
oi sie CALIFORNIA AGENCIES, Inc. 
The Mutual Benefit Lite GENERAL AGENTS 


We are helping “Keep the White Spot White” 
Don’t you want to stay and share our Agency success? 
COME IN AND SEE US 

BERTRAM P. ROUSE, General Agent 9th Floor C. A. TEASDALE, Pres. 
200 Hollingsworth Building, Corner 6th and Hill Streets Lane Mortgage Bldg. H. L. BURFORD, Vice-Pres. 


Continental Casualty Company 
Continental Assurance Company 


Manager Rese. Meneaer 804 Garland Building Los Angeles, Calif. 


1002-6 Marsh-Strong Bldg. Los Angeles, Calif. 
The San Francisco Agency of the HE Leading California Agencies extend a J B 
E Salida Ett sincere welcome to the Underwriters of DU RYE \ 
“quita dE IT¢€ America. They hope you will be able to drop ad 
Assurance in and see them before you leave. GENERAL AGENT 
Societv They believe California is a great state, and The Penn 
: that it has a tremendous future. Its un- Mutual Life 
Extends a welcome a all oe matched year-round climate, conten ted 4 ul ua 7 al ¢ 
Delegates when they visit our city labor and amazing industrial growth offer Ins. Co. 
M. H. CASEY, Agency Mgr. untold opportunities to life insurance men. ae. 
10th Floor, $15 Montgomery St. 901 Phelan Building 
SAN FRANCISCO You are welcome here. SAN FRANCISCO, CAL. 
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CALIFORNIA =: 
fe 
Progressive and Conservative NOW OPEN 3 
° 3 
old Line Legal Reserve Com- The Minnesota Mutual |: 
a 
+ 3 
a. ¥ 
pany. . Life Insurance Company |: 
. , a 
. ; : Offers unusual openings for Dis- 3S 
Openings for new live wire trict Agencies, with a definite 5 
oe of cpus with these 3 
3 istrict offices r 
rogressive agents. * 
p g 5 ES Write the following: e 
: : 5) Dr. R. P. Fournier, Gen. Agt. John V. Hines, General Agent 3 
Come with us and orow with ES oa Building 62 Peoples Bank Building iS 
ES an rancisco Sacramento ; 
iS Jos. Wahrhaftig, General Agent W. G. Needham, General Agent i 
US. 5 503 cog National Bank Bldg. 216 Henshaw Building | 
‘ San Jose Oakland 3 
Ey Harry G. Rogers, General Agent J. S. Ingalls, General Agent gy 
( 724 State Street Euclid Savings Bank Bldg = 
TM TL iE Santa Barbara Ontario is 
bak | 
Ee Chas. P. Rickards, General Agent 5 
ls 566-7 Spreckels Bldg. | 
P id Lif Ie San Diego 5 
| FOR DIRECT HOME OFFICE CONTRACTS IN | 
Assurance Company iS OPEN TERRITORY AROUND LOS ANGELES jel 
Ee Pig f. 
IES Address fe 
HOME OFFICE: 1530 NORTH ROBEY STREET IE O. J. LACY 5 
; BY 2nd Vice-President—in charge of Agencies ral 
CHICAGO, ILLINOIS ES St. Paul, Minnesota = 
DiMTaTOTaTOTATOTOTOTOTeTOTOTOT OT eT OTST OTe TOT OT OT OT OneT eT eT eT | 
Every Year A Record Year | | 
Gem City Life Agents value their : 
° . . Weer Contracts on Admitted 
company for its Constant interest in in Force Assets 
° 1909 1,571 9,248.00 5,683.00 
their welfare. The good report of noe pa ° ee * ee 
the company is a valuable asset that 1911 14,449 133,515.00 26,210.00 
° 1912 18,030 181,062.00 36,208.00 
agents have learned to appreciate. 1914 31,487 317,348.00 86,189.00 
It is a builder of confidence and on poo ner ct 
good will among all policyholders. 1918 74,296 $48,561.80 485,286.44 
1919 97,147 1,273,980.95 654,673.66 
— 1920 122,746 1,952,735.52 1,115,893.81 
1921 150,082 2,374,671.38 1,499,846.33 
Assets over three-quarters of a million. 1922 165,788 2,891,894.11 1,722,207.46 
Surplus to policyholders over $280,000. 1923 174,977 3,337,492.14 2,119,695.57 =—— 
This progress is simply the total of the increasing success of t 
Licensed in Seven States and District of Columbia B. M. A. Salesmen, whose efforts enabled this Company to occupy 
Ninth place among all Companies in U. S. A. in amount of claims 
| paid during 1923. 
‘ Life, Accident and Health Insurance written separately or 
) 
Gem City combined providing the widest range of personal Insurance Pro- H: 
‘ ction. . 
Life Insurance Company aasaeae Ce 
a Wi 
Dayton, Ohio ’ W 
usineéss men S Assurance VOMpahy | 
A. J. Conover I. A. Morrissett > ae 
President Vice President and Gen’! Mgr. 0 erica tar 
KANSAS CITY, MISSOURI T 
LIFE ACCIDENT HEALTH GROUP INSURANCE 
W. T. GRANT, President 
— —_—_—_—_— 
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Jefferson Standard Building 
Jefferson Square 
Greensboro, N.C. 


NATIONAL LIFE CONVENTION DAILY, JULY 23, 1924 


There is a humanness and a spirit 
of good fellowship permeating our 
entire organization that contrib- 
ute to the peace of mind and hap- 
piness of our men. 


**Ask a Jefferson Standard Man.’’ 


BRANCH OFFICE SYSTEM—DIRECT CONTRACTS 


Jefferson Standard Life Insurance Company 


JULIAN PRICE, President 


GREENSBORO, N. C. 


Over $215,000,000 in Force 


XIX 





INSTITUTIONAL ADVERTISING. In order that 
this company’s attitude may be fully understood in re- 
spect to small certificates of life insurance being issued 
to subscribers of newspapers, we desire to call attention 
to the larger amount of display space being devoted to 
extolling the benefits of life insurance protection gen- 


THE FEDERAL UNION LIFE INSURANCE CO. 
of CINCINNATI, OHIO 


takes this opportunity to state its position regarding 


erally. Many representatives of various companies have 
commended the plan and expressed appreciation of this 
wide publicity which is being obtained and which re- 
sulted in increased business, directly created from this 
newspaper advertising. 

We are open to suggestion and would appreciate opin- 


ions from the life insurance fraternity. 








An Ohio Company for 
Ohio Agents 


Has opportunities for ambitious and enterprising agents. 
Company comparatively young. Our men will grow 
with us. The future holds positions of responsibility. 
We have openings for 4gents, Tried Supervisors, Gen- 
eral Agents and Managers. Write E. W. Gage, secre- 
tary, 


The Toledo Travelers Life Insurance Co. 
Toledo, Ohio 








The 


Diamond Life Bulletins 
are paying a profit 
To THOUSANDS of 


Enthusiastic Life Insurance Men 
who find the “‘D. L. B.”’ ideas actually 
produce business. 

Write to 
The National Underwriter Company 
420 E. Fourth St., Cincinnati, O. 





—— 
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Ask Your 
Neighbor 


At the Convention 


About the 


DIAMOND 
LIFE 
BULLETINS 


The chances are he 








nsurance Compan 


OF DES MOINES. IOWA 


Over $20,000,000 of Business in Force. 
18th Year of Successful Progress. 


$200,000 Capital 


Now operating in: 
lowa Minnesota Nebraska South Dakota 


All standard forms of life and endowment policies. 





For agency particulars address . 
gency P : finds them tremendously 


HOME OFFICE: 


valuable in working up 
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and closing big cases. 
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720 Sixth Avenue - - Des Moines, Iowa 

5 - . 
4 ; Workable selling plans 
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given each month. Over 





2500 subscribers to this 


Interview with 20 General Agents 











SS : ‘ 
“Wy R R S ” M M 9 practical service enthu- 
hat the R. & R. Service Means to Me jini: ae ¥, 
Each one interviewed has been a member over seven years 
—_— —_ - z Letters from noted pro- 
Graham C. Wells: “Any General Agent who is alive to | Elmer R. Beers: “I expect to be a member of the Service ducers prove its highly 
his own best interests, cannot afford to be without as long as I continue in the insurance business, if . 
the help of the Service.” it maintains the standard of the years gone by.” ~™ om : , 
Darby A. Day: “It is almost indispensable.” D. R. Midyette: ‘“Aiter forty years as General Agent I advanced methods, yet 
Clifford L. McMillen: “It is worth many times its cost.” am more impressed and helped by the R. & R. tho had ; 
A. C. Larson:. “It is the most valuable and profitable Service with each succeeding year.” an agent who had never 
service that any agent can receive in our great | Bolling Sibley: “Our long continued membership is an : ” . 
business.” evidence of what I think of the Service, my use of written a $5000 policy 
Charles B. Palmer: “I cannot speak too highly of the which includes the Educational Course.” 3 
value of the Service.” ; C. H. McChesney & Son: “The Service fully and accu- closed a $6700 premium 
W. Merrill Eastcott: ‘I have received full measure rately covers the points of interest to General 
pressed down and running over.” i Agents.” on the first case in which 
Charles H. McCoy: “In my estimation the Service is F. A. Lichtenberg: “The Service gives in a compact 
indispensable to Agency Managers and to wide form a fund of information quickly available and he used it. 
arranged in a very practical manner. 


awake producers.” 
John P. Gomph: “We could hardly get along without the | R. L. Stephenson: “I don't know what I would do with 
Service.” out the Service and I cheerfully recommend it 
Kaufmann, Hamburger and Kaufmann: “The Service is most highly to anyone in our business.” 
of inestimable value.” Alma D. Katz: “I am convinced that the Service has had 
G. S. Grover: “The Service has proven a great help in much to do with our success, we could not get 
the many years gone by.” along to advantage without it.” 
Charles J. Iredell: “I believe it would be hard to run a | Charles B. Rudd: “The Service is one of the most val- 
General Agency successfully without the Service.” uable assets in our office. a General Agent who uses 


Franklin Mann: “The contribution you have made in it for results will never be without it.” 
correlating the work of men in positions like mine | F. B, Schwentker: “I am a long time member of the THE NATIONAL 


has undoubtedly served to increase our effective- Service because it enables me with fifteen minutes’ 


ness. I want to congratulate you on the mainten- reading each week to get a digest of all the im- 
ance of such high standards in the work.” portant news in the insurance world.” UNDERWRITER 


Full information 


furnished by 





The Service for General Agents includes a complete News-Review each . , 
week of the points of lasting value from all the insurance journals, big news- The Insurance Research & Review Service, 
papers that cover the country, supreme court decisions, revenue rulings, ff Holliday Building, Endienapelio, Indiana, COMPANY 
business books and magazines and insurance bulletins, and in addition, there PR icc: setae we Se, She Sees Boreinn Se 
are three special sections each month that deal with the manager’s problems, i . month, sali ae te aanet ation at any time 
420 EAST FOURTH STREET 


including the securing and training of agents, circularizing, etc., with sales i 
plans for agents and with sales data and facts for current use. Name 


Your membership is invited upon a trial basis. a = ee Yao CINCINNATI OHIO 
The Insurance Research & Review Service pairs 
‘ 
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Recognition 


The Grizzard System is an 
unique service organiza- 
tion. At first misunder- 
stood by some, its very 
soundness, simplicity, and 
sincerity have obtained for 


it the just recognition that 
its accomplishments as a 


factor of life insurance ser- 
vice entitle it to have. 





The principle of the Grizzard 
System is sound and true. It is 
old line life insurance itself, made 
available to many new clients 
through its superior service. 0 












Pronounced Griz [Mf ry 
ie CHICAGO CLEVELAND COLUMBUS 0 


ie AND PRINCIPAL CITIES 0 


i GRIZZARD SYSTEM OF AMERICA, Incorporated 0 





DETROIT 


Executive Offices, Illinois Merchants Bank Bldg. 


q CHICAGO oi 
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THE LARGER VISION | 














Life Insurance long since ceased to be on 
trial. Its service to society is so manifest that 
only ignorance or prejudice could doubt its val- 
idity. 

And yet, to what extent has Insurance taken 
its rightful place in the consciousness of the com- 
munity at large? Even the science of economics, 
which should be the first to emphasize its import- 
ance, does not give it the recognition it has so 
ably earned. The classical divisions of economics 
into production, distribution and consumption, 
include no proper place for the enormously valu- 
able work of Insurance. We need a fourth divi- 
sion entitled “Insurance,” 
adequate treatment. 


to make possible its 


In the past even insurance men were satisfied 
with a very limited public appreciation of the In- 
surance idea. By rule-of-thumb methods they 
made conversions of individuals, one by one, hit 
or miss, as they could. 


Then began the era of the National Associa- 
tion of Life Underwriters, and the old order 
changed rapidly. 


For an understanding of what Life Insur- 
ance really is, the public is dependent on the men 
whose central organization is this Association. 
And to this body, in major part, is due the credit 
for having brought about the welcome change. 


Our task, however, has just begun. We our- 
selves still need a wider conception of the im- 
mense service that Life Insurance will surely be 
called upon to render. But we are moving rap- 
idly in the right direction—a significant indica- 
tion of which is the new emphasis on the value of 
the Life Insurance Programme. 


If the future development of our business is 
to be increasingly effective, there is but one all- 
inclusive body of our colleagues to which we can 
turn for help and guidance, that is the National 
Association of Life Underwriters. 


The Association requires, and should re- 
ceive, the unwavering support of every forward- 
looking Life Agent in America! 


New England Mutual Life 


Insurance Company 


Boston, Mass. 
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The Unique Manual Digest 


Complete Statistical Information 


On All Old Line Companies 


1,450 pages of rates, dividends and net costs, with 
policy analyses, financial exhibits and special information 
on each company. All the tables—American and Actu- 
aries reserves at 3, 3!4 and 4 per cent, and interest and 
discount tables. 


Most Complete Life Insurance 
Reference Book Published 


Price $3.50 


The National Underwriter 


Chicago Cincinnati New York 





The Little Gem Life Chart 


Most valuable of the vest pocket reference books. 
Amazingly complete information on 99 leading com- 
panies, and financial exhibit of ALL old line companies. 
ALWAYS SOLD OUT before binding is completed, al- 


though edition is increased by thousands each year. 


PLACE YOUR ORDER SOON FOR 1925—Out in 
April. Price $2.00. 


The National Underwriter 


Chicago Cincinnati New York 
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The Nation Respects 
North Carolina Products 


North Carolina has assumed world leadership in 
the production of various things that are important 
in lite—table-cloths, work clothes, underwear, hosiery, 
botanical drugs, paper pulp, blankets and such 
in tobacco products. And not the least factor in North 
Carolina’s amazing progress has been the develop 
ment, at the same time, of its strong life insurance 
companies. A favorable attitude greets the agent who 
undertakes to write insurance for these companies, 
and good territory is open in many of the Southern 
and Southwestern states, where Pilot general agents 
have been uniformly successful. The Pilot is 20 years 
old—sound, progressive, well-managed—and offers 
the most complete line of protection in life, accident 
and health insurance. Use the coupon below to turn 
opportunity imto gain, 


also 


PILOT LIFE 
INSURANCE 
COMPANY 


GREENSBORO, N. C. 


A. W. McALISTER, Pres. 


H. B. GUNTER, Vice Pres., Agency 

















Indiana se Ohio $2 Michigan 

;, The LAFAYETTE = 
4| LIFE INSURANCE |é 
. COMPANY . 
_| LaFayette - - Indiana 

3 . Mutual : 
= Legal Reserve 

; Exceptional : 
2 Agency Z 
z Opportunities | 3 
v. W. W. LANE, A. E. WERKHOFF, J 














The Garden Spot of the World 














Mgr. 
Pilot Life Insurance C 
Assets Greensboro, N. Cc 
$7,230,000.00 — oe B. Gunter, Agency Manag 
Surplus to Policyholders segenmns the en on Geek hanes 
$1,680,000.00 Special 
Insurance in Force Over gue 
$55,000,000.00 - 
} ( 











GUARANTY 
LIFE INSURANCE COMPANY 


Davenport, Iowa 
ARE YOU LOOKING FOR THIS? 


If you are seeking a company whose chief aim is to keep each one 
of its agents satisfied and help them to become really big producers, 
doing so by its hearty co-operation ; 

Then you are looking for the GUARANTY LIFE 

In all of these the GUARANTY LIFE is the kind of company every 
man is seeking. Strong, progressive, growing rapidly—the GUAR- 
ANTY LIFE offers a number of progressive men an excellent op- 
portunity—everything that means success 

And if you have real ability, the GUARANTY LIFE is looking for 


you. Let’s get better acquainted now 


IOWA, ILLINOIS, MISSOURI, NEBRASKA, SOUTH DAKOTA, 
NORTH DAKOTA, KANSAS, OKLAHOMA AND TEXAS 


L. J. Dougherty Secretary-General Manager 

















The Littte Gem Life Chart F'ngrs “isens*of 
Financial standing of ALL old line companies. 
Published b 


THE NATIONAL UNDERWRITER 
CHICAGO 





NEW YORK CINCINNATI 








Federal Life Insurance Company | 
CHICAGO | 


THE BIG 
CHICAGO 
COMPANY 


Specialists in““Human Being” Insurance 


OVER 


$1,500,000.00 


Of Accident and 
Health Premiums 


OVER 


$56,000,000.00 
Of Life Insur- 


ance in Force 


Fertile Territory Still Available for the Right Men 


ISAAC MILLER HAMILTON, President 


FEDERAL LIFE BUILDING 


166-168 North Michigan Avenue 
CHICAGO 























THE NATIONAL UNDERWRITER LIFE INSURANCE EDITION 














DESIRABLE 
OPPORTUNITIES 


are available at unoccupied field points 
for competent men capable of placing 
New Insurance in volume. 


UNION MUTUAL LIFE 
INSURANCE CO. 
PORTLAND, MAINE 


[ 








INCORPORATED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 
1871———_——_ FIF TY - THREE YEARS —————1924 


of conservative and successful management have placed the 


LIFE INSURANCE COMPANY OF VIRGINIA 


where it is today—IN THE FRONT RANK of substantial, up-to-date 
and progressive Life Insurance Companies. 


Issues ORDINARY Policies of the most approved forms from $1,000 to $50,000, 
which are as liberal as safety will permit, with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from $12.50 to $1,000, 
with premiums payable weekly. 


CONDITION AS OF DECEMBER 31, 1923 
$ 36.916,613.75 
$2.373,207.24 
4,543,406.51 
255.168.568.000 
2 696,034.43 


ere 

Liabilities 

Capital and Surplus 

Ir urance in Force 
Payments to Policyholders 


TOTAL PAYMENTS TO POLICYHOLDERS SINCE ORGANIZATION. .$32,747,895.35 


JOHN G. WALKER, President 











Visiting the Pacific Coast with- 
out enjoying Seattle and the 
prosperous, cool, scenic, ever- 
green Puget Sound country is 








ep 
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like a banquet without dessert. 
—COME. 








Our Office Facilities Are 
At Your Disposal. 


Phoenix Mutual Life 
Insurance Company 
JAY E. WILLIAMS, Manager 


4456-4466 Stuart Bldg. 
Seattle 








WILLIAM J. BENSTON 





ll 


HOME OFFICE BUILDING 


Central States Life 


Insurance Company Seattle, Wash. 


SAINT LOUIS 





District Agent 


Suite 400 Central Building 
Seattle, Washington 





THOS. A. GARRIGUES 
Agency Supervisor 
Western Washington 


Northwestern Mutual 
Life Insurance Co. 


502 Colman Building 











The Insurance Salesman 
$2.00 a Year 


Filled every month with valuable life 


selling ideas that pay. 


220 E. Ohio St., Indianapolis, Ind. 
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Home Office Building 


Peoples Life Insurance Company 


Frankfort, Indiana 
“*The Friendly Company’’ 


THREE MILLION, ONE HUNDRED SIXTY THOUSAND, SEVEN HUNDRED THIRTY-NINE 


Dollars IN SECURITIES DEPOSITED WITH THE STATE OF INDIANA FOR PROTECTION OF 


POLICYHOLDERS. 


PEOPLES LIFE Reinsured the CENTURY LIFE INSURANCE COMPANY 
March 10th, 1924 


Insurance in Force December 31st, 1923 
Insurance in Force June Ist, 1924 


$27,004,490.00 
$38,000,000.00 


Splendid Agency Openings in the Following States 
Ohio 


Indiana 


Arkansas 








Tennessee 


Texas 


Michigan - 
lowa 





























AMERICAN 
ENTRAL 


LIFE 


Insurance Co. 


INDIANAPOLIS, IND. 
Established 


HERBERT M. WOOLLEN 


PRESIDENT 


1899 
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Service That Shortens 
The Selling Process | 
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A life underwriter is more than a salesman, but 
unless he is a good salesman he isn’t often a good 
life underwriter. 


This Company believes that the Agent’s sales 
work can be made more effective if he is supplied 
with the right kind of selling tools. 


That is why each of our representatives is 
grounded in the fundamentals of the business 
through our Educational Course. As a practical 
aid in field work Guardian Agents have the benefit 
of a system of obtaining “leads” that has frequently 
been cited as one of the most successful in opera- 


service help our men in the field to increase the 
effectiveness of their work. 


Service to policyholders is perhaps the best 
service that can be rendered to Agents. In this 
respect the Guardian is a pioneer, being one of the 
first Companies to offer its clients the health serv- 
ice of the Life Extension Institute. Today our 
Policyholders Service Department renders a com- 
prehensive program of service to our policyholders 
and their beneficiaries. 


Service is an overworked word; often it doesn’t 
mean much. But we pride ourselves in maintain- 





ing a definite plan of genuine service which is of 
practical value to our policyholders and our Agents. | 


tion. 
Numerous other features of our Home Office 
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| THE GUARDIAN LIFE INSURANCE COMPANY | 
| OF AMERICA | 


| ESTABLISHED 1860 UNDER THE LAWS OF THE STATE OF NEW YORK 
| Home Office: 50 UNION SQUARE, NEW YORK | 
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Over 1% Million Policies Now In Force 


Only four other life insurance companies in America 
have more policy contracts in force than this company. 
The following figures show its remarkable growth in the 
last ten years: 





Jan. 1, 1924 

$ 40,113,271 
1,552,803 
351,149 583 


Jan. 1, 1914 
Assets ... . $ 7,804,230 
Policies in Force . 503,302 
Insurance in Force, 73,455,636 


Attractive opportunities open to competent agents in Ohio, Indiana, Kentucky, West Virginia, 
Pennsylvania, Michigan, Illinois, Missouri. 





The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
A Good Company to Represent 


















































in 
WASHINGTON OREGON CALIFORNIA 
This is the region Roger Babson predicts is to become “‘the richest and busiest 
| of our 48 states.” Even now, on basis of number of policies in force com- 
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The Capitol Life Insurance 


CLARENCE J. DALY, President 


DENVER, COLORADO 














'WATCH OUR PROGRESS! 


MAGNIFICENT NEW HOME OFFICE BUILDING 
WILL BE COMPLETED AUGUST 1ST, 1924 
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Desirable Agency Openings 


with the 


MONTANA LIFE INSURANCE COMPANY 


Assets --- $5,292,228.86 
Insurance $36,136,606.00 

















pared with number of families, statistics show four-fifths of the Washington 
and Oregon, and three-fifths of the California territory, is undeveloped. 


Surplus to Policyholders $902,639.52 (17% of Admitted Assets) 
SECURITY KEEPS STEP WITH PROGRESS IN THE MONTANA LIFE 


RAY P. COX, Agency Manager H. R. CUNNINGHAM, Vice President 














220 Syndicate Bldg., Oakland, Cal. Helena, Montana 
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A Company with Friends Everywhere 


The agent who is selling insurance in 
this company, which for seventy-three 
years has been rendering unexcelled ser- 
vice, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that 
there is no better company in the land 
than the old Massachusetts Mutual. 
Its enviable record for service and the 
low net cost of the protection furnished 
make a combination that assures 
success to any real worker in the field. 





Massachusetts Mutual 


Life Insurance Company 
of Springfield, Massachusetts 


JOSEPH C. BEHAN 


Incorporated 
Superintendent of Agencies 


in 1851 


More than a Billion Dollars of Insurance in Force 
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GROWTH! 


A matter of natural development 


Our growth has been persistent—our roots extend down— 
not out. We haven’t spread—but we’re rooted deep and 
lastingly in Illinois and Indiana. 


Steady, persistent growth means permanent life. 


Men who want to grow can make un- 
usually good connections with us NOW. 


OVER $10,000,000 INSURANCE IN FORCE 


CHICAGO NATIONAL 
LIEE INSURANCE COMPANY 


A. L. WHITMER, Chairman of the Board A. E. JOHNSON, Agency Manager 


CHICAGO, ILLINOIS 


a=) >So w>a > 1 SS] 





ee slo es cess ce=——sloe lees ——a ool ———ol—se——lel——— lela 


___ = ]=SSlW_WUwOaESEBLhaaL_HU’O—HaBDBLL_GSE_ = =hpbB_OWL LSU HSA 








: - 


1844 1924 


The State Mutual Life Assurance Company 
OF WORCESTER, MASSACHUSETTS 


| INCORPORATED 1844 











The new dividend scale keeps the State Mutual in the front rank of low net cost 


companies. 


The increased interest rate on dividends left to accumulate and on policy proceeds 








i lett with the company makes the dividend and settlement options attractive to the 
policyholders. 
| The new policy contracts, based on the experience of eighty years, are most liberal 
| and, in accordance with the mutual principles of the Company, most of the new features 
| have been made retroactive to old policyholders. 

The settlement options in the new policies enable the salesman to fit his policy- 

holders’ every need. 

|| B. H. Wright, President D. W. Carter, Secretary 


Stephen Ireland, Superintendent of Agencies 
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May Be Your 
Opportunity 





Do you know that the great, broad, 
inviting South West offers a splendid 
opportunity? It does. 


The basis of all real production is the 
soil, and, combined with ample rains, 
followed by sunshine, the states of 
OKLAHOMA, ARKANSAS 
and TEXAS present a beautiful pic- 
ture. Not only a picture, but a reality. 
In other words, “Crops are good.” 





Wheat Is the biggest yield ever. 
Cotton is coming along fine, with 
no menacing “bugs.” These two 
crops are the money makers. 


Persistent plugging away every day 
plus an intensive home office interest 
cannot fail to bring good results to 
to the agent. We offer that interest 
freely. We have endeavored at all 
times to give personal, friendly help. 


Operating in Oklahoma, Arkansas 
and Texas the Mid-Continent Life 


can offer some very attractive openings 
in these states. 


Mid-Continent Life 


Insurance Co. 
OKLAHOMA CITY, OKLA. 





EDWIN STARKEY, Vice-Pres. 
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AMERICAN LIFE 
REINSURANCE CO. 


HOME OFFICE—Dallas 
BRANCH OFFICE—Chicago 


The management of the American Life again expresses 
heartiest appreciation for the generous patronage accorded 


the Company during the first half of 1924. 


INSURANCE IN FORCE 


December 31, 1919 $5,290,381 
December 31, 1920 19,025,345 
December 31, 1921 27,146,043 


December 31, 1922 32,019,215 
December 31, 1923 41,224,327 


June 30, 1924 -46,100,000 


Biggest June in Company's History. 


Biggest Half Year in Company's Historv. 


ANNOUNCEMENT 


On July first the American Life moved into its own Home 
Office Building at 3015 Cedar Springs Road, which was 
formerly one of the handsomest residence properties in 
Dallas. The large shaded lawn fronts 350 feet on the 
principal automobile boulevard of the city, and the com- 
modious brick buildings assure ample space for this rapidly 


growing organization. 


SERVICE—With excellent mail facilities and with tele- 
graphic connections installed in the building we are pre- 
pared to give PROMPTEST SERVICE to all our clients. 
Mail and telegrams addressed Dallas, Texas, will reach 


us promptly. 


SECURIT Y—Our Home Office is owned without in- 
debtedness and was purchased at a price that will prove a 
most profitable investment from a rent-saving standpoint. 


SECURITY to policyholders has been enhanced. 


A most cordial invitation to visit us when in Dallas is 


extended to our insurance friends everywhere. 


OFFICERS 
A. C. BIGGER BERT H. ZAHNER 
President Chicago Manager 


FRED D. STRUDELL MORTON BIGGER 


Vice-President Secretary 


J. L. Mistrot 





Strength 


The consolidation of the South- 
ern Union Life and the Fort 
Worth Life into the Southern 
Union Life of Fort Worth has 
given to the State of Texas an 
insurance organization of which 
we are proud. During the first 
six months of 1924 it has pro- 
duced ower $8,600,000 new 


business. 


The Southern Union Life is 
rapidly assigning choice terri- 
tory in the State to agents who 
are real builders and who wish 
to become leaders in their re- 





spective communities. 


Southern Union Life 


OF 


FORT WORTH, TEXAS 


Tom Poynor 


President Vice-President 





























Have You Ever Lost A Case > 
—In Competition ¢ 


Of course you have and while it is true that the 
bulk of LIFE INSURANCE is written without com- 
petition, yet there are thousands of policies sold every 
vear to hard-boiled business men, solely on the basis 
of cost. ARE YOU PREPARED TO GET THAT 
BUSINESS? 


THE COLUMBIA LIFE INSURANCE COM- 
PANY has had remarkable results with its—SPE- 
CIAL $500 ORDINARY LIFE (Participating Con- 
tract). The rates at three ages are: 25, $18.32 per 
$1,000; 35, $24.09 per $1,000; 45, $34.22 per $1,000. 
Your prospects will be interested in these rates. 
WHY NOT GET YOUR SHARE OF THIS BUSI- 
NESS? 


DIRECT GENERAL AGENCY CONTRACTS 


LinekaL CoMMIssIONS—ENTERED IN 
On10 INDIANA KENTUCKY 
Write 


OLUMBIA LIFE 


INSURANCE COMPANY 
CINCINNATI, OHIO 


S. M. Cross. President 
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HOME LIFE 


Insurance Company of New York 





ETHELBERT IDE LOW, President 


Sixty-Fourth Year 


Premiums received during the 

Sy EE: 060 eea0sssunente $7,686,855 
Payments to  Policyholders 

and their Beneficiaries in 

Death Claims, Endowments, 
SPOVOGOUMEE, GEE, ocncccccovens 5,871,544 
Increase in Assets.......... 2,401,507 
Actual Mortality 56% of the 

amount expected. 

Insurance in Force.......... 247,373,210 
Admitted Assets ........... 48,655,222 


Policy contracts with most liberal benefits and 
guarantees. 


Agency Apply to 
GEORGE W. MURRAY, 


Second Vice President, 
256 Broadway, New York 


For 














THE GLOBE 


MUTUAL LIFE INSURANCE 
COMPANY 


OF CHICAGO, ILL. 


The Globe is the Oldest Life Insurance Institution of the 
State of Illinois Transacting Industrial Insurance 


Premiums payable yearly, half yearly, quarterly, monthly 
or weekly 


“CLAIMS PAID ON SIGHT” 


The highest grade of service to policyholders and representatives. 


The latest is 


CLAIMS PAID BY TELEGRAPH 


To Which Have Been Added CLAIMS ADJUSTED BY 
RADIO. It is the last word in SERVICE 


T. F. BARRY, President, General Manager and Founder 


The Globe weekly news will be mailed you every week by request 
—without charge 


























AITHFUL service to policyholders, 


low net cost of protection, warm 
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broad vision of life underwriting service 





personal interest in its agents, and a 





these are some of the reasons why Fidelity 
is forging ahead, why its assets, its income 
and its 
within the past ten years, its new business 
more than trebled. And four increases in 
Fidelity dividends have been made in the past 


insurance in force have doubled 


four years. 


Operating in 40 States. Over $270,000,000 
insurance in force. Full level net premium 
reserve basis. 





Fidelity Mutual Life 


Insurance Co., Philadelphia 


WALTER Le MAR TALBOT, President 


A few agency openings for the right men 























The Great Republic Life 


Insurance Company 
Of California 


Extends a Hearty Welcome to All 
Life Underwriters attending the 35th Annual Conven- 
tion of the National Association and their friends. 





| 
| While you are in Los Angeles 


baer ft reeee| we invite you to visit our new 
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public Life Building, at Eighth 
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should be glad to have you 
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make it your headquarters 
during your stay in Southern 
California 


The Great Republic Life 
Insurance Company 


A. OTIS BIRCH, President 





H. S. BRIDGEWATER 
Supt. of Agencies 


B. OLDS 
Secretary 


W. H. SAVAGI F 


Vice-President 
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New Home Office Building 
720 N. Michigan Ave., 
Chicago 


Agency Openings in 
Illinois 
Minnesota 
Kansas 
Iowa 
South Dakota 
Texas 
Missouri 
Nebraska 
Michigan 





Wonderful Opportunity 
for Agents 


Nowadays, when a child is born, most parents begin to think 
immediately of its future, and to systematically lay aside funds 
for the purpose of taking care of the child’s training and school- 
ing in the years to come. Unfortunately, fate sometimes steps 
in here, and the untimely death of a parent often shatters the 
best laid plans for the child’s future. Haven’t you often heard 
the statement: “I should certainly have gone to college if my 


father had lived.” 


Do you know that this situation can easily be prevented? That 
the Central Life has added the Educational Endowment policy 
to its many forms of Perfect Protection? It is indeed a real 
opportunity for the agent. It is a policy that can be issued at 
from two to twelve years of age, and one that reduces Education 


or a start in business to an ABSOLUTE CERTAINTY. 


The parent can take one of these policies on the child’s life, the 
policy to mature when the child is ready to enter college or 
technical school, using to pay the annual premium the sum 
which would ordinarily be laid aside as a sinking fund for the 
child’s education. The policies can be written for a small addi- 
tional premium, whereby should the death of the parent occur 
prior to the maturity of the Endowment, the Company will 
waive the payment of future premiums, mature the policy, and 
pay the proceeds to the child just the same as though the premi- 
ums had been duly paid. 


This proposition is live, it is easy to sell, and will greatly en- 
hance the already valued good will of the Central Life. Many 
a parent will thank the Central Life agent in the years to come 
for this protection afforded their little ones. 


The Central Life Insurance Company of Illinois 
720 N. Michigan Avenue 
CHICAGO, ILLINOIS 
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2nd Convention Daily 


SECURITY LIFE 


Insurance Company of America 


ROOKERY, CHICAGO 





O. W. JOHNSON, President 


Insurance in Force - - $49,000,000 
Assets ~ - - - - 5,668,015 


Surplus Protection to Policyholders 430,178 


Payments to Policyholders since 
Organization - - - 4,403,769 


For almost a quarter of a century, the Security Life has 
been writing insurance with the thought to always be of 
real service to policyholders and agents. Carrying out 
this thought, the Company has built solidly and progress- 
ed steadily. 


It is old enough to be firmly entrenched; it is young 
enough to be vigorous, aggressive and ambitious. 


The Security offers to its agents, contracts which protect 
them. It is ideally located in the great heart of Chicago 
which means that agents and policyholders get quick 
mail service. Offering a broad insurance service, the 
Company is able to give advice and help in all matters 
pertaining to life insurance in its many phases. 


Openings for General Agents and 
Managers in Sixteen States 


Address 


S. W. GOSS, Vice-President and Manager of Agencies 
209 S. La Salle St 
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Our new state manager 
for California 


PEORIA LIFE 
INSURANCE COMPANY 


offers to its agents 
& program of constant 
all-year-round service ~ the 
practical kind of service that 
makes them successful 


Co-o 
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We Are Now Developing California 


dt has always been the policy of the Peoria Life to multiply the oppor- 
tunities of its Agency Force by developing old territory and entering new 
territory as rapidly as circumstances warrant. In line with this policy, the 
Peoria Life recently secured admission to California. 

A further policy of the Company has been to make all promotions from 
the ranks of its own agents. In line with this policy, Lee R. James, formerly 
district manager for eastern Iowa, has been made state manager for Cal- 
ifornia. Mr. James has already begun the building of a live active agency, 
and has entered on the production of business in a fine large way. 

It has never been the policy of the Peoria Life to disturb agents in their 
company relations. It is not our policy now. We are not interested in mak- 
ing contracts with agents of other life insurance companies. However, to 
agents handling other insurance lines, who contemplate a life insurance 
connection, or to men of your acquaintance outside the life insurance field 
who are looking for a real future, with every cooperation to assure success, 
we have something interesting to offer in California. Such men “may learn 
something to their advantage” by communicating with the Home Office, or 
with Mr. James at his offices, 726-7 Consolidated Building, Los Angeles. 
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apr tage and prosperous. Headquarters 


Peoria Life Home Ofhce Building 

















What Is 
Brokerage Service? 


Brokerage Service, as defined by the Missouri State Life, and pro- 
vided in the Company's Branch Offices, has many features: 





Sus 


Expert advice and assistance to all insurance 
| men on Surplus and Substandard Life: and on 
Accident, Health and Group Insurance. 





Help, without a string to it, in closing cases. 
All the commission belongs to the broker. 


Prompt action on Surplus and Substandard 
Life; liberal underwriting rules. 


Generous first commissions and guaranteed 
non-forfeitable renewals. 


Business handled either on a contract or one- 
case agreement basis. 


Co-operation of Branch Managers and Agency 
specials trained in up-to-date methods of writ- 
ing Life Insurance: and thoroughly versed in 
Accident and Health and Group Insurance. 


In a few words, that is what the Missouri State 
Life means by Brokerage Service. The Com- 
pany was among the first to make its Service 
available to all insurance men, and its system 
has been perfected by long experience. This 
Service is at your disposal. 








xy 
Havana in 1925 
OVER HALF A BILLION IN FORCE 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President Home Office: Saint Louis 
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Announcement 
to Life Underwriters 


Through a new plan developed by the Continental 
Casualty Company, you can not only sell more life insurance 
for the company or companies you represent, but you can 
greatly increase your income and improve your service to 
your clients. 


Every client on your books needs disability protection. 
Millions of dollars of life insurance are being sold every 
month in conjunction with disability protection. The 
Continental has perfected a plan for writing business on 
this basis. 
This is what some of the largest multiple line agencies in 
the country say of it: 

“Renews better than life insurance alone.” 

“Increased our renewal income 2!2 times in 18 months.” 

“Helps new men make good from the start.” 

“Adds permanent, worthwhile clients to our office.” 


“Best line in our entire office.” 


“A real service to our clients.” 


If you are interested and operate in towns or cities of 10,000 
population or larger, write to the 


SERVICE DEPARTMENT 


Continental Casualty Company 


CHICAGO, ILLINOIS 
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You're an agent—that’s fine. 


The company you represent is a good one—that’s admitted. 


You are striving to make more than a living—that’s obvious. 

You've heard about the Pacific Mutual’s Non-Cancellable Income Policy—that’s natural. 

Perhaps you don’t know that we paid agents and brokers over $50,000 a month in commis- 
sions on Non-Cancellable business alone last yvear—that’s a lot of money. 

You can convince any business or professional man in two minutes that $500 a month, pay- 
able to him for life, would help to beat the band in event of disability—that’s casy. 

You can interest that prospect still more when you tell him that the cost is only about $135 
a vear if he is middle aged—that’s reasonable. 

You can show him that with our Non-Cancellable Disability Policy, he insures all his old 
life insurance, especially those policies which have no Permanent Total Disability benefit—that’s 
SETCUICE. .. 

Our Non-Cancellable sales each vear show a satisfactory increase over the year preceding 
—that's progress, 

You ought to be increasing vour income during this prosperous yvear—that’s certain. 

Non-Cancellable policies renew better than life insurance—that’s wonderful. 

Write for rates, information and open territory today—that’s wise. i 





DANFORD. M. BAKER 


Vice President and Superintendent of Agencies 


THE PACIFIC MUTUAL LIFE INSURANCE COMPANY OF CALIFORNIA 


LOS ANGELES, CALIF. 
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There are many problems that 
confront the agent who solicits 
business in the agricultural 
districts. Likewise, there are 
many problems that confront 
the cityagent. Each agent has 
his problems that are peculiar to 
his particular prospects. Each 
agent must receive home office 
help that meets his particular 
needs. 


The Farmers National Life is 
in an excellent position to give 
this specific type of help to the 
agent. The company, through 
its officers, understands agri- 
cultural conditions thoroughly. 
It understands conditions in 
the cities. It equips its agents 
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‘aa with this type of salesmanship 


material. There are no pro- 
miscuous shots that do not hit 
the mark. Every bit of ma- 
terial, every sales help, every 
suggestion is made with but 
one end in view—that of sup- 
plying our agents with good 
salesmanship material that will 
increase their business among 
their own classes of prospects. 


To line up with the Farmers 
National 1s putting yourself 
into a life time position of profit 
and enjoyable relationship. A 
warm spirit of friendly and 
helpful cooperation permeates 
every niche and cranny of the 
Farmers National organization. 


A COMPANY 
FOR ALL 


FARMERS NATIONAL LIFE INSURANCE CO. 


ot America 


3401 S. Michigan Avenue 


Chicago, II. 
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How Can I Get The Best Start In The Life Insurance Business? 


When your friend asks you this, you will probably say: 


First, Find a Company which gives you the night kind 
of training; 


Second, After you get the fundamentals, you will need a 
plan of work to give you an early start; 


Third, The conservation of your time will be one of your 
best assets; therefore, the Company that has told 
its story —your story—just ahead of your call, will 
save your time and increase your income. 


Recommend the Phoenix Mutual Life Insurance Company. 


We require attendance at a training school and our Home Office School 
is regularly graduating classes who are well equipped to render real 
counselor service. 


We follow the training with a very high grade Direct by Mail lead service. 


We help to make the interview easier through a continuous National Ad- 
vertising effort in the leading magazines. 


PHOENIX. MUTUAL 


LIFE INSURANCE COMPANY 


HOME OFFICE » \ HARTFORD CONN. 















First policy issued 1851 
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When you want to know everything about a man, go to his home town and 
ask the “thome folks” about him. They know him. 

It’s the same way with an Insurance Company. 

The “home folks,’’ and that includes its family of Agents wherever located, 
are the ones best qualified to tell what kind of a Company it really is 

The cordial good will that always has existed between the American Na- 
tional and its Agents has been the dominant force in making it a leading Com- 
pany. 

Working with rather than for the Company, American National Agents 
have interpreted American National ideals for integrity and Service to policy- 
holders in such a way as to naturally build up good will for themselves as well 
as their Company. 

Ability and willingness to render impressive service year in and year out, 
in good times and in bad, is the real test of Company co-operation and the 
American National has stood the test. It has kept in tune with the interests of 


its policyholders and Field men. 
Operates in twenty States and the Republic of Cuba. Splendid opportu- 


nity in many States, particularly I]linois. 


December 31, 1923 





December 31, 1936 Surplus to Policyholders 


$2,869,171.45 


Life Insurance in Force 


$215,037,404.00 





SE} Paid Policyholders and 
Wi their beneficiaries since 
aa Assets organization. 
3 $17,070,588.49 
F ; ; $14,328,720.46 
u 
| : liome Office Building 
| : ORDINARY AND INDUSTRIAL 


AMERICAN NATIONAL INSURANCE COMPANY 


GALVESTON, TEXAS 


SHEARN MOODY Ww. J. SHAW 
Secretary 


MOODY, Jr 


President 


WwW. 





Vice-President 
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A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up 
to $5,000) for Children on variety of 
Life and Endowment plans, thus en- 
abling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. 








GEEL 18 errr 44415" ; Annual, Semi-annual or Quarterly 
at rabh bb tl), Premium plan. 
Participating and Non-Participating 
Se 11" rc ay Policies. 
bh TCL bob ee See EEE Nyy. | Same Rates for Males and Females. 
ines Ta slabs wb VELA Double Indemnity and Total and Per- 
Pc LELTELEL LOL EO EELLLL ri manent Disability features for Males 
CTT kale bikie ba seamed and Females alike. 
i — i — + — — ie. | | Standard and Substandard Risk Con- 
MRSS or  ——— Yo S| tracts, i. e., less work for nothing. 


, 

ee  aat “ e ™ 
: a PO me 
' vor? 


— 





Home Office Building of ti h mpany at 166 W. Jackson Blvd., running through to Quincy 
and Wells Street shtin the he art of Chicago "5 Finan “eked District 


We have openings in Alabama, Arkansaw, Delaware, District of Col- 
umbia, Florida, Georgia, Illinois, Iowa, Kansas, Maryland, 
Michigan, Minnesota, New Mexico, North Caro- 
lina, Oklahoma, South Dakota, West 
Virginia and Wyoming. 


THE OLD COLONY LIFE 
INSURANCE COMPANY of Chicago 


B. R. NUESKE, President 
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July 22, 1924. 


Life Underwriters of America, 
Los Angeles, Calif. 


Gentlemen: 


We employ this opportunity to extend 
Sincere greetings to you at the Convention, and 
also to the less fortunate who cannot attend. 


Ye hope the Convention will be an aid 
and inspiration, resulting in a greater measure 
of success to all. 


It is the constant endeavor of the 
Peoples Life to put into practice every worth 
while new idea, to keep its policies for children 


and adults up to the minute, and truly to support 
its Agents. 


Our success is attested by the en- 
thusiasm and loyalty of our men in the field. 


Cordially, 


M. J. HIGGINS, 


General Agent. 


P.S. Some desirable territory available to 
producers. 
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: National 
E Life Insurance Company 


MONTPELIER, VERMONT 


E OFFERS 

| A NET COST 

i that has constantly improved during the past 
iB twenty years, as a result of seven distinct 
! fn increases in its dividend scale, 

Eg 


AN INVESTMENT COMPOSITION 


that has produced remarkable results— 





A FLEXIBILITY OF CONTRACT FORMS 


| i adaptable to every need, and 
E 
LIBERAL TERRITORIAL OPPORTUNITIES 


for underwriters of character and ability 


Ty | 


wv 








LORIMAN P. BRIGHAM 


Superintendent of Agencies 


EDWARD D. FIELD, Second Vice-President 


Supervising Underwriting 
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“Write an ad,” 
Mr. Sullivan said. 


ELL the National Association of 
NMLife Underwriters something about 
the Great Northern Life.” John A. 
Sullivan, vice-president of our company, in 
charge of the Life Department, said that 





and left the advertising department. 

That’s a pretty large order—to tell about 
the Great Northern Life. I might tell about 
our steady increase in size. I might discuss 
our policies or tell how many square feet 
our home office occupies on one of the busi- 
est corners in the Loop. 

The most significant thing about the 
Great Northern Life, however, in my opin- 
ion, is the spirit that pervades the organiza- 
tion. From the executive committee to the 
office boy, everybody around here is a whole- 
hearted booster of the Great Northern Lite. 

There is a humanness about the relations 
between the officers and the rest of the or 
ganization which inspires everybody to do 
his best. One reason for this, no doubt, is 
that the officers are men of long experience 
in insurance. They have spent years in the 
field, and know this business from the 
agent’s viewpoint. They are always ready 
to give the utmost cooperation to any one 
in the organization. 


The Advertising Manager. 


Great Northern Life 


Insurance Co. 
110 S. Dearborn St. Chicago 
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YOU JUST KNOW 

HER DADDY HAS A 
NORTHWESTERN MUTUAL INCOME 

POLICY FOR HER 


There are many reasons why The Northwestern 
Mutual appeals to men otf affairs tor the protection 
of their Families, their Businesses and 
Themselves. 

Northwestern agents are happy and prosperous 
New agents are started right with the new com 
prehensive Training Course and receive active co 
operation in the use of the new sales plans from the 
Educational Department, which | 
of the times 


THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 
MILWAUKEE 


1 Keeps tnem aoreast 




















x THE NATIONAL UNDERWRITER LIFE INSURANCE EDITION 3rd Day 








%K x > K x So se oe oe | 














Don’t Leave F 











California i 
| 

x 

until you have visited historic Sacramento, have seen the State Capitol A 
grounds, the Crocker Art Gallery, old Fort Sutter and interesting 

landmarks of the Days of °49. * 
From the roof of the modern 14-story California State Life 

Building, facing the Plaza made famous by Bret Harte, you will get * 

a wonderful view of the fertile Sacramento Valley, with the snow- il 

capped Sierra Mountains, the Coast Range, Marysville Buttes and 

fj | 


Mount Diablo in the distance. 




















You will be welcome | | 
| | 
| : : CALIFORNIA STATE LIFE 

Calif. State Life Bldg. Insurance Company 
w= te ny = thy Penn = coe Sacramento | 
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A Com Solid: 
panvas' Solr 
a7 ip 2 
A'sYourlommunity 
ll 
f, { Our Money Is Invested 
= In Your Community 
a> { Bry Ole 0 
st ey em >, Back of every policy you sell 
. ee, fi; q is an investment in the 
2 ' community from which that 
“a business comes—Municipal, 
: County and State Bonds— 
==" First Mortgages to your 
neighbor. 
We deposit the premiums 
—j you collect in your local 
. Ata — bank. So Your business is a 
~ A? local business. 
COAG AMEE. 
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SLite Insurance Company 


“4 \ H. K. Lindsley Frank B. Jacobshagen 


PRESIDENT SECRETARY 
J. G. Cutler 


FIELD SUPERVISOR 
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i are appreciating 
it more and more the 
value of Life Insurance 
and the great unselfish work 
of the underwriter, who con- 
stantly is ever watchful of 
his community and stands 
for straight thinking and right 
principles in respect to its 
affairs. 


It is only natural that an 
organization of the caliber 
of the National Association 
of Life Underwriters should 
grow from such a body of 
insurance men and women. 


In common with all life 
insurance companies, we 
wish to express our ap- 
preciation of your great 
work. 





The Ohio National Life 


Insurance Company 


T. W. APPLEBY, President 


’ 
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ereby extends cordial greetings to 

all visiting representatives of In- 
surance Companies attending the Life 
Underwriters’ Convention at Los 
Angeles. 


We are sure you will want to come 
back again after you have enjoyed our 
Western scenery and delightful cli- 
mate—where crop failures are practi- 
cally unknown and prosperity reigns 
always. 





FULL COVERAGE 


LIFE—ACCIDENT—HEALTH 


In Combination 


At the Lowest Cost 











Established 1906 


D. B. MORGAN, President 
HOME OFFICE: 


Seattle, Washington 


X1 
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The Prudential’s Latest Contribution 
to Life Underwriting 


THE WHOLE LIFE POLICY 


WITH 


HALF-RATE PREMIUM 


FOR 


FIRST FIVE YERAS 


furnishes its representatives with a line of contracts that 
have a special fitness for the needs of the business man, 
whether he be interested in Group Insurance, Wholesale 
Insurance, Monthly Income Insurance, Protection for his 
Business Interests, Insurance to Cover Inheritance Taxes, 
or Insurance to Protect his Home and his Family. 

Policies written with Accidental Death Benefit and 
Disability Income Provisions. 


The Prudential Provides Protection 
at Low Net Cost. 


The Prudential 


Insurance Company of America 


Epwarp D. Durrie.p, President 


Home Office, Newark, New Jersey 
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ILLINOIS AGENCY 


The Union Central Life Insurance Company 


EDWARD A. FERGUSON 


Manager 


CHICAGO 























There is a 
REASON why 


you can earn more money 


_ain the Chicago General 


Agency of the 


Northwestern | 


Mutual Life | 


INSURANCE CO. 
of Milwaukee 


OUR SYSTEM OF 
AGENCY PROTECTION 


1. Agents are protected against 
rebaters. 


2. Agents are protected against 
brokers. 


3. Agents are protected against 
“part-time men. 


4. Agents have the advantage of 
extensive route lists and the 
services of a competent Statis- 
tician free. 


Hobart & Oates 


Geneval Agents 


ROOKERY BUILDING 
209 S. La Salle St. 


Good men 
want to 
work 
with us 





We =a 
Good Men 


108 So. 











N CHICAGO there is 
a big opportunity for 
Here 
are thousands of 


Men are engaged 


the live agent. 





prospects. 


in many professions and busi- 
There are big 
men to be reached. Chicago 


ness activities. 


has men of high position and 
Then life in- 


surance work needs agents 


great resources. 


who can get those of more 


modest income. There are 
clerks and wage earners to be 


insured. 


Men operating through the 
well established and high 
grade offices represented on 
this page are succeeding. 
Others can succeed in a simi- 


lar manner. 














A GOOD “HOOK UP” FOR “LIVE WIRES” 


The Three Million a Month Agency 


THE MUTUAL LIFE 


La Salle St. 


DARBY A. DAY, Manager 


INSURANCE CO. of N. Y. 


ETNA 


Chicago, Illinois 


LIFE INSURANCE Co. 


of Hartford 


We offer opportunity 
to men of vision 


Brokers will find us 
especially equipped 
to aid them with 
their problems. 


Now writing sub- 
standard risks. 


S. T. WHATLEY 


Manager 
2043,—230 S. Clark St. 
Chicago 
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We Make You 
Su cceed 


Success Makes 
You Money 



































Entrance to the New Home of 
The Lincoln National Life 


Splendid Agency 


Opportunities 
NOW 
Open in 
Ames, lowa 
Winston-Salem, N. C. 
Norfoik, Neb. 
Madison, Wis. 
Warren, Pa. 
Bloomington, II. 
Trenton, N. J. 
Parkersburg, W. Va. 
Waco, Texas 
Cincinnati, Ohio 
Knoxville, Tenn. 
Pueblo, Colo. 
LaFayette, Ind. 
Bakersfield, Cal. 
Muskogee, Okla. 
Pendleton, Oregon 
Spokane, Wash. 
Albuquerque, N. M. 
Tucson, Arizona 
Three Rivers, Mich. 
Ogden, Utah 
Livingston, Mont. 
St. Louis, Mo. 
Breckenridge, Minn. 








Profits From Your 
Payment Plan 


When ready funds are none too 
abundant an easy payment plan 
is a great business getter. 


A series of small deposits, fitting 
into the monthly budget plan of the 
household, meets a ready welcome 
where a large annual premium 
would not be considered. 


The Monthly Premium Plan of 
The Lincoln National Life Insur- 
ance Company is aiding its field 
men to get the business these days. 


Because The Lincoln National 
Life gives its agents every aid in 
securing business and extending 
service, it pays to 











The 


Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character’’ 


Lincoln Life Building 


Fort Wayne, Ind. 


Now More Than $300,000,000 In Force 











A GOOD REASON 


* . * 


What does one agent 


Want with two (2) copies 


. * * 


Of The National 


7 = > 


Underwriter? 


That's easy. He says 
He finds it non 
Him to read * _o 
Little on life _ 
Insurance then he 


= > > 


Starts out so that his 


Mind will get a new 
Slant for the day. Thus 


* 


He keeps from going 


Stale on his canvass. 


* 


He subscribes for one 


Copy at his home and 


One at his office 


So that no matter 


a7 * * 


Where he starts from 


* * * 


He has at hand 


The newest thought 


And the most stimulating 
* * > 
Ideas of men 


> 


Whose problems are like 


. * . 


His. He finds best 


* * * 


Results are secured 


. . * 


When his mind has been 


* > > 


Busy with insurance thoughts 


. * * 


Before he reaches 


7 * * 


The Prospect. And that 


* . * 


Is why he takes two (2) 


* . * 


Copies of the greatest 


7. > > 


Life Insurance Weekly— 


7 . > 


The National Underwriter. 
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New England | State Mutual Life Assurance Company | | 
Mutual Life Insurance of Worcester, Massachusetts 
C ompany INCORPORATED 1844 

BOSTON, MASSACHUSETTS 
tartered Apru 1, 139 ; I! 

— . 

Always a Resolute Defender Everts Wrenn 

of the Mutual Principle in General Agents 
Life Insurance Practice : Both Agencies | | 
EDGAR C. FOWLER JULIUS H. MEYER f a 


SUITE 511 TO 516 GAS BUILDING | 


General Agent General Agent 
705 First National Bank Bldg. 30 N. La Salle Street 
CHICAGO, ILLINOIS CHICAGO, ILLINOIS Cc H I c A G O 





BERKSHIRE LIFE _ | ian | 
INSURANCE COMPANY 7 ASSACHUSETTS COM- Joseph H. Strong 


General Agent 











? 
Pittsfield, Mass. PANIES have always stood 
out prominently as bulwarks 
of safety in life insurance. 
We ] In fact, Massachusetts is a synonym for 
e nave room ; . . 
optus ar theee dependable protection. Massachusetts JOHN HANCOCK 
" oe laws and Massachusetts state super- Mutual 
more active a. a a P Life Insurance Company 
age nts in vision are recognize J =e country over of Boston, Mass. 
Chicago. as exemplary. The Chicago agencies ot 
Massachusetts companies have taken 
special pride in being able to carry the 
WYMAN & PALMER banner of sound life insurance to the 
General Agents people of that great city. 1022 First National Bank Bldg. / 
105 So. La Salle Street Chicago | 
Chicago, Ill. 
° ; e 
Chicago Agency : okum ingle 
t General Agents 


Massachusetts 


" : Mutual Li fe | | Massachusetts Mutual Life 
INSURANCE COMPANY 4 Insurance Company 
: of Springfield, Mass. 


L. Brackett Bishop, Manager | ; 
2020 Harris Trust Building | 112 W. Adams St, Chicago, IIL ET 





AIQOUNDAAUNNNAANNSANALA AN 
































Beit CTL eee eee 


ANAHEIM MOR MIT ROME UE HOTU AI NCETM AGC A vill 














THE NATIONAL UNDERWRITER LIFE INSURANCE EDITION 


3rd Day 








UGUIOR 












FEEE 
FtF 
pF FF: 
faa 2: 
F BF 
= F 
/ aanaaeeanret Tid FF Fe 
Pals idslititaa. | Lf 4. 
—_ /PERARRRPPETEP é =4 
F 





Market Street, a 
San Francisco, ~ 
looking west from 
yee Street, 
res 

fe Bui ing 


in foregrou 


An insurance company’s reputation is what 
people say about it. Character is what it is. 


West Coast Lire has a reputation for 
strength, for consistent growth, for stabi 
lity. But underlying these abstract attri- 
butes are concrete facts: — 
Admitted assets of more than eight 
and three-quarter million dollars. 
Increasing new business which in 
1923 nearly doubled that of the 
preceding year. 
A surplus in excess of nine hundred 
thousand dollars available for policy 
holders. 


That's character! 
If you are interested further in the 
character of WestCoast Lire, write. 


West Coast Lire 


INSURANCE COMPANY 
HOME OFFICE-SAN FRANCISCO 


West Gaest § 


DANN ORS ONO RDNA ORT 


Service Includes Group and Substandard Insurnace 


Oo 


OOS ONIN NR RON RONSON ONUNTRDIN 





























ABSENCE OF 
OLD LEADERS 


New Talent Called 
on and Makes Good 


In a Pleasing Way 


Shapro’s Famous Office, 
Taking a Star Part, Lives 
Up to All Advertisements 


HE absence of many oi the old 

wheel horses of the National Asso- 

ciation of Life Underwriters from 
his week's convention was sincerely re- 
gretted. Men who have furnished the 
inspiration for the attendants at Na- 
tional Conventions for many years could 
not fail to be greatly missed. They 
have furnished the backbone ot conven- 
tion programs and have always been 
ready to contribute their services and 
counsel wherever needed. 

Chere is a certain amount of compen- 
sation, however, in the wealth of new 
talent which was brought to the front 
at this meeting, particularly from the 
Pacific Coast. There was some com- 
ment when the official program came 
out at the large number of Pacific Coast 
men on the list. This was due in part 
at least to the fact that some of the 
Easterners who have been counted on 
were unable to attend. After hearing the 
“native sons,” however, no one attend- 
ing the convention had any complaint 
to make regarding the character of the 
men selected. Californians heretofore 
have not had a prominent place on na- 
tional convention programs, but it is a 
saie prediction that they will be well 
represented in future meetings, if they 
can be persuaded to make the trip to 
convention cities farther from home. 

Ben Shapro of Oakland was known 
by reputation to national convention 
atendants through the graphic descrip- 
tion of Shapro’s “money bags” approach 
given by Griffin M. Lovelace at the Chi- 
cago convention and by other speakers 
t various sales congresses throughout 


the country. Now they know him pre- 
sonally. The part which he and the 
bers ot his organization took in 
the program was no small factor in the 
s ss of that program. All of the 
larger coast cities furnished groups of 
al liie underwriters to take part in 
the discussions, as well as assisting in 
the entertainment of the visitors. 

plan followed in the presentation 
ot the program this year whereby the 


discussions on most of the topics were 
designed to draw out the personal ex- 
ence of members of the convention 
on actual cases illustrating the points 
under discussion was very successful in 
stimulating the interest of the crowd, 
and brought probably more people into 
il participation in the program than 
y meeting in recent years. 


e use of the “case method,” which 
has figured prominently in recent na- 
tional conventions, involving the discus- 
sion of hypothetical cases, was restricted 
time to the consideration of one 
case, instead of devoting several sessions 
to that feature; and on this one case the 
demonstration was confined to the ap- 
proach, making it possible for a much 
r number to take part than when 
ases of the problem were taken up 
group session on agency prob- 
the only one devoted to the ex- 
a particular group, 
(CONTINUED ON PAGE 18) 
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“Approach Was [| opic 


NEW OFFICERS ELECTED 
PRESIDENT 


John William Clegg - - - - - 


Penn Mutual, Philadelphia 


FIRST VICE-PRESIDENT 


George E. Lackey - - - - 


Massachusetts Mutual, Oklahoma City 


SECOND VICE-PRESIDENT 


John Henry Russell - - - - - 


- - Pacific Mutual, Los Angeles 


THIRD VICE-PRESIDENT 


Paul F. Clark - - - = «= «= «= 


- John Hancock Mutual, Boston 


SECRETARY 


George D. Alder - - - - - 


National of Vermont, Salt Lake City 


TREASURER 


Robert L. Jones - - - - - - 


New York City 


CHAIRMAN EXECUTIVE COMMITTEE 


Graham C. Wells - - - - - - 


Provident Mutual, New York City 


Some “Vital Statistics’ on 
Results of Training Agents 


HE brief talk of Edward A. Woods 

at the managers’ dinner, Wednes- 

day night, gave some interesting in- 
formation on the effect of training on 
the earnings of agents. He said 

When we life underwriters gather in 
the various cities of the country we feel 
under such obligation, and to so many 
organizations that have been kind to 
us that, as Booth Tarkington says, “it 
would take a man a day to tell all his 
titles, "—it would take a great many 
days to tell how kindly the people of 
Los Angeles have been, and to enum- 
erate the persons and organizations, in- 
cluding the Pacific Mutual, who have 
always been most helpful, but the suc- 
cess of the convention so far has been 
so much dependent upon the prepara- 
tion, the hospitality and kindness not 
only of your association, but of the Pa- 
cific Mutual, which has always been 
an ardent backer of the association, that 
| would like to express on behalf of 
you all, a wish for the success we would 
like it to have. 

I would call vour attention to the 
fact, for instance, that both 
have begun and closed on time, and that 
is only one point. I would like to touch 
on the subject of the “Training of the 
Life Insurance Man.” That will be th 
subject of the talk of Mr. Russell to 
night. It is a singular thing that that 


Sessions 


is a controversial point today, and in 
vears to come it will be difficult for 
anyone to believe that it was ever a 
controversial point. Just as it is diffi- 
cult to believe that other questions that 
are now commonly accepted were ever 
controversial. My older brother studied 
law in a law school in the ’70s. My 
father was considered an innovator be- 
cause, as president of a university, he 
advanced such a thing as a separate 
school for special studies. So we find 
questions of controversy all about us, 
the question of rebating, the question of 
starting agents,—all these things that at 
one time occupied the center of the 
stage are now things that people be- 
lieve in. Every great movement in the 
world has gone through three stages of 
development First they laughed at it 
then they said “its’ against the people,” 
then they all said, “Why that’s what we 
always thought, what we have always 
believed.” 

Just so the training of the men is be 
coming such a subject of controversy, 
but it will soon be an established fact 


that everyone accepts, and people will 
wonder that it ever was a subject of 
controversy, but it will soon be an es- 
tablished fact that everyone accepts, and 
people will wonder that it ever was a 
subject of controversy. I remember 
once when we went down to get some 
papers, and a_ certain lawyer said 
“Training life insurance people? What 
do you want to do that for?” But it 
wont be many years before it will be 
as absurd for a man to step into the life 
insurance field without training as it 
would be for a man to become a law- 
yer, or an architect, or a trained nurse, 
without training. That is coming about 
very rapidly. As I have said, the ques- 
tion of whether it pays for a life in- 
surance man to be trained, is past the 
question of experimentation. You know 
that perhaps the one great difference 
between men and other kinds of ani- 
mals,—and that difference is educability 
In that respect a man differs from every 

creature vegetable or mineral 
And not only does man differ from 
everything else in educability, but men 
differ in educability from one another, 
and it is, curiously enough, the man who 
is best trained who is most anxious to 
nprove himself \ hobo is perfectly 
satished: the millionaires isn’t,—h« 
wants more. There was Sir Isaac New 
ton,—he wanted more. The vicious mat 


Is pertectly 


other 


satished: a protessor isnt 


ed 


he is dissatis 

Now, a man is an educable animal 
Maybe we can train a horse, or a duck 
or an elephant, to do a simple thing, 
and yet when we compare that progress 
with the education of a child up to the 
time he enters college, or to the time 
he finishes his post-graduate work, and 
see what we can train a man to do, 
there is no comparison Now, it will 
only be a few years before every per 
son who expects to enter the field of 
lite underwriting will take a course that 
will not compare with the eleven weeks 
ve now give them And when that 
time comes, anyone who will give a man 
a rate book, and a sheet of figures and 
send him out to write insurance will be 
considered absurd 


Students Make Money 
While Securing Their Training 


And that there is an ultimate advan- 
tage in being trained is now an estab- 
lished fact. The man with training out- 

(CONTINUED ON PAGE 18) 


f The Day 


CLEGG IS NOW 
AT THE HEAD 


New Officers Are 
Elected for Coming 
Year as Nominated 


Prizes Anenied in Contest 
on Approach Based on the 
Picture Given in Program 


HE National Association of Life 
Underwriters at the close of its 
today formally 
list of officers for the com- 
by its nominating 
headed by Frank E. McMul- 


len o Los Angeles and gave a great 


morning session 
ratihed the 


Vcat presented 


ovation to its new president, John Wil 
um Clegg, ot Philadelphia, and the 
other new ofhcers when they were es- 
t to tl pilath M Clegg spoke 
briefly telling the association it 

i shouldered a great resp msibility in 
lecting him as its president He said 


that the responsibility of a parent when 


a child is brought into existence con- 
tinues throughout its life nd that the 
association ts bringing into existence a 
: : ‘Jon nld } 

ew president woul ive to D respon 
sible for him throughout his term of 
nce 


New President Awards 

Approach Contest Prizes 

The first official act of the new presi- 
dent was to present the three awards in 
the “President's Contest,” for the best 
hve-minute approach based on the “pic- 
ture,” which formed the basis for all 
the morning’s discussions First prize, 
$15, went to William C. Murray, Long 
Beach, Cal.; second prize, $10, to Carl 
Dehoney, Cincinnati, O., and third, $5, 


to John Scott Burns, Redlands, Cal. 
There were a dozen or more entries in 
the contest All talks were limited to 
five minutes and an unusually snappy 
series of presentations resulted All the 
contestants were heartily applauded, and 
the judges, Will G. Farrell of Los An- 
geles, J]. B. Duryea of San Francisco and 
Mrs. J \. Tarnell, manager of the 
woman's department of the Pacific Mu- 
tual Life in Los Angeles, had much dif 


culty in picking the winners 
R. H. (Bill) Mouser of the Shapro 
gen t Oakland, Cal., impersonated 
the prospect. Mr. O'Brien, and was 
rive i special vote of thanks by the 
1 for the way in which he 
ried out that rather difficult rol 


Wednesday's Topic 

Was “The Approach” 

lhe contest was easily the big feature 
of Thursday's session, which was de- 
voted entirely to “The Approach.” John 
I chairman of the session, 
touched briefly on the topic in general 
B. Durvea of San Francisco had 
charge of the first section, “Planning the 
rroach,” which brought out a very 
lively discussion from the floor Sam 
McCurdy of Los Angeles closed that 


I 


a brief discussion in the second 


section Making the Approach,” the 
practical demonstration on that phase, 
as exemplified in the contest, which was 


in charge of Orville Thorp of Dallas. 
\ll of the recommendations made by 
the executive committee were adopted 
by the convention, including the Thorp 
resolution on soldiers’ bonus insurance, 
a resolution on the Princeton University 
(CONTINUED ON PAGE 18) 
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M y | k | ) . 
{ [ t | 
, j 
Tr contest for the “President's ° MR. CHOATE: I had an idea, Mr. r 
Prize,” based on the best five-min- ree r1Zes Wal ce or t e O’Brien, that I think you would be in- 
ute approach to the mythical terested in hearing about for him, and 
“O’Brien,” in accordance with the “pic- . . before I give you an idea of what it | 
ture’ presented herewith, aroused espe- t t t t is, I wanted to ask you a question, and s 
cial interest at Thursday morning’s ses- OS ec ive ca O u yec that is, when he gets ready to go to i 
sion. Orville Thorp of Dallas had ’ sar school or college, is it going to be a ” 
I anes , 2 gt 
charge of the contest and introduced the tate. Can I see you tomorrow at 4 MR. CHOATE: My name 1s Choate, perfectly simple matter to finance his 
contestants. o'clock to present such a plan? and I was up to the Boy Scout camp education, or will you be compelled to | 
i. MR. O'BRIEN: I have an engage- last week and saw your boy George. I adjust your budget? 
: _e = , ment tomorrow at four, but I could see was very much impressed with him. He MR. O’BRIEN: Well, I have money 
— EL ‘eg: Los eye you here at 4:30. a knows how to lead those boys. He has jn bonds, and I am getting aside the 
friend “at in Mr, © agers | d on a certainly got some good qualities of jnterest on those bonds in a savings ac- 
a Ss Se , pe e —o _ o LAWRENCE E. CHOATE: Good leadership. Where do you contemplate count for the boy, intended for this pur- 4! 
40 Treat - yy x al .. ape tl morning, Mr. O’Brien. sending him to be educated? pose. I don’t know just what the di 
»orhood anc ough would take ad- ? Mares ; ; seaaninanibae ss ea : "? Segpteed SE caggeetengiss ar 
vantage of a few valle t have to call MR. O'BRIEN: Good morning. MR. O'BRIEN: I am thinking of @mount 1s, my wile takes care of it. get 
: ; 7 Have a seat. sending him to Notre Dame. MR. CHOATE: Of course I was p 
on you 
‘Dp fairly certain that you were planning low 


MR. O'BRIEN: I am glad to meet : . ~ 
ahead for this purpose, but wouldn't it 


"MR. ABRAMS: The Boy. Scout ASSOCIATION'S NEW PRESIDENT sit sour purpose. to’ use that extra pro 





movement is a wonderful movement, Mr. money ‘ 

O’Brien. send your son to school? I 
MR. O'BRIEN: The greatest in the MR. O’BRIEN: Why yes, I suppose po 
world! I could use it. Business is developing, “rs 
MR. ABRAMS: Don’t you wish we and there is a place for every cent I hes 
were boys again and could go camping? can get. But what is this all about? — 
MR. CHOATE: Well, I am from the a 


It is indicated to me that you are a 
real lover of your boys. When I see 
some of those poor little chaps going 


Mutual Benefit Life. You have a policy 
in our company. I did not want to talk 
about life insurance just at the moment. 





into the troop meetings, I cannot help 

but feel that my boys have got just a I just wanted to suggest this idea to = 
little advantage over those fellows. I you. This education you are planning | o- 
have put aside $30,000 in trust, so that to give George, we will guarantee. If _ 
i I might have a piece of that paper, I pI a 


in case something happens to me, my 
boys are going to have every advan- 
tage of education and opportunity to 
take good care of themselves, just as 
good as | a render them. You think, 
perhaps, that I am a rich man. This 
is not so. I borrowed the $30,000. Mr. 
O’Brien, you borrow money at the bank. 
You know the advantage of credit. Sup- 
pose I should say to you that I could 
increase you credit if you would put in 
trust a sum adequate for the education 
of that million-dollar boy of yours? 

MR. O’BRIEN: It sounds interest- 
ing. 

VIR. ABRAMS: I am not going to 
take up too much of your time. Here's 
the way we do the thing—— 


would be glad to show you just what I 
have in mind. 





+ * 


F. W. HERON, San Francisco: Good 
morning, Mr. O’Brien. ets 
MR. O’BRIEN: Good morning, have get 
a seat. Hi 
MR. HERON: I am from the Fidel- 
ity Mutual office, and you have a policy 
with us. My company is the father of 
a plan of insurance that is something 
new. I wanted to see if you would be 
interested in a plan whereby I could 
increase the benefits of your life insur- 
ance policy, the one you now hold, with- 
out a penny of cost to you. The plan I 
have in mind will make the policy worth 
about 30 per cent more than it is now. 
Would you be interested in such a plan 
as it applies to your own policy? | 





* ” * 


MR. O'BRIEN: Have a seat, sir. 

JOHN FE. SPIEGEL: Good morn- 
ing, Mr. O'Brien How are you this 
morning. I have been looking over 
that golf score and | have about come 
to the conclusion that as a golfer I am 
an insurance man. 

MR. O'BRIEN: Oh yes, Mr. Spie- 
gal, I remember you as the gentleman I 
met out there on the course 

MR. SPIEGAL: I now know why 
85 or 90 


Not 


MR. O'BRIEN: Well, I might, ex- 
cept for one reason. I want to say this 
because I believe in being frank and 
courteous. I have a friend with whom 
I have been acquainted for several years. 
He is in the life insurance business, and 
while I have no doubt of the value of 
vour plan, and know that your company ng 
is a good company and know the prob- I 
able service that you can render me, 
naturally if I do anything further in life 
insurance I would do it with my friend 

MR. HERON: You misunderstand Dmg 
me. I do not want to sell you addi- ae 
tional insurance. What I want to do is ; 
to increase the benefits of your present 





it is that you are able to get 
and why I cannot get under one hun- 
dred. It is because you follow your 
strokes through. From the information 
I got out on the course the other day, 
I have worked out a plan here that will 








enable you to carry through your busi- 
ness and the education and raising of solicy. \ 
Foe eee MR. O'BRIEN: Oh, I see. Very : us 
ee 2 well ee 
I. N. FLOWERMAN, San Fran- John William Cleaqg was born Oct. 2 N7 1 is therefore 51 years young this Pie Bi ay-ranipne Rees et ony tS \ 
cisco: Good morning, Mr. O’Brien. year. He has been a : [ 1 sal, having st ated in ca en “ae aa * al 
MR. O'BRIEN: Good morning, 0” J7 I-2 years of office serv" é cen and uy years ago ne vegan 2c 2AKER Ge- . 0 
Pag = ent ss to solicit and soon became a mnuportant roducer tor his company His record im - Penge pee seageemenpeleany = his 
MR. FLOWERMAN: Flowerman is 1923 shows one milhon two hundred thousand dollars of new maroranet, quis was oo ™ OW Se FOR ss Ways 
> name. all “high premium stuff,’ as Mr. Clegg solicits men between forty and sixty-five a acl llialade > din : ; four 
MR, O'BRIEN: Have a seat. almost exclusively. The business placed by Mr. Clegg in force with his company is _ MR. O’BRIEN: Good morning. Have rece 
MR. FLOWERMAN: Mr. O'Brien, now twelve million dollars. The new President of the National Association says that 4 MR BAKER: I have had. ; ou 90 in 
you are a purchaser of bonds now and he has never coveted titles, but that he has been compelle d to accept them, in the case cme a ee 0 : ave Sa Z i Be | with 
again are you not? of the Philadelhpia Association at least, for he has occupied about every official ee wnnag acnoceem te Bag aa a | ar 
MR. O'BRIEN: Oh, yes, I put prac- position in that association “from the presidency up. Mr. Clegg lives in Philadelphia, 20 vg the reece m a he are ene | difficy] 
tically all of my surplus money in has been there all his life and is a member of the Union League Club, Philadelphia = tpg that at =— = 4c up = ~ | good d, 
bonds. . Club, Philadelphia Country Club, Philadelphia Chamber of Commerce and other or- enere gh ROE tree t and (pre rw ~~ 
MR. FLOWERMAN: I dropped in aren itions ; = oF . ee eee I a a rough ~ 5 me 
to see you just a few moments as an Mr. Clegg’s marked ability as a successful solicitor has been matched by similar of it. was particularly interested - Why Pe 
introductory to seeing you at your con- ability in the councils of the Philadelphia Association and both give promise of a the ae construction you are — 
venience and find if you would be in- most successful and skilful steering of the National Association to safe harbors{ into the foundation. I was just wonder | 
rate book carrier only, ing if you are going to put a good 1 roof | 


always. It has been a very long time since one who has been a 
the discharge of your funded or se- without age a supervision and organisation duties, has been elec ted as President of 
cured liabilities, and thus prevent them the National Association of Life Underwriters and his election will be good news, 
from becoming a charge on your es- to all of his fellow solicitors throughout the entire country 


terested in a bond that would guarantee 
ing protected—a roof in keeping with the 


there to keep the foundation and build- ] =i 
(CONTINUED ON PAGE 19) 
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; | Methods Of Planning *pproae. 


. HE topic for the entire session, He said ou have some money that 
; T : — Toke ty was “The Ap- Duryea Leads The Discussion you can invest if | show you something 


Henry Russell of a t you will want after you see it, have 


| Los Angeles acted as chairman at that ot?” | stared t 1m gain and 
( session and J. B. Duryea of San Fran- O Th Ti F Th d nothing He sai Havent yo 
: isco had charge of a duiae The n e opic Or urs ay $500 or $ Id der 





























i SOOO ¢ t v 1 lid invest under 
a greater part of the discussion from the conditions?” I looked at him and 
is loor centered about the first section, ' because we haven't got th ideas to e idea ! imaginary theulties mn Doesn't it strike vou as rather 
Mm ” , | ] + 1 - ‘ ‘ * . 
oO Planning the Approach express and do know how to express Ways « es up, it 7 f thinking eculiar to ask a man in my position 
+} ) \ , } ; " 
ee oe en We are going to people without the prospect as just an ordinary human, that questior What have vou to sell 
Vv IN H. RUSSELL This is the having prepared the talk that we want Just exactly like you ar Sometimes e sal Will you give m« tteen min 
1e nly session of the convention on sales- nd the approach that we nt It is st t exaggerat as es?” 
- manship Is lesmanshiy important? @ mere matter ot educatior he sales- the things we learn about these matters - — 
: ansnip. | sale man =A ny rtant : nag nal \j hit . 4 i Salesman Failed to 
r- Absolutely S the approach important? (‘af ts reading himseit into every service , 7 5 
1e itt lherefore, let all of us get to- that he gives rhe prospect sees and Wrong Method of Do Natural Things 
gether and dig, work, concentrate, co- ears not only the agent, but he sees Approach Illustrated at th 1a , gat Sem 
‘ : h mi ’ } "1 ¢t , ’ nto mv off knew his name | re 
AS f ite with the leaders who will fol the syt ol and the echo ot all that the The | int | t trving to 1! Ke ; i] jes ’ . agent 
m ent is } DD +h j ‘ e Came n ing ea 1 to me 
ig = . ‘ - : ql . : s the advertise strate i ne who can omy , nd | vould not sit down. when 
it We will first consider planning the ap- ment to the prospect of the adversary a ne morning ‘ o met ~~ a a woe ee ee ad — 
ra proach. If a great orator stood up here he is going to have in this battle of wits i, nd aske s name, at e said OS ee ee ee ee eee 
to confidence was half the battle, called a sale, and it depends upon how \ir Manning.” I sax Good mort . oo 1 = \\ 1 ny Smee 
, —_ ; =e a : ; i ttentio | sal : ill you give 
you would agree with him, and atural and how unassuming and how ,; Mr. Manning.” and he said, “Yes, ‘ . . _— e "y give 
] ’ } 1 "e S 1) fen 1 nutes - ted ft t 
ossibly you will agree that by careful ‘uman that agent is in the approach Mr. Manni: > He said “You want to et te A re a aa Ww - 
= planning you can gain the assurance as to what the prospect has in mind that allies am: wainei vom mat A now &£ 1A _— my entire attention, re 
. ’ . Ss mak sol . ow" - said j oO ve hv ninutes 
“T wh makes confidence in the actual ap- he has to deal with the wav he id it gave n the idea that : Fe patel, Wh | de xe 
} cot Salg if & \ i Ca tile ek 2. . . 
proacl In addition, by carefully con- An approach should be natural and he w roing to put me in the “Yes . 1) : I gar ; at sd you got 
‘dering the : “h OE. . Atte sess SSCS Se > own em ge ; to se ell me about it, | am giving 
sidering the approach and planning for should be human and should be direct ttitude immediately. I did not answer 1] } | | 
he ontingencies, we are less pt to be sur- in = you i the attentio | have ie san 
“3 & 7 . - - : : af ' ” 
cy prised and captured by the enemy O uirse you I now Mr. Pabian : I 
Ik . a 2 told him that I did not know Mr. Fab 
it. I. B. DURYEA T ae ae ia le said in surprised tone You 
to “A ees Deeci w Pe ; a 28 f h n't know Mr. Fabian, who took outa 
= s everything th; Lines of Approac pe Rm «opp tomers 
the sales interview 
lf Well,” 1 1 will 
= osnat ts , ‘ = : Vell ‘ ud course you wi 
I \ and 1 great big HE insurance ‘picture’ used for the approach demonstration on Thurs oa 1 not. that the 
ad tas rd ¢ ' : . : gree \ mu will you n t t 
I € 3 nd tl day aroused a great deal of interest and a group of keen life men worked \l : aa Widen 2 : f the Big 
s la > " ' ’ : , Salil . ‘ Ua it ' > 
( man thr out <6 difterent angles on which the sales argument could be made , 2 shancoasint minut trving to 
te ; < fas | ' 1 > +9 ‘ 4 ' . : . ? . 
‘eaigr While the 28 points were not all used by those taking part in the program, et Me -cscpey = “og ee 
od n‘¢ ‘ P a" +} life insurance cncy — act cH Vvalt s : .- . - * any nes ‘ . GURL SN 1 t ted | questiot \ 1 will 
H int ‘ eral > So isn eve ( sands ts, that i ven | What do 
i¢ Q s sor ener ] lun t t t 
| i 

















ve g s ce ; ecides to start in this , 

I gener il agent gives him a “PICTURE” 28 AVENUES , eld” No i 
el- vist : , O-nOur ¢ - Prospect: \\ ) >-RIEN Self. net t that t t Mas 
cy ; . a 3 gee ge ire Mercha ) Januar. Old ; 2 lat of the best 
of ae eke ae Ee eae ene eee Oe St te tate settlement insur 1 not think it is one 
be r weeks cour Family: Married; his wv 2 Son 
be * ‘ tear + +] ‘ 1 q , SO! ns ! T ‘ I Three Ml t 1 | T ] t | in 
— i ; | |] children: Georg 1 16, pr ef r en t 
+h- : ‘es ; : \ . — r) Don't Let Pre ct Sec 
*~ ns that e€ are « to the Effort at Domination 
th re a t r ; . Family t n 
yw. ois ; ' . : 
lan | it 

é 
x | Not Selling Insurance “ ‘ | " 
his | But - pressing aren | a ie Windies aacd 78 ; . | Ste ad | | | ‘ 
in ' . . - ni mil | < | t 
“ | c " A & er not sell ; Business: Mr. O ri nis a men . . 
me ; sles as ber of the fir f O'Brien & I ‘ uohan 
of ideas. A doctor is t sell , ‘ doen? manta . im 
ny e e, he is ressit \ st mased § signal i 
abe e€ man is not selling | uy nich to ¢ t a warchous d tor look tl ver 
ae | amence the ic cuneension ideen fie ie at a cost of $6,000, borrowed from son rhes the unnatural: f mention- 
life cated by this little bit of a method the _ on the Ne son te en- 4 Wedd ne fund for ' name twice There was the un 
nd we e now, in a week or two weeks dorsed by the indivic pant pastas Gaugatel natural . The un 
r thr veeks lhe proposed warehouse will cost Mother ee me for time nd 
and We are starting, however, on the edu- $11,000, including railroad siding 1 — nanentionn 1 re - t when ] Shwe stelan 
+ at n ol n en to give them ideas to ex- : Social: Mr. ! )’ Brien 38 at tive in : Busi - him my attention (nd _ especitlly 
a ss, and this is the railroad track, say Boy Scout work. He is President USINESS. ere was the unnaturalness of his con- 
\ I ere to San Francisco, and some and Campaign Director of the pro- a. Partnership insurance tinued and repeated queries in the at- 
ery Mus are half a mile along the track, posed new St. Mary’s Hosnital; also b. Insurance protection on tempt to get me in the “yes” attitude 
, and me five miles, and have got a President of local country club and account of proposed Men, an approach is made for the pur- 
ke sion of the track on beyond. There are an ardent golfer . warehouse pose of dominating the prospect’s mind 
. ts who do not know the track is there His wife is interested in the En- Insurance on other part- but if vou are going to try to dominate 
t all dowment Campaign for Trinity Col- ners, his mind in this offensive manner, he is 


No wonder the young agent has fear lege, her Alma Mater. 4 
ood | 7 : 


Social. going to watch out for the faults of 
ai his approach. Little people are al- Life Insurance: Mr. O’Brien has 


} 


, +. your proposition to such an extent that 
91 S11 , : . =? . a Boy Scouts 
ways | ot tear and a man with only $3,000 of Life Insurance in your : ’ he won't see any of the good points 
Hearst “Ricgpa ites . . od , : b. St. Mary’s Hospital , 
- 1 eekKs course of instruction to ex- company, besides $8,000 in other Metre Theene Call ; But to continue my story I finally 
€ re oa e . . . ~ . c ‘ I a ¢ olerge., ‘ 7 
ss ideas 1s a little man in education. companies—$6,000 being payable to 4 Geesacteun Uale _ ity said that I had another appointment, and 
Om +} — a . “6 - . rec retc reTs A : : 
50 i e approach we have to overcome, his wife and the balance to his : if you are unable to tell me what you 


new man, that fear that brings estate in a lump sum 5. Other. have, I shall have to leave.” He left 
Pa multitude of difficulties, and these Finances: His net income last a. Insurance on Wife without my finding out after all the con- 





























ress sar Peed course, are imagined a year was about $8,000. They own 1. Estate settlement. versation, what he had to sell 
g o- deal, bec ause he doesn t know w hat their home, which is mortgaged for 2 Trinity College en- ss 8 
s re him. The fact that the thing $3,000. His net worth, besides his dowment MR. DURYEA Now selling life in- 
y easy is unknown to him. interest in the business and in the b. Insurance on oldest son surance should be just as easy, just as 
ting Why People Have Aversion home, is $12,000, consisting of mis- c. Change of age natural, as selling wheat or anything 
der- to Life » Insurance Men cellaneous stocks and bonds. His d. Present insurance of that kind. Why shouldn't it be? 
roof ¥ 10w that business men, lots of present investment program is to e. Raising funds for hospital Suppose you were taking to the pros- 
rild- ve an aversion to life insurance put about $2,000 a year into good by insurance pect a fine gold watch that he had lost 
the pw hey don’t have any such aver- securities. f. Change of beneficiary. wouldn't you feel natural and easy in 
| ctors and lawyers and preach- going to him? Well, men, if you don't 
, ‘ther professional people It have a deep and abiding feeling that 
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what you are taking to the prospect is 
more valuable than any gold watch, I 
don't care who gave it to him, you 
haven't sold yourselves this greatest 
thing in the world. You are taking to 
him something greater than any other 
material thing. You are taking to him 
happiness and education for his chil- 
dren and a better condition in life, some- 
thing that he can’t do for himself. That 
is fine. So what we need is to sell our- 
selves this idea and then we won't have 
very much f of the prospect when we 
go to take onderful thing to him. 
I never feel any fear of a prospect at all 
because | know if he will listen to me 
I am going to show him something bet- 
ter than any other man ever brought to 
his desk. 


“Brilliant” Man Goes 
Over Prospect’s Head 
Now, it doesn't take any brilliance at 


all. If you tried to be brilliant you lose 
the whole thing because you go over 
the head of the prospect. Men aren't 


brilliant. They are common, ordinary 


human beings just like you are. I play- 
ed golf with three millionaires at Sul- 
phur Springs, and you ought to have 
seen them dud their balls. They are 


just like everybody else. 
Now, in making the approach, my idea 
is you ought to approach the prospect 


on one particular need. He may have 
a lot of needs, but he can’t think of 
all of them at once, and you can't get 
all of them over. The reason you can't 
sell a man a lot of things at one time 
is because only one idea is in your con- 
scious mind at one time. The reason 
for that is his attention 1s just a mo- 
ment by moment proposition. As I talk 
to you now every word that I say comes 
into your consciousness and puts out 
the last one that I said, and every time 
you write a word the next word you 
write the last word has gone out ol 
your attention \nd attention to one 
thing is a big thing if you can keep it 
there. You have noticed it here I think, 
sitting there listening to a man talk and 
around in front of you there is the rust- 
ling ola papel bag, or somebody else 


whispe rs to a neighbor, some body on the 
moving about or going out or en- 
single thing of that kind 
takes your attention away trom the 
thing the speaker is saying Chis boy 
here gets up and goes off the stage. You 
den't care anything about the boy walk- 


Staut 


tering, every 


out You are not interested in it, but 
it does take your attention. That is 
just as true of the prospect when you 
are giving them the sales talk. That is 
the reason it is a good thing to have 
a pencil and write figures as long as 
you are talking, and if you run out of 
figures, make squares or anything so 


his attention is kept Attention is only 
a moment to moment proposition 


Can’t Sell Something 
to Cover Dozen Needs 
You to 
one, 


can't sell a man something 
cover a dozen needs. Sell him 
the one that he nedes worst. When you 
have covered that need in the applica- 


tion then go after the next one l 
have often thought if a doctor were 
called to see a man and he had pneu- 


had a 
an earache, a 


monia, was really dying, but he 
lot of other ailments, 
toe, the doctor wouldn’t do anything 
about ailments except the 
pneumoni: was a real physician. 


sore 


any of his 


if he 





Now, the prospects in their need for 
life insurance have one great need \t 
tend to that first, and you get action 
on it And action is what you want 
And how do vou get action?’ You get 
action by putting a thought into a 
man's mind and keeping it there And 
keep gomy over nd over that same 
identical thing What is the esult 
Why every t ght that you get into 
you mind makes you want to act 
| very t} ont \ to ¢ ress itself 

action very in here has said 
I vould put mto action the things 
he heard at this Convention as 
soon as he vets home. but you haven't 
done anything Why?’ Because you 
haven't had the opportunity to do it 
You do the same thing that the pros 
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pect does. You give him an idea and 
he wants to act on it and then you talk 
about a whole lot of other things. You 
don’t give him an opportunity do 


that thing. 


to 


Many Sales Made in 
Approach Lost Later 
Then the approach is the most impor 

tant part of the sales interview, and 

there are a great many made in 
the aproach and lost in the sales talk, 
because the approach arouses a man’s 
emotions. N« emotions are aroused 
quickly. They don’t have to be brought 
up slowly and carefully and by a long 
hair 


sales 


mw, 


process. They are on a trigger, 
inborn. A lot of times you mention 
those things in the approach and the 
prospect wants to act then, and then 


you give a lot of details he don’t care a 
thing about and you lose the sale. Of 
course, you lose the sale. You want to 
act when he wants to act. 
7 * * 
ROY RAY ROBERTS, Los Angeles 
In the first part of the approach, data 


finance the purchase of the lot as well 
as the warehouse He don't even buy 
the lot and then mortgage to build the 
warehouse. They are going to be very 
short of cash 

I believe I would call Mr. O'Brien's at- 
tention to the particular part of his es- 
tate in which he is most interested, his 
use of that storage house. I would limit 
my discussion entirely to the endorse- 
ment of the note as that is the most im- 
portant thing. That is far as I can 
with the program 
MR. ROBERTS I will call your 
attention to information I think is very 
Name and date of birth of 
prospect. Name and date of birth of 
wife. The domestic situation is very 
important, particularly upon monthly in- 
his wife of a do- 


as 


go 


necessary. 


Is 


come insurance. 
mestic or business trend of mind, a 
very important point. Has the wife a 


separate estate. Name and age of daugh- 
ters. Conditions of health of daughters 
Naine and age of sons. The condition 
of health. Any other dependent lives. 
I think that is the first situation to han- 


3rd Day 


I will get iniormation about anybody 

in Los Angeles whose name you give 

me, and | will have it here before noo; 

and it is ten minutes to eleven 
AUDIENCE How? 


. > - 


MR. ROBERTS I think I have 
started something. 

There are probably 50 or 60 needs 
that this man O’Brien has. We are not 
going to try to sell him on all those 
needs, but I have an idea you are go- 
ing to pick a certain need that your 


personality will enable you to approach 
O'Brien on Remember that personal- 
ity is important in making the approach. 
1 have got to make an approach on the 
basis of personality or I can’t get any- 


where. ‘1 want this subject opened up 
by Walter Mayer of the Equitable of 
San Francisco. 

* * ~ 


MR. MAYER: I would say offhand, 
I will agree with Mr. Duryea that one 
need is all you should work on, but 
before you pick that need you have to 








as to the age will be helpful. In talk- dle in any case. In other words, I vate ogy © Saige elle toe il 
ing to Mr. Woods he seemed to hold aim to touch the heart strings of hu- \\¢ al] know a partnership dies with the 
down to the needs of the prospect. I man needs. . death of a partner. He wants his son 
go farther than that. In planning an b. A complete financial report, his j, that business. Now. if vou would 
approach there is a lot of confidential current income _ say to this man I want to talk to you 
information | want to get with regard c. A complete description of per- spout perpetuating this business. Ii you 
to the man. I call it confidential infor- sonal life insurance carried. can do that your obligations will be dis- 
mation, which you should have before d. Business Nature _ ot business, charged That ought to interest him. 
you analyze it and get to the needs of corporation or partnership. If a cor- | fing talking to a man about his bus- 
the individual | want Paul Judson of poration, is the prospect the main COZ iness easier than to talk to him aheut 
San Francisco, representing the John in the wheel Names or remammng intimate things. You can start talking 
Hancock, to tell you what confidential members of firm. a. a partnership, about his business and later if you work 
information you get before you act whether the personal relations of part- up to it, later or more intimate affairs. 
5 ners harmonious. And domestic situa- MR. ROBERTS I want to hear 
MR. JUDSON On this particular a a ees. : from Mr. George Gilbert. 
case of Mr. O'Brien, it seems to me the e. Social. Names of clubs, church, MR. GILBER1 There are any 
outstanding feature to me seems to be Se Sarees, and also pros- ways in which you can secure data on 
that Mr. O'Brien himself has not been pect s hobby : a prospect One way would be to se- 
pe Pag aesie cally cages” yall ag genre That is what I term confidential in-  cyre data in the same way that we se 
this aun be is & pretty geod sort of 2 formation Will Farrell, tell what type cyre the prospect. What | mean by 
citizen. He is progressive, he is fond of S eee 768 OF that is this, that within the length oi 
his family, he is interested in civic af- Riyals our tield of activities we should all 
fairs, he has a sense of his own personal MR FARRELL: If it was confiden- belong to the principal clubs, social 
responsibility Mr. O'Brien's unit. of tial information | get | would be mak- crganizations, chambers of commerce, 
purchase of insurance is very small. He ing it public We have a picture here and be thoroughly active in all these 
hought his insurance then without any Of this man O’Brien. I came here to organizations. We should not do it 
relation to his needs. He either bought get the information as to how we were ona purely selfish standard but endeay 
it a long time ago or if he did not cer- going to handle this case of O'Brien. or at all times to render some degree 
tainly he got small policies to get rid |! am not here to criticise, but what I of service to these organizations \t 
of the agents. The need in this particular am interested in is how to get at this the same time we will get a great deal 
case is so obvious to my mind, our prob- O'Brien case of pleasure and make many acquain 
lem would be to pick out the particular me eee tances and friendships. It is not pos- 
need which would most directly interest EDWARD A. WOODS: Getting in- sible to learn to know a man well with- 
this man. Now in a way he is sitting formation about a person is the easiest out learning to greater or less extent 
on a bomb in consequence of that par- thing in the world. Your wife can tell something of his financial and family 
ticular endorsement of the note at the vou how to do it. We tound it costs affairs \fter we have met that man 
bank. His firm must be very short of 10 cents apiece to get information. Any for a few times, whether it be at 
cash if they have to use the bank to young, bright fellow can get information. club at a board meeting or a_ goli 
a 
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ly course, wherever it may be, it is a per- necessity for giving his C ll A W d oo 
ve | fectly natural thing for each to learn’ even break with the other o ege gents arne 
n, to know something about the other. dren I would tell him Against Evasion of Law | 
Naturally our business will be disclos- tion is keener now than it 
t nd tl rough tl at his needs and de- | would cite him a Tew Che comn ttee ap] omted t Monday 
i sires will be revealed \iter we know would tell him the fact tl evenings mecting . % NECUTIVE 
ve a man well it is perfectly easy to go to cated man earns forty tl Committee to consid the Princetor 
him at any time, and if he is a friend lars more in a lifetime th: matte ep ed the Llowin resol | 
ds o! urs he will be glad to grant us n educated man We want t I rsday 1 1 2 ] h is 
1ot interview and give us this information. with the thought that we adopted by the associatior ; 
yse In other words, when we have sold fulfill his hopes and pl The Nat 1 Assox ot Lite | & 
70- uurselves well to our friends and ac been said here several times that Underwriters recognizes at a] cs 
yur uaintances so they have explicit con- should appeal to one particular need. the ever widening service of its men | 
ach d Ss, any iniormation we may But do not forget to call attention to bers to the colleges and universities | 
al- n itelligently work out an in- other needs, particularly the most the country in offering to these insti 
ch. S ce program will be torthcoming vital ones Don't get so involved in a tutions practical help in the solutios 
the gladly because they know that that in long list of needs that he will ow < the il il | obl s by eans 
nv- formation will not be misplaced. There up his hands and say that it is im endowment funds through lite insu 
up fore, | say this data can be secured the possible to accomplish all of them. He nce 
of same way the prospect is, learning to will be overwhelmed if you present to Che creati al maintenance 
know well worth while met his attention too many Three or ollege endowment s by eans 
* * * four or tive of the most vital needs individual gifts. through class va 
and, MR. GEHRIE. Los Angeles 1 should be impressed upon him, and _ tions or alumni efforts r actors 
one use the old Irish system and believe ™press him with the importance of in great Importance to our educational 
but in this. that the heart is the greatest suring his plans for those needs and _ stitutions 
to organ that God ever put into the hu- protecting them \ satisfactory service tf this kin 
lap- man body The appeal should be mad \ man walked into Mr. O'] n’s cal nly conti or be enlarge | 
lies. to the things that a man carries in his office and said if he would give his cor the | s ! | erst ne at 





his home, his wife his children pany $6 a month. his company will omplete cooperatior between 












































son cannot go wrong here, and the pay Mr. O'Brien's mother $50 a month stitutions of learning an ife | 
ould only place in the world vou can get as long as she lives Later on a mas vriters 
you the right information, is to get the in- ter salesman came it O'Brien told t has. | ‘ ' ‘ ' | 
you formation from that heart that loves him about it. and he said “Why. we i f the National Ass 
dis- those he supports write those _ folicies He suggested Underwriters, representing th vet 
him. vriting a couple for his two sisters orees of Al i. that m a 
bus- SAM McCURDY. Los Angeles: I He finally gave hin complete pr stances, notably at Prit 
bout as glad to hear some reports say that gram covering all of his needs sity, Class orgal trons é 
— cally oe = pe be age 2 Prospect Often Approaches eck Pays once: ie : 
ay agg a A rg age AR agg aay to Buy Life Insurance allele 
hear Daniel Webster when asked how In pl g this ipproac!l ar . 
@ long it took him to prepare a speech mind that Mr. O'1 nas lots ort es t t 
any unswered that it took hin ve minutes been approached to buy insurance t ins 
ia on to prepare a speech hours long, but it 'S @ prominent mat n a business w 
O Sse- took him five hours to prepare , socially, has lots of friends f vou are Ss t Ss al trary t , : | 
€ st speech that it took five minutes to de- gomg to get anywhere with hun oe “poet re ioe: GEORGE FE. LACKEY, First Vice-President 
. DY ( We have t« create 1 treme! ave gf to approac nit i i ia 
ol is story na few vords Chere e ferent line thar invbod els You t 7 ' S te ' ' ‘ ‘ ’ Okiahema City, Okla 
all ne thing common to all, and that 1s Mave sate? rs ess | ditt t \ \ rite 
social t e must make an appeal to the U invbody cls Witness the tact 1 s 
he4ree, heart If we have a lhst of a man’s that he has on $1 ny surance . 
these interests, we should pick out the in You must be unique in your approacl \\ ] int out to t e interest 
di it terests that lie closest to his heart and 1 iking it ver) t ne \ ‘ t c l cs 
\deay make an appeal to the heart In mak peal to the interest that lies closest to niversities that aqualifi hint wecniinadl 
legree ng that appeal let us be speci and his heart and the « d ad s R ‘ l"y 1 Cy ' . ‘ Mat 
Mt be detinite Impress the man with the all of the most ortant ot his needs ssist the al « t ' vil t Is 
t deal means to the end Impress him with that if unethical or illegal methods are tion of ness pract thics 
uain the need ittempted through lack nformation of Natu \ssociation o Un- 
t pos- Robert K. Eaton. first vice-president otherwise. su ctiem anny obieente the deresiters does unt ant , aii 
with- | Suggesting Need for ff the John Hancock Mutual Life, who interest of the great body of life under n the part of life imsurat mpanie 
extent | Educational Policy wes @ ceeieeidien vitesse ent whee eh A Nea Ung agi ets AB ex ipods gallbver seg , cg NG BE 
family If I were suggesting an educational iter arriving in Los Angeles was perform 
t man policy for one of his children, | would not able to attend the managers’ dinner We desire further to call the attention LONG LIST OF ABSENTEES 
at ee mpress him with the need of educa- and the agency building session Wed f company executives. who are vitall Che list « bsente su re sa 
gon tion [ would impress him with the uesday night, as he had expected interested in building agency organiza ees Oe oe peas oe isappoint 
el (ora ! ( Wells t h sit 
‘ fe t cTn . yinyu 
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Possibilities for Team Work Shown 


NY scam work in'an azeney was : a Shapro Leads Section on Work gets nx mecting b 
7: chi Of Old Agents With New Ones 
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HE whole question of methods of 
"T securing prospects, was opened up 
in the discussion at the Wednesday 
night session on “How to Teach the 
New Agent to Secure Prospects,” led by 


J. E. Williams of Seattle, assisted by 
\. M. Anderson of Los Angeles and 
George M. Jacobs of Seattle. Many 


points were brought out which were of 
interest to the men in the field 
agency supervisors. 


great 
as well as 


* * * 


MR. WILLIAMS: I feel that in the 
past and perhaps at the present time, 
many of us have failed to recognize 
that there is a dividing line between 
canvassing for business and canvassing 
for prospects, and that one phase of the 
work is just as important as the other 
Any manager who fails to recognize 
this fact, or fails to impress it upon his 
new salesmen, is falling down in his 
obligation to his salesmen and to his 
company, because | think there is no 
more pitiful object than the new sales- 
man who comes to his manager and 
tells him he hasn't anyone to see. 

There are many methods of develop- 
ing prospects. This evening, I am go- 
ing to confine our discussion to meth- 
which are proven and successful 
and to the extent that our very limited 


ods 


time will permit 

The first gentleman who will talk to 
you on the subject tonight, is a local 
man, the author of one of the finest 
books | know of for helping a new 
man. He is also first vice-president of 
the Los Angeles association, A. M. An- 
derson 

MR. ANDERSON: A friend of mine 
just drove down from Seattle, and | 
asked him how he enjoyed this beau- 
tiful California scenery. He said, “I 


much of it on account of the 
mountains and obstructing the 
view.” That is like the average life un- 
derwriter. There are so many people 
in this world the prospects are lost in 
the masses 


didn't see 
trees 


and 
experi 
| believe in most 


man will sit down and 


system a man can us¢ 
may 
ment a good deal. but 


depend upon, he have to 


cases, if the new 


write the names of all the pe opl he 
knows, then after he has done that, put 
down the ddresses, the occupation, 


whether they are married, the number 


; 1,3 

ot children nd so on, and after he has 
] } , 7 ] 

done that, if the supervisor will sit 
down with him and go over each one 


of those individual cases and help pre- 


pare a proposal of insurance tor each 
case, the new man will then have some- 
thing definite to start on. He may not 
ise any of this material that has been 
prepared, but the fact that he has pre 
pared it will give him contidence, and 
that is a wonderful help to a beginner 
in the lie insurance business 


Teach Agent the 
Idea of System 


lo my mind the most important 
thing in this business is to teach an 
agent to sell himself the idea of sys 
te! | nsurance is the most sys 
ematic business in the world, and | 
ink ld b the most unsystemati 
and haphazzard methods 

There re many men with many 
minds, and many systems. A poor sys- 
ten s better than no system The 
trouble it the usual life insurance 
me yvoth new and old, is that they do 
not } where to start and how to 
tart with a beginner. No matter, wheth- 
er he starts with the circularizing sys 
em o n the chain method or even on 

hit and miss method, if you will start 

m out with this method of writing 
these names down and then use that 
is a starting point to develop your 


ther system, it is a great help. 


Now, getting down to individual 
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Helping the New Man to Secure Leads 


Effective Methods of Teaching 
New Agents to Find Prospects 


cases. The system a man will ultimate 
ly choose will depend greatly upon his 
occupation, his age and his 
If he has been an account 
ant it might be well for him to work 
among men of that class. He knows 
the ups and downs of that particular 
business. He knows the vernacular, 
and he also knows their income, and 
the more a beginner can know about a 
prospect the better. 

With new agents I think the real big 
job is this: There is a system for every 
man. Many men and many systems, 
but if we can pin a beginner down to 
one particular system, and teach him 


prey ious 
experience. 


to pursue a plan, a system, and stick 
to it, that is our job. 
* + * 


WINSLOW RUSSELL: I think you 
will all agree that there is an absolute 
need for a system of selection of pros- 
pects. We have not the time to cover 
all these plans this evening, but the next 
speaker will cover two or three ways ot 
locating a prospect, and I take pleasure 
in introducing George M. Jacobs, agency 
inspector for the Northern Life. 

MR. JACOBS: In the brief time 
allotted to me | don't know how we 
can fully explain our views on this sub- 
ject and tell you what we are trying to 
do up north in ‘the insurance field at 
Seattle. First of all, we are trying to 
impress on the agent the importance 
and the dignity of his profession—the 
honor of the calling in which he is about 
to engage. We believe that life insur- 
ance is one of the noblest professions 
There are many men in it who have 
come from the teaching profession, 
some from the ministry, some from the 
law. and some from other learned pro- 
fessions, and | don't believe one of them 
has taken a backward step. We teach 


that to visit the fatherless and the 
widows in their affliction and to help 
men that they may provide for their 


own, and especially those of their own 
household, is a very worthwhile thing. 
First of all, then, we try to teach the 
agent self-respect and a respect for his 
calling, his work Second, we teach 
him to study the problems, the needs, 
to analyze the situations he comes in 
contact with, and to give to his pros- 
pective buver a service that the pros- 
nect cannot possibly render to himself. 


To supply the need, he must know 
which plan of life insurance provides 
for the need. Thus, we give him self- 


confidence and a realization of his abil- 
itv to serve And thirdly, we believe it 
is better to teach an agent to help him- 
self 


Better for Agent to 

Find His Own Prospects 

We believe it is better for an agent to 
go out alone and find his prospects in- 
telligently than to have someone go 
along and point them out to him. We 
teach him to keep his eyes and ears 
open: we teach him the four ways which 
1 will enumerate 

First, the miscellaneous way: Read- 
ing newspapers intelligently in connec- 
tion with his work—reading the reports 
of deaths, births, marriages, mortgages, 
accidents, children to educate, 
wives to support—even reading of those 
who have performed the last 
sad rites of acting as pallbearers to de- 


1 
SaiCs, 


recently 


ceased friends; reading of those who 

have recently entered business enter- 
prises These suggest prospects in 
cores Oot wavs 


Second, we believe in the cold canvas 


We believe we should make cold can- 
vas for prospects, then go back—seg- 
regate, classify, arrange a policy that 


will have the particular needs of each 


particular case provided for. So that 
the cold canvas is used to a great ex- 
tent 

Next we have the endless chain: Of 


every prospect we ask, does he know of 
others in need of life insurance He 
will very often say, “No, I don’t know 
Then we ask him, if he has 
any friends who have children of the 
‘teen age, who need to be educated 
Sure, he does! Any friends who have 
mortgages on their homes. Sure he 
\ny friends who, if they died to- 
day would leave their wives destitute. 
Sure, he does. He can give you all the 
information you want. 


anybody.” 


does. 


Again, following the center of influ- 
ence Sometimes quite a good plugger 
has a few good friends, a few close 
iriends, intimate friends. I said to my 


friends the other day that a few of thes« 
good friends would keep any agent on 
the jump six days a week just calling 
on the prospects furnished him. I be- 
lieve that is true and I believe we should 
go to those “centers of influence,—tell 
him if we fail. If we fail to write a 


prospect, tell him so. He would un- 
doubtedly say “What, you couldn't 
write Bill a policy? But I know he 


needs it.”—and here you have your cen- 
ter of influence helping you to get bus- 


iness and you will get more and more 
names. 

The miscellaneous method, the cold 
canvas method, the center of influence, 
the endless chain method Any one oft 


these may slump at any time, but not all 
of them will slump at once I be- 
lieve that a new agent who goes out 
thus equipped is sure to find a sufficient 
number of good prospects and will know 
what a prospect is when he meets one 


a * * 


WILLIAMS: In 


voing to 


closing this 
touch on a 


MR 


discussion, | am 


phase of it probably that hasn't been 
covered, and which has been used by 
my company about 13 years, and that 


is the direct mail advertising method 
of seeking prospects. To every new 
man who comes into our organization we 
offer this direct sales service providing 
he will agree and take a pledge to co- 
operate with us It is the manager's 
business, his duty and his obligation, to 


selecting a list of 


assist these men in 
names to be circularized by the home 
office. The manager has to use his own 


age, occupation and 
that the man 


judgment as to the 
matters of that nature 


will be best able to work among 

Our replies from those letters up to 
a little over a vear ago averaged about 
22 per cent. 

Now | am going to do some boosting 
for advertising tonight, although I am 
not an advertising man You may 


know, probably do know, that our com 
pany is advertising in the national mag 
izines We are advertising our sales 
organization. Since we had that 
plan in operation our percentage of re 


from 22 to about 


have 


plies has increased 


30.4. So it woes to show that advertis- 
ing helps to get replies to our direct 
method. Further than that, our per- 


centage ol closed cases runs higher than 
it did before. Our new men close about 
12 percent of the replies received with 
Some of them are 


that, and those re- 


in the 
closed 


first year 
later than 


3rd Day 


plies are worth to the men on an 
of $6.00 apiece 


aver- 


ane 





“here is a very favorable psych 
that | am sure you will appreciate, that 
operates both on the men who make 
the inquiries and the agent who receives 
the replics. You can readily understand 


that the agent who comes into that 
office and tinds an inquiry on his desk 
from Mr. Smith who wants him to 
work out something fairly definite for 
him, after he has made the investiga- 
tion, goes out with a different feeling 
than the man who goes out without an 
idea that the man is interested. Then 
take the case of the prospect. Her 


t 
ceives the agent in a little’ different 
manner when he opens his door. He 
feels that he has asked for specinic ser- 
vice and when the man comes over, he 
has come at his request 

I just have a feling that what we call 
canvassing for prospects is pretty much 














AYARS 


Angeles Association 


GEORGE W. 
President Les 


canvassing for needs and doing educa 
tional work; and this production, 1 you 
believe the time is coming 
insurance men are gong 
than they do today 
advertising 


please, | 
when all lite 
to appreciate more 
the value of national 

I believe I am conservative in saying 
that there are a group of three or tour 
banks and trust companies who are 
spending today more money for advert 
the product we are selling than 
spending themselves 


tising 
the companies are 
in taking the product to the 
needs ot prospects. | just 

thought that when companies and 
agers recognize the value of advertising 
in our business on a par with the ad 
vertising of any other commodity, ou! 
iob is not going to be to find prospects 


various 





man 


but to find and educate the right ty] 
of men who are able to offer t uid 
and counsel which will meet grea! 
many needs which will come up the 
future 














ay 








duc 

t you 
ming 
poms 


today 


ver 
than 
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Lending A Helping Hand At Start 


Work of Supervisors With New 
Agents Given at Night Session 


HE ways in which superviso 


rs can 
assist new agents were brought out 


great detail in the section of the 

ussion at the Wednesday agency ses 
sion. which was led by W. B. O'Connor 

San Francisco, assisted by Pet 


Murman of San Francisco and Fred $ 
Stripp of Oakland, who gave an interest- 
ne report on the l 


methoc 
resepctive agencies 
> > > 

MR. O'CONNER 

work of the 

nts. is a big one. Nowhere does it 

seem to be more true that the man makes 


, job rather than the job 


Our subject the 


supervisor with the new 


making the 
We have divided the subject into two 
first, the developing of the agent 
prior to soliciting, and second. work with 
agent as he commences to so 
licit. Mr. Peter Murman, assistant man 
wer of the Equitable in San Francisco 
ind Mr. Fred Stripp, also of the Equit 
able but of the Oakland agency, will 
indle the subjects 


tl new 


* * > 
MR. MURMAN The turnover in 
wencies is much too great, and I express 
hope that it is going to be less in 


FELIS. 
~~ 
\ ~ 





ALDER, the 
retary of the National Association, ts 


LrFORGI ) 








ral manager of the National Life at 
Salt Lake City, Utah. He has jurisdy 
and 
on 
a 
: 
P 
. 
ce ti ( ! Iss } 
t ture This tremendous turnover 
encies costs the companies thousands 
ousands of dollars 
ins it costs the p 
f money nal it 
to poor seiection 
l absence of assistance 
t the arent mce wuets 





er training will d 


this tremendous loss I belies 
ning ot the new went should 
t your first interview before he 
went before he has ever signed 





tinue on through your interviews until 
the contract is signed In those inter 
views he should be made to understand 
and this is a part of his training, that 
he is assuming an obligation en he 
is Joining your agency Phat ligation 


him being a co 
man should come into lift 


willing to do his share in the 


consists of 


less he iis 


upbuilding of the agency. He is obligated 
to work constantly and faithfully and 
ethically. You train him by these inter- 
views to be square and honest by being 
square and honest yourself Tell him 


you are giving him a true picture of the 
situation. You should show him the neg 
ative as well ] 
great trouble in the past. as | have noted 
is that the or the 
in painting this picture of 
and protit to the new agent has filled 


positive side Phe 


as ne 





manawer 


future work 








the picture with beautiful n 
shadows, and when it has for 
the agent to put im the sha him 
self he has put them in that 
the light has been wiped the 
agent has faded away have got 
to tell him some of the disappointments 
he 1s going to come in contact with. Let 


him know that the business is a_ hard 
business which carries hard work. that 
he has got to have courage 


don't he is going to become very dis 


aged I like to tell a man ot the dis 
appointments a he man is bound to come 
in contact with They are inseparable 
from our work | tell him, Mr. Jones 
when you come in contact wit! thes 


: : 
hrow back your s 


t 1 
“All right. | will see an 


disappointments 
ders, and say 
other prospect 
Feels a Little Squeamish 

Just After Signing Up 

When a contract has been signed, that 
is not the 
from your man as you would if you had 


time to get 


written him life imsurance That is the 


time vou want to draw him closer t 

you That is the time \ i want t tel 
him f the ne service \ have done f 

him Did anv of you ever have the ex 
perience of obligating yourself with your 
signature, and immediately vou did sign 
vour name feel a little squeamish about 
it? Perhaps this voung agent. who has 
just tixed his signature to the contract 


feels the same way. His mind may quick 





ly revert to the salaried position he has 
just left. with its steady incom That 
is the time you will have to stimulate him 
by getting to him the great service he 
is going to render, the great good he ts 
going to do. That is a part of his tran 
ng 
Now, as regards a school for training 
the agent | ere sa difterence t pin 
ion as ards how much scl lin in 
oug to have In my est Lor 
lepends somewhat upon the condit 
¢ Ss going t Tact Is you yer 
so constituted as t be able t give t . 
man substantial help after he gets t 
e wane echoo! lf vou are so mat 
tuted, you can give a shorter course that 
f you are not so constituted I hie 
I i shorter course We have scl ? 
t week's duration luri whicl S 
deliver 22 lectures We en this sci ] 
n Monday and we close it Satur 
n I believe in a short school for t 
reason that it has been my ser wt 
ergy man has the ualificati ‘ 
succeed in our work this o1 week f 
< 1 whets his ippetite rm ‘ 1 
formation. On the other hand if he lack 
the quali cations for success lhe is nl 
wasted week t his time in 1 \ 


ur lectures on the other days up t 
Saturday They are 9 to 10, 11 to 12 
1 to 2, and 3 to 4, with an hour in be 
tween lt is our experience that men 
up t ”) years r more get more rest 
ess than scl l vs ind =the hour n 
etween puts them in good trim. for the 
next lecture The course is built around 
Dr. Stevenson's b k How to Sell Life 
Insurance’ book especially devised for 
Equitable men 

Irrespective of how much talk you give 

ard t the service 
to do, etc., it has 
that after all he 
he gets int the 
course recites the 














service he s and he ts help 
ne every man t Acquire but we do want 
to contorm to the new man’s idea, start- 
ng off the rst day witl thorough ex 
planatior f an ordinary life contract 
On the second day we deal with th 
work sheet The work s designed to 
enable the new man t down tl 
names f friends and little t ncs 1 \\ 
they can e serve ind then the means 
speeci it concentrates m That 
( wentrates fis mind nm the usiInes 
nd thus makes his mind work Chet 
comes the ippr vac} the se nye t n the 
cl S¢ tie eelaway We have lec 
ture Tor siness msurance ind t tor 
nheritance tax nsurance ind m= these 
lectures we don't endeavor to give the 
student a very tull knowledge ft the 
subject. We dont « er mvc ttl sul 
ject in an hour it we give it t thie 
ac the rec . i ‘ the « ree ‘ 
their work they ru icross it they 
structs 1 : = los tik Cas a 
‘4 Tre ck The > t ‘ eT T T 
; r me wl < lives 1 t its t 
1 nsur,® ince in t > me l in t t 
way 
Put a Lot of “Pep” 
Into the Lectures 
We have ill tol i it eight lecturers 
n the « st t the wee ind seve 
ne k A hic < ect at 1 t i t 
yx t Yu can't sell fi 1 
t t t t ts if ver cs 
ectures we ‘ eavor t ‘ ver them 
vit s muc! ep that the lal atches 
tin enthusiasm We vant m enthu 
wer, for his policy, and best of all, we 
vant him nthusiastic e ser ‘ 
that life insurance pertorms 
1 believe that st s Ss I is we re 
litle more tl I £ 1 the traminege t 
if me! and go a ditt turt 
training them and tramimng them im s 
way that they will be lled with « 
thus sm the lit nsufrat est vill 
tirely disappear, tor in m 1 tine 
fe insurance pest is the ellow w : 
trving to sell esag . R t ent 
| losit m Gar \ . rathe 
nspirational one. We give lot 
¢ vht t ‘ We trv t ] > on 6 
y agent will be ready t R ' 
Mon i Set s ir 1 iy t 
i wreat ser t t \ t $ 
new cont tion. that he eT r , 
On Mor ‘ went is assigned t 
( sor W t nvey t him 
tell m™m ‘ issist T 1 tr nm 
' ' ¢ < « 
1 lie 
$ ‘ 
M 1 r tings \\ 
estions ‘ sk \“ iscovere 
t t Wwe 4 m nstf t tls ‘ 
went actin oe spect for another 


and altogether I consider them very. very 
nstructive 
Encourage your men to attend these 


and to take an active part in 


t} 





em It trains them, gives them pose 
expression, resourcefulness, and best of 
all, it makes them fit. You know, a great 


many men dont think, and if you can 








give an agent a j assign a special sub 
ject, make him think a little more about 
the business, he becomes a better man 
\ when you d issign special sub 
ects, don't stand for any alibis Che 
fellow has got to carry through with 1t 
He has t ec a ¢ perator The work 
i tl agent has t represent the best 
that is in him During these Monday 
morning meetings, if they are conducted 
n a spirit of helpfulness and friend 
ship. you are building an agency spirit 
that has a successful state t mind 
W“ cl is the hie thing | «lieve every 
wencys ught t e Monday mormng 
meetings even if vou nly have three 
r four agents 

We encourage t wents for further 
training t porrrn thn te underwriters, to 
subscribe to insurance journals, to thor 














FARRELL, Les Angeles 


WILL G& 


Chairman Tuesday's Session 


i c t ] re il by 
tric ] ks we « get them 
A . nore 

’ i + WW | >» | 
t es ] ] ! sk him 
what $ g to try to better him 
R i ‘ snt v s ving 
el wit il : ‘ m how 
. . i t t he 
\ ‘ ter t wit! ir 
WwW TR 
\r er x " ire him 
. ' : , * ¢ him 
t deal rough! wit 1 man 
. ’ \ t nm most 
"ae shat w ar training 
1 t llest xt t unless we 
{ { i \\ \ lm int t mm 
ter er \ must d 
every ov ft « ) iract t nake 
' , ‘ ’ “eV \ ré a’? ré th 
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Developing Supervision of New Agents 


Sales Possibilities Barely Touched as Yet. Men Quit, Discouraged, 
Because They are not Taught to Make Time and Effort Yield a Profit 









































































































































Winslow Russell, vice-president of the of old time methods of advising the 
Phoenix Mutual Life, which has pio- N@ EFFORT great American puble ot ts is 
nered in training and helping agents, had THE REWARD OF SELLI should give all real life underwriters 
change of the Wednesday evening ses- ae great concer! rhe harnessing of the 

i 7 i eae nee T er | 
sion in the auditorium of the Pacific Mu- J—+ t ———— t . t 4 unused pov in home othce, bra - 
: “yg pant : - | if T emer A s + + - ; 
tual Life Building. The evening subject + ' — SA Ja. + t = _ hee and agency field can be accomplished 
was “Developing Supervision of Agents.” Bs t ; + _ —f- only through combined study and the 
- ea t Tt I at é/ ' (a 
Mr. Russell led off with a talk indicat- ay i f- — rs ' application of sound principles and prac 
ss ‘ , i soe 

ing the difference in production between 7 + f+ tice in the underwriting field, in place 
trained and untrained. His talk, which vi c XC t + f- 4 of some of the methods which compe- 

= R pence a charts, some of - 7 ee T C 100 tition has forced upon us. 

1” q " > . > > ve ae¢ va IT —_ i — es 4 “4 ri*y . ‘ . 
= . are reproduced herewith, was as - = { | t T The near revolution in sales methods 

) IWS [a * - . ; + 

Qe i es . <1 / t | T which has taken place in the last de cade 

A great Niagara power company has 20.000 AY T | T T 600 shows that the harnessing process is 
recently published a booklet entitled: ; l yoing on Ten years ago selection 
“Six Million Wild Horses. In describ- KR INTERVIEWS. / training and supervision were terms sel- 
ing the development of water power the 18.000 dom used. ? Now the beacon lights in 
atin os Preaek rertesaeraes Leek | AL KL | / ie are Saree 
hi } of a. ade ning to mark out a course which will 
little on ular ee above the Amer- 16.000 save the policyholders of the future 
ican Fa 2 = with ° 6-foot ae ran @ gelled many millions of hard earned dollars 
a saw mi iat may have used 20 horse —, which in turn can be pyramided into ad- 
power. lhe significant thing about the 14.000 \ ditional protection through the new type 
story is that for nearly a hundred years of insurance counsellor. The untrained 
20 horse power seemed to satisfy, while life insurance man of the future will 
6,000,000 horse power was there ready — look like the twenty horse power ditch 
to be harnessed, acetal = of the Niagara trader of a hundred years + 

Life itisurance sales possibilities com- races ago. 
pared with present and past accomplish- Supervision Should 
ment, great as they can be made to - 
ment, se am 38 on 40,000 of Stand First and Foremost 
appear, compare in many ways to the en 
difference between 20 horse power and s 2 « 2 z © : « z z Through the intensive study of the 
6,000,000, The satisfaction which 50 or z 2 2 2 rf 2 $ i 3 < 3 a past decade we have all come to find 

: that we might very well have reversed 


60 billions of coverage gives us compared 
with the potential six or seven hundred 












































the order of selection, training and super- 
vision so that supervision should stand 





uncovered billions, and the continuance 
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F. L. TUCKER 
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F. B. ALLDREDGE 
213 City National Bank Building 
Omaha, Nebraska 


V. O. LAUNE 
501 Colorado Building 
Denver, Colorado 


A. P. OSBORN 
Kansas & Missouri Division 
801 Orear-Leslie Bldg., Kansas City, Missouri 
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Paid to Policyholders—Over $16,000,000.00 
Insurance in Force—Over $112,000,000.00 
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Interviews studies his effort with 


after 3° 


om every source ot 


his manager 
the salesman’s income increases through prospects than do the 


runners up 
that the 
the present policyholder is 
years of the original sale, 
cent of the 


made 








onpe 

the reduction in the number of MPER five 
views needed to complete the sale. Chart gine to resell 
four emphasizes this and continued re- \ithin 


Snows cieariyv 







Inlerviews 
14.6 % 






a three 
sponsibility in the control of the sales- more than 50 per 
man’s effort still greatly decrease old 
the number of required for 


First 
Interview 
48.2% 





Saies to 


can policvholders being during 


interviews those three years 






each sale. Charts twelve to sixteen show that 
uality groups of buyers and the per- 

Profit , od ge Oh 
Chart Shows Pro centage of sales among them made by 


Interviews 





In Budgetting Time 
Chart 


supervised 


the two types of salesmen 
five shows in actual result what 


Time Control is Key 
both and 


to Reduction of Waste 
quality can do for successful salesmen. Time will 


time in quantity 


not permit the discussion 
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THE NATIONAL UNDERWRITER LIFE [°° 


‘*.CE EDITION 


3rd Day 


Practical Material “at Night Session 


HE only group session held this year 
T was the one devoted to agency build- 

ing and supervision It was held 
Wednesday night, instead of concurrent- 
ly with one of the the gen- 
eral convention, as was the case last year, 
thus giving all who were interested a 
chance to attend. The amount of inter- 
est which it developed was evidenced by 
the fact that when Ben F. Shapro, in 
charge of the last section of the discus- 
sion, proposed to defer the consideration 
of the topic assigned him until some time 
Thursday afternoon, on account of the 
lateness of the hour at which it was 
reached, there was a general cry of “Go 
on 


sessit ns of 


* * + 


Discussions Divided 
Into Four Sections 


There were really four divisions on the 
program, which was, of course, of pri- 
mary interest to general agents and man- 
agers, although the session was attended 
by many who are not now in supervis- 
ory positions, but are interested in the 
question of management and de- 
velopment 

The first question considered was: 
“Should the new agent be permitted to 


agency 





Hartford, Ct. 
Mutual Life 


WINSLOW RUSSELL, 
Vice-President Phoenix 


begin soliciting alone?” It was in charge 


of C. C. Day, general agent of the Pa- 
cific Mutual Life at Oklahoma City, 
who outlined in a general way the 


varied phases of the problem encountered 
in city and county territory and with dif 
ferent types of agents. J. F. Branigan 
of the Pacific Mutual Life at Seattle told 
of the methods followed in his agency, 
taking the position, contrary to that held 
by some previous convention speakers, 
that merchandising methods could be ap- 


plied to the sale of life insurance. Both 
he and Mr. Day, who closed that sec- 
tion of the discussion with a summary 


presented, also answered 


questions from the floor 
* * * 


of the points 
a number of 


Teaching New Agent 

To Secure Prospects 

The second section, on how to teach 
the new agent to secure prospects, brought 
out some diversity of opinion as to 
whether this really was a question of 
primary importance. Those who contend- 
ed that it was not took the position that 
for the agent who had had proper pre 
liminary training, the problem of pros- 
pects was really no problem at all. 

This discussion was led by J. E. Wil- 
liams of the Phoenix Mutual at Seattle, 
assisted by A. M. Anderson of the Lin- 
coln National at Angeles, first vice- 
president and treasurer of the Los Ange- 
and George M. Jacobs 


Los 


les association 


Session on Developing Supervision of 
Agents Showed .vork That Helped; 
Incidenia! Matter From The Floor 


agency inspector of the Northern Life atthat the 


national 
prospect 


Williams boosted 
strongly as a 


Seattle. Mr 
advertising very 
source 


Many Suggestions 

Offered From Floor 

This section was particularly prolific of 
good suggestions from the floor. Orville 
Thorp of Dallas spoke of the method fol- 
lowed in his agency of using the names 
given on the back of the application 
blank as references. He said he told the 
new policy holder that in case he were 
killed in a train wreck, in a burning build- 
ing, or some other catastrophe of that 
sort, to have the names of men who 
knew him well and could make prompt 
identification, would be useful In that 
way an immediate point of contact with 
these men was secured 

J. W. Estes of the Aetna Life at St 
Louis told of his plan of getting at 
some “hard nuts” on the subject of life 
insurance, by offering a plan to guaran- 
tee their indebtedness. Guy MacLaugh- 
lin of Houston, Tex., and George Haw- 
kins of Springfield, Ill, also gave plans 


thev had used with success. 
Winslow Russell, who acted as gen- 
eral chairman at this session in sum- 


marizing the discussion emphasized the 
fact that old policy holders were the 
best source of prospects. 


Work of Supervisors 

With New Agents 

The discussion on work of super- 
visors with new agents was led by W. 
B. O'Connor of the John Hancock Mu- 
tual at San Francisco, assited by Peter 
Murman, assistant manager of the 
Equitable of New York in that city, 
and Fred S. Stripp, also wtih the Equi 
table in the Shapro Agency at Oak- 
land. Mr. Stripp gave an especially 
interesting explanation of the unit man 
ager plan of the Shapro agency, speak- 
ing from the standpoint of the produc- 
ing agent rather than the supervisor. 

\iter Mr. O’Connor had made his 
closing summary, Mr. Russell called on 
Paul T. Clark, general agent of the 
John Hancock Mutual at Boston, to ex 
plain some of the methods by which he 
has built up a very successful agency 
in three years time. His unique organ- 
ization plans excited great interest. 


Shapro Tells of 

Agency Team Work 

In leading the discussion on _ joint 
work of other agents with new agents, 
Ben F. Shapro of Oakland explained 
in some detail the system of team work 


followed in his agency, stating that 


probably 60 per cent of the cases were 


handled by two or more men, and 
made clear some of the reasons for the 
existence of the spirit of cooperation 
for which the agency is noted. 

Some further instances of the meth- 
ods followed were given by two other 
members of his agency, Jack Valen 
tine, assistant agency manager, and 
Cliff Brooks. All three were subjected 
to numerous questions from the floor 
in regard to the “team work” methods 
brought out in their talks. 


Russell Summarzies 
Agency Problems 


Really a fifth section was furnished 
by the summing up on agency prob- 
lems by Winslow Russell, who said 
that the big point developed in the 


discussions was that it was necessary 
to substitute something besides a high 
commission rate alone to build up a 
succesful general agency. He declared 


lowest paid group of sales- 
men would be found with the com- 
panies paying the highest commission 
rates, and that the reverse is also often 
true. ‘ 
He then presented an extremely in- 
teresting analysis of statistics bearing 
on the relation of the agent's production 
and his compensation, illustrated by 
very graphic charts. 

he talks in the different sections are 
given elsewhere in this issue, but much 
incidental material was developed during 
the evening. Some of the incidental 
discussion was as follows 


- * * 
MR. RUSSELL: There is one 
thought that has come to me while we 
have been discussing prospects, and 


it is hard to overcome, and I know 
ot only one way to attempt to overcome 
it It is the going around in circles, 
which it seems to me most of us are 
doing by this process. I think this is 
about what the situation is, that the 
pressure from the system, shal! I call it, 
because of the lack of money necessary 
to carry the new man, requires that he 
be sent out too early in his work. The 
result is that he must follow the lines 
of least resistance, and he goes out the 
quickest way that he can find, and he 
where every other fellow is going, 
and the result is with all of our 
force following the lines of least resist- 
ance, the great majority of the people 
whom we hear talking about life insur- 
ance are the men who are few in the 
locality so far as prospects are con- 
cerned, but they are continually solicited 
four and five and six times a day. We 
have been making some surveys in Hart- 
ford, and you will realize that Hartford 
is the hardest place in America to sell 
insurance. There are a large number 
of companies that I suspect have more 
than 2,000 canvassing privileges, every- 
hody carrying a rate book in their pocket 
in that city. Every office clerk can get 
a privilege and some of them get a full 
general agent's commission on business 
they write. We have taken a group of 
12 young men and put them into Hart- 
ford: with a direct by mail help, near 
ly all of them directly from the busi- 
ness courses in nearby colleges. These 
12 fellows, carefully trained and super- 
vised, in the first six months of _ this 
year, in Hartford, paid for $1,500,000 
business, 95 per cent of it without the 
mention of another company and a con- 
siderable percentage of the men had 
never been solicited before for life in- 
surance. Nearly all of these young men 
were financed at first mostly on a 
salary. The month of May, which is the 
last date I had, every one of these men 
were on a living basis, and the money 


goes 


sales 


required to be invested in the entire 
group was the total sum of $14.23 net 
These men got outside this circle, and 


they got to the field where if we could 
only get to them there is an overwhelming 
bunch of prospects 

. * * 

(Dallas): Pardon me, 
Mr. Chairman, may I submit to you a 
rather unique method we are using in 
our agency to help the agent find new 
It is working with us most 
effectively Of course, it takes the help 
of the company to work it out. On the 
hack of the application of the Kansas 
City Life there is a space for three ref- 
erences, and in completing the applica- 
tion of any man written where he has 
signed the application, we turn that ap- 
plication over and make this statement 


MR. THORP 


prospects. 


to him. “By the way, Mr. Jones, if you 
should happen to be killed in a railroad 
wreck or any place where your body 
would be mangled and the question of 
identity should be of significance and 
concern to your beneficiary, it would be 
a great help to your beneficiary and this 
company in helping to establish proofs 
of death, if you would give us the names 
oi three of your intimate friends.” Now 
it is natural this man is going to give 
names of men with whom he its in close 
contact, probably his pals, the men with 
whom he plays golf, his banker asso- 
or someone close to him. I don't 
any trouble at all in getting the 
man after I have written him to give 
me those three names with their ad- 
dresses and occupation. I don't tell the 
man I am going to call on those men 
as prospects for insurance, but then 
call on each of those men and tell them 
I have just completed a_ service for 
your friend so and so and he has taken 
the liberty of using him as one of his 
references. 

I will pass that along to you people 
for what it is worth. It is working with 
our organization as one of the most ei- 


clates, 


have 





BEN SHAPRO, Oakland, Calif 
Agency Manager Equitable, N. Y. 


Life nisurance is the most sys 
fective leads to get the new prospects 
that we have yet ben able to work out, 
for the simple reason it gives us con- 
tact, and I think that contact is the 
most important thing in the question of 
prospect finding. And that carries with 
it the confidence that this man has in 
his triend, the social relationship, what- 
ever that may be. 
* t * 

MR. ESTES: I have an idea that 
has not been touched upon which I 
would like to talk with you about for a 
minute, and which I think may be of 
help. It has brought to our agency 
several millions of dollars worth of bus- 
iness. 

We find that a great many people are 
in debt. I presume the majority of you 
know some people that are in debt also 
We follow up all the deeds of trust 
that are over $5000 and are recorded in 
our court house or daily records. We 
send our men to those people and say 
that we want to guarantee this debt, 
and in a great many instances they do 
not want life insurance, but they want 
the debt guaranteed, and they get 1t 
guaranteed with an ordinary life policy, 
and they don’t know in some cases It 1s 
an ordinary life policy. I know of on 
instance in particular. I heard of a ma 


tem. 


who was a borrower to a very larg 
amount. I went to him and said tha 
I came to guarantee $25,000 or $50,000 
of debt. “How?” he inquired. I sat 


s 








5) s 
ects 
out, 
ron- 
the 
n ot 
with 
> m 
hat- 


that 
h I 
ora 
4 of 
ency 
bus- 


» are 


y do 
want 


icy, 











He said 


it would cost about 3 percent 








Chat’s pretty good, I've never heard 
such a thing before.” I wrote him 
$25,000 
We ive used that tho vw our 

gency tor some time, and ve secured 

py A 
several millions of business. as | ve 

i One man borrowed $50,000 

all OT ] No ew nted n sur 
e i ny company Then I sai 
| ve ive a policy that will cua 

ntee this debt He said, all right, I'll 

I examined He didn't cnow what | 
nted t ao t t ik he Vasnt tak 

! ce ] t well ill 

aoctor 1 make y ir 
little while I took 
hin Lite insur©r- 


‘Didn't I tell you 
insurance Didn't 





tell you | wouldn't give you 10 cents 





the dollar for life insurance? I won't 
take it. I don’t want any life insurance 
‘rr oany amount, in any company, at 
any time! Take it away!” I said, “Well, 
on’t you nt us tO guarantee your 
debt?” he replied, hat’s what 
ou said you would do; that’s what | 





insurance.” All rig 
“ said, “WW ell, how are you 
2” ‘Sign right here,” said 
want your debt guaranteed 
sign here and write me your 
eck, and your debt is guaranteed.’ 
\ll right.” he laughted—and that was 


* - * 


MR. McLAUGHLIN (Houston): 
gentlemen have received with 
such interest some wonderful old stuff, 
is pertectly 
vo a little of the 


good, | want to give 


same 

Why not carry the idea of this ref- 
erence a little turther and bring it near- 
er home to the applicant When you 
written the policy up, note the med- 


examination report, the names of 





the brothers and sisters and, knowing 
t age. you will find work in a family 

re the serum is already at work 

* * > 

[R. WOODS (Pittsburgh) I just 
want to say that we have 86 members of 
I ollege schools in our agenc¥ and I 
V d like to know if our experience is 
ve have never had a singk 
n er of the class ask us for pros 
[The idea that there is trouble 
ng prospects is ther new to me 
iv be hopel behind, but it 
s to me that is one ot the 





i 
st problems there ts \s a matter 
t. our trouble is to get men to 
sts of prospects which we want to 
’ They don't want them. 
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Is that not the 


agencies 


experience of other 


MR. HOFFMAN (Springfield, Ill 














ere is another thought on sub- 
ct that is very hat 1s 
work and contact an put all the 
ans and system and advertising at 
our command behind an agent and let 
hit st ly evervthing there s, | tilt you 
get that gent to go out into the feld 
id work and come in contact he will 
never get an applicatior I have 
mind two n ind | want to give you 
the cases There is one man in the 
office who wants to get business with 
tine east resistance He Stays in. the 
othce and studies, and hgures, and works 
ut SVSICI Ss ol gett nN tl t > css with 
the least resistance The other man 
woes out into the field and he 1 iv not 
have spent the hours and hours study 
ng, but he brings in the applica iny- 
how But the first man, for all his 
studyi can't compare with the second 
man, because he has been figuring con- 
tinuously in the tice n how to get 
the business with the least resistance 
> > > 
\iter the intermissio tollow v 
third section Chairman issell sais 





Che particular thing that has inipress 


ed me in these discussions has been the 
thing that I have heard suggested ‘ 
the committees in charge i this con 
vention are trying to overcome the dis 
cussion of the large million « ar fe 

low while the small felk is trving 
to get there und wants o } w | \\ 
I expect men in this room are saying 
this is tine tor the great big agencies, 
and I want to digress long enough to 


who has taken u 
work within two or three vears to tell 
us what he can in five or six minutes 
how he has gotten the thing going 
Paul F. Clark, of the John Hancock oft 


Roston.” 


| 
askK a Man 











> > > 

PAUL F. CLARK I can’t tell y 
very much in five minutes about ho 
we have gotten started 

Charlie Schwab has said that n 
ounce of entl lz } vill cK nplis 
more than a pound of knowledg lob 
Hedges told us only vesterday that the 
big things are accomplished as the re 
sult of emotions and not as esult 
the brain 

We have from the very cL 1 oO 
our agency felt that we wanted to de 
velop the very maximum, as much et 
thusiasm as is possible in enc indi 
dual man and to try to get him to de 
elop s much emotior s | kk 


secured en 
ization and emotional results 

I believe that 
some part in tl 
I believe 
cause he has a 
has helped to 
| believe 


ought to feel 


usiasm in Our orgal 


every 








ever results are accomplished 

We have formed in our organizatior 
three or four separat rganizations 
which I am going to tell you about, and 
I want to tell you that even t uch at 
organization isn't big this Same Oryvane 
ration can be formed and the same 


i7 
sults accomplished 
We have an agency organization of 


officers Wi have presia 





retary and historian and ; 
arms only to do with arranging agency 





meetings They select thie sp ikers 
and get them t corne and i 
number of other things. Next aft that 
we | e what 1s alled the board o 
wwency control That organization is 
composed of five men in _ the gency 
with Mr. Manning and myself as « 
officio members Any question for de 
1s10!1 if we have ad a contest on ny 
ist \ misunderstanding S 
arisen t all comes before the board 
of agency control ind) =sthey§=—=«- deci 
nally and for all time what is to be 





Managers’ Dinner 


The Managers’ Club of Los Angeles 
was host Wednesday evening at a 
dinner in the Pacific Mutual audi- 
visiting managers, gen- 
and company officials. This 
with about 250 in attendance 
session on agency 


preceded the 


eral agents 
dinner, 
group 
building and 


auditorium 


supervision held in_ the 
Rouse general agent o 
Life in Los An 
of the Managers’ 
and the 
Cochran 





Benefit 
president 
ed as toastmaster 
included 
vice-president of the Pacitic 
Life: John D. Sage of Cincinnati, pres 
nt of the Union Central 
Blackburn 
American Life 


\. Waods of 





George I 





secretary and counsel of the 
Convention and Edward 
Pittsburgh 





Cochran Discusses 

Disability Clause 

Mr. Cochran was supposed to be the 
principal speaker, but surrendered much 


of his time to the other men called upon 


for brief talks He touched on the 
uestion of the disability clause and 


tonight 
1 would lke to talk a little about the 


being put 


done in that case it is an unwritten 
] 11 t gency that them v« S 

| 

al 

Now, you may be surprised to know 
that that board of control has t mect 
In our organization sometimes twice a 
vor it cast once a week 


We tound sometime ago there are a 














ot ot tellows who hadn't got on the 
oard ot contro but who were wheel 
horses ho were helping to keep it go 
ing They were doing the part eve 
thy wh thev were not the sort ot tellows 
} ‘ ‘ ted o othe. 
\ na to 1 | staved in 
} oe ‘ <ines three ca 
' never leave it Our age \ 
S st tl irs old, it happens, last 
\pri Ve organized in our agen 
P p led ¢} Old ¢ a nao 
\ ? i t t tT? to qo! i i | a Tive 
Q)ld (, rad Miembers are elected to the 
or eet once a mont! I selected tl 
. embe 1O Nappen d to hb the 
1 il vho f t om 1 our Awency three 
‘ vo At the 1 xt mecting we then 
ect inother member, and since that 
time we have elected each month one 
met 1 1 think at the present time 
( hav five Oo SIX First of ll 1 
1 st be in the agency three vears 
before he becomes eligible, but not all 
el ho have een with the agency 
ther ars are eligibl What are we 
voing to do with this Old Guard? When 
Ww t Ve troubles with a new man we 
talk about it in the Old Guard. Every 
thing in that meeting 1s confidential. A 
very solemn oath 1s t each mem 
ber that nothing he says will 
r pass bevond the that meet 
‘ Ve have settled some very import- 
int matters already within that organ- 
atior We have found one or two fel 
lows disloval to the organization, not to 
inv great degree, but who were starting 


talk of things that were not helpful, and 
m to by the 


spoken Oo 


members of the Old Guard and told they 


were not doing their part I wish you 
CO} here tonight could all attend the 
et £s oO that organization Every 
man there is supposed to have a voice, 
ind if I do something they object to | 
m told about it, and | have taken ad é 
My gene ot cours is located it 
the home ofhce o the company ind 
nder ordina circumstances it would 
rope me to go to the company 

nd talk these things over with the ofh- 
cers On the other hand | go to the 


organization and we talk these things 


total 
About 


1 policies I mean the 
ind permanent disability clause. 
in 1904, the Pacific Mutual 
put a total and permanent disability 
clause in its policy, which we have now 
with all these twenty 
About ten years ago I attend- 
a meeting of the Presidents’ Asso- 
ciation in New York We were talk- 
g on general topics. A gentleman got 
tremendous assault on 


in all lite 


> 
-V years ago, 


aad experience 


up and made a 


the permanent disability clause He 
said that any company that put that 
lause in its policies would eventually 


fail and go bankrupt, and after ripping 
us up the back and down the sides, he 








JOUN NEWTON RUSSELL, Lee 


Angeles 


Chairman Convention Committee 
it down Mr. Cox was chairman of 
the meeting, and as he knew we had 
put this clause in our policies he said, 
‘We would like to hear from you, Mr 
Cochran.’ I told the meeting that | 
thought the clause was safe But the 


gentleman did not agree with me. | said, 
Now, I would like to make a pred 
ti TI I y l I le 
on 1 «other gentieman las made 


the prediction that any company who 
in its policies will be 
eventually fail 


clause 
bankrupt,—will 
Now, predictions are merly opinions, and 
as good a prediction 
{ predic 
tion is, that the total and permanent 
disability feature of a lite insurance con 
tract is so good that I think that every 
United States, almost 
exception, will be writing it 
before long.’ and I think my prediction 
is the one that has come true.’ 


1 
one man can Make 


as another My opinion 1s, my 


company in the 


Predicts Expansion 
of Training Courses 

Eddie” Woods took up the question 
of training agents, as a preliminary to 
iin topic of the evening session, 
reviewing the great progress thus far 
ind predicting that within a very few 
weeks’ course now offered 


by most of the life tmsurance training 


would be replaced by courses 


r even two years 
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Duntion Whether New Agent 


T HE } NATIONAL UNDERW RI TER LIF’ EB INSU R ANCE EDIT ION 3rd Day 


Should Solicit Alone or Not 


HE question of whether a_ ne 
agent should be permitted to start 
1 se: 1 


soliciting alone was one of the in 
teresting topics brought up at the ses- 
sion in agency problems Wednesday 
night, in charge of ( ( D yo Okla 
homa City, assisted by J. F. Branig an 
of Seattle. The variety ol cond litions 
encountered and their effect on the 
question involved gave the discussion 


a rather wide range 

Mr. Day was introduced by Chair 

man Russell and took up his section 
* . 

MR. DAY: The discussion of ag 
ency supervision seems to me to be 
very much like the discussion of a sal 
It is hard to discuss it without in a 
way transgressing on the other parts 
of the topi [The approach, the pre 
sentation and the close are not divided 
into any particular separate phases. All 
go together. That is the same as it is 
with agency supervision, as I see it. 

It is very difficult to say: Yes we do, 


or no, we do not supervise in the be 
ginning. ; 

To my mind, to get at the subject 
properly, 


you must divide the men in- 





MATTHEW WALKER, Los Angeles 


Northwestern National Life 


to three classes, possibly: first a man 
who comes to you as against a man you 
go out and seek; second, the city man, 
the man who has contact daily with his 
city organization, as against the man 
who goes into an _ outlying district 
where he is denied that contact; and 
third, the man with as against the man 
without any selling experience. [| am 
going to ask Mr. Branigan of Seattle, 
Wash., to take up the situation as re 
gards the city man 
» * * 

MR. BRANIGAN I asked our vice- 
president, Mr. Baker, today if he would 
not suggest some help on this subject 
He has had 30 or 40 years experience 
Should the city man, the new agent, be 
permitted to solicit alone? Mr. Baker 
said to me, “If you want to make a hit 
with this meeting, answer this question 
this way and then sit down because | 
know these men like short speeches.” He 
said “It depends on the man.” 


I am going to sit down shortly, but 
I am going to say a few more word 
lI am going to relate two experiences | 
had in hiring men in Seattle In one 


case I sent an experienced man with the 





new agent and | allowed this experienced 
man to train the new man for about two 
weeks, and | am to i t this 
man made a dismal r f the busi 
ne | ] d another 1 m I sked 
++ he we ild lil ‘ tr , } hy eld 

ery t d he said, 1 He was a 


man who had had a number of years 
experience selling to merchants and was 
a real high class salesman with a strong 
personality, and a man who was ambi- 
tious to succeed in this business and who 
was thoroughly sold on the subject of 
life insurance. 

This man gg, gl the first 30 days 
47 ap] plications The olume was about 
$275,000. I asked | um pres times dur 
ing this period when he was learning th« 
business 1f I could help him, and = said 
“No, I prefer my own methods.” 

So the subject assigned to me is very 
hard to answer. You will have to answer 
it the way Mr. Baker did for me today, 
it depends on the man. I really believe 
that is the case 





~ * 


* 
Weak Man Needs 
Some Assistance 
really believe that the weak man needs 
some assistance, or maybe as Mr. Day 
said the man in the country needs the 
assistance, but the city men, the strong 
men who are well trained, a training of 
30 days, possibly longer, with experience, 
should stand alone. I remember my ex- 
perience as a buyer for many years for 
a large grocery concern. I always raised 
a barrier whenever I saw two salesmen 
approach me. I immediately began to 
think that these men were going to do 
something with a strong arm or going 
to high-pressure me, and I raised this 
barrier and would thoroughly make up 
my mind not to buy on the first inter- 
view. I heard somebody say you could 
not apply merchandise methods to this 
business, but I at least firmly believe 
that the buyer of life insurance and the 
buyer of merchandise think along the 
same lines. I would suggest and do ad- 
vise and do so act in my own agency, 
that when you send out a man who has 
had sales experience in other lines, send 
him out as well trained as possible alone 
The mediocre man you find that has pos- 
sibilities you think, must have assistance. 
I hope I can always find a man for my 
agency, and I know you feel the same 
way, that I can send out alone. I really 
believe if you were going to buy a pol- 
icy tomorrow you would rather see one 
than two or three. 
That would be my advice and is the 
way I conduct my agency. 


MR. DAY: It is very possible you 
can take the city man, with slight ex- 
perience, and proceed with him right 
on through a different line of endeavor 
than a man whom you are going to se nd 
out into the field alone, out of contact 
with you. The men with whom we 
recruit our agency are men we seek 
out ourselves. Men we can interest suf- 
ficiently in the business of insurance that 
they will give up their other business to 
join us. Secondly, another criticism | 
have to make is that we are dealing 
with my territory, where we are not 
blessed with a large population, as some 
other agencies are. The man who sells 
life insurance is in about the same situa- 
tion as the man who buys it. The man 
who knows it doesn't know it from the 
proper angle, consequently, in our initial 
experience and contact with him we give 
him a vision of what he is supposed to 
do and what it will do for him. I feel 
positively that if you put a man in bus- 
iness, no matter what his abilities are, 
if he starts with an improper conception 
of what life insurance is and what it 
vill do and how it will fit into the 
equation, that man may sell life insur- 
ance, but I don’t think he will make the 
SlICCESS he should We look at it this 

\ man must be sufficiently fi- 
nanced to take care of himse li for three 


months He must com into our = 


irdless of how the contract is mad« 
for a period of two weeks. During that 
two weeks we dicate the time, as it 


e, to t Pl him what life insur- 
i he mechanical side, but 


‘ 
just exactly what it is, and what it can 
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LOUISVILLE, KY. 


Extends greetings from its Home 
Office to the National Association 
of Life Underwriters at Los Ang- 
eles. May the days of July 22 to 
25 be memorable in the results 
achieved for your noble Assoctation 
and those whom you so faithfully 
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JAMES R. Durrin, Preszdent. 
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made to do. During that time, of 


ask that he take the 





se, we ten-day 
irse which deals only with mechan- 
al side of the business. At the ter- 
pation of the two weeks we send him 
k into his territory alone and we ask 
! sol that he work alone at 
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rece, some high-pressure tactics Phe 
or goes with him, and the man 
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MRS. PHOFRBE M. MeCULLOUGH, Les Angeles 


Equitable Life of N. Y. 


does not devote 


d attention toward ascer- 

g¢ the | thing abot he business 

hk ] ] ly n't - 

we s Really and lv, isn't our 
rroblem in the early supervision of men, 


| 
an idea and 
li things which we 


nderstanding of those 


KNOW irc POSSCSS«¢ d by the successes in 


! 

business, or the men we point to 
successes I take this case I am go- 
ne to tell you about now as an excep- 
It is not the average, but 
is exactly the idea that I think the 
carrying a rate-book must have 

he is to be a success The last con- 


tract we made in our office was with a 


iwyer who came to Oklahoma to prac- 
e law. We did not know him, he 
me into the office, we put him through 


« course we outlined and he has just 


gone back into his territory to work. I 


int to read you his letter the first 
ek, and, while it is an exceptional 
ise, as | said, it does give you, I think, 
exact idea of what the men should 
mw before we turn them loose on the 
lic While the letter does contain 
personal references, I am not read- 


Social Features 


ocial features of the convention 
ar and varied and are carried 
a 





an attention to detail that 
gy to be desired } 


«i PLEGEL APU 
with the advance guard of 21 under the 





leadership « Reception Committee 
Chairman Roy Ray Roberts, which met 
the l nat San Be irdino d 
< rted nN gates nd guests n i 0 
nN cs gh orange groves d 
Cl a 1! Ri | > { } 

Z has c i ve compic ( c 
Me A > i rec aay 1K vis s 
t < Tuesd t! formal entertai 

< began Vv la cheon at e Los 
\ngeles Cor ( » fi h adies 
with Mrs. John Newton Russell as 
hostess, while the men pla d go Lars 
ere in waiti he Bil r¢ 1 the 
visitors we es ed to tl clul nd 
all reports, taken most excellent 


care ot, 

Tuesday evening there was entertain- 
in the Bilt 
room and incidental entertainment in the 
form of a producti n of the second act 


\T | 
of the famous Mission play in coopera- 


o 
ment and dancing more ball 


tion with John Steven McGroarty. the 
ducer of the play 
and dances were given by the 

the play and it was a notably 


ated entertainment 


author and pr Songs 

artists ot 

apprecl- 

Wednesday afternoon was given up to 

the boulevard automobile drive which 

luded the moving picture studios, with 
’ 


| 
visit to one of these, through 


Citv and beautifu lol od nd west 
\ d to the oce: Wed sday ever £ 
t ore t} eve g siness session 
\ 1 ers re he gue s the 
( ) os \r geles t dir 
| iditorium 
) s| S 
“yes” 
ed by a large nun irned 
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| | 
it 1 eo 
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1 | | \l ; F 
hed a t k 1 } 
ghlv « é \ nd wit cs 
lificat S hateve was voted to 
! d d ) 
c in on that s hist \ 
y how this man oil 
Dear M Day 
I am first trying to use the work- 


shee office forwarded me 
] have not heen able to 


to be due to the fact that it is not, etc., 


I believe this 


That man, now, I think, is ready for 
I would say that 
allowed to solicit alone, 
but only after they have reported what 
they are 


intensive supervision 
men should be 


soliciting for and then they 
supervision in order that 
they may combine technical knowledge 
with their own vision and in order that 
they may have assistance in overcoming 
the obstacles which are bound to arise 
and which the help will diminish. The 
man is now ready for individual pro- 
Perhaps the outstanding sug- 
gestion from this talk, is “Every man in 
every agency with a daily work-sheet,” 
which will solve a good many of our 
problems 


should have 


cedure 
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Wisconsin National Life 
Insurance Company 
Oshkosh, Wisconsin 


That applies to its policy holders and 
their beneficiaries to whom it has paid 
a million and a half dollars. 


That applies to its agency force which 
is an efficient high grade organization. 


That applies to its stockholders who 
are receiving reasonable earnings on 
their investment. 


That applies to the growth of the com- 
pany which has been stead y and 
healthy. 








That applies to the territory in which 
it operates, Wisconsin, Illinois, Indi- 








ana, Michigan and Minnesota. 





Assets well over $3,000,000.00. 


Insurance in force well over $27,000,- 


000.00. 


Correspondence regarding agency 
openings is invited. 


WISCONSIN NATIONAL 
LIFE INSURANCE CO. 


OSHKOSH, WIS. 


General C. R. Boardman, President 
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THE SYSTEM 


A thorough intensive Training 
of New Agents—with class in- 
struction and personal guid- 
ance. 

Protection against “‘rebaters.” 
Protection against “‘brokers.” 
Protection against “‘part time” 
men in the City of Los An- 
geles. 

The New Agents’ success— 
our fixed determination. 
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Supervisor's Work With New Agents 
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make them look upon the world in a big 
way. I think this the finest business in 
the world and I will continue to contend 
that only the very finest men in the 
world ought to be in it 
* - a 
MR. O'CONNOR: We will imme- 
diately pass on the balance of the sub- 
ject, which will be presented by Mr. 
Stripp—"“the work of the supervisor with 
the new man as he enters upon his work 


in the field 
* 7 * 
MR. STRIPP: I think that the 
agency manager or the unity manager 


should read and study the 23rd chapter 


of Matthew. He should find out why 
the man who had five talents earned five 
more talents; and why the man who 


was given two talents returned two more 
talents to the master upon his return; 
and also why the man who was given 
one talent hid it in the earth and re- 
turned only one talent without even a 
banking interest And I want to 


Say to 


you that we have lots of managers in 
the field, and I say this advisedly, be- 
cause | am a mere agent and you are 
all general agents and general managers 

that a lot of men go out and don't 
give the very best they have. If they 
see something coming back in the way 


of remuneration they get in and hit the 
ball right on the nose, but if they don't 
see what is coming back to them out of 
it, oft times they do not give the very 
best they have 


Turned Only to 
the Unit Manager 


In the Oakland Equitable agency we 
play the game with Ben (Shapro). We 
all love him—and not in a sweetheart 
way; we play the game with the unity 


manager and we play it right on down 


the line I would like to tell you just 
how Shapro gives his work to the unity 


managers. After finishing in the agency 
school, the unity manager to whom an 
agent has been assigned immediately has 
an interview with the new agent He 


him a det practical 


gives nite specit 
plan of field work He arranges to 
spend at least three hours the first day 
with this man, at which time he makes 
the presentation, he makes the approach, 
and he makes the close, and he makes 
the man study the tpproach. Then, two 
days following that, they go out again 
for three hours and the agent makes the 
approach, and, if possible, but not like- 
ly. the close 
They immediately go back to the of 
ce an immariz They wg er the 


work. The unity manager, in a kindly 
way, points out the difficulties of the 
agent—constructive criticism, as it were. 
Later, after about a week’s work, the 
unity manager makes a typewritten re- 
port of this six days’ work. He gives 
one copy of the report to the manager, 
and the new agent gets a copy. I think 
that is a very important thing to do. He 
is not reporting anything he doesn’t 
want the new agent to know. Our new 
agents are encouraged from the first to 
close business by themselves. However, 
we have nine unity managers. They are 
real he-men and they will go with any 
of us, at any time, from 8 in the morn- 
ing until 10 o’clock at night, to see any 
prospect. They are absolutely unselfish. 
They are there to act. 

New agents are instructed in the prop- 
er use of work-sheets. All of you— 
managers, general agents, home office 
people—know what work sheets are. The 
better the work-sheet, the better it works 


out. We have what is known as the 
“money-back approach,” perfected by Ben 
Shapro. Most of you have heard this 
“money-back approach” given, and the 
close given Each and every man 1s 
coached in this approach and criticized 


by the unity manager 


Must Have Confidence 

In Man Above 

One very important point, and I think 
you can take this home with you and 
pass it on—we don't believe, in the Oak- 
land agency, that it is a thing to 
make an appointment with a new man 
and keep him waiting around in a hotel 
lobby for half an hour, fifteen minutes, 
or ten minutes after the appointment, 
wondering if the utility manager 1s go- 
ing to show up. We like to be there 
on the dot. There is nothing that breaks 
the spirit of a new man quicker than 
to lose confidence in the man nearest 
him, up 

There is no reason why a 
not make a success, coming 
business, after he has been 
by the manager, the unity managers, etc., 
in a first and second interview, and 
then takes a two weeks’ intensive agency 
study course. If he has the proper su- 
pervision in the field. And I say this 
advisedly—that every time a man who 
rt out in the service and fails there 
has been a weakness somewhere along 
the line, and not always with the man; 


good 


man should 
into this 
passed on 


yoes 


sometimes the general agent, the man- 
ager, assistant, or supervisor 

The rules we follow in the Oakland 
wency are simple and instructive 
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three-year-old agency doing practically 
$3,000,000 a month. The agents are 
making money and that is absolutely es- 
sential for happiness, and the reason they 
are making money is that they are get- 
ting loyal, hearty, earnest co-operation 


from the unity managers, from Mr. 
Shapro, and his between agents. 
* * * 
MR. RUSSELL: I think we would 


all be interested to know what the func- 
tion of your unity manager is, or rather, 
what is your unity manager? 
7 x x 

MR. STRIPP: Our unity manager 
is the man who works directly in con- 
junction with our manager. They are in 
very close contact. In fact, they have 
meetings practically every day, and the 
unity manager knows exactly what is in 
the brain of Ben Shapro when he goes 
into the field to give his message to the 
new man 


MR. RUSSELL: 


Is he a salaried man? 


MR. STRIPP: Yes, a salaried man 
MR. RUSSELL: No commission in- 
terest ? 
+ a“ + 
MR. STRIPP: Yes, 50-50 with the 
man he closes business with. And they 
are more than glad to work on the 50- 
50 basis instead of getting a small loaf, 
we divide a big loaf and get half, and 
we get a lot more than if we played a 
small game and did not co-operate, and 
in the end we have a lot more money 
more renewals 
VOICE FROM THE FLOOR The 
work sheets given to the agents—are they 
filled out? 
eo « 
MR. STRIPP: They are filled out 
with the agent by the unity manager 


with the man just starting in the field 


Of course. the men have assistance in 
preparing them 
* 7. . 
QUESTION FROM FLOOR: I 


would like to know if any of these new 
men have any objection to giving up half 
their commission ? 
MR. STRIPP: 
talked with any 


No, I have never 
man in the Equitable 
in Oakland who had any objection to 
giving up half of his commission when 
assisted with a prospect 

QUESTION: May I ask how many 
unity men you have for your 75 agents? 

MR. STRIPP: Twelve unity men. We 
have 120 agents. and 12 unity men 

MR. SHELDON (from the floor): 
Are these prospects that they go to work 
with, prospects or prospects of the 
agent, or are they cold canvass? 

MR. STRIPP I can answer that in 
this way, Mr. Sheldon. Some are cold 
canvas and some are personal contacts, 
and we also find, as they have done in 


THE AGENTS 


A successful Life Underwrit- 


ing family of men and 
women, devoted to the highest 
principles and technique of 
Life Underwriting, and happy 
and successful in their pro- 
fession. 


Their Slogan— 
“All for One and One for All.” 


Intense Cooperation. 
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my case, that they are glad to take me 


well, and 


cases as 


them 


their 
some of 


on some ot 
have closed 


JOB E. HEDGES, New York 
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ad experience befor li he loves not essential 1 imagine anybody = ly $ , R 
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prospects in a real interview. We get 
real interviews that save time for the 
agent and that save time for the men 
who are going to close the business 
with them. In other words, the whole 
day is programmed every hour many 
days unless the whole day one hour 
after the other is nothing but continu- 
ous interviews with prospects that the 
closers have never met 

When a man first starts in my unit 
many times when he has not been quit 
successful in making apponitments, I 
go with him and show how how to 
make appointments. We go in together 
If he is a littl skeptic il, he feels he 
can’t do the thing you tell him he can 
do, and that is where I think he gets 
confidence. 

Now the value of the two men to- 
gether after you get there is a_ big 
value. I have worked a great deal on 
joint cases, and I will tell you where 
the value is Did you ever stand in 
back of people playing bridge and no- 
tice the mistakes they make, good 
plavers? If vou play any kind of a 
game, stand in behind the players and 
notice the mistakes and omissions he 
makes. It is a very valuable thing 


E. A. Woods’ Speech 


(CONTINUED FROM PAGE 1) 
distances the man who is not trained. 
Take the school of Dr. Lovelace in New 


York, for the one-quarter year. While 
students are being trained they actually 
become self-supporting before their 
training is completed—while they are 
being trained Thus, they will do 
enough while they are taking that 
course,—they will write a quarter of a 
million dollars \ very careful rec- 
ord of the Pittsburgh school has been 
made and it has been determined that 
the men attending the school earn on 
in average $55 per week during their 

riod of training. The dean of the uni- 
versity was very much surprised at a 
course of training at which a man 
arned over $200 a month, while train- 


record of different 


roups of Ve ve a record 
51 groups and, ; me of you know, 
fro} different groups are more 

il umber cor 
take if 
- ’ oducing 
bo uy) es lust 
! t Vv n r ha ¢ 
ake S hese men have 
he ] ul s than the 
von iken he ours 
lhe h us from 5 to 15 
‘ d ner nd 
‘ en who have taken the 
ourse have ed up to 24 per cent 
mo I ne tl thos who did not, 
n pit of the vears or experience 
ac t ther Che rst oman we 
trained ide $600 during the eleven 
weeks she was studying—a_ stranger, 
new to the business And so far these 
women have more than doubled the 
business done by the women who did 
not take the course. We have sent sev- 
eral groups of experienced men to these 
courses, and the lowest increase of busi- 


the 


ness was 73 per cent after taking 
course, and the ratio of increased busi- 
ness by people taking the course is 


73-74-100 and increased 


business. 
Mr. Russell, 


124 per cent 


you know more about 
these figures. They are hard to get, but 
if you gan take an 11 weeks’ course,— 
11 weeks only—and permanently in- 
crease your business anything like 73 
to 124 per cent, it seems to me that 
they are going to drive people more and 
more to doing the same thing. which is 
the obviously profitable thing. And 
speaking of such courses of study, there 
reason why they should be lim- 
to training men to write in- 
but there are other courses 
all akin to the writing of in- 
economics, sociology, particu- 
psychology, mathematics, 


is no 
ited only 
surance, 
which are 
surance, 
larly, perhaps, 


possibly. And there is no reason why 
a course should be limited to eleven 
weeks. I can look ahead and see the 
day when a man will take a course, 
not of eleven weeks, but of two years. 
If I may be permitted to make a pre- 


that a one or 
found to be a 


my prediction is, 

course will be 
profitable thing to do, and that it will 
be largely due to the initiative of Wins- 
low Russell—right at this table,—that 
my prediction will come to pass. 


Old Leaders Absent 
(CONTINUED FROM PAGE 1) 

also brought out an unusually wide 
general discussion 

The only extended address on 
life insurance topics was that by Prof 
S. S. Huebner, of the University of 
Pennsylvania, who gave a very scholarly 
presentation of the need for greater gen- 


diction, 
two-vear 





and 


strictly 


eral education on the subject of life in- 
surance 

Vice-President George FE. Lackey, 
who was called on with very little no- 
tice to preside over the convention in 
the absence of President Graham C 
Wells on account of illness, acquitted 
himself noblv in a rather difficult situa- 
tion and made many additional friends 
His retention in the office of first vice- 
president was a tribute to the abilitv 
vhich he showed in presiding at. this 
meeting —_—_—_—_———- 

> 

Cleee New Chief 

(CONTINUED FROM PAGE 1) 
tter eported bv the pecial commit- 
onadl ter the exceetios eoanmittes te 
( ndatio the mend 
: . the nstitution sumberin 
] e-presidents and the accept ; 
] lication or membership rom 
iations nized d th 

The meeting onened promptly at 9:30 
fter the usual concert and the invoca- 

was pronounced by Bishop John 

n of Los \ngeles Vic -President 
Lockey introduced T. W Plackl urn of 
maha, secretarv and counsel of the 
\merican Life Convention, to present 
the fraternal greetings of that organi- 
ration, which was done in Mr. Black- 
burn’s most genial style. 

Miss Marguerite Seaver, representing 
Miss Alice Lakevy of New York City, 
chairman of insurance for the Women’s 
Clubs told the underwriters what the 
Federation is doing to promote inter 
est in life insurance among women and 


greater from 


men. 


plea for support 


insurance 


made a 
the life 
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Many Take Part in Demonstration 


(CONTINUED FROM PAGE 2) 


solid foundation you are putting in 


MR. O'BRIEN: Why, of course. 
Do you think I would build a ware- 

ise without a good roof on it? 

MIR. BAKER: No, I didn’t think so. 
What I came here to see you about this 

ning, was to render you a real serv- 
e, and in order to demonstrate what 
I am about to tell you I have drawn 
this sketch of your warehouse. You 
will notice on the other side a similar 
sketch, but it refers to your family. 
There is a similarity, you will notice, 
between the foundations. They are both 
splendid. However, the roof of the fam- 
ily sketch is not so secure. You have 
only $11,000 of life insurance. That is 
absolutely inadequate to protect the con- 
tents of the floors of your family ware- 
house, much less the foundation. It 
would take $160,000 at interest at 5 per 
cent to take your place as the bread 
earner for your family. I have a plan 
by which you can put on a storm proof 
roof, one that will be enduring. Will 
you listen to me while I tell you about 


MR. O'BRIEN: Why certainly. 
Have you gone to all this trouble just 
to convince me of this? Have a seat. 

* * * 


JULES CHARBONEAU, of Seattle: 
Mr. O’Brien, my name is Charboneau 
of Seattle. 

MR. O’BRIEN: I am very glad to 
meet you, but I am very sorry I have 
an engagement just now and if you want 
to talk business with me I would rather 
not take the time now unless it is some- 
thing very important. 

MR. CHARBONEAU: Mr. O’Brien, 
I have just made a trip with my troop 
of Boy Scouts to Mont Rainier. 

MR. O'BRIEN: Oh, sit down, tell me 
about it. 

MR. CHARBONEAU: I am the 
master of Troop—. We have just re- 
turned from a trip around the mountain. 
That is great country up there. I have 
some pictures that show the trip. 

MR. O'BRIEN: That's certainly a 
beautiful mountain. Did you camp up 
in the foothills? 

MR. CHARBONEAU: We went en- 
tirely around the mountain. There are 
eighteen boys in my troop and each boy 
carried thirty-five or forty pounds on 
his back 


MR. O'BRIEN: Can that mountain 
he climbed? 
MR. CHARBONEAU: MI climbed 


that mountain myself, but did not take 
the hoys to the pinnacle. However, on 
the way around the mountain we went 
22 glaciers. On one day we saw 
mountain goats and got within 25 
eet of some of them. We took some 
wonderful pictures of them. 

By the way, I am told that your boy 
s an Eagle Scout, and I know that he 
vould enjoy a trip with us, and if I 
may I would be delighted to take him. 


”) 


MR. O'BRIEN: I would be delighted 
to have him go. Won't you have lunch- 
econ with me? 


* * * 

FRANK E. MacMULLEN, Los An- 
geles: Good morning, Mr. O’Brien. 

O'BRIEN: Good morning, Mr. Mac- 
Mullen—say, how do you spell your 
name? Me? or Mac? 

M MacMULLEN: Mac, Mr. 
O’Brien Yes sir. Mr. O’Brien, lam 
calling on you at the suggestion of Mr. 
Roberts, for whom I have just had the 

of working out a plan for the 
t of his general estate. 

O'BRIEN: Oh, Roberts! 
le sent you to me, did he? 
in attornev, Mr. Mac Mullen? 

MacMULLEN No, Mr. O’Brien, I 
t insurance man 

YBRIEN Oh, are you in the in- 

e business? 
MacMULLEN: Yes, sir. I would like 
I e the suggestion that you let me 
vou what I have just done for Mr 
ts. If vou will let me look at your 


pleasure 
bene 
Is that so! 

Are you 


present insurance policies, I would like 
to prepare for you a plan that would 
be tor the benefit of your general estate 


and— 

O’BRIEN: Well, that takes consider- 
able time, to go into anything like that— 

MacMULLEN: Oh, I don’t want to 
go into that this morning, but I would 
like you to confirm the information Mr. 
Roberts gave me, and look over your 
policies, and, with the additional infor- 
mation which I will ask you to give me, 
I would like to work out a plan for you, 
and then I would like to come back— 

O’BRIEN: What sort of informa- 
tion? 

MacMULLEN: I would like to know 
how many members there are in your 
family, how many children you have, 
how old they are, what your plans of 
education are for them, how much in 
debt you are, how much— 

O'BRIEN: Well, now, Mr. MacMul- 
len, you tell me you want to speak about 
doing something for my estate, and you 
have done the same for Roberts, and 
you need this information for something 
you want to do for my estate, and a 
whole lot of information which a man 
does not ordinarily give to a perfect 
stranger. May I ask whether the in- 
formation would be confidential? 


_ MacMULLEN: Oh, absolutely con- 
fidential. 
O’BRIEN: What company are you 


with? 
MacMULLEN: 
Mutual Life. 
O'BRIEN: Is that so? Well, I am 
pleased to meet you,—let’s shake again. 
I have had a policy in that company 
for a good many years; but I don’t be- 
lieve you can interest me in insurance. 
I am extending my business, I am put 
ting money into certain investments,— 
my wife is pretty well taken care of, 
as a matter of fact, the only real worry 
I have is my daughter Susan, my sec- 
ond daughter, she is in rather frail 
health,— _ you mentioned ‘my estate,’— 
is there anything you can do for her? 
MacMULLEN: Mr. O’Brien, if you 
will give me the information I asked 
for I will draw up a plan that will pro- 
vide for your family and your estate, 
—not only will your general estate be 


The Massachusetts 


provided for, but your family, your 
wife and your daughter will have a 
guaranteed life income 

O’BRIEN: Well, that’s interesting 


How long will it take 
this plan? 


MacMULLEN: 


you to get up 


If you will give me 
the information I have asked you for 
today, then I will take it back to the 
office and will go carefully into the mat 
ter of not only your present insurance, 
but of the question of the proper pro- 
tection for your general estate, and of 
the individual members of your fam- 
ily, and draw up a plan, taking into 
consideration your present policies — 
O'BRIEN But, pardon me, Mr 
MacMullen, I haven’t my policies here 
MacMULLEN: Well, then, I would 
like to get your policies tomorrow 
O'BRIEN: They are at my bank; 
now, let’s see, I am going there about 
id A. M. tomorrow, and you can meet 
me there and TI will get them for you 
MacMULLEN Thank You, Mr. 
O'Brien,—at ten o'clock? I'll be at the 
bank to meet you, and I would like to 
assure you that I will not try to offer 
you a plan which will be anything but 
adequate protection.—the sort of pro- 
tection you will really want,—for your 


family. Good morning, Mr. O'Brien 
* > * 
LOGAN: How do you do, Mr 
O’Brien? Do you remember me? You 


have a little policy with our company 


O'BRIEN: Oh, ves, have a seat 

LOGAN: Mr. O'Brien, I believe that 
in the next ten days vou and I will doa 
little more business. I am here on a very 
serious mission, Mr. O'Brien.—one that 
means very much to vou, but before | 
get into that I want to tell you a littl 
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golf story I heard the other day,—I 
know you'll appreciate it. Two fellows, 
ot over sixty, were playing golf the 
othe ernoo One of them, the 
eighteenth hole, pulled his handkerchief 
out of his pocket and mopped his brow 

they were both fat and jolly, and a 
little warm from their strenuous game 
and said “Phew! 

O'BRIEN: “Ha ha!” 

LOGAN and said: “Say, John, 
isn't it great that you and I are able to 


get out here for an afternoon like this?” 
Said John, “You bet!” “And, say, John, 
the greatest thing is that we have forty 
years of it ahead of us!” - 
O'BRIEN: Ha ha! Forty years! Say, 
he was an optimist, that guy! Didn't 
you say they were both about sixty years 


old? Forty years more? 
LOGAN: Yes. Doesn't that give you 
a wonderful picture? And, Mr. O’Brien, 


I have the same picture of you, when you 
are sixty years of age. Happy, prosper- 
ous, taking a day off for a round of golf, 
looking forward to forty years more of it, 
that is, if everything you are interested 
in now goes well, and I know it will if 
if nothing happens to you 
O'BRIEN: Hey? You know 
if nothing hapepns to me? 
do you mean, young man? 
LOGAN: Mr. O’Brien, I want to talk 
to you seriously. I want to make an ap- 
pointment with you for tomorrow, when 
you have time to hear what I have to tell 


it will if 
Say, what 


you.—I want to come back and talk to 
you about a plan that will enable you to 
see vour way clear to securing to your 
family a comfortable living if—anything 
happens to you. May I come back here 
tomorrow morning at 10:30? 

O'BRIEN How much time do you 
want? 

LOGAN: Fifteen minutes 
O'BRIEN: All right.—tomorrow morn- 


ing at 10:30 

LOGAN: Thank you sir. And in the 
meantime, tell Mrs. O’Brien that I am 
coming in and what I am going over, and 
you think about it 

O'BRIEN Well,—I 
ought to tell her about it, 

LOGAN: You tell her. Mr. O’Brien; 
she'll be interested, and she'll want to talk 


don’t ithink I 


about it, too. Good morning 
> > * 

CARL DEHONEY, of Cincinnati: 
Mr. O'Brien? Dehoney is my name 

O'BRIEN: Pleased to meet you, Mr 
Dehoney. ; 

DEHONEY: Mr. O'Brien, I don't 
want to beat about the bush regarding 
mv errand. I am in the life insurance 


and I want only a couple of 
minutes of vour time 

O'BRIEN Sav! I bet there have 
heen 60 life insurance men in my office 
in the last six months, and you are the 
beat about the bus! 
told 


Sit down 


business 


rst one who didn't 
half an hour 
he was an insurance man! 


for a hefore he me 


I'll give vou a few minutes, although 
I’m not particularly interested in tak- 
ing out any more insurance 
DFEFHONEY: Well, Mr. O'Brien, vou 
were insured a good many years ago 
and probably vou have never been ap- 
proached by a representative ot our com- 
pany regarding this old policy of yours, 
since it was written, but now that you 
have come out here, we have looked up 
these old policyholders Mr. O'Brien, 


! 
Tuly 21, 1885, and 

will change from 39 to 40 six months 
39th birthday officially, ac- 
become 40 
December 


proposition 


you were born your 
ant 
atter your 


cording to your policy you 
the 21st of 


written 


old on 
have 


order to 


vears 
Now. I | 
and in the difference 
in the premium between the 39 age and 
the 40 age will this 
now, and if you will give me a little time 
I would like to submit this plan which 
will provide for your family 
ina “onsidered years 
this 
will interest 


out a 
Save you 


you have to do 


protection 
that was not 


original 


way 
lv took 


he 


ago when you out 
policy, and which 


much 


no dou 
vou very today 
O'BRIEN All right, go ahead,.—I'll 


> > > 


R. GAUDIN I've heard 


JOHN 


19 


you, Mr. 


son things about 
sit down: 


\lter 


le very fine 
O'Brien May | 
O'BRIEN 
GAI 


day an 


you have said that? 
DIN \ man told me the other 
old mate of mine,—he 

‘lohn, I'm worth two million dol- 
! Yep. Since I last saw you, I got 


ried and I have a wife and a baby 


school 





they're worth a million apiece,— 
aint they?” 
* . * 
O'BRIEN Well, that’s right 


GAUDIN: I guess you feel the same 
way, don't you, Mr. O'Brien —you 
wouldn’t take a million for any of 
yours 

O'BRIEN: I should say not. 

GAUDIN: I'm married too, and have 
a wife and little ones. Mr. O’Brien, are 
we not sincere? Do we not love our 
little families. Would we not do any- 
thing—anything in the world, to pro- 
tect them? To make them happy? To 
give them everything they want, every- 
thing they need. Would you not be 


interested in a scheme to guarantee the 

education of your kiddies You didn’t 

finish your college education, did you? 
O'BRIEN No, I attended college for 


1 while, but I didn’t complete the 
course. 

GAUDIN Don’t you regret that? 
And don’t you think that education is 
more essential, even, today, than it was 
years ago? 

O’BRIEN: It certainly is. 
GAUDIN Well, I am going to sub 
mit to you a plan that will guarantee 
the education of your. children,—no 


would like 


matter what may happen. I 


to see you when your mind is free and 
you can go into this very important 
subject with the care and attention it 


deserves. May I come tomorrow morn 
ing 


O'BRIEN: All 


tomorrow morning 


right,—I'll see you 


> > * 
MISS MARY F. SHEA Good 
morning, Mr. O’Brien. 
O'BRIEN I'm glad to meet you 
Miss Shea, won't you have a seat? I 
note you've cut loose from the “O” 


and you are only a Shea. 
MISS SHEA Yes, we had enough 


trouble getting the Shea over here! 
We thought we would just leave the 
“O” behind us. I see you have one 
daughter and two boys,—one older and 
one younger than the girl,—Mr. 
O’Brien. 

O'BRIEN Yes, I have a fine fam- 
ily 


MISS SHEA: I guess your daughter 
is your sweetheart. 

O'BRIEN 
she were stronger 
sick, you understand, 


wish 
she's 


bit 


Yes,—but I 
than she is, 


but a 


Susan? 


not 
frail. 

MISS SHEA 
ing for the Boy Scouts, 
ever thought of 
ested in sports 

O'BRIEN Say, listen, you ought to 
her the other night at the 
game! She can’t play,—Oh, 
no,—but you understand, she plays in 
spirit—and you ought to see her there! 
1 had to take her home early, she was 
overdoing her strength 


MISS SHEA: |! 


I notice you are work- 
Have you 
inter- 


too 


getting Susan 


have seen 


basketball 


notice you are also 


on the Hospital Campaign Fund Com- 
mittee besides the Boy Scouts,—you 
want to do all you can for the kid- 
dies, don’t you, Mr. O’Brien,—and this 
little girl of yours,—you would like to 
see her a strong, happy young woman, 
full of the joy of living, with all the 


advantages of education and good care. 
I know you are interested in the cam- 
paigns for other people’s children, but 


have you given her—your own Susan— 
all the protection you can, so that you 
will know that she will always have 


the proper care that will make her strong 


and give her the sort of education you 
want her to have 

O'BRIEN Well now, Miss Shea, 
what do vou mean? 

MISS SHEA Do you want to 
sten right now, Mr. O’Brien, to a plan 
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for just those things you want for your 
little daughter? 


O'BRIEN: Yes, but who are you, 


Miss Shea? 

MISS SHEA: I am with the Great 
Republic Life Insurance Company of 
Los Angeles. I have a policy for you 
which will make sure the welfare of 
your children, and I am sure that if 


you know the way the plan works out 
all these years would not have gone by 
leaving Susan unprotected. Yes, this is 
something especially for her. 
O’BRIEN: Oh, well, then, I will be 
glad to talk to you. 
* * * 


JOHN SCOTT BURNS, of Red- 
lands: Mr. O’Brien, if my informant 
was correct, I understand that you have 
recently purchased a lot on which to 
erect a warehouse. 

O'BRIEN: Yes, you are right. What 
is your name? Oh, yes, Burns. Just 
draw your chair up a little closer, Mr. 
Burns,—I’m a little bit hard of hearing, 
won't you speak a little louder? 

BURNS: If my informant was 
further correct, I understand you signed 
a note at the time you consummated 
the purchase of that lot. 

O’BRIEN: Look here, young man, 
where did you get all this information 
about my private affairs? 

BURNS: I wouldn’t be worthy of 
the name insurance agent, Mr. O’Brien, 
if I couldn't get that sort of information 
about my neighbors, my fellow citizens, 
in order that I can help them in work- 
ing out a plan that will relieve their 
minds of worry about their debts. Do 
you know, Mr. O’Brien, that we can 
underwrite that note,—we can guaran- 
tee the payment of that note for you,— 
and that we will do it for 3 per cent? 

O'BRIEN: Is that so? 

7 * * 


W. P. MURRAY: My name is Mur- 
ray, of the Equitable Life, Mr. O’Brien. 

O'BRIEN: Have a seat, Murray. I 
remember you, you wrote my policy in 
that company. 

MURRAY: No,—I’m not going to 
sit down. I'll tell you what I want to- 


day. I only want to see if you are 
heavier. Come:on over to the doctor’s 
office and see if you are in as good 
shape as you were when you took that 


last policy out? 

O'BRIEN: What?—sure I am! 
What? Am I heavier? Say, is that 
all you want to know,—am I fatter than 
I was? I don’t know. Yes, sure,— 
I'll go over and see what shape I’m in. 


> . a 

CHAIRMAN Ladies and Gentle- 
men This closes the demonstration, 
but we will have Mr. Sikes of Oklahoma 
City conclude the program by summariz- 
ing 

* * * 

MR. SIKES Mr. Chairman and 
Members of the Convention In making 
tl det tratio e have brought out 
fo naked 

1 Undivided attention 

2 Creating a conversational topic 

3. Diverting the conversation to the 
topic of interest 

4 Inviting attention to the dominant 
interest 

MR. SIKES First of all, I want to 


O’Brien has beena 
little more friendly than the usual pros- 
pect might be (laughter). I thought, 
in commenting upon these demonstra- 
tions that I would have some bouquets 
but I thought, that 
there might perhaps be a few harpoons. 
But I must admit that there are no 

I can only scatter bouquets. 


to scatter. also, 


4 1s 


harpoons 


Now, the principal point is to get the 
prospect’s undivided attention. He may 
be signing mail, or the telephone may 
ring, or the stenographer may be wait- 
ing,—and you can only get part of his 
attention. What we want is 100 per 
cent of his attention Now, how are 
we going to get that? First, we have 
to “spill” his mind, so to speak, and 
get all his attentior How does the 
newsboy do it? The insurance sales- 
man needs to have some kind of a head- 


line when he comes into the presence 
of a prospect. Now, a sale may be made 
in the pocketbook, but our sale is large- 
ly a mental process, and the approach 
to a prospect is certainly made to the 
mind. Now, there are only five chan- 
nels through which we can reach a man 
—the five senses. Unfortunately for the 
insurance salesman, he can use only two 
of the senses, sight and word pictures 
—the sense of hearing and the sense of 
sight. We are told by scientists that 
the sense of sight is much more intense 
than the sense of hearing. In fact, the 
impression has been given that sight is 
twenty-five times more intense than 
hearing. There is an old Chinese legend 
that says it is better to see once than 
to hear a dozen times. 

Now, you will note that these men re- 
ceived undivided attention. The gentle- 
men who brought in the large illustra- 
tion, and the other gentlemen who had 
something to say. That is the way to 
get attention. 

Now the next point,—in creating a 
conversational topic. Most of the sales- 
men we had here were skilled in creat- 
ing that. 

They were also successful in diverting 
the conversation to the dominant inter- 
est. Now, what is the dominant inter- 
est? You will note that the salesmen 
developed attention to the man’s family, 
his home and his kiddies. What are 
dominant interests? There are three,— 
A man’s family, his business, his home. 
Now, when a man hears that he has not 
protected, safeguarded his family, or his 
business, or his home,—you at once get 
his undivided attention——and I have 
never known that to fail. Therefore, 
if you use the arguments: “Mr. Blank, 
would you be interested in a proposition 
that will save you money,—in a proposi- 
tion that will increase your business,— 
a proposition that will eliminate mis- 
takes”’—what happens? A_ merchant 
must ask: “What is your proposition?” 
Now, at that point I want to give you 
just one illustration: Up at Worcester 
the main building of the university burn- 
ed down one night. The president of 
the university went down on the train 
to New York and asked for a three- 
minute interview with Mr. Carnegie. He 
told Mr. Carnegie what had happened 
and the millionaire said: “You know I 
can’t give you money to rebuild your 
burned building,—I don’t believe in en- 
dowments to colleges.” What did Mr. 
Holden do? He promptly replied: “That 
may be true, Mr. Carnegie, but you do 
believe in helping young men.” The 
next day he went back and secured $300,- 
000 from Mr. Carnegie. In taking leave 
of Mr. Holden, Mr. Carnegie said, “The 
next time, young man, don’t stay so long. 
Your interview cost me just $100,000 a 
minute.” 

So you see it pays to know the domin- 
ant interest to which a man will re-act, 
—some fundamentally vital or interest 
ing which the 1 
nevitably re-act. 

N in closing my 


subiect to prospect wi 
vow, remarks, I wan 
that t the 
ess of the approach is upon the 


O Say it seems to me tl 
pre- 

pproach of selling the agent himself on 
idea of the need of his services. In 
reality, the prospect today was on 
t! of the desk and the salesman 
other side,—but both were over 
on this side, trying to do the same 
taking care of the home, taking 
care of the children, taking care of the 
wife Out at the studio we 
terday I was rather surprised that dur 
ing one of the Filipino 
sitting near the set, playing some of his 
native music. I inquired why, and was 


the 
not 
is side 
on the 
here 
thing, 


visited yes- 


scenes a was 


told that his being there, and playing 
his music created an atmosphere,—en 
abled the artist to portray the role so 


much better because the illusion of the 
atmosphere was there, subconsciously 
helping him to do his best 


So. fellows, when we get out to see 
the prospect, let’s put ourselves in the 
spirit. Let's get our own hearts right, 


and TRY TO SERVI 
J one of the 
win one of the three prizes in 
The judges will please confer to 


Now, eacl contestants ex 
pects to 


gold 


gether and when they have reached 
their decisions, the winners will be an- 
nounced, 

= * * 

MR. JOHN H. RUSSELL: I think 
we have all gotten something from the 
analysis of these partciular cases which 
we can apply in our own particular 
cases. 





EXECUTIVE COMMITTEEMEN 
Members of the national executive 
committee, terms to expire following ad- 
journment of 1927 convention, were an- 
nounced Thursday as follows: Chas. 
Kutnewsky, Boise, Idaho, Equitable 
Life; C. V. Anderson, Cincinnati, O., 
Provident Mutual; E. B. Hamlin, Cleve- 
land, O., National of Vermont; Carl 
LeBuhn, Davenport, Ia., Massachusetts 
Mutual; George Tilles, Fort Smith, Ark., 
Guardian Life; H. W. Becker, Grand 
Rapids, Mich., Metropolitan Life; S. C. 
Landon, Harrisburg, Pa., Provident Mu- 
tual; F. L. Jones, Indianapolis, Ind., 
Equitable of New York; E. W. Noble, 
Lincoln, Neb., New England Mutual; 
Ollie C. Humphrey, Montgomery, Ala., 
Guardian Life; Arthur A. Saltmarsh, 
New Bedford, Mass., Equitable of New 
York; Wm. Coldman, Oregon, North- 
western Mutual; Geo. E. Ott, Philadel- 


phia, Pa., Equitable; R. H. Keffer, 
Scranton, Pa., Aetna; J. E. Williams, 
Seattle, Wash., Phoenix Mutual; Earl 


W. Pettibone, Spokane, Wash., Mutual 
Life. 





HERON’S AD THAT PULLS 

F. W. Heron, San Francisco, in his 
talk before the convention told of the 
advertisement which he ran in the San 
Francisco papers. Following is a copy 
of the advertisement: 

“$50.00 CASH will be paid for a list 
of the names of 50 men residing in San 
Francisco, 65 years of age or older 
(pensioners excepted) who do not have 
to work for a living or who are not 
dependent on others for support. Sta- 
tistics show that only 5 out of 100 at 
age 65 are independent, I am trying to 
prove these statistics in San Francisco. 


F. W. Heron, 540 Mills Building.” 





Sounds Personal, But Isn’t 


Now if you want to please Winslow 
Russell, vice-president of the Phoenix 
Mutual, just ask him how his household 
budget is taking hold. Russell has been 
working on this for years and he has 
got one now that is 100 per cent per- 
fect. There can be no argument with 
him about this, he admits it himself. 
And it will surely help Phoenix Mutual 
service that his men are being ever edu- 
cated to give in an increasing degree. 





Trained a Real Producer 
Vice-President Danford M. Baker of 
the Pacific Mutual is not bragging about 
it these days, but he is as proud as 
Punch just the same over the fact that 


of the three producers of the company 
who paid for a million or over during 
the agency year, his son, Danford M. 
Baker, Jr.. was one. The other two are 
Charley Lewin of Los Angeles and 
Colonel Archer of San _ Francisco. 


Young Dan is truly a chip off the old 
blo« k 





Want “Life Insurance Sunday” 

The Nashville Association, which 
last fall initiated a movement for the 
observance of the first Sunday of Oc- 
tober as Life Insurance Sunday, is seek- 
ing to have the idea endorsed by the 
National Association. The plan is to 
have a sermon on life insurance on that 
Sunday in every city where there is a 
life underwriters’ association. The 
Nashville association had one of the 
largest audiences ever assembled in that 
church for its observance of the day. 
The plan has also been taken up in sev- 
eral other cities, with similar good re- 
sults 


The registration at the close of 


Wednesday's session was over 1900. 


° 

Going to Seattle 

Life company officials attending the 
National Association meeting, many 
whom will go on to Seattle to atten 
the meeting of the Insurance Commi 
sioners Convention, do not look for any 
matters of special importance to life in- 





surance to come up at the commission- 
ers’ sessions, although that is a place 
where there is always a chance that 


something may bob up unexpectedly. 

It is practically a certainty that Com- 
missioner W. Stanley Smith, of Wiscon- 
sin, will endeavor to bring up this pro- 
posal for changes in the total and per- 
manent disability clause, presented at 
the Asheville meeting, but it is predicted 
that the matter will go over to the 
winter meeting. 

One matter which will be brought to 
the attention of individual commissioners 
by the company men, if not at the Con- 
vention sessions, is the urgent necessity 
for the amendment of the laws regard- 
ing the incontestable clause, which was 
approved by the commissioners two 
years ago. The desired changes were 
made at the last legislative sessions in 





PAUL F, CLARKE, Boston 


New Third Vice-President 


New York. 
the other 


Massachusetts and some oi 
eastern states, but Michigan 
was the only one of the middle western 
states where the proposition was put 
through last year. Illinois had already 
adopted it, but no action has yet been 
taken in some important states as Ohio, 
Indiana, Minnesota, and Nebraska, and 
the commissioners will be urged to get 


actively behind the measure in their re- 
spective states. 

In some states, such as California, 
which do not have the standard pr 


visions law, the desired changes in policy 
forms can be made without legislative 
action, but in all states having the stand 
Mane 


provisions it Is necessary to 


the law. 


ard 
a change in 


B. F. SHAPRO’S LUNCHEON 


luncheon, 


Ben F. Shapro gave a 1 
Wednesday, for his entire agency torce 
and a number of invited guests, about 


80 being in attendance. The speakers 
were J. W. Clegg of Philadelphia, slated 
for next president of the national asso- 
ciation; Edward A. Woods of Pitts- 
burgh, George E. Lackey of Oklahoma 
City, John H. Russell of Los Angeles, 


Mansur B. Oakes of the Insurance Re 
search Review Service, and Capt. R. P 
Hobson, now at the head of the Anti 
Narcotic League, who announced that 


four large life insurance companies had 


recently gotten behind that organiza- 
tion 

John G. Maher, president Old Lin 
Life of Lincoln, Neb., arrived on Wed 
nesday and will also attend the com 


missioners mecting at Seattle next wees 
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= The Union Central Life 
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The San Francisco Agency of the tT Leading California Agencies extend a J B 
- ° . sincere welcome to the Underwriters of TU? 
Equitable Life America. They hope you will be able to drop DI R \ E A 
; € > 2 > M4 29 ve — Pe arrn 
Assurance in and see them before you leave. GENERAL AGENT 
Society They believe California is a great state, and The Penn 
7 that it has a tremendous future. Its un- Mutual Life 
pinata wines toe Ge matched year-round climate, contented VEUCUAE LITE 
Delegates when they visit our city labor and amazing industrial growth offer Ins. Co. 
M. H. CASEY, Agency Mer. untold opportunities to life insurance men. 
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10th Floor, 315 Montgomery St 901 Phelan Building 
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: ‘ 5 Dr. R. P. Fournier, Gen. Agt. John V. Hines, General Agent 
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| Every Year A Record Year 


Gem City Life Agents value their | 
; Contracts Admitted 


| company for its constant interest in panel in Force aapenes Assets 
ook “eee 1909 1,571 $ 9,248.00 $ 5,683.00 
their welfare. The good report of 1910 7.975 54,142.00 18.744.00 
the company is a valuable asset that i911 14,449 133,515.00 26,210.00 
: 1912 18,030 181,062.00 36,208.00 
agents have learned to appreciate. 1914 31,487 317,348.00 86,189.00 
It is a builder of confidence and ae _—— — no pate 
; 1917 68,453 758,923.85 365,736.81 
good will among all policyholders. 1918 74,296 848,561.80 485,286.44 
1919 97,147 1,273,980.95 654,673.66 
— 1920 122,746 1,952,735.52 1,115,893.81 
_ 1921 150,082 2,374,671.38 1,499,846.33 
Assets over three-quarters of a million. 1922 165,788 2,891,894.11 1,722,207.46 
Surplus to policyholders over $280,000. 1923 174,977 3,337,492.14 2,119,695.57 


This progress is simply the total of the increasing success of 


Licensed in Seven States and District of Columbia B. M. A. Salesmen, whose efforts enabled this Company to occupy 
Ninth place among all Companies in U. S. A. in amount of claims 


paid during 1923 


Life, Accident and Health Insurance written separately or 


’ Gem City combined providing the widest range of personal Insurance Pro- 
Life Insurance Company means 
Dz » Ohi 
none Ste Business Men’s Assurance Company 
A. J. Conover I. A. Morrissett 7 A 
President Vice President and Gen'l M@r. | of merica 
KANSAS CITY, MISSOURI 


W. 'T. GRANT, President 
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There is a humanness and a spirit 
of good fellowship permeating our 
entire organization that contrib- 
ute to the peace of mind and hap- 
piness of our men. 





*“Ask a Jefferson Standard Man.’’ 


Jefferson Standard Building 
Jefferson Square 
Greensboro, N.C. 


BRANCH OFFICE SYSTEM—DIRECT CONTRACTS 


Jefferson Standard Life Insurance Company 


JULIAN PRICE, President GREENSBORO, N. C. 
Over $215,000,000 in Force 
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THE FEDERAL UNION LIFE INSURANCE CO. 
of CINCINNATI, OHIO 


takes this opportunity to state its position regarding erally. Many representatives of \ 
INSTITUTIONAL ADVERTISING. In order that commended the plan and expressed appre 

this company’s attitude may be fully understood in re- wide publicity which is being obtained and wil 
spect to small certificates of life insurance being issued sulted in increased business, directh 

to subscribers of newspapers, we desire to call attention newspaper advertising 

to the larger amount of display space being devoted to We are open to suggestion and would appre 
extolling the benefits of life insurance protection gen- ions from the life insurance fratert 
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An Ohio Company for ihe 
Ohio Agents Diamond Life Bulletins 


ee ii - > ne 1 
Has opportunities for ambitious and enterprising agents. are paying a profit 


Company comparatively young. Our men will grow To THOUSANDS of 


with us. The future holds positions of responsibility. 


ily Aisi antieiinien ax Aanate, Gilad Madaodinie, Gam Enthusiastic Life Insurance Men 
eral Agents and Managers. Write E. W. Gage, secre- who find the “D. L. B.”’ ideas actually 
tary produce business. 


Wee 


The National Underwriter Company 
420 E. Fourth St., Cincinnati, O. 


The Toledo Travelers Life Insurance Co. 
Toledo, Ohio 
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Graham C. Wells: 


Interview with 20 General Agents 


—_——ONn—_—_ 


Each one interviewed has been a member over seven years 





“Any General Agent who is alive to 
his own best interests cannot afford to be without 


“What the R. & R. Service Means to Me” 


Elmer R. Beers: “I expect to be a member of the Service 
as long as I continue in the insurance business, if 
it maintains the standard of the years gone by. 


Ask Your 
Neighbor 


At the Convention 


About the 


DIAMOND 
LIFE 


Now operating in: BULLETINS 

n 

: Iowa Minnesota Nebraska South Dakota 

A 

; All standard forms of life and endowment policies. 

" The chances are he 

oy For agency particulars address a a wo 

rs . ¢ 

HOME OFFICE: valuable in working up 

720 Sixth Avenue - - Des Moines, Iowa : and closing big cases. 

i Workable selling plans 

that are actually in use 
B25 255 P5PS PSPSPS PSPS RS2OSASASES PEST PSPSPS PS S2S2S2S2S2S2SESPSESPSAS PSPS 2S 2E2S2E2S2S2SESESESES PSPSPS 25 P525252S2S2SASPS PSPSPS PSPS SPSZSPSPSRSASESESPSPSISAL by successful agents are 


given each month. Over 
2500 subscribers to this 
practical service enthu- 
siastically endorse it. 
Letters from noted pro- 
ducers prove its highly 


advanced methods, yet 


. se 


wilt LiL Peres 


Pere 
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the help of the Service.” 
Darby A. Day: “It is almost indispensable.” D>. R. 
Clifford L. McMillen: “It is worth many times its cost.” 
A. C. Larson:. “It is the most valuable and profitable 
service that any agent can receive in our great 
business.” 


Charles B. Palmer: 


Midyette: “After forty years as General Agent I 
am more impressed and helped by the R. & R. 
Service with each succeeding year.’ 

Bolling Sibley: “Our long continued membership is an 
evidence of what I think of the Service, my use of 
which includes the Educational Course.” 


an agent who had never 
written a $5000 policy 


“T cannot speak too highly of the : 
closed a $6700 premium 


value of the Service.” C. H. McChesney & Son: “The Service fully and accu- 
W. Merrill Eastcott: “I have received full measure rately covers the points of interest to General 

pressed down and running over.” Agents.” on the first case in which 
Charles H. McCoy: “In my estimation the Service is | F. A. Lichtenberg: “The Service gives in a compact ; 


form a fund of information quickly available and 
arranged in a very practical manner.” 

“T don’t know what I would do with- 
recommend it 


indispensable to Agency Managers and to wide : : 
awake producers.” he used it. 
John P. Gomph: “We could hardly get along without the | R. L. Stephenson: 
Service.” out the Service and I| cheerfully 
Kaufmann, Hamburger and Kaufmann: “The Service is most highly to anyone in our business.” 
of inestimable value.” Alma D. Katz: “I am convinced that the Service has had 
G. S. Grover: “The Service has proven a great help in much to do with our success, we could not get 
the many years gone by.” along to advantage without it.” 
Charles J. Iredell: “I believe it would be hard to run a | Charles B. Rudd: “The Service is one of the most val- 
General Agency successfully without the Service.” uable assets in our office, a General Agent who uses 


Franklin Mann: “The contribution you have made in it for results will never be without it.” 
correlating the work of men in positions like mine F. B. Schwentker: “I am a long time member of the THE NATIONAL 
has undoubtedly served to increase our effective- Service because it enables me with fifteen minutes’ 
ness. I want to congratulate you on the mainten- reading each week to get a digest of all the im- UNDERWRITER 


standards in the work.” portant news in the insurance world.” 
420 EAST FOURTH STREET 
CINCINNATI OHIO 


Full information 


furnished by 





ance of such high 
eo 
The Insurance Research & Review Service, 
I Holliday Building, Indianapolis, Indiana. 
Please enter me for the Complete Service for 
General Agents at the net fee of two irs 


The Service for General Agents includes a complete News-Review each 
week of the points of lasting value from all the insurance journals, big news- 
papers that cover the country, supreme court decisions, revenue rulings, 
business books and magazines and insurance bulletins, and in addition, there 
are three special sections each month that deal with the manager’s problems, 
including the securing and training of agents, circularizing, etc., with sales 
plans for agents and with sales data and facts for current use. 


I 
Your membership is invited upon a trial basis. 1. re, 
a 





The Insurance Research & Review Service 
INDIANAPOLIS, INDIANA 
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FOUNDED ON 
RIGHT 
PRINCIPLE 


The basic principle under- 
lying the Grizzard System 
is the same high basic prin- 
ciple underlying all old line 
legal reserve life insurance 
—that is, that the interests 
of the policy holder are 
primary; all other interests 
are secondary. 


Only through the greater service 
given to the policy holder do 
Grizzard agents or the Grizzard 
organization expect or deserve 
reward. 











* Prowection [I 
IZZARD : 
1 SYSTEM H 


COLUMBUS 0 


SGRL 


DETROIT CLEVELAND 
AND PRINCIPAL CITIES 


CHICAGO 
ie GRIZZARD SYSTEM OF AMERICA, Incorporated 


Executive Offices, Illinois Merchants Bank Bidg. 


CHICAGO 
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THE LARGER VISION 


Life Insurance long since ceased to be on 
trial. Its service to society is so manifest that 
only ignoranee or prejudice could doubt its val- 
idity. 

And yet, to what extent has Insurance taken 
its rightful place in the consciousness of the com- 
munity at large? Even the science of economics, 
which should be the first to emphasize its import- 
ance, does not give it the recognition it has so 
ably earned. The classical divisions of economics ; 
into production, distribution and consumption, 
include no proper place for the enormously valu- 
able work of Insurance. We need a fourth divi- 
sion entitled “Insurance,” to make possible its 
adequate treatment. 





In the past even insurance men were satisfied 
with a very limited public appreciation of the In- 
surance idea. By rule-of-thumb methods they 
made conversions of individuals, one by one, hit | 
or miss, as they could. ; 





Then began the era of the National Associa- 
tion of Life Underwriters, and the old order 
changed rapidly. 


For an understanding of what Life Insur- 
ance really is, the public is dependent on the men 
whose central organization is this Association. 
And to this body, in major part, is due the credit 
for having brought about the welcome change. 


Our task, however, has just begun. We our- 
selves still need a wider conception of the im- 
mense service that Life Insurance will surely be 
called upon to render. But we are moving rap- 
idly in the right direction—a significant indica- 
tion of which is the new emphasis on the value of 
the Life Insurance Programme. 





If the future development of our business is 
to be increasingly effective, there is but one all- 
inclusive body of our colleagues to which we can 
turn for help and guidance, that is the National 
Association of Life Underwriters. 


SusvaneeneeUPOURERNendeorvers eneneneveneneanssnnernenrtenesseneenesvesemeees 


The Association requires, and should re- 
ceive, the unwavering support of every forward- 
looking Life Agent in America! 


New England Mutual Life 
Insurance Company 


Boston, Mass. 
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The Unique Manual Digest 


Complete Statistical Information 


On All Old Line Companies 


1,450 pages of rates, dividends and net costs, with 
policy analyses, financial exhibits and special information 
on each company. All the tables—American and Actu- 
aries reserves at 3, 314 and 4 per cent, and interest and 
discount tables. 


Most Complete Life Insurance 
Reference Book Published 


Price $3.50 
The National Underwriter 
Chicago Cincinnati New York 








The Little Gem Life Chart 


Most valuable of the vest pocket reference books. 
Amazingly complete information on 99 leading com- 
panies, and financial exhibit of ALL old line companies. 
ALWAYS SOLD OUT before binding is completed, al- 


though edition is increased by thousands each year. 


PLACE YOUR ORDER SOON FOR 1925—Out in 
April. Price $2.00. 


The National Underwriter 


Chicago Cincinnati New York 
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The Nation Respects 
North Carolina Products 


North Carolina has assumed world leadership in 
the production of various things that are important 
in lite—table-cloths, work clothes, underwear, hosiery, 
botanical drugs, paper pulp, blankets and such—also 
in tobacco products. And not the least factor in North 
Carolina’s amazing progress has been the develop 
ment, at the same time, of its strong life insurance 
companies. A favorable attitude greets the agent who 
undertakes to write insurance for these companies, 
and good territory 1s open in many of the Southern 
and Southwestern states, where Pilot general agents 
have been uniformly successful. The Pilot is 20 vears 
old—sound, well-managed—and offers 
the most complete line of protection in life, accident 
and health insurance. Use the coupon below to turn 
opportunity into gain, 


pre \OTESSIV e, 


PILOT LIFE 
INSURANCE 
COMPANY 


GREENSBORO, N. C. 


A. W. McALISTER, Pres. 











H. B. GUNTER, Vice Pres., Agency 
Mgr. 
Pilot Life Insurance 
Assets Greensboro, N. C . 
$7,230,000.00 oa ee 
Surplus to Policyholders net Sas et 
$1,680,000.00 Special 
Insurance in Force Over mone 
$55,000,000.00 - 
I 0 











GUARANTY 
LIFE INSURANCE COMPANY 


Davenport, Iowa 
ARE YOU LOOKING FOR THIS? 


If you are seeking a company whose chief aim is to keep each one 
of its agents satisfied and help them to become really big producers, 
doing so by its hearty co-operation; 

Then you are looking for the GUARANTY LIFE 

In all of these the GUARANTY LIFE is the kind of company every 
man is secking. Strong, progressive, growing rapidly—the GUAR- 
ANTY LIFE offers a number of progressive men an excellent op- 
portunity everything that means success 

And if you have real ability, the GUARANTY LIFE 


you, Let's get better acquainted now! 


s looking for 


IOWA, ILLINOIS, MISSOURI, NEBRASKA, SOUTH DAKOTA, 
NORTH DAKOTA, KANSAS, OKLAHOMA AND TEXAS 


L.. J. Dougherty 


Secretary-General Manager 











The Littte Gem Life Chart 2374 “"ser""°' 
Financial standing of ALL old line companies 


THE NATIONAL UNDERWRITER 
CHICAGO 








NEW YORK CINCINNATI 

















Indiana se Ohio se Michigan | 
;, The LAFAYETTE |= 
z| LIFE INSURANCE |: 
, COMPANY P 
_| LaFayette - - Indiana 
: ) = Mutual : 
=| | _ Legal Reserve 
: Exceptional — ; | 
2 Agency z | 
F Opportunities | 
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The Garden Spot of the World 


XXIII 




















Federal Life Insurance Company 
CHICAGO 


THE BIG 
CHICAGO 
COMPANY 


Specialists in “Human Being” Insurance 


OVER 


$1,500,000.00 


Of Accident and 
Health Premiums 


OVER 


$56,000,000.00 
Of Life Insur- 


ance in Force 


Fertile Territory Still Available for the Right Men 


ISAAC MILLER HAMILTON, President 


FEDERAL LIFE BUILDING 


166-168 North Michigan Avenue 
CHICAGO 
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INCORPORATED 1871 


DESIRABLE ~ Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


OPPORTUNITIES 1871——_ FIF TY - THREE YEARS —— 1924 


of conservative and successful management have placed the 


; —ee ed field Saisie LIFE INSURANCE COMPANY OF VIRGINIA 
are available at unoccupied Neild points where it is today—IN THE FRONT RANK of substantial, up-to-date 


for competent men capable of placing and progressive Life Insurance Companies. 

N I P | ‘ Issues ORDINARY Policies of the most approved forms from $1,000 to $50,000, 
J which are as liberal as safety will permit, with premiums payable annually, semi- 

iNEW nsurance in volume. annually or quarterly, and INDUSTRIAL Policies from $12.50 to $1,000, 


with premiums payable weekly. 


I JT J E CONDITION AS OF DECEMBER 31, 1923 
UNION M AL LIF Assets ..... : $ 36.916,613.75 
° ° se8 32,373,207.24 


Liabilities 
51 


Capital and Surplus : 4,.543,406.! 
In urance in Force a 255.168.568.000 
” 2 696,034.43 


Payments to Policyholders 


PORTLAND, MAINE TOTAL PAYMENTS TO POLICYHOLDERS SINCE ORGANIZATION. .$32,747,895.35 


JOHN G. WALKER, President 




















Visiting the Pacific Coast with- 
out enjoying Seattle and the 
prosperous, cool, scenic, ever- 
green Puget Sound country is 
like a banquet without dessert. 
—COME. 











Our Office Facilities Are 
At Your Disposal. 


Phoenix Mutual Life 
Insurance Company 
JAY E. WILLIAMS, Manager 


4456-4466 Stuart Bldg. 
Seattle 








WILLIAM J. BENSTON 
District Agent 





Suite 400 Central Building 
Seattle, Washington 





HOME OFFICE BUILDING 





THOS. A. GARRIGUES 
Agency Supervisor 
Western Washington 


| Northwestern Mutual 
Central States Lite Life Insurance Co. 
I nsurance Com pany | aa 
SAINT LOUIS | | The Insurance Salesman 


$2.00 a Year 


Filled every month with valuable life insurance 











selling ideas that pay. 


— ' 220 E. Ohio St., Indianapolis, Ind. 
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Ttuiieamt 
id Peoples Life Insurance Company 


Frankfort, Indiana 
**The Friendly Company’’ 





Home Office Building 


HUNDRED THIRTY-NINE 
PROTECTION OF 


THREE MILLION, ONE HUNDRED SIXTY THOUSAND, SEVEN 
Dollars IN SECURITIES DEPOSITED WITH THE STATE OF INDIANA FOR 
POLICYHOLDERS. 


PEOPLES LIFE Reinsured the CENTURY LIFE INSURANCE COMPANY 
March 10th, 1924 


Insurance in Force December 3lst, 1923........... $27,004,490.00 
Insurance in Force June Ist, 1924................. $38,000,000.00 
Splendid Agency Openings in the Following States 
Indiana Illinois Ohio Michigan 

Arkansas Tennessee Texas lowa 
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AMERICAN 
CENTRAL 
LIFE 


Insurance Co. 


INDIANAPOLIS, IND 








Established 1899 
HERBERT M. WOOLLEN 
PRESIDENT 
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Service That Shortens 
| The Selling Process 


IIc 
i 


A life underwriter is more than a salesman, but 
unless he is a good salesman he isn’t often a good 
life underwriter. 

This Company believes that the Agent’s sales 
work can be made more effective if he is supplied 
with the right kind of selling tools. 

That is why each of our representatives is 
grounded in the fundamentals of the business 
through our Educational Course. As a practical 
aid in field work Guardian Agents have the benefit 
of a system of obtaining “leads” that has frequently 
been cited as one of the most successful in opera- 
tion. 

Numerous other features of our Home Office 


service help our men in the field to increase the 
effectiveness of their work. 


Service to policyholders is perhaps the best 
service that can be rendered to Agents. In this 
respect the Guardian is a pioneer, being one of the 
first Companies to offer its clients the health serv- 
ice of the Life Extension Institute. Today our 
Policyholders Service Department renders a com- 
prehensive program of service to our policyholders 
and their beneficiaries. 


Service is an overworked word; often it doesn’t 
mean much. But we pride ourselves in maintain- 
ing a definite plan of genuine service which is of 
practical value to our policyholders and our Agents. 


Cc 
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THE GUARDIAN LIFE INSURANCE COMPANY 
| OF AMERICA 


ESTABLISHED 1860 UNDER THE LAWS OF THE STATE OF NEW YORK 
Home Office: 50 UNION SQUARE, NEW YORK 
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Over 1% Million Policies Now In Force 








Only four other life insurance companies in America 
have more policy contracts in force than this company. 
The following figures show its remarkable growth in the 
last ten years: 


Jan. 1, 1914 
Assets .... $ 7,804,230 
| Policies in Force . 503,302 
| Insurance in Force, 73,455,636 


Jan. 1, 1924 

$ 40,113,271 
1,552,803 
351,149,583 











Attractive opportunities open to competent agents in Ohio, Indiana, Kentucky, West Virginia, 
Pennsylvania, Michigan, Illinois, Missouri. 








The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 


A Good Company to Represent 
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The Capitol Life Insurance Co. 


CLARENCE J. DALY, President 


DENVER, COLORADO 





1905 1924 





'WATCH OUR PROGRESS! 


MAGNIFICENT NEW HOME OFFICE BUILDING 
WILL BE COMPLETED AUGUST 1ST, 1924 
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Desirable Agency Openings 


with the 


MONTANA LIFE INSURANCE COMPANY — 


Assets - - - $5,292,228.86 
Insurance $36, 136,606.00 














WASHINGTON OREGON CALIFORNIA 


This is the region Roger Babson predicts is to become “‘the richest and busiest | 
of our 48 states.” Even now, on basis of number of policies in force com- 
pared with number of families, statistics show four-fifths of the Washington 
and Oregon, and three-fifths of the California territory, is undeveloped. 


Surplus to Policyholders $902,639.52 (17% of Admitted Assets) 
SECURITY KEEPS STEP WITH PROGRESS IN THE MONTANA LIFE 


RAY P. COX, Agency Manager H. R. CUNNINGHAM, Vice President 
220 Syndicate Bldg., Oakland, Cal. Helena, Montana 
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A Company with Friends Everywhere 


THE NATIONAL UNDERWRITER LIFE INSURANCE EDITION 





The agent who is selling insurance in 
this company, which for seventy-three 
years has been rendering unexcelled ser- 
vice, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that 
there is no better company in the land 
than the old Massachusetts Mutual. 
Its enviable record for service and the 
low net cost of the protection furnished 
make a combination that assures 
success to any real worker in the field. 
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WE SERVE 








Incorporated 


im 185 


More than a Billion Dollars of Insurance in Force 


Massachusetts Mutual 
Life Insurance Company 


of Springfield, Massachusetts 


JOSEPH C. BEHAN 


Superintendent of Agencies 
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Day a casita 
(i 
| 
GROWTH! 
| A matter of natural development | 
| Our growth has been persistent—our roots extend down— | 

— 5 not out. We haven't spread—but we're rooted deep and | 
| lastingly in Illinois and Indiana. | 





Steady, persistent growth means permanent life. 





Men who want to grow can make un- 
usually good connections with us NOW. 


OVER $10,000,000 INSURANCE IN FORCE 


CHICAGO NATIONAL 
LIEE INSURANCE COMPANY 


A. L. WHITMER, Chairman of the Board . JOHNSON, Agency Manager 


CHICAGO, ILLINOIS 
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‘The State Mutual Life Assurance Company 
OF WORCESTER, MASSACHUSETTS 


INCORPORATED 1844 


The new dividend scale keeps the State Mutual in the front rank of low net cost 


companies 


The increased interest rate on dividends left to accumulate and on policy proceeds 
lett with the company makes the dividend and settlement options attractive to the 


> policvholders. 


— 


The new policy contracts, based on the experience of eighty years, are most liberal 


and, in accordance with the mutual principles of the Company, most of the new features 


have been made retroactive to old policyholders. 


The settlement options in the new policies enable the salesman to fit his policy 


holders’ every need. 


— - - Oe — — —________ h 


B. H. Wright, President D. W. Carter, Secretary | 
Stephen Ireland, Superintendent of Agencies | 
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#2437 
Policy — 
Premium 429./2 
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Losurance in force £150 000000 
MU Policies Reg:stered, 
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May Be Your | 
Opportunity 


Do you know that the great, broad, 
inviting South West offers a splendid 
opportunity? It does. 


The basis of all real production is the 
soil, and, combined with ample rains, 
followed by sunshine, the states of 
OKLAHOMA, ARKANSAS 
and TEXAS present a beautiful pic- 
ture. Not only a picture, but a reality. 
In other words, “Crops are good.” 


Wheat is the biggest yield ever. 
Cotton is coming along fine, with 
no menacing “bugs.” These two 
crops are the money makers. 


Persistent plugging away every day 
plus an intensive home office interest 
cannot fail to bring good results to 
to the agent. We offer that interest 
freely. We have endeavored at all 
times to give personal, friendly help. 


Operating in Oklahoma, Arkansas 
and Texas the Mid-Continent Life 


can offer some very attractive openings 
in these states. 


Mid-Continent Life 


Insurance Co. 
OKLAHOMA CITY, OKLA. 





EDWIN STARKEY, Vice-Pres. 
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AMERICAN LIFE 
REINSURANCE CO. 


HOME OFFICE—Dallas 
BRANCH OFFICE—Chicago 


The management of the American Life again expresses 
heartiest appreciation for the generous patronage accorded 


the Company during the first half of 1924. 


, INSURANCE IN FORCE 
December 31, 1919 $5,290,381 
December 31, 1920 19,025,345 
December 31, 1921 27,146,043 
December 31, 1922 32,019,215 


December 31, 1923.....41,224,327 
June 30, 1924 -46,100,000 


Biggest June in Company's History. 


Biggest Half Year in Company's History. 


ANNOUNCEMENT 


On July first the American Life moved into its own Home 
Office Building at 3015 Cedar Springs Road, which was 
formerly one of the handsomest residence properties in 
Dallas. The large shaded lawn fronts 350 feet on the 
principal automobile boulevard of the city, and the com- 
modious brick buildings assure ample space for this rapidly 


growing organization. 


SERVICE—With excellent maijl facilities and with tele- 
graphic connections installed in the building we are pre- 
pared to give PROMPTEST SERVICE to all our clients. 
Mail and telegrams addressed Dallas, Texas, will reach 


us promptly. 


SECURITY—Our Home Office is owned without in- 
debtedness and was purchased at a price that will prove a 
most profitable investment from a rent-saving standpoint. 


SECURITY to policyholders has been enhanced. 


A most cordial invitation to visit us when in Dallas is 


extended to our insurance friends everywhere. 


OFFICERS 


BERT H. ZAHNER 
Chicago Manager 


MORTON BIGGER 


Secretary 


A. C. BIGGER 
President 


FRED D. STRUDELL 


Vice-President 





























Strength 


The consolidation of the South- 
ern Union Life and the Fort 
Worth Life into the Southern 
Union Life of Fort Worth has 
given to the State of Texas an 
insurance organization of which 
we are proud. During the first 
six months of 1924 it has pro- 
duced ower $8,600,000 new 
business. 


The Southern Union Life is 
rapidly assigning choice terri- 
tory in the State to agents who 
are real builders and who wish 
to become leaders in their re- 
spective communities. 





Southern Union Life 


OF 


FORT WORTH, TEXAS 


J. L. Mistrot Tom Poynor 


President Vice-President 




















Have You Ever Lost A Case > 
—In Competition ¢ 


Of course you have and while it is true that the 
bulk of LIFE INSURANCE is written without com- 
petition, yet there are thousands of policies sold every 
year to hard-boiled business men, solely on the basis 
of cost. ARE YOU PREPARED TO GET THAT 
BUSINESS? 


THE COLUMBIA LIFE INSURANCE COM- 
PANY has had remarkable results with its—SPE- 
CIAL $500 ORDINARY LIFE (Participating Con- 
tract). The rates at three ages are: 25, $18.32 per 
$1,000; 35, $24.09 per $1,000; 45, $34.22 per $1,000. 
Your prospects will be interested in these rates. 
WHY NOT GET YOUR SHARE OF THIS BUSI- 
NESS? 


DIRECT GENERAL AGENCY CONTRACTS 


LiperaL CoMMISSIONS—ENTERED IN 
On10 INDIANA KENTUCKY 
W rite 


OLUMBIA LIFE 


INSURANCE COMPANY 
CINCINNATI, OHIO 


S. M. Cross, President 
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HOME LIFE 


Insurance Company of New York 


ETHELBERT IDE LOW, President 


Sixty-Fourth Year 


Premiums received during the 


MER SRE a casndend dae camee $7,686,855 
Payments to Policyholders 

and their Beneficiaries in 

Death Claims, Endowments, 
DIviGemGs, GEC. cnccssveseses 5,871,544 
Increase in Assets.......... 2,401,507 
\ctual Mortality 56% of the 

amount expected. 

Insurance in Force.......... 247,373,210 
Admitted Assets ........... 48,655,222 


Policy contracts with most liberal benefits and 
guarantees. 
Apply to 


For Agency 


GEORGE W. MURRAY, 
Second Vice President, 
256 Broadway, New York 














THE GLOBE) 


MUTUAL LIFE INSURANCE 
COMPANY 


OF CHICAGO, ILL. 


The Globe is the Oldest Life Insurance Institution of the 
State of Illinois Transacting Industrial Insurance 





Premiums payable yearly, half yearly, quarterly, monthly 


or weekly 


“CLAIMS PAID ON SIGHT” 


The highest grade of service to policyholders and representatives 


| The latest is 


CLAIMS PAID BY TELEGRAPH 
To Which Have Been Added CLAIMS ADJUSTED BY 
| RADIO. It is the last word in SERVICE 
T. F. BARRY, President, General Manager and Founder 


The Globe weekly news will be mailed you every week by request 


—without charge 


























AITHFUL service to policyholders, 


low net cost of protection, warm 





personal interest in its agents, and a 
broad vision of life underwriting service 

these are some of the reasons why Fidelity 
is forging ahead, why its assets, its income 
and its 
within the past ten years, its new business 
more than trebled. And four increases in 
Fidelity dividends have been made in the past 


four vears. 


insurance in force have doubled 


Operating in 40 States. Over $270,000,000 
insurance in force. Full level net premium 
reserve basis. 





Fidelity Mutual Life 


Insurance Co., Philadelphia 


WALTER Le MAR TALBOT, President 


A few agency openings for the right men 
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| The Great Republic Life 


Insurance Company 
Of California 


\ Extends a Hearty Welcome to All 
Life Underwriters attending the 35th Annual Conven- 


tion of the National Association and their friends. 





While you are in Los Angeles 


we invite you to visit Our new 





home office in the Great Re 
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on REDE, MMA Sree me ood public Life Building, at Eighth 
aa Of AR AA AR mee | and Spring Streets, and we 
fom pe PRAY ee = == oe ee OP ; 
pas nf | PIPL meinen rs ae r) should be glad to have you 
wt make it your headquarters 
e 


during your stay in Southert 
California 





The Great Republic Life 
Insurance Company 


A. OTIS BIRCH, President 


S. BRIDGEWATER 


Supt. of Agencies 


B. OLDS H 
Secretary 


H. SAVAGI I 


Vice-President 
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Wonderful Opportunity | 
for Agents 


Nowadays, when a child is born, most parents begin to think 
immediately of its future, and to systematically lay aside funds 
for the purpose of taking care of the child’s training and school- 
 - ing in the years to come. Unfortunately, fate sometimes steps 
t jp! in here, and the untimely death of a parent often shatters the 
2, best laid plans for the child’s future. Haven’t you often heard 
the statement: “I should certainly have gone to college if my 


father had lived.” 
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Do you know that this situation can easily be prevented? That 
the Central Life has added the Educational Endowment policy 
to its many forms of Perfect Protection? It is indeed a real i 
opportunity for the agent. It is a policy that can be issued at 
from two to twelve years of age, and one that reduces Education : 


or a start in business to an ABSOLUTE CERTAINTY. 

















New Home Office Building 
. Michigan Ave., 


Chicago The parent can take one of these policies on the child’s life, the 

policy to mature when the child is ready to enter college or 
technical school, using to pay the annual premium the sum 
: which would ordinarily be laid aside as a sinking fund for the 
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Agency Openings in child’s education. The policies can be written for a small addi- 
— tional premium, whereby should the death of the parent occur 
Illinois prior to the maturity of the Endowment, the Company will 
Minnesota waive the payment of future premiums, mature the policy, and 
Kansas pay the proceeds to the child just the same as though the premi- | 
lowa ums had been duly paid. 


South Dakota 


This proposition is live, it is easy to sell, and will greatly en- 


Texas ; hance the already valued good will of the Central Life. Many 
Missouri a parent will thank the Central Life agent in the years to come 
Nebraska for this protection afforded their little ones. 

Michigan 
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The Central Life Insurance Company of Illinois 
720 N. Michigan Avenue 
CHICAGO, ILLINOIS 
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SECURITY LIFE 


Insurance Company of America 


ROOKERY, CHICAGO 





O. W. JOHNSON, President 


Insurance in Force $49,000,000 
Assets - - - - - - 5,668,015 


Surplus Protection to Policyholders 430,178 


Payments to Policyholders since 
Organization - - - 4,403,769 


For almost a quarter of a century, the Security Life has 
been writing insurance with the thought to always be of 
real service to policyholders and agents. Carrying out 
this thought, the Company has built solidly and progress- 
ed steadily. 


It is old enough to be firmly entrenched; it is young 
enough to be vigorous, aggressive and ambitious. 


The Security offers to its agents, contracts which protect 
them. It is ideally located in the great heart of Chicago 
which means that agents and policyholders get quick 
mail service. Offering a broad insurance service, the 
Company is able to give advice and help in all matters 
pertaining to life insurance in its many phases. 


Openings for General Agents and 
Managers in Sixteen States 


Address 


S. W. GOSS, Vice-President and Manager of Agencies 
209 S. La Salle St 
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